











Here are three ways to do it: 
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SELL FOR REPEAT BUSINESS. Websters Micrometric 


Carbon Paper is unique. It’s patented. Once a customer has become ac- 
customed to its five extra features, no other brand will do. You can count 


on steady, reliable repeat business. 


SELL THE BEST KNOWN BRANDS. Because Webster 


products have been consistently advertised in such national publications 
as The Saturday Evening Post, Time Magazine and the Literary Digest, a 
demand has already been created. Micrometrie Carbon Paper is the only 


brand so advertised consistently. This advertising will be continued, 


SELL. in the horse and buggy days, business came to you. Today, suc- 
cessful dealers go out and get business. Because Webster's Micrometric 


Carbon Paper is in a class by itself, because it offers five extra sales fea- 


tures. vou can use it to create sales for other stationery lines you carry. 


Your opportunity — Five extra sales features 


®NEATER TYPING @UNIFORM MARGINS @FASTER TYPING 
®NO SMUDGED FINGERS ®SAVES MONEY 





F.S. WEBSTER COMPANY 








PAPER PROFITS 
DURING 1936 











13 AMHERST STREET 
CAMBRIDGE, MASS. 


4 OFFICE APPLIANCES is 
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dustry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, 
office furniture, office supplies 
and the entire range of com- 
mercial stationery. Its com- 
prehensive news reports of 
the industry and its valuable 
special articles upon subjects 
germane to its field have 
given it unusual prestige. It 
serves a clientele composed 
of managers and agents for 
the various office machines, 
devices and supplies, com- 
mercial furniture, commercia 
stationery dealers and many 
of the largest corporations in 
the United States. It also 
reaches some dealers in fifty- 
four other countries who deal 
in American office equip- 
ment. 

No person, firm or corpora- 
tion, either directly or in- 
directly connected with the 
industry the journal repre- 
sents, has any share in its 
ownership or voice in shaping 
its policy, which has in view 
at all times the best interests 
of the field it serves. It aims 
to discuss all subjects fairly, 
and to furnish its readers re- 
liable information concerning 
the progress and develop- 
ment of the office appliance 
industry. It will answer any 
questions germane to its field 
to the best of its ability, and 
it asks its readers in all parts 
of the world to aid it with in- 
quiries and suggestions, to 
which it will give prompt and 
earnest consideration. 


OFFICE APPLIANCES 


(TO THE WORLD’S PRINCIPAL MARKETPLACES) 


Published on the first of every month by The Office Appliance 
Co., 417 South Dearborn St., Chicago, Illinois. Cable Address: 
Applico, Chicago. Telephone Harrison 3697 


ESTABLISHED 1904: Succeeding and embodying American 

Stationer, New York, established 1873; Typewriter Trade 

Journal & Office Systems, New York, 1904; The Office, Frank- 

linville, N. Y., 1904; The Office Appliance Journal, Chicago, 

1905; Business Equipment Journal, Chicago, 1908; Office Out- 

fitter, Chicago, 1908; the original National Stationer, New 
York, 1909. 











EVAN JOHNSON, President 

C. F. MALATESTA, Treasurer 

D. C. MILLER, Vice President 
JOHN A. GILBERT, Secretary 
W.S. LENNARTSON, Asst. Editor 


JOHN A. GILBERT, Business Mgr. 
D. C. MILLER, Western Adv. Mgr. 
B. C. WALLSTEN, Copy Dept. Mgr. 
F. G. PULLEY, Circulation Mgr. 
OTTO KNEY, Service Bureau Mgr. 


H. W. MARTIN, Assoc. Editor and Special Representative for Southern 
Calitornia at Redondo Beach 


NEW YORK OFFICE: 1601 Pershing Square Bidg., 100 East 42d St. 
Telephone Ashland 4-8319 
C. H. EVERLY, Eastern Mgr. G. C. WHEELER, Asst. Eastern Mgr. 


Vol. 63 January, 1936 No. 1 








FEATURES OF THE MONTH 
Horse Collars in Kentucky.......seccccseeees 14 


Profits for Stationers Resident in Federal Social 
Security Act........ Seecebee sonsécscesseces Me 


Benjamin Franklin—Inspiration........... coo ae 
The ‘‘New Deal’’ Comes to Our Export Trade.. 21 
A Technique for Handling Compliaints........ 23 


A Look Ahead, A Special Section for the 
BEER ccccccnccccaacsenenc pinenenene neewen ‘ae 


Office Specialties Section............ inves ae awe 
Using Vacant Offices for Furniture Display... 54 


Replacement and Modernization Sales........ 55 


Wall Panel Displays and Other Ideas......... 56 
Completing the Record............... ommeente 56 
The Outlook....... re Teer Try oencoudec cose 
Reynolds Sells More Without Salesmen....... 61 
Discovering Potential Sales Force............ — | 
The Census of Business for 1935....... Joneses . & 


NEWS OF THE MONTH 


Two New “Loose Leaf” Organizations..........cccccecccees 58 
De Cems We He Cs 6.060 cccnsvesckehegedsakodeas 80 
McKinney is Appointed to Succeed Lawrence Walker........ 80 
Courtright Company Has Mimeograph at Omaha............ 80 
Clausing Celebrates Twenty-fifth Anniversary............... 81 
Standard’s ‘‘President Month”’ Is Success. .........ececeeees 81 
Sheaffer Employes Get Christmas Bonus..............eeee05 83 
McGlade to Manage Acco Products, Inc.........ececeeeeees 83 
Remington Rand Promotes Stubblebine...............eeee0- 147 
L. C. Smith & Corona Sponsors Broadcast...........eeeeee- 156 
DEPARTMENTS CLASSIFIED NEWS 
oe ae Soeeseresicwentene 18 Adding Machines.............. 192 
ere an OTE. ccc ccccesesese 19 Busi iti 
tis nedhuccakemasen BE ~~ demenatenpnagakaneneen sy 
Meetings, Dinners, Conventions. 88 Pe Reeeses oe Ven vareserene 7 
National Stationers Association i OP PRES EES 191 
NRE aR RR Bae cee FA ae 90 RON Wines ocd esd sueseee 195 
ted Machines and Devices..... 66 Marking Devices. ............. 191 
ews and Miscellany.......... 80 Other Machines..... 
Office Furniture, Wood and Steel 54 Path ant eee Sep g 4: a 
OT ae 136 iain. 
as ~ 9 Segeeppnnnnaper: 72 ibbons and Carbons.......... 195 
Passed Away.................- 128 ee 195 
WOick6ns sscckecctsaniane 136 pe Ee 192 


3 


¥ SUBSCRIPTION RATES 
pee in advance, in the 

nited States and its pos- 
sessions and Mexico — one 
year, $2.00; two years, $3.00. 
Canada — one year, $2.50; 
two years, $4.00. Foreign, 
all countries in the Postal 
Union, the equivalent of $3.00 
American gold for one year 
and $5.00 for two years. Re- 
mittances may be made by 

rsonal checks, drafts on 

ew York or Chicago, Post- 
office or Express Money 
Orders, or in American Post- 
age Stamps or currency, if 
sent by registered mail 
Single copies, twenty-five 


cents. 

¥¥ CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses chan ‘as 
often as desired. In ordering 
such changes it is necessa 
that both old and new ad- 
dresses be given. 

Y CONTRIBUTIONS are 
invited upon any topic of in- 
terest to this trade. All 
accepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will not 


be returned unless te . is 
enclosed by the nate. ‘or- 
respondents should give their 
names and addresses, which 
will be withheld from pub- 
lication if uested. 

Y¥ ADVERTISING RATES 
upon qe = oe ar- 
ticles of office equipment or 
directly related products 
eligible. 

¥ Entered as Second-Class 
Matter, July 8, 1905, at the 
Postoffice at Chicago, IIl., 
under Act of March 3, 1879. 
q ‘‘ Office Appliances’’ is 
registered in the United 
States Patent Office, Wash- 
ington, D. C. 

¥ COPYRIGHT. Contents 
covered by Copyright, 1935, 
by the OfficejAppliance 
Company. 





These advertisements 
facturers in each division of the wndustry 
for honest differences of 


not undertake t 


customers. They 
any disagreement 


Acco Products, In: 


Ace Fastener C: 
Acme Staple Co 


Adams, Henry T 


Aigner, G. J., ¢ 
Allen & Co 
Allen-Wales Add 
All-Steel- Equip 
Alma Desk Co 


Amer. Number. Mac 
Amer. Writing Mac 
Artility Met. Prod 
Art Steel Co., In 


Autmtc. Mastere 
Autopoint C 


Bankers Box Co 
Barkley, ¢ L, 
Bassick Compar 


l 
Bates Manufact 
Bentson Mfg. C 


Bickett, L. M., C 


Boorum & Pease 
Bridges, F. W I 
Bright Chair Co 
Bristow, Stanley 
Browne-Morse ( 
Buc keye Ribb. & 


Bump Paper Fastener 


Bushnell Alvah 
c 


Calvert Lamp Co 
(‘ameron, Cal 
Carpenter, E. W 
| 

‘ 


‘larotype Co., The 


‘odo Mfe. Corp 
‘ollier-Keyworth 
‘olumbia Rib. & 
‘olumbia Steel I 


‘ 

‘ 

‘ 

Commander Duplis 
Consolidated Sta! 
Corona Typewriter 
( 
| 
‘ 


‘rown Ribbon & 
urrier Mfg. Co 


D 
Dawn Mfe. Corp 
Dick, A. B., Ci 
Doppelt, Chas A 
Dorson Time Ir 


Downey, C. |! - 


Dunham-Watsor 

E 
Eagle-Ottawa | 
Eaton Paper Co 
Elliott-Fisher.% 
Enterprise Supp 


Esterbrook Steel 


Faber, A. W Im 


Faries Mfz. (« 
Faultless Caster 
Fawn Brands, Lt 
F. B. Mfze. Co 


Fibroin Stencil C 

Frankel Carb. & 

Friden Calculat 
Co . 

Fulton Specialt 


General Fireproo 
General Pencil C 


Globe-Wernick« 
Graff, Geo. B.., ¢ 
Graphic Duplica 
Guide System & 
x 
H. A. Ink Eradi 
Hall-Welter Co 
Hanson Scale C 
Harriman-Welt 
Harter Corp T 
Hedges Mfz. Co 
Heyer Corporat 
iggins, Chas. M 


otchkiss Sales 
owell Compar 


Imperial Desk C 
Imperial Mfe. ¢ 


Imperial Methods 


Indiana Desk € 
Ink Specialties 


Invincible Met. F 


Jasper Chair ‘ 
Jasper Desk Co 
Jasper Office F 
Jasper Seatin 

x 
Kilian Mfg. Cory 

L 
Little, A. P., Ine 
Loose Leaf & Ria 

Institute 


pinion, the pul 
transactions between adve 
mwever, offer their service in resolving 
result from relations 





orry-Jamestown ! 


I A 
ligh-Point Bdg. & 

, . 

I 





resent the indents of the leading manu- 
Be ause of the ground 
rls shers j 


journai 


Loose Leaf 
Lynn Paper 


Majestic Lounge 
Manifold Supplies Co 


Markilo Co 
Marks Mfgz 


Markwell Mfg 
Martens Type 
Meilicke Systems, 
Meilink Steel Safs 


Metal Office 


Metalstand C 
Meyer & Wenthe 


Milwaukee 
Mimeograph 


Mitchell Binder 
Mittag & Volger, 
Mohican Pencil 


Moore Push- 


Munson Supply 


National Blank 
Nat'l Brief C: 
Nat'l 

Neva-Cl 


New Indiana 


Niagara Duplicator 


Oakville Company 
Oxford Filing 


Pacific Cb. & 
I 
P 
I 


Pelouze Mfe 


Phillips Process Co 


Pronto File 


Quality Park 


(Queen Ribbon 


Regal Typewriter 


Reliable Tw 
Rivet-O Mfg 


Roberts, Weldon, 
Rockwell-B arnes 
Roosen, H. D., 
Royal Typewrite 


Security Steel 


Corp 


Sengbusch S-C 


Shattuck Cx 
Shaw-Walker 
Sheaffer, W 
Sheppard, ¢ 


Sherman-Manson 


Shinn, F. H 


Shipman-Ward 


Sibley. Edw 


Sikes Co., The 

Smith, Bradner, 
Smith, L. c., &C 
Southern C irbon « & 
Speed Ke Vv Mfe 


Speedo, In 


Speed-O-Print 


Staedtler, J 


Standard Mai 


Co 


Stein Brothers 
St. Johns Table 
Storms, H. M.., 
Sturgis Posture 
Sundstrand Addin 


Techny graph, 
Toledo Metal 


Triner Scale 


Trussell Mfg 
Tubular Specialty 
Turner & Harri 


Tybon Corp 


Underwood 
Co 


UL. S. Tw. Rib 


Vail Manufactur 


Victor Safe 
Co 


Wagemaker 


Warshaw Mfe 
Webster, F. S 
Weis Mfe. Co 
Whole sale Tv 
Wiggins, John 
Woodstock Typewriter 
Wrenn Paper Co 


Y 
Yawman & Erbe 





THE ADVERTISEMENTS 





Adding Machine Rolls and +. 
. Mfg 

Adding Typewriters 

i, E. F 


Arch and Clipboards 


} 
I ) 

Vulcanized Fit 
‘log Products 


’ I 
"Catalog and Periods ‘cal 


‘arrot Speed 
eerless Key 


*eerless Steel 


Blue Print and Plan 


Bookkeeping Machines 
I 


Brief and Zipper Cases 
Dor x 





Calculating Devices 


Cc aleulating Machine $ 
‘ id 


Cateutatinn Machines. 
Reliable T 


Index Benes and "Traye 











Celluloid Envelopes 


; rs the lines advertised are here 
Many of the re requirements of the modern business 


scribers be interested m ony 


office equipment not listed here, they are cordially in- 
service bureau, through which 
+ joemee? and cheerfully furnished by 

without obl 





fiom 
High Point Bending & Chair ¢ 185 
Howell ( par 18¢ 
Jasper Cha ( 158 
Jasper Seating ( 194 
Majestic Lounge ¢ 17 
Milwaukee Chair ¢ L5¢ 
New Indiana Chair ‘ 177 
Sikes Co., The 12 
Sturgis Posture Cha ‘ 191 
Chairs (Posture) 
Artility Metal Pre du t ir 136 


General Firepro g 
Harter Corp . 52, 3 
Jasper Chair C 
Jasper Seating ( 

Milwaukee Chair ¢ 
‘ The 





Check Protectors and | Writers 


Hall-Welter Co 


l 
Check Protectors and es Used 
s A ool 


Reliable Tw 


Checks, Stamped sctat 


Meyer & Wenthe 199 


Clips, Paper (See Pay 
Coin Bags, Trays ane Wri appers 





Downey, ( L.. 187 
Copyholders 
Acco Products, It 141 
Dawn Mfg. (¢ 194 
Crayon 
Markwell Mfg. ¢ 198 
Cushions and Pads, Chair 
Bickett, L. M., Co i79 
Cuspidor Mats 
Bickett, L. M ( 179 
Cuspidors 
Faries Mfg. ¢ 179 
a Stamps 
r. Number. Ma ( 195 
; ilton Specialty ¢ 164 
Mever & Wet 199 
Rivet-O Mfg. ¢ 184 
Desk Lamps, Electric 
Calvert Lamp ¢ 194 
Faries Mfg. ¢ 179 
Marks Mfg. ¢ 182 
Desk Pads 
Aigner, G. J., ¢ 166 
Bickett, L. M ( 179 
Desk Pending- Letters Holders 
Acco Produ I 141 
Desk Trays 
Aigner, G. J., ¢ 166 
Art Steel Co., Ir 124 
Corry-Jamestown Mf Cor 139 
General Fireproofir ( 6, 97 
Globe-Wernicke ¢ 133, 159 
Imperial Methods ¢ .-118 
Weis Mfg. ¢ 101, 102 
Yawman and Erbe Mf ( .-105 
Desk Work Distributors 
Art Steel ¢ .124 
Bristow. Stanle R 196 
Currier Mfg ¢ 199 
Globe-Wernicke ¢ l 159 
Victor Safe & Equ ( Li 8, 10 
Weis Mfg. ¢ 101, 102 
Desks 
Alma Desk ( 174 
Browne -Mors« i 197 
Cameron, Ca 174 
‘ umbia Ste I ( 129 
Corry-Jamestow Mie ‘ 139 
General Fire fir ( 6, O97 
Globe We rn ( 133, 159 
Grapt Duplica r « .-178 
Howel Compar 186 
Imperial Desk ¢ 170 
Indiana Desk ¢ 177 
Invincible Met Furn. ¢ 157 
Jasper Desk { 166 
Jasper Office Furniture ¢ . 200 
Metal Office Furniture ¢ 169 
Security Steel Equ { — 
Shaw-Walk« ( The - 149 
Wagemaker C 181 
Weis Mfg. ¢ 161, 102 
Yawman and Erbe Mf ( 105 
Duplicating Machines 
Automatic Mastergra ‘ 195 
Commander Duplicator ¢ 165 
Dick, A. B., ) 91 
Hever Corporatior T 
Mimeograph The 1 
Niagara Duplicator C 11f 
Rivet-O Mfg. C 184 
Smith, L. C., & Corona Tw ’ 
Speed-O-Print Corporatior 128 
Standard Mailing Machine ¢ 171 
Duplicating Machine Attachments 
Shinn, H 185 
Duplicating Machine Suspties 
olumbia Ribb. & Carl 138 
c mmander Dup! ( 165 
Dick, A. B., C 1 
Dunham-Watson ( 198 
Enterprise Supr Ir 199 
Fawn Brands, Ltd 189 
Fibroin Stencil ¢ 201 
Frankel Carbon & R bhon .193 
Graphic Duplicat Co .178 
Heyer Corporation, The 203 
Ink Specialties ¢ . 186 
Mimeograptl TI . 91 
Mittag & Volger, Ir 155 
Niagara Duplicat ( ..1lf 
Roosen, H. D., ¢ 197 
Smith, L. C., & Corona Tw aa ee 
Southern Carbon & Ribbon ¢ 196 
Speed-O-Print Corpora t 128 
Technygraph, The .197 
Victor Safe & Eq Co..106, 8, 10 
Engraving, Sener | Plate 
Wiggins, The Jol  @ 190 
Envelopes 
Bushnell, Alvah, Co 185 





JANUARY, 1936 


Globe-Wernicke Co 

Quality Park Envel 
Envelopes, Celluloid 

Markilo Co... 
Envelope Openers 

Oakville Company 
Envelope Sealers 

Standard Mailing Mach 
2 Ink 


Ink Eradicator 


® “ Corporation, T 
Erasers, Rubber 

Faber, A. W Im 

Oakville Company 

Roberts, Weldor Rut 


: 
Eyelets & Eyelet Fastening Machines _ 
Bates Manufact 


Markwell Mfg. 
Oakville Company 
Rivet-O Mfg. Co 
Sibley, Edw. L., Mfg 


Bankers Box 
Barkley, C. L & 
Globe Wernicke cr 


Guide 

Oxford Filing Supply 
ronto File Cor; 
Weis Mfg. Ce 


File Boxes, Metal 
Art Steel Co 
Corry-Jamestown Mfg 
Currier Mfg. © 
Rockwell-Barnes Co 
Victor Safe & 


Killian Mfg. Cory 
Filing Cabinets, Metal 


All- 


Steel- Equi; c 


Art Steel Co 

Bentson Mfg. Co 
Browne-Morse Co 
Cameron, Cal. 
Columbia Steel Equip 
Corry-Jamestown Mfg 
General Fireproofing Cx 
Globe-Wernicke C 
Invincible Metal Furn 


Metal Office Furniture 


Peerless Steel Equipn 


Security Steel Equip 
Shaw-Walker Co., T 


Vi 


‘tor Safe & Equil 
Yawman and Erbe Mfg 


Filing Cabinets, Wood 
Globe-Werni cke Co 
Imperial Methods Co.. 
Wagemaker Co : 
Weis Mfg. C 


Yawman and Erbe Mf 


Filing Supplies 
Acco Products, In 
Aigner, G. J., Co 
Barkley, C. L., & ¢ 
Browne-Morse Co 
Sushnell, Alvah, Cc 
Cameron, Cal 
Corry-Jamestown Mfg 
General Fireproofing Co 


Globe-Wernicke C 


Guide System & Sup 
Imperial Methods Co 
Metal Office Furniture 
Oxford Filing Supply Co 


Quality Park Envelope 


Rockwell-Barnes C¢ 
Shaw-Walker Co., The 
Victor Safe & Equip 
Wagemaker Co 
Warshaw Mfg. Co 
Weis Mfg. C« " 
Yawman and Erbe Mfg 
Folders (See Filing Su; 
Fountain Pens 
Autopoint Company 
Esterbrook Steel Ven ¢ 
Sheaffer. W. A Pen 
Gommed Cloth Rings 


index 


eo. B ( 


iff. G 
Card Signals 


Graff, George oe Co 


Moo 


re Push-Pin ¢ 


Victor Safe & Beuls 
Index Tabs 
Aigner, G. J Cc 
Barkley, C. L.. & Ce 
Globe-Wernicke C+ 
Guide System & Supply 
Markilo Co 
Shaw-Walker Co., The 
Victor Safe & Equip 


Adhesives. Etc. 


General Pencil Co 
Harriman-Welts Prod 
Higgins, Chas. M., & 


Ink 


Specialties C« 


Rivet-O Mfg. Co 

Shattuck Co., The 

Sheaffer, W. A., Pen 
Inkstands 

Sengbusch Self-Cl. Inks 
Leads for Mechanical Pencils 

Autopoint Company 

Faber, A. W Inc. 


Sheaffer, W. A., Pen Co.. 


Leather Goods 
Doppelt, Charles, & C« 


National Brief Case 


Stein Bros. Mfg 


Cc 
Leather Upholstered Furniture 


Bright Chair Co. 

Jasper Chair Co... 

Majestic Lounge Co 
Leathers, Upholstering 

Eagle-Ottawa Leather C 
Letter Trays (See Desk 
Letterheads 

Wiggins, The John B 
Library Equipment 

All-Steel-Equil; C 


Art 


Steel Co 


Corry-Jamestown Mfg 
General Fireproofing ( 
Globe-Wernicke (« 
Security Steel Equit 
Shaw-Walker Co., The 
Lockers and Storage Cabinets 
All-Steel-Equip. Co 


Art 


Steel Co 


Browne-Morse Co 
Corry-Jamestown Mfg 
General Fireproofing ( 
Globe-Wernicke Co 
Invincible Metal Furn 
Metal Office Furniture 


Sec 


urity Steel Equiy 


iring Co 


‘ 
File Boxes, Collapsible Guvne. 


kk Cr 
Filing Cab. Ball and ‘Roller Bearings 





ly 


cr 


| 


cx 


Co 


‘ 


Co 


Mfg. 


p 


System & Supply Co 


130, 


106, 8 


Co 


rp 


Co 


Cp 





113 
.109 
144 





Shaw-Walker Co., The 149 Platens, Typewriter 
Yawman and Erbe Mfg. Co -105 American Writing Mach. Co.....132 
Loose Leaf Books and Systems Shipman-Ward Mfg. Co.......... 135 
Adams, Henry T., Mfg. Co....... 199 Wholesale Typewriter Co......... 142 
Dee, GC. Be, Gio socesctcaces 166 Postal Scales 
Boorum & Pease Co.......... .162 Hanson Scale Co..........eeeee. 181 
F, B. Mfg. Co... cosee 197 Pelouze Mfg. Co..... SS 
National Blank Book Co sees 145 Triner Scale & Mfg. Co.........186 
Sheppard, The c E., Co . 140 Publishers 
Trussell Mfg 186 Bridges, F. W., Ltd Se 
Loose Leaf Eaveteges, Celluloid Punches 
Markilo Co 198 Bene Depete. Bad. «0i04+0s08se4 141 
Loose Leaf Metals Bates Manufacturing Co.. eS . . 
Adams, Henry T., Mfg. Co 199 Boorum & Pease Co....... eS 
Carpenter, E. W Mfg. Co 196 Globe-Wernicke Co....... . 133, 159 
Loose Leaf Metals Co 178 Mitchell Binder Co.......... ..193 
Mail Distributors National Blank Book Co ~ + 145 
Bristow, Stanley RK 196 Rivet-O Mfg. Co.. ee 
Globe-Wernicke Co 133, 159 Push Pins 
Victor Safe & Equip. Co..106, 8, 10 Moore Push Pin Co ...198 
Map Tacks Oakville Company ven sue 
Graff, George B., Co 114 Ribbon Dispensing Machine 
Moore, Push-Pin Co.... 198 eo rrr 199 
Matched Office Suites Ribbons and Carbons 
General Fireprooti ng 96, 97 Be Ge an 2 6b bbkenhes es eens eten 195 
Globe-Wernicke Co.... .-133, 159 Buckeye Ribbon & Carbon Co... .180 
Howell Company os - 186 Gee Tee, Geiccasshscnnacseene 182 
Memorandum Books Columbia RR. & C. Mfg. Co...... 138 
Boorum & Pease Co 162 Crown Ribbon & Carb. Co....... 190 
National Blank Book Co 145 Frankel Carbon & Ribbon Co..... 193 
Rockwell-Barnes Co 131 Imperial Mfg. Co.........seeses: 160 
Trussell Mfg. Co.. 186 BAGREe, DB. Boe BBs ccccccscccccess 176 
Memorandum Devices Manifold Supplies Co............ 92 
Bates Manufacturing Co 175 Mittag & Volger, Inc............ 155 
Bristow, Stanley K 196 Pacific Carbon & Ribbon Co...... 167 
Currier Mfg. Co.. 199 Phillips Process Co........-+see0. 198 
Mending Tape Queen Ribbon & Carbon Co.......201 
Warshaw Mfg. Co 188 Royal Typewr. Co., Inc...........202 
Moisteners Smith, L. C., & Corona Tws..... 93 
Rivet-O Mfg. Co 184 Southern Carbon & Ribbon Co... .196 
Sengbusch Self-Cl. Inkstand Co. .168 eneeee, Ee Eien Giecocnsveessace 173 
Numbering Machines Tybon Corp maces ea .199 
American Numbering Mach. Co. .195 Underwood, E. F 95, Back Cover 
Bates Manufacturing Co... 175 U. S. Typewriter ws Mfg. Co. ..197 
Office Partitions and Railings Webster, F. 8., Co..... 2 
Globe-Wernicke Co 133, 159 Rubber Bands 
Pads, Figuring Faber, A. W., Inc..... ee 
Boorum & Pease Co 162 Rubber Stamps 
National Blank Book Co occcoeee Meyer & Wenthe........ er 199 
Rockwell-Barnes Co............+. 131 Rubber Type Outfits 
Paper Fulton Specialty Co........... 164 
Eaton Paper Corporation...... 161 Safes 
Rockwell-Barnes Co........... 131 General Fireproofing Co...... 96, 97 
Smith, Bradner, & Co...........190 Globe-Wernicke Co. » ..133, 159 
Wrenn Paper Co cosseceee OS Meilink Steel Safe Co., The...... 193 
Paper Clamps Security Steel Equip. Cp......... 115 
Acco Products, Inc , ...141 Shaw-Walker Co., The........... 149 
Esterbrook Steel Pen Co a 190 Victor Safe & Equip. Co..106, 8, 10 
Paper Clips Yawman and Erbe Mfg. Co....... 105 
Acco Products, Inc 141 Scales 
Fulton Specialty Co... .-164 Dee Tes Oe. og  ncccanteseen 181 
Graff, George B., Co.. ; ..114 Pelouze Mfg. Co.......... eS 
oa Company........... . 109 Triner Scale & Mfg. Co......... 186 
Vail Manufacturing Co a Sealing Wax 
Paper Fastening Machines Higgins, Chas. M., & Co......... 176 
Ace Fastener Corp occceell? Seals, Notary and Corporation 
Acme Staple Co.. . - 197 ee ee WE, ccndecccoeseees 199 
Bates Manufacturing Co......... 175 Secretary Desks 
Bump Paper Fastener Co akaeee General Fireproofing Co..... 96, 97 
GO, Gn ve nccacasécucoeanes 174 Globe-Wernicke Co.......... 133, 159 
Consolidated Staple er 148 Shelf Boxes 
Hotchkiss Sales Co..... saceee All-Steel-Equip. Co...........e.. 191 
Markwell Mfg. Co...........130, 199 Art Steel Co....... seweeencges een 
Neva-Clog Products, Inc.. . 189 General Fireproofing | egipre 96, 97 
Parrot Speed Fastener Corp. . .151 Globe-Wernicke Co. ..1383, 159 
Sibley, Edw. L., Mfg. Co. ‘ o4 Weis Mfg. Co....... 99, 100, 101, 102 
Victor Safe & Equip. Co..106, 8, 10 Shelving 
Paste (See Inks, Adhesives, Etc.) All-Steel-Equip. Co............+- 191 
Pen and Pencil Clips Be GREE ack bussisdvescsiasien 124 
Oakville Company...... ; -++--109 Browne-Moree Co. ......00sscece 197 
Pencil Sharpeners Corry-Jamestown Mfg. Corp...... 139 
Graff, George B., Co coo ck General Fireproofing Co....... 96, 97 
Pencils, Wood Cased Lead Globe-Wernicke Co.......... 133, 159 
Faber, Be Wes. MiB ecaccnceccece 113 Invincible Metal Furn, Co....... 57 
Se BE MO. cccduconswneets 174 Security Steel Equip. Cp......... 115 
Mohicam Pencil Co...ccccccece .185 Shaw-Walker Co., The........... 149 
eee, Os Wks BBs ccoccescs 183, 4 Sorting Devices 
Pencils, Mechanical Custeer BIE. GO. ccc cccccccsvcccss 199 
Autopoint Company............. 181 TN EE RRR Ee ee tee 196 
Esterbrook Steel Pen Mfg. Co....190 Stamp Affixers 
Sheaffer, W. A.. Pen Mfg. Co....107 Standard Mailing Machine Co....171 
Penholders and Sockets Stamp Pads 
Sengbusch Self-Cl, Inkst. Co..... 168 Bates Manufacturing Co.......... 175 
Pens Fulton Specialty Co.............- 184 
Esterbrook Steel Pen Co.......... 190 Meyer & Wenthe..............0s: 199 
Sengbusch Self-Cl. Inkst. Co.....168 Ss) SE rer 184 
Turner & Harrison Pen Mfg. Co...198 Rockwell-Barnes Co.............. 13 
Picture Hooks Victor Safe & Equip Co..106, 8, 10 
Moore Push-Pin Co .. 198 Stands for Office Machines 
Pins and Pin Containers All-Steel-Equip. Co.............. 191 
Oakville Company... ‘ 109 Be TS Gise 0 0:03.0002400d0 00008 124 
Vail Manufacturing Co... .-143 Corry-Jamestown Mfg. Corp...... 139 





) THE SERVICE BUREAU 


of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. In the execution 
of its various commissions this bureau calls upon prac- 
tically every member of the staff. It answers by per- 
sonal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
office. equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, prepares 
advertising copy, furnishes list of desirable agents and 
dealers in nearly every country, aids foreign dealers in 
securing U. S. A. lines, and in many other ways per- 
forms useful service, all without charge. Subscribe 

in every land have made, and are making, good use 
of this bureau; manufacturers in every section of the 
field have had evidence of the service. Subscribers’ 
requests for catalogues to bring their files up to date, 
or to replace the file in case of fire or other form of 
destruction, are broadcasted in a bulletin which is 

mailed frequently to leading manufacturers. 








General Fireproofing Co....... 96, 97 
Globe-Wernicke Co..........133, 159 
Harter Corp., The...........152, 153 
Metalstand (o...........ccceeees 196 
Sherman- Manson Mfg. CO. cccecee 192 
Sturgis Posture Chair Co......... 191 
Toledo Metal Furniture Co...... 104 
Tubular Specialty Mfg. Co........ lsy 
Staples and Stapling Ma 





Ace Fastener Corp. 
Acme Staple Co.......... 
Bump Paper Fastener Co. 8 
Camere, Cbs cccccssecccsvccese 
Consolidated Staple Co........... 
Hotchkiss Sales Co...........ss0 
Markwell Mfg. Co........... 
Neva-Clog Products, Inc 
Oakville Company. ...........s«+. 
Parrot Speed Fastener Corp...... 151 
Vail Manufacturing Co........... 143 
Staple Extractors 
Ace Fastener Corp............s«. 117 
Markwell Mfg. Co..... 199 
Stationery, Engraved, preeen— 
Wiggins, The John B., Co........100 
Stencils, Brass 
Meyer & Woenthe.............s0+5 199 
Stenographers’ Note Books 
National Blank Book Co......... 145 
Rockwell-Barnes Co......... .++181 
WS GE GUA. wi cece cocoeceses 136 
Stools 
Harter Corp., The..........152, 153 
Sturgis Posture Chair Co.........191 
Toledo Metal Furniture Co....... 104 
Storage and Transfer Cases 
All-Steel-Equip. Co...........s6. 
Art Steel Co..... <oens 2 
Bankers Box Co... ooecesecsoes 
Daren, G. Ba. B Gee ceccsvscces 
eee Me, GBs acccess contented 
Browne-Morse Co oe eeseusonges 
Columbia Steel Equip. Od... 
Corry-Jamestown Mfg Corp 
General Fireproofing Co....... 9 
Globe-Wernicke Co... 
Guide System & Supply Co. 





Hedges Mf Tin con eeveewetece 
Imperial Methods Co...........++ 
Invincible Metal Furn. Co....... 
Metal Office Furniture Co....... 
Oxford Filing Supply Co.......... 137 
Peerless Steel Equipment Co.....154 
Pronto File Corp. .........-.ssee. 146 
Rockwell-Barnes Co..........ss6: 131 
Security Steel Equip. Cp......... 115 
Shaw-Walker Co., The........... 149 
Weis Mfg. Co....... 99, 100, 101, 303 
Yawman and Erbe Mfg. Ge, coces 105 
Store Fixtures and Equipment 
All-Steel-Equip. Co.........+.+.. 191 
General Fireproofing Co....... 96, 97 
Globe-Wernicke Co.......... 133, 159 
Swinging Typewriter Stands 
Globe-Wernicke Co.......... 133, 159 
Weis Mfg. Co....... 99, 100, 101, 102 
Tables 
Art Brea] CO... ccccccccvvcccceses 124 
Browne-Morse C0. .......0.6ss00: 197 
Corry-Jamesitown Mfg. Corp....... 18 
General Fireproofing Co.......96, 97 
Globe-Wernicke Co.......... 1383, 159 
Shaw-Walker Co., 149 





St. Johns Table Co 
Telephone Accessories 

Bates Manufacturing Co......... 175 

Meilicke Systems, Inc............198 

Victor Safe & Equip. Co..106, 8, 10 
Telephone Stands 


General Fireproofing Co....... 96, 97 

Globe-Wernicke Co....... - 133, -159 

Yawman and Erbe Mfg. Co..... «105 
Thumb Tacks 

Graff, George B., Co.......... +114 

Moore Push-Pin Co........... «+198 

Oakville Company............. -+-109 

Vail Manufacturing Co...........148 
Time Clocks and Recorders 

Dorson a Instruments Co..... 177 
Type, Typew 

Amer. Writing Machine Gd.0ccver 132 

Shipman-Ward Mf soceehSd 





Typewriter Cleaning 
Amer, Writing Machine Co.......182 


A ara oe127 

Martens Type Cleaner Co...... -+ 199 

Mittag & Volger, Inc......... ~+ 155 

Rivet-O Mfg. Co...........+ee0+0184 

Webster, F. 8., Co eoseceoose OF 
Typewriter Cushion Keys 


Munson Supply Co.. 
Peerless Key Co..... 
Speed Key Mfg. Co 

Typewriter Cushion Knobs and Base: 








Amer. Writing Machine Co....... 132 
Diem, Ke. Bis GO.ccccccccccece 179 
Peerless Ff ee 147 
Typewriter Parts and Tools 
Amer, Writing og Od. cccces 132 
Shipman-Ward Mfg. Co ........+. 135 
Wholesale _ oe Co eccccccess 142 
Typewriters, 
Corona Typewriter. ...........00+ 93 
Royal Typewriter Co............. 202 
Smith, L. c, & Corona Tws..... 93 
Underwood, DP oscves 95, Back Cover 
Woodstock Y 3 creat GPs wasccces 150 
Typewriters, Rebuilt and Used 
Amer. Writing Machine Co....... 132 
Regal Typewriter Co............«. 189 
Reliable Tw. & A. M. Corp...... 198 
Shipman-Ward Mfg. Co.......... 135 
Wholesale Typewriter Co......... 142 
Visible Systems Equipment 
Aigner, G 5... GBs scccveccccccves 166 
rum & Pease Co.........-.-- 162 
Globe-Wernicke Co.......... 
Nat’l Blank Book Co............. 145 
Sheppard, o Bn Gioosccceceeses 140 
Victor Safe & Eauip. Co.) 
a4 and Erbe Mfg 
Al Steel- neato. GPs cccasccnsccse 
BSE BOGE GOe cccccscccgcesssecces 
Corry- Ss pes. Corp 
General Fire Dd. cccces 
Globe-Wernicke Co peccevccce 
Waste Baskets 
Art 8 Pn cvosdesccocecseseces 
Cameron, Cal.........-sseseenees 
Corry- Jamestown Mfg. Corp 
General Fireproofing Co....... 96 
Globe-Wernicke Co.......... 
Metal Office Furniture Co...... 
Nat'l Vulcanized Fibre Co. : 
Shaw-Walker Co., The..........- 











APPLIANCES 


OFFICE 


WANTS AND tOR SALE 


The rate for classified advertisements is eight cents a word, minimum charge, $1.60. 


SITUATIONS WANTED 


EXECUTIVE rt g cq 
tance with trade f ist to coast; successful in developing dealer 
orgal i ! jualified t rket any office levice or tationery te 
salary or « missior Addre 4-119 ire Office Appliance Chicag 


SALESMEN WANTED 


NEW RIGHT NOW NEW Year ! ! nonths New Federal 
ind State Tax Law reate immense demand for simplified record syste 
every bu have t prot ! if against fines and pena 
Mill t ist buy again now Our en selling 5 to 25 daily 
r off ipl ! ghted Liberty 1 Record $4.10 cash pr 
every ale Repea ! without illbacks Live leads furnished 
Big sea now a e territories going fast ( monwealth Publishing 
Com os S&S h Dearbort Chicag 
SALESMEN WANTED We re planning rease our sales force and 
would ke to hear fr ialified ilesime vho are acquainted with the 
tationery trace Rober N. Wood, Sale Manager The Esterbrook Steel 
Pen Mfg. ¢ Cama New Jersey 
SALESMEN WANTED | ell high « Office Specialties direct to cor 
mer Ite ised it y office retail $1.00-386.00 Liberal comn 
ns. e referet 1 other lines rried Lddress N-131, care Office 
Appliance Chicag 


OFFICE SUPPLY Equipment and Printing Salesmar 


EXPERIENCED 


Territory western N Carolina representing firm located Piedmont Se 
tior ame state Libe mi n ba Address, N-132, care Office 
Ap re { ix 

IF YOU SELL DIRECT TO OFFICES you can sell our high grade office 
pecialt PROFITABLY Fast-selling repeat tem needed everywhere 
Give reference , urried. Addr N-1 care Office Appliance 
t) 


SALES MANAGER WANTED 
SALES MANAGER DESIRED by Manufacturer of Wood Office Desks and 


‘ ral State now mufacturir a line of lower and 


derate 1 off fur \r pportunity for a capable producer 
with the right pe na jualities to ike pet inent connection with 
reliable gar at One fa liar with all kind f wood office furniture 
preferred Sena plete information to N-130 ire Office Appliances 
c} iZ 


REPRESENTATIVES AVAILABLE 


SALES PROMOTION CENTRAL AMERICA AND MEXICO for responsibl 


U.8.4 Manu ‘ (er i 1“ truined, extensive travelling ex 
perience equipped t Ket stationery and paper products Cuarantes 
lefinite re it t t triy Reside it present Mexico City, prepared 

t U.S.A. factor Addre A\-121, care Office Appliances, Chicago 
SALESMAN TRAVELING f Nebraska and lowa south to Texas f 
Kastert inuf er of per good ‘ pped to handle one add 
tional tit rt rt r ] t Well grounded in pencils 
slendar gr 1 other nes ¢ ential t ffice supply business Good 
fer l | \ hig i representatior t pine intifa 
tur £ leve I ! hat territory Addre 4-122, car 
Office Appliances, Chicag 
SALES REPRESENTATIVI allir mm wholesale stationery and scholastic 
rac Metro; tan New York area desires additional lines Commissior 
! Steady and dependable Address A-120, care Office Appliances 


100 East 42nd Street, New York, N. ¥ 


REPRESENTATIVES WANTED 


1 FINE OPPORTUNITY ha recentiy developed for a qualified furniture 
nue ‘ now : t he trade with related lines to represent a pro 
ere V mer | priced line f wood office furniture Commis 
n pla re " ble include M Kansas, Nebraska, lowa 
Minnesota and Nortl nd South Dakota Factory is within close shipping 
listance, has beer essfully operated for many years; its products have 
bee key j ! and ! with publ preference Wide variety 
f attractive designs and good construction distinguish it as superior for 
he dealer nt mn tiv lite Salesmen of good character 
1 well eu ed re tale ! d are invited to write to N-127 
ire of Office Ay ' Chicag 


OFFICE TO OFFICE SALESMEN Amazing new product renews type- 


wr r i viding t Is. ets Sel nm two-minute demonstra 
tior (Guaranteed Retail in teady repeat business Very profitable 
tux ‘ry ne N estment required t tart Glennon Commercial 
Sale i099 North Milwaukee St Milwaukee 


MANUFACTURERS REPRESENTATIVES—Hers a fine opportunity for 
wide-awake er with f wing ' ng ffice equipment dealers to in 
crease earnings wit i real sales repeater rerritoric ire now being 
allotted Give full particulars Lddre N.13 care Office Appliances 


100 East 42nd Street. New York City 


handie a diversified line 
on basis New England, New York, Penn 
ind New Je ev territories of t 


OPPORTUNITY for aggressive representative 


syivania 


‘ per s ualifications Addre 
N-136, care OM \ o : —_ , 
COMMISSION SALESMAN ling . Mien « pment dealer to carry 
» shne Mee ce ! t t rr tate Chicag factory 
Adare N or Appliances, Cl ig 


SELL DIRECT to offices you can sell our high grade Typewriter 
profitably Liberal profit on each sale Protection given 
Quickly becomes a major line Write for details giving territory you cover 
Address N-128, care Office Appliances, 


PROFITABLE PART TIME WORK for 
U.S. Highway Atlas and Pocket Maps 

d and how often Dept. A-11, Gallup Map & Supply Co., 
St Kansas City, Mo 


WANTED Salesmen calling on the Department Store and Stationery 
trade, to carry a clean, competitive line of zipper envelopes and zipper ring 
ders Commi on basis Simon B. Reuben Co., 557 W Jackson Blvd 
Chica 


Ik Yo 


Specialty 


Chicago 


salesmen carrying our Standard 
Write stating territory now cov 
1320 Walnut 


MECHANICS WANTED 


MECHANIC 


calculat 


WANTED for Pacific Coast city, capable of repairing mime 

s, adding machines, typewriters and checkwriters Give 
ll details as to references and experience, also state salary expected 

St. Paul Typewriter Exchange, 51 E. 5th St., St. Paul, Minn 

WANTED— Moor Chicago Office Appliance Co., 535 


So. Dearborn, Chi 


Hopkins mechani 


FOUNTAIN PEN REPAIRING 


‘LL MAKES FOUNTAIN PENS REPAIRED for the trade 
Standard Prices—regular trade discount All work guaranteed Prompt 
ervice Send all makes to one place—saves postage and time Send a 
trial package today Welty Pen & Repair Co., 38 S. State St., Chicago 


since 1904 


SALES LETTERS 


LETTERS WILL BUILD SALES: For years I have built letters that pull 

iles You need them more than ever now Send me your data for new 
letters, or ul Particulars on request 
Address H. M Santa Fe, N. Mex 


letters for reshaping 
123 Washington Ave., 


succe ssful 
Goldthwait 


MARKING DEVICES 


BELIEVE IT OR NOT—The Nelson Rubber Stamp Service at 253 Plym 
ith Building, Minneapolis, Minn., offer dealers a discount that is sub 
tantially greater than ordinarily allowed. Mail orders filled the same day! 


BUSINESS OPPORTUNITIES 


WANTED: Proven articles of merit for stationery trade, office and factory 
royalty only Our progressive manufacturing and mer 
‘ indising facilities established over ten years can help you Address 
N-129, care Office Appliances, 


SOMEWHERE 
ndependent wholesale 
position would be materially 
established and re 

Sole object, mutual benefits to be 


ist Exclusive 
i] 


Chik ago 


THERE MUST BE a ribbon and carbon manufacturer, or 
dealer especially capable in merchandising, whose 
strengthened by uniting with a thoroughly 
ponsible manufacturer with facilities sufficient for both 
realized Sincere inquiries, indicating 
mnection will be treated in strict confidence Address N-134, care Office 
Appliances, Chicago 
SEEKING FOR EXPORT a few non-competitive, salable lines of office 
! equipment, devices and supplies A man long-experi 
ed in every phase of office equipment trade abroad, is prepared to run 
ir export department with skill and vigor and is ready to finance foreign 
nents Address J.M.R care 


schines. systems 


hipr General Export Co 1265 Broadway 
N.Y.¢ 

ADDING MACHINE PARTS 
ADDING PARTS—-Remanufactured Year Type Key Tops 


MACHINE 
Write for latest price lists. I. A 
Calif 


Dehn, Jr 1450 102nd Ave Oakland 


FOR SALE AND WANTED TO BUY 


BILLING “ND BOOKKEEPING MACHINES, late models Elliott-Fisher 
Underwood, Burroughs, ete., bought and sold Maloney, Gilmore Co., 508 
S. Dearborn St Chicago 


ELLIOTT-FISHER billing and bookkeeping machines, also all office ma 
chines, bought, sold and rebuilt reeter-Warsh Co 309 W. Kilbourr 
Ave Milwaukee, Wisconsin 
BOOKKEEPING AND BILLING MACHINES—-Specializir 
Moon Hopkins, Elliott-Fisher and National Accounting Machines 
ind sold Accounting Machines Corporation, 343 S. Dearborn St 

ELLIOTT-FISHER MACHINES, Typewriters, 
equipment, bought and sold Chicago Office Appliance Co 
bort Chicago 

ELLIOTT-FISHER MACHINES, typewriters, 
bought and sold w.d 
Milwaukee, Wisconsir 


g in Burroughs 
Bought 
Chicago 
Adding Machines, all office 
533 So. Dear 


adding machines—all office 
Crowley Company, 434 Caswell Bldg 


juipment 


DALTON ADDING AND BOOKKEEPING Machines sold, exchanged, re 
paired, overhauled, rebuilt Will buy Underwood Fanfolds, Comptometers 
serial numbers, models Peter Paul Mechanical Service, 


juote 
136 South Dearborn, Chicago 

WANTED—BARRETT electric adding machines, roughs. State serial num 
bers, model, condition, lowest price Century Adding Machine Exchange 
80 William Street, New York 

WANTED BURROUGHS Bank Bookkeeping Machines Class 2300 and 1300 

Chatanooga Typewriter Co., Chattanooga, Tern 
DICTAPHONES, EDIPHONES, SUPPLIES 
bought sold—-Wholesale, Retail Write us 
Wells St Chicago 

DICTAPHONES, EDIPHONES—rough or rebuilt——-special prices to dealers 
Increase your sales and profits—write us American Dictating Machine 
( 1141 Broadway, New York City 


prices 


headquarters machines 
Chicago Dictating Machine 


i 
( iv S 


WANTS AND FOR SALE—Continued on page 7 




















JANUARY, 1936 
WANTS AND FOR SALE (CONT'D) 

ADDRE SSOG GRAP HS, ~ Duplicate ators, ~ Die taphones, Multigraphs, Sealers, 
Folders, Typewriters, Adding Machines. Write for FREE Money Making 
Circular. Pruitt, 527 Pruitt Bldg., C hicago. 

MULTIGRAPH ~ RIBBONS re- manufactured. ~ Duplicator inks and type 
writer ribbons. Established over ten years. Write us, save money. 
Lewis Co., 953 N. 4th St., Milwaukee, Wis. 

CASH FOR CLOSE-OUT MERCHANDISE—office equipment, stationery, 
supplies, etc. Mail sample or send full particulars. Elman’s, 308 W. 
Madison, _Chicago 


FOR SALE 1,000 Duplex: x IVI panels for 4% 
Visible equipment, 
ing and duplicating machines bought and sold 
St., 


$1.00 each in lots of 2 


Co., 80 Greenwich 





New York City. 





VISIBLE 
and the 
equipment 


EQUIPMENT 
first concern 


to 


401 Broadway, New York 


deal 


Bought and Sold. 
exclusively 
Special attention to dealers 


” 


” 


and 5 


card, 





“500 8” panels 
all makes, dictating, address- 
Hanover Office Equipment 


~~ Established over ten years 


in all 


makes of visible filing 


Commercial Card System Co., 


7 


WANTED: Kardex, Acme, Postindex, Comptometers (Models F-H-J). 
Remington No. 23 Bookkeeping machines. Universal Office Equipment, 
434 Broadway, New York. 

PATENTS 





Patent rights on two simply operated, easy to manufacture 
a slip-sheeter, Patent No. 1,953,907, and an envelope 
Patent No. 2,004,048. Slip-sheeter already popular in 
southern territory, not yet offered elsewhere. Reorders on special folded 
packs of paper follow machine sales. Both devices developed manufac- 
tured by man with twelve years’ successful experience in office specialty 
business. For further information write Mrs. Frances E. Guedry, The Fort 
Worth Press, Fort Worth, Texas. 


FOR SALE 
office appliances, 
stuffing device, 











P AP ‘ER FASTE NER PATE NTS and applications of the base and compres- 
sor type ready to license as a whole or in part. They have won in many 
interferences and it is reasonably certain that fasteners now -. =. 
Janie 





EXPORT STATISTICS BY UNITED STATES DEPARTMENT OF COMMERCE 


Lack of space in the December issue caused the omission of some of the export statistics usually appearing here. 


United States Exports of Typewriters, Duplicating Machines, Carbon Paper, 
Typewriter Ribbons and Office Supplies—August, 


Countries, 
Austria 
Belgium .. ee 
Czechoslovakia 
Denmark 


France 

Germany 
Gibraltar 
Greece 
Hungary 
Irish Free § 


Lithuania 


Malta, Gozo and Cyprus. . 


Netherlands 

DE wcccuseccegces , 

Poland and Danzig..... 

POUUMNE ccccccccnss oes 

U. 8. S. R. (Russia 
Europe and Asia). 

Spain 

BWOGMR scccccoces 

Switzerland eee 

United Kingdom. 

Yugoslavia . ° 
Canada 

British Ho mnduras 

Costa Rica 

Guatemala 

Honduras 

Nicaragua 

Panama 

Salvador . 

Mexico ... a ° 

Miquelon and ‘St. Pierre 
Islands 

Newfoundland and 
Labrador 
sermuda 

Jamaica ...... 

Trinidad and Tobago 

Other British West 
Indies 

Cuba .. ceeccsece 

Dominican Republic 

Netherland West Indies 

French West Indies ° 

Haiti, Republic of 

Argentina ° 

Bolivia 

Brazil 

Chile ee 

Colombia 

Ecuador 
tritish 

Surinam ee 

French Guiana 

Paraguay 

Peru 

Uruguay 

Venezuela 

British India 

British Malaya 

COPE cocoscsece 

China . oece 

Netherland India. 

French Indo-China. 

Hong Kong. ° 

Iraq 

Japan 

Kwantung 

Palestine 

MD enccesasececes 

arr Islands. 

GEER cocccccccevce 

Syria 

Turkey 


Guiana. 


ge eRRenRRRREE ; 


Australia 
British Oceania... — 
French Oceania......... 
New Zealand.........+. 
Ethiopia 


Belgian Congo.......... 

British East Africa..... 

Union of South Africa.. 

Other British South 
Africa ee 

Gold Coast.... 

Nigeria 

Egypt ... 

Algeria and Tunisia.... 














7770 
Standard 
typewriters, 
new. 
No. Value. 
44 $ 1,147 
103 7,402 
113 8,324 
5 357 
15 1,125 
316 23,22 
9 630 
11 80 
5 2,781 
27 1,814 
232 13,701 
12 865 
2 150 
64 4,731 
126 8,077 
41 2,941 
70 4,952 
18 1,143 
318 21,914 
120 7,113 
87 7,807 
224 218,795 
9 2,925 
18 1,872 
1 40 
17 
l i 
4 2,869 
_ 2 147 
4 303 
2 150 
20 1,412 
4 280 
4 5 
109 7.13 
6 
450 32, 
16 1,3 
696 48,! 
63 a, 
164 13, 
6 2, 
1 
27 2, 
90 5, 
2 
23 1, 
401 23, 
60 4, 
61 4,252 
107 7,423 
50 2,91! 
6 ‘ 
48 2,997 
4 280 
ll 832 
5 336 
19 1,319 
109 8,623 
107 7,428 
6 4,898 
300 
3 2,287 
402 23,442 
1 108 
37 2,530 
2 157 
4 326 
43 22,936 
1 75 
4 260 
5 3838 
106 7,363 
6 407 


Portable 
typewriters, 
new. 

No. Value. 
7 5 $ 1,500 
579 
468 13,787 
162 
10 261 
“241 7,711 
*"30 1,080 
15 450 
20 605 
245 6,305 
5 180 
7. 108 
51 1,120 
97 2,847 
18 517 
43 1,390 
606 =: 12,009 
155 4,930 
214 6,926 
1,927 50,246 
156 4,553 
13 379 
"10 “301 
“841 
108 





9 


1 
3 
5 
0 
1 
1 
9 
6 
6 
0 
1 


oc Os 


_-> 
oa = 
a 


 bo- 


12,304 


on oe ea 
te 
a 


a 
_- 
ay 
te 


— 
ee " 
Ansel 

te 

4 


bat bet 
9 


769 
379 
205 
900 
.792 


to 


121 
140 


205 


1,434 


1935 
777 
Used and 
rebuilt 
typewriters, 
No. Value. 
180 $ 4,160 
94 3,726 
110 2,721 
ae “i2i 
26 651 
50 1,950 
"35 1,133 
6 “(ai 
"S01 4,934 
88 3,066 
1 60 
20 684 
1 33 
214 6,907 
136 3,261 
15 586 
416 13,686 
21 506 
145 3,628 
‘I “14 
2 25 
7 189 
"288 «11,251 
1 50 
‘5 “i6i 
*"80 2,977 
10 420 
4 132 
"107 3,380 
“iu 363 
30 1,125 
11 483 
17 770 
26 1,004 
ii "355 
185 5,321 
is “510 
3 134 
15 “506 
109 2,769 
21 “922 
33 1,028 
"5 "225 
20 580 
"10 358 
“_ 99 
“sh 8,851 
6 "230 
: “as 


7775 


”~ 
7 





3,833 


121 


157 




















mercial use are in infringement thereof and can be stopped. 
Brennan, Patent Lawyer, 10 South La Salle, Chicago. 
7770 7772 7774 7775 
Standard Portable Used and Type- 
typewriters, typewriters, rebuilt writer 
new. new. typewriters. arts. 

Countries. No. Value. No. Value. No. Value. alue 
Other French Africa.... 21 1,533 23 ¢ | eer coed eee 
Italian Africa........+. 560 8 28S nae eee ese 
BARONS ccccccccsoccecce 1 97 ecee esse cose cece ees 
BESBOOED crccccccectoces 28 J owe neo 00ee eee 60 
Other Portuguese Africa 2 179 4 246 cece —— cece 
Canary Islands.......... «++. eeee 21 T2B aces cose eee 
Other Spanish Africa... .... ceee 24 884 1 50 eece 

Total cccccces eecece 9,447 $642,269 7,574 $223,187 2,885 $90,796 $50,541 
Shipments from U. S. to: 

EEE ce ccccccesccese 235 $ 15,857 113 $ 4,333 41 $1,230 § 558 
Puerto Rico........+. 66 4,209 150 36 1,281 132 
Virgin Islands........ 3 276 4 144 cece 
7763 
oa Dupli- 
cating 
ma- 
4750 chines, 
Filing folders, parts, 
index cards, 9395 and 
and 9392 Typewriter — 
office forma, Carbon paper. ribbons. 

Countries Lb. Value. Lb. Value Doz. Value. Value. 
BUD once +402 000008 svete coon 23 $ 14 46 $ 100 $ 363 
Azores and Madeira a 

Isla 275 $ 1338 _— — oasis oeee — 
Belgium - 192 113 166 410 1,602 
Czechoslovakia - 21 12 cove osee eeee 
Finland 551 seea »s ooee éeee ones 
France 29 lll 104 105 258 898 
Germany » te — oe eee oove 1,340 
Greece 36 185 96 ~— eee @ece 
Iceland 15 108 57 Tr eos aoe 
Irish Free 57 ocee eee 91 170 Goes 
DION ccccocees § 19,247 ae ose oe ees 2,984 
Malta, Gozo and Cyprus .... on 760 23 - ace ae 
Netherlands ........... ,215 463 491 402 386 628 3,146 
WUOEWRT cowcceccccccccs 3 36 evee ecve 84 191 476 
BPI cccccccccces s00 cas ees case oese one ooee 981 
Sweden ..........: — 65 25 1,435 1,225 159 871 2,367 
ee —_ .. 6,318 1,069 539 533 125 576 861 

| mea Kingdom. . in 615 686 8.852 5,700 3,297 4,856 10,085 

eeecgecees - ++ 14,998 5,192 5,069 1,755 4 1,088 8,163 
British puneares. peeves 65 14 ogee ones ooce - 
Costa ica 318 114 806 709 sve 103 
Guatemala 1,434 508 ose esse , 139 
Honduras 3,425 1,071 194 180 29 127 239 
Nicaragua 110 79 72 108 ove - 12 
Panama 4,750 1,585 44 46 8 8 491 
Salvador ............+. 174 38 20 13 28 52 epee 
BED anuccecetasecce 817 770 395 333 554 873 1,303 
Newfoundland and 

DG §seececene 5 136 77 25 111 
Bermuda 72 123 144 eese ove 
Barbados .......... . ose 23 16 esos eeee 
Jamaica ....... -- 2,815 880 esse ees ease er 
Trinidad and Tobago.. 143 130 88 67 52 116 
Other British West 

BEES cccocccecceses 28 36 pees cess 22 46 
CO. ccvncnsecesennese 406 209 5,341 2,886 737 1,729 “748 
Dominican Republic.... 236 38 83 181 60 180 23 
Netherland West Indies 1,278 771 32 82 55 150 99 
French West Indies... 45 15 eee cece oeee ease cove 
Haiti, Republic of..... 1,459 237 ose 65 292 wens 
Argent.na .. 1,282 700 3,241 2,835 1,500 3,373 3,298 
DD sete 35 438 35 5 199 99 
OT 53 19 198 167 95 333 2,421 

esses 1 1 369 464 112 257 90 
Colombia ........ 4,288 1,375 922 1,147 76 198 304 
PET . nhnhoyeeegesee 56 42 = 206 91 239 16 
British Guiana. . g08 30 11 eee - eens eeve 
Paraguay oondikak Te 794 eaan ‘in enee eens 
DEE b060s6dscee0cenece 1,653 397 "695 378 89 221 43 
U Pe cn cesnesesecee hikes owes 254 350 - eee aeons 
Venezuela ... 2,727 382 640 1,828 12 57 96 
British India. a 627 179 2,467 1,684 405 1,299 re 
British Malaya. 3 8 pene 0086 woes eens 187 
COMET cccccese ° eee ose. 208s ase 438 71 eee 
GERD ccccese «see 7,698 1,547 787 545 60 200 19 
Netherland India. peoees 1,861 373 1,016 636 143 340 688 
Hong Kong.......... ‘ 185 600 388 253 3 12 onen 
SAGER ccccccccccccccce 75 56 23,511 11,196 197 508 967 
PUREED  cocccccoccece 357 110 652 202 5 13 cows 
. sunskeans ounpeonne esas ees 1,070 823 60 139 ones 
pwmueine Islands..... 490 475 5,455 3,002 463 1,029 523 

TE scnecadcuscovenes 65 q 28 22 7 16 110 
Turkey eneceeeseseoees eee TT eeece oes 1 3 éee0 
GERSP AGS... .ccccccsece 396 105 eess oss ese cose cose 
OO errr 639 175 2,490 1,410 246 636 1,531 
British Oceania........ eves see 13 10 1 2 esee 
French Oceania....... 8 20 eens cess ecee eeee eeee 
New Zealand........... 54 3 71 79 onne cease 72 
Union of South Africa. 252 165 487 539 230 800 820 
BEE wc nccccccencescoe 430 43 -_ cone 43 108 siaees 
Algeria and Tunisia.. eas as 25 13 59 115 
BAREEED ccoccecce 338 124 ove ee ove 
Moroceo ....... 27 12 
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Mozambique 
Canary 


Total 


Shipments f 
u. s 
Hawa 

Puert r 

Virgin | 


United States Exports of 





Cour 
Czecl vak 
Estonia 
Finland 
I ar 
N heri 
Norw 
i iga 
Spair 
Sweden 
Sw erland 
Un 1 All 
| Avia 
Canada 
‘ ta Lica 
(uat al 
lion ‘ 
Panama 
Salvad 
Mex 
Newfour ! 

Labrad 
Bert la 
ja ‘ ‘ 
Trinidad 
Ct ee ih 
tuba 
Db r " 
Ne at 
Ila ih ! 
Brazil 
o 
Colombia 
beuador 
Peru 
Venezuela 
British I 
tey n 
china 
Netherlar 
French I 
valk € 
Pr ne |! 
Sia 
rurh 
Other A 
Australia 
Br sh O 
New Zeala 
BK sh : 
Union of S« 
Other Britis? 
Egypt 


Total 
SI nis 

llawa 

Puerto It 

Virgin |! 

‘ I 
Austria 
Belgium 
Denmarh 
Finland 
France 
(rer any 
Greece 
llungary 
Iceland 
Irish Fre s 
Netherlar 
Norwa 
spa 
Sweder 
Sw erland 
United King 
Canada 
British Hor 
Costa Rica 
Cruate ala 
Hlondura 
Nicaragua 
l’anama 
Salvador 
Mexico 


Newfoundlar 
termuda 
Jamaica 
Trinidad an 
Other Brit 


Cuba 

Domir ar I 
Netherland 
French West 
Haiti tepul 
Argentina 
tol ‘ 
Brazil 

Col " 
Ecuad 

Peru 
lrugua 


Island 


pial 


Metal Office 


F urniture—September, 


4 
$43,168 
$ l 

ll 








2 sv4 
1935 
eta 
abine 
l nsulat 
N y 
24 
$ 
14 
lia 
14 
i 
i 
~ 47 
l4l 
108 
5.112 
— 
18 
191 
480 
4 
168 159 $x 
8 91 $ 
l 
6135 
Other offi 
furnitu 
and 
fixtures 
Value 
$ 32 
122 
Slt 
i174 
) 
1,221 
11 
44 
ll 
1.909 
148 
74 
21 
186 
10 
446 
179 
l 
1 e779 
110 
114 











OFFICE APPLIANCES 


6134 
tank and 6135 
Other office 








safety 
deposit furniture 
6133 vaults and and 
Safes equipment fixtures 
‘ N Value Value Value. 

I I 124 

I Isla lt 1,001 ‘ ¥sz 

_ ‘ 

Turk 6 

alia 249 

Bb h Oce l 

I h Oceania 

New Zealat 281 

Union of South A 802 
Gold Coa 

Other Br h W \ 

A ria and Tur n 
Other Fr Af 

Liberia 
Canar Island 
(the Spar t \ l 
(; ‘ S 
“ BR We \ 

I is $13,438 $9,899 $18,038 
‘ 6135 
tank and Other 6139 
safety- office Other 
deposit furniture metal 
6133 vaults and and furn 
Sale equipment fixtures ture 
( N Va Value Value Value 

\ " $ 51 
bi l 
. 14 
Der ark 
I ind 118 
Fra ! ¢ ¢ 7 
a 1 
(sree 
Hlungar 
| r S ; 

Ita 
Nett land 
Norway if 
Ku ania i) 
spain 254 
Sweder 7 R8 i 102 
Sw rland 2 
ur Kir 7 i I 7 
Yug ivia S - po 
( la 8 74 8 wT 
I ! Hor ll 
( rs RK 8 
Guatemala 827 148 
Hondura s ] 241 
Nicaragua 
r i 2 l 8 61 
Salvador On 4 
Mex 2 1,454 897 

N undland a! 

ador 4 14 

Bermuda 5 2¢ 
Barba 
Jamaica 9 78 
I dad and 7 8 x0 
ivwher B hw I l RR 
Cuba l 7 2 886 
D n hk ! RI 
Netherlar West |! j 87 
I neh West Ir 
it te ! 

\ I na R08 1A 
B i 711 
B a 
tol bla | 989 
I aclé l 
British Guiana j YT 
Surinam 149 
I i 12 
t guay 
\ n rut i ' ] 7 2 8 
Aden : 

B h India 7 g 
B h Malay 
China ‘ x ' 10 
Net} und =! ’ 4 , ; 

i K 636 970 
Iraq 205 

Japan 2 
Awantung tel 
Palestine OTK 24 
Philippine Islat 9 1.158 564 249 
Sy : 19 
\ 1 157 
French Ox n 
New Zealand 10 ‘ 

I in ¢ re 

British East A 
Union of South A ’ 1.1 755 
G ( t eevee 
} t ] an 
Liberia 474 

United States Exports of Writing Instruments, September, 1935 
Refillabl 
pencils 
and ll 
refill 9302 Metal ens, except 
lead Other pen } 
‘ n Value D Value Gros Value. 
Te $ 228 
Denmarh 1.111 
Finland 4h $ 120 
Fr 82 l 1 1,177 
Greece 134 
Norwa ‘ 7 278 M E 
Spair 15 21 111 $ 42 
Sweder 1, S2¢ 8 310 15t 
Sw erland l 64 
United Kingd 1,62 8 2.637 435 814 
Canada 62 4 1,540 674 373 
British Hondur 12 5 4 4 
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3 777 7772 7774 7775 
A Standard Portable Used and ype- 
ReGiighte typewriters, typewriters, rebuilt writer 
— 9311 new. new. typewriters. parts, 
refit 9302 Metallic pens, except Countries No Value. No. Value. No, Value. alue. 
leads. Other pencils : gold J ae ~ 928 98 ass 174 
Countries Value Doz Value Gross. Value, —— mong eee ns ' : soe ‘ 3 * 138 7 2.378 165 
Costa Rica....... ; : . 25 15 Kwantung . Ad Spe oes 5 6 193 2 8 wees 
Guatemala s ost 153 5 Polestine sechanttdeakeeisins 8 1.08 by 3. : od 24 
Honduras 22 eee * ran shetmewadivanh kik 397 a : es 
Nicaragua . If 249 ae ores Vhilippine Islands,......... 180 612,478 105 3,696 73 2,282 - 
Panama 61 717 28 21 SiaM  ..esceceesceerercess o eees oss 26 856 ones “a. 
Salvador 19 tees tes BTER ccccccececeegececesee -o bit ote. aan 
Mexico .... 61 1,949 253 154 Turkey pthewt one ennahions 70 = s«5 265 * 3.970 eee eeee 
Newfoundland and : a EE. MN, intends liane wees <n 7 eons oeee 
Labrador 10 2,936 249 96 23° Australia ....... sane $ 26 8222 4 ‘ids 
Bermuda ... . - 240) +4 oes British Oceania....... nee , 3 7 . ) aere eee eve 
Barbados .. , 2,718 85 tees eons French Oceania............. 1 oss esse eves esse eeee 
Jamaica... 378 a4 oe SS New Beaded. .ocecses.00. 27 1,898 13 441 20 585 tees 
Other British West , a Belgian ae. eeecesces : 4 263 by 1338 eeee eoee esee 
> tee 26 te. ese British East in sectese Ghite sées 8 ecce 0928 eses 
on... nay 493 35,138 7,298 7,229 2,039 Union of South Africa..... 209 14,396 89 2.87 32 1,164 428 
Dominican Republic | 360 47 cove ocee ne Gee 6 452 28 803 aie “cg ps 
Netherland West Indies 158 3 eons tees Nigeria ... eens ciaca’’ 5 1,050 18 os . 
Haiti, Republic of 780 203 - Other British West Africa.. : wees vee sake 
Argentina ... 1,160 74,448 6,974 oeee ° eS oo ea eee «(@h 89 6,230 a4 2.833 82 279 
Bolivia .... 25 216 24 b 10 Madagascar .... . 5 350 1 36 ae 
Brazil .... 84 4 oe Other French Miscacace 18 1,232 41 1,377 ‘as 
Chile ...... 11 9,527 1,601 aia ; Re Bcssccsenscsees “end isa 4 162 : 
Colombia . ve 9,810 2, 401 2,800 1,010 BARTER nw cccccccceccocccese eese cece 3 110 eee . 
Ecuador ... 66 ue “oss *s>s Pe . «cenehenanini ues jn wees oe 108 ee0e aése 
Peru ...++++ 1,056 +t a9 151 —T eee 5 338 20 512 osee a 
Venezuela ad 760 S2 tees eee Other Portuguese Africa... . 7 605 vege eee . eons eens 
British India t 15 10 ial cece Canary Islands......... tee 17 1,215 55 1,968 2 64 % 
British Malaya 42 18 . tees Other Spanish Africa...... 5 375 2 arr eee0 
Ue . 16 eece . . ° . 2s _— Guin, eum quam —— 
China... 1,265 4,812 1,366 440 sis TD cc cidcnadesseces 7,164 $484,365 6,939 $203,909 2,820 $88,454 $41,700 
Netherland India 84 ‘ ; cove vee Shipments to: 
French Indo-China : 1,200 160 ve e° DT. Di pebtdsdadenas - 82 $ 6,229 50 $ 1,528 141 $4,516 $ i 
Hong Kong 24 744 262 POD Bieinnsseccsses 152 s«9,482 2 TB sees tis 
Japan  ..+.+- _ 1,596 611 eres . Virgin Islands........... enki anes 1 68 + anne 
Palestine eeneces : 159 8,816 4160) ‘ zo 
Philippine Islands... 865 20,367 et 180 " 
BEATE cccccccccceccccce ceee 3,624 38st ecee eee 1763 
SYTIB cccccceses ° . 34 S ‘ sees Dupli- 
Turkey ...... ‘ 58 tees ° : — cating 
Australia .. ecee 162 14,495 1,698 ee ma- 
British Oceania... ‘ owes ; ‘ ecee eeee 4750 chines, 
French Oceania ; 2 eves ts > " ; 
New Zealand. 20 4,620 193 27 ol! — a 9395 
Union of South Africa.. 17¢ 3,622 SSO 450 265 ‘and ether 9392 Ty; iter supplies 
EEyDt «+ osorseeecees . 130 neta in wih Ds awe office forms. Carbon paper. ribbons, for. 
CEEy ENEEE o 0000s . siensic a nailed aes Countries Lb. Value. Lb. alue. Doz. Value. Value 
Tots $15,532 255,79 39,048 13,608 $5,146 
NE setanees — —- senate —  eneeer ae mn ida 23 $ 1 
$ OMIM ccc ccecccesce eeve cece coee sees 
Shipments to: 
, Mawel, , $ 230 18,249 $ 3,198 374 $ 181 Czechoslovakia ........ eens tee 437 300 
Puerto Rico.......... 113 140,862 10,335 250 i ~~ geddahenbeeds wees : 58 “37 
Virgin Islands.......  . 144 11 eee eeee eter pages "$36 8 as 21 42 
Germany - bs si eee . 
j ; ace 6 in) esse . 
United States Exports of Typewriters, Duplicating Machines, Typewriter Ribbons, Greece ... 426+. +s eeeeee os +6 
Carbon Paper and Office Supplies—September, 1935 Irish Free State....... eg: san 44 ry 
Netherlands ........... 9,061 1,7 =| 254 +9 
? — wo" 70K Norway ....«+- “er ae 209 ott on 
7770 7772 aad $440 SE .achnwbine . . 262 338 
Standard Portable Used and Type Sweden ...... 97 243 375 
typewriters, typewriters, rebuilt writer Switzerland .. 51 R02 49 
new new. typewriters parts United Kingdom 9 394 6,019 4 232 
Countries No Value. No. Value. No. Value. Value Canada a 4,956 4,986 2,001 
~~ . 72 105 7 
pra RE 200 $ 5.005 135 $3,218 =... Oiltemala testes, _ 383 116 127 140 5 7 
Azores and Madeira Islands eee - eons eese © Se art be . 1.158 303 27 - 31 a 
Belgium ........ ‘ 42 1,412 ae See a a3 140 76 2 9 id 
Czechoslovakia 679 12,559 320 7,272 ve P; a. =a eee . 641 231 RR 86 152 469 
Denmark , eee oe 38 840 ee Be om NM ipeicetetctein 4 : Co ee site 
— me ws Rela +4 a ee nS | ~~ ~ypbenniebnndaied 579sCiBTGCtCi«éi AD iss 308 “41 
Finland 76 2= 2,418 87 2,253 31 Mexico ...... gigi , 
Pramce 00 151 6.436185 5.205 tar Miquelon snd ag ieee 
— e e sia s . eee “ee “eee eee ** 
Germany ..... cece tess eess eese cece mt. : . ona 
ys pag 7 in i; ins — aoe ae a be! 1 4 dese 
oo, . ase 4 * pagan Bermuda ....... ooo Boum 766 cove eeee eee eeee eee 
nng ceanies ese 2 975 cece ; : poeesshetee 5 9 ae oe ees 
i oe See CP ~~ eo ‘21,185 869 125 95 So WD wa 
201 & Bho 18 Jamaica ..... es AS. 57 34 6 6 $46 
Italy pines 2 4.663 .... éaee Trinidad and Tobago 1,259 228 5 
Lithuania, ane 2 of " ‘*'* Other British West . 4 . 4 3 17 oh 
Malta, Gozo and Cyprus 2 f 216 . oor a saeeses awe ae anal 1,190 2.952 2.522 235 141 5 
Netherlands . 12 +4 : +44 o> sre Dominican Republic.... 488 10 331 370 2 9 Tl 
P ‘land and Danzi 48 260 6,180 30 9 Netherland W at Indies — a 55 113 ij i7 pats 
eel ; ” BR - Haiti, Republic of..... 26 : 1 t tii 
Portugal 4 5 1,800 7 5 541 62 276 81 B51 
Spain 103 573 19,410 84 Argentina eee ; * ee 5 
Sweden ; . 153 9,445 15 850 — soeees . on 32 m1 pee $3 a2 817 
Switzerland ; 87 224 6,869 1 ‘ 046 Chile ms 18 1,016 1,157 166 404 
Albania .... ie Se i Berea eee. 821 490 365 44 «725 
United Kingdom ae 11 52.008 213 7,875 7,396 senator ne 75 te ep Raat 10 
we - 10 ; oot . ; *; ; ? i 7 esse #see ees esas 
Canada 1 : , ms: 6.1L FrAgeAy neeee sense: nape 139 100 60 141 
British Honduras l 2 76 cece om eee 83 120 201 138 161 403 
Costa Rica....... 4 1,187 eeee 2 fuuseasesns 189 294 39 13 R 21 Asn. 
Guetemais .... i7 10 360 1 eens Uruguay ...... mr om 718 253 166 16 85 eee 
Honduras .... ° 17 7 234 2 } Venezuela ......«+-- - 1,03 7 7 10 5 13 yom: 
Nicaragua 11 ae 871 4 18 AGED .ccccccccccescoce cece eeee | ons oa eas 2 
Panama : ; 46 6 296 , cS British India sis - , "20 “13 6 22 273 
Salvador ...... - - 180 15 British Malaya........ osee Sees 20 : = 
Mexico ... - 195 885 12,846 202 ea eeeepeveenrse 0 eee pees 79 37 48 2h wh 
Miquelon and St. Pierre Chin aes: 107 ik 785 218 115 2n4 caee 
Islands 1 70 1 36 Ci«w ao eeee Le ee ae ° 46 606 246 577 13 
Ne wfoundland and Netherland India....... 2,461 106 oene sce 83 
Labrador 4 300 19 513 2 75 e6ee French Indo-China..... aes oes eoce eee ocee ee 
- r ; 4 2 y 2 eece eece eece eeee eeee 
Rermuda niow 6 l 42 oece Hong Kong..........-. = m cea sane Fe si 
Barbados .... weed ; 3 240 6 2 . cece ores Japan ... 52 os ° $3 ° oO rr 100 he. 
Jamaica ...... ° 9 7 : ; 7 : a oe 82 Palestine 600 } or : 
Trinidad and Tobago ° 5 346 3 08 25 2 IG ae ae Poe aene Te esee fy eee 
Other British West Indies sues eee os ‘ 120 eres Philippine Islands...... 2,837 794 5,206 1,802 414 857 457 
Cube once sae ait 18.490 sl 1.116 a ” 88 Bette cccccceccesesvess 96 56 eoce eeee cose cove esos 
Netherland Wet la ‘ : es “ii "3 Cites aad pa Turkey cccccccsccccess ces eeee cove eee 274 592 eens 
Netherland West Indies * « tees — 37 34 cece eeee eeee eevee eee 
Haith. Republic of : * ea ee Bee pte 7 ae eh re) a 
Haiti, public of E 26 2 2 saan Awstrala .ccccscccecses ’ 2 ° _ 
ame. — 386 26,950 258 165 4,323 711 British Oceania........ oe exes ° oeee " s ‘ a 
Bolivia 14 a 9 6 aeé aan Belgian Congo......... wees . . ocee B as oa. 
Brazil 214 ? 105 10 Sof British East Africa.... 3 tase wees see 
Colon 30 11, 39 " re = Union of South Africa. 284 103 7” = 29 69 646 
Colombia 139 -980 38 : ——_ ~ Nige Ccocccegceeseses eoee esse seen eeee sere 
Ecuador 36 cf ieee ° 1 2 eece Nigeria pod ea re 793 59 113 336 ays 
rs 9 165 9 an Bre “sie ESypt ccccccccses 30 15 — 
Freach Guiana 2 ae eses es eee Other French Africa... oon oes eevee eee a. ase 
POTE ccoce 60 4,072 110 3,375 6 116 154 EABSTIS cccccsesccccess 2 é “es one <2 ; see 
Uruguay 6 406 ees , ooee sans Morocco ..... oseneucks 72 33 41 18 “4 bees 
Venezuela ....... 29 2,253 73 7 32: 11 Mozambique ........ a onde ; 19 
AGEN ..ce-sess , 70 7 2 80 esse Canary Islands......... ‘ eeee cence osee @eee 
Saudi Arabia.. , eoce 2 ‘ cin Kase ——— nme aa —S>| —————— 
British India. 269 «16,4037 6 ae oe Total ...........--69,210 $22,398 36,999 $23,053 9,034 $21,188 $24,240 
i alays : . 7 3,18 106 3, 27 01 25 _ : 
Calm weenee SS Ser a a 34,911 $11,459 1,210 $ 1,112 96 $ 259 § 1,362 
ee or35 042381 : n 235 Paerte Bice 22222213502 2.592 «2601 | 1.375 252 208 609 
Netherland India. ; 48 2,738 2 .38 eeee sees 235 UCTLO FICO... +--+ , " : ee ~— . a 
French Indo-China......... 14 980 8 1042 foc. S020 ON Virgin Islands...... rie: o ese . 2 
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PATENTS 


Copies of patents shown here can be obtained 

from the Commissioner of Patents, Washington, 

D. C., for ten cents each im cash, postofiice 

money orders or certified check. Stamps and 
personal checks not accepted. 





97,430. Design for a typewriting machine. Herbert 
E. Bridgewater, Ss > N. Y¥. (assigner to Reming- 


ton Rand, ine.. New York. N. Y., a corporation of 
Delaware). Avplication. “Sept. 25, 1935. Serial No. 
59,689. 

Design Patent No. 97,464. Design for textile fab- 
rio, ete. qpaened M. Coehn and jesse Olenik, New 
York, . YY. Application Sept. 4, 1935. Serial No 

435. 

2,009,360. Pen stand. Henry Ludwig Koch. Mil- 
waukes, Wis. (assignor of one half to Theodore 


Kramer, Milwaukee, is.). Application Oct. 16, 1933. 


Serial No, 693,727. 


2,010,130. Sorting machine. Leon E. Barnes, West- 
field, N. J. Application Nov. 17, 1934. Serial No. 
753,452. 

2,017,135. Typewriting machine. jesse A. B. Smith, 


Stamford, Conn. (assignor to Underwood Elliott 
Fisher Compony. New York, N. Y.). Application Oct. 
2. 1933. Serial No. 691,790. 

2,017,188. Temporary binder or loose sheet holder. 
Urban R. Tannehill, Kalamazoo, Mich. (assignor to 
The Eastern Tablet & Stationery Corporation, Dayton, 


Ohic). Application Nov. 8 1934. Serial No. 751,986. 

2.017.218. Loose teaf binder. Reginald M. Ray- 
nolds, New . Application Oct. 10, 1934. 
Serial No, 747.7 


2,017,220. Book binder construction. Frank Stanley 
Schade, Holyoke, Mass. (assignor to the National 
Blank Book Company, Holyoke, Mass., a corporation 
of Massachusetts). Application Aug. 24, 1934. Serial 


index calendar. Orin P. Winford, St. 
(assignor to Brown & Bigelow, St. Paul, 


Paul, Minn. 
Application Sept. 


Minn., a corporation of Minnesota). 
17, 1932. Serial No. 633,587. 

2,017,485. Steel chest. Harvey H. Yawman, Le Roy, 
N. Y. (assignor to Union Steel Enest Company, LeRoy. 
N. Y.. a corporation of New York). Application March 
6, 1935. Serial No. 9,668. 

2,017,508. Stamp pad. Whitney K. Munson, Orange, 
N. J. (assignor to Munson Stamp Pad Company, Inc., 
New York, N. Y., a corporation of New York). Ap- 


plication Sept. 17, 1930. Serial No. 482,406. 

2,017,669. Deposit receptacie. Charlies F. Meilink, 
i Ohie. Application May 3, 1934. Serial No. 
72 !. 

2.017.742. Loose leaf binder. William J. Weatherty, 
Tampa, Fia. Application Oct. 23, 1933. Serial No. 
694,701. 

2,017,843. Reproducing machine. William R. Cuth- 


bert, Fort Madison. lowa (assignor to W. A. Sheaffer 
Pen Company, Fort Madison. lowa, a corporation of 
Delaware). Application July 9, 1934. Serial No. 734,- 


403, 
2.6017, 920. Printing machine. William Henry Roost. 
na, Calif. (assignor to National Postage Meter 
ny, Los Angeles, Calif.. a corporation of Cali- 
Application jan. 30. 1935. Serial No. 4,062. 
2,017,964. Typewriting machine. George F. Handley. 
N. Y. (assignor to Royal Typewriter Com- 
.» & corporation of New York). Application 
Serial No. 19,482. 

8.009. Key retaining member. Warner R. Bux- 
ton, Longmeadow, Mass. (assignor to Buxton, Inc., 
Springfield, Mass.. a corporation of Massachusetts) 
Application July 25, 1934. Serial No. 736,822 





2,018,029. aaa pn eraser holder. Louis C. Neff, 
J N. Application Oct. 26, 1934. Serial No. 
2,018,052. Record contro! for tabulating machines. 


(assignor te Ameri- 
a corporation 


William D. Caton, Elmira, N. Y 
can Salesbook Company, Elmira, N. Y., 


of 7 eee. Application June 30, 1931. Serial No. 
54 7 
2,018,825. Chair. Glenn D. Wood, Elkhart, Ind. 


(assignor to Posture Research Corporation, Elkhart. 
ind., a corporation of indiana). Application Dec. 14, 
1934. Serial No. 757,438. 

2,018,933. Idle lock for calculating machine. Joseph 

. A, Turck, Chicago, Ill. (assignor to Felt & Tar- 
rant Manufacturing Company, Chicago, I1l., a corpora 
tion of Wlinois). Application Oct. 29, 1932 Serial 
No. 640,229. 

2,018.941. Vault. Alex Begun and Robert W. Wise, 
Mich. Application March 25, 1935. Serial 
No. 12,762. 

2,019,132. Seale. Marius H. Hansen, Chicago, Ili. 
(assignor to Hanson Scale Company, Chicago, Ill.. a 
corporation of illinois) Application Aug. 24, 1933. 
Serial No. 686.505. 


2,019,301. Recorder. Carl M. F. Friden, Piedmont, 
Calif. (assignor to International Business Machines 
Corporation, New Y a corporation of New 


York). Application Oct. 12, 1929. Serial No. 399,232. 
2,019,439. Driving mechanism and automatic stop 
means therefor. George J. Uhlig, Chicago, Il. (as- 
signor to Victor Adding Machine Company. Chicago, 
itt., a corporation of Delaware). Original application 
Dec. 30, 1933. Serial No. 704,648. ivided and this 
application July 2, 1934. Serial Noe. 733,449. 

2.019.477. Typewriting machine. Arthur W. Buck- 
well, Braintree. Mass. (assignor to L. C. Smith & 
Corona Typewriters Inc.. Syracuse, N. Y., a corpo- 
ration of New York). Application Aug. 7. 1934. Se- 
rial No. 738,831. 

2,019,734. Fountain pen. 
tt. Application Dec. 8 1934. 

2,019,788. Phote copy machine. Whitten P. Lioyd 
and Maxwell H. Hill, Rochester, N. Y. (assignors to 
The Halold Company, Rochester, N. Y.). Application 
April 3, 1935. Serial No. 14,514, 

2,019,816. Card index. Allan F. Hunt, Burlingame. 
Calif. (assignor te Associated Patents Corporation, San 
Francisco, Calif.). Application April 18, 1934. Serial 
No. 721,892. 

2,020,028. Seating furniture back support. Darwin 
Hanauer, LaGrange, tll. (assignor to Nachman Soring- 
filled Corporation, Chicago, Ill.. a corporation of tili- 
nois). Application June 27, 1935. Serial No. 28.649. 

020,129. Fred D. Wedae. Lombard, Ill. (assiqnor 
to Witseon-jJones Company, Chicago, Ill., a corporation 
od om). Application Oct. 9, 1933. Serial 

0. 737 


Solomon Saeger, Glencoe, 
Serial No. 756,567. 


2,020,145. Typewriting machine. Philip A. Jackson, 
Dayton, Ohio. Application Jan. 23, 1933. Serial No. 
653,003. 

2,020,282. Control means for bookkeeping machines. 


Walter A. Anderson, Rockford, Ill. (assignor to Un- 


derwood Elliott Fisher Company, New York, 
corporation of Delaware) 
Serial Ne. 650,393 


Application Jan. 6, 1933. 
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2.019.816 


2,020,340. Combined typewriting and computing ma- 
chine. Otte Thieme, Hartford, Conn. (assignor to Un- 
derwood Elliott Fisher Company, New York, N. Y.,. a 
corporation of Delaware). Application July 15, 1930. 
Serial No. 468,175. 

2,020,376. Fingerprint record and method of making 
same. Frank S. Rich, Los Angeles, Calif. Continua- 
tion of application Serial No. 429.637, Feb. 19, 1930. 
be application March 16, 1933. Serial No. 660,983. 

2,020,664 Automatic starting means for inting 
and/or computing machines. sear J. Sundstrand, 
Rockford, til, me pe to Underwoed Elliott Fisher 
Company, New - @ corporation of Deia- 
ware). Application Nov. 18, 1929. Serial No. 407,929. 

2,020, 865. | drawer and safety locker. Albert 
L. Abbott, and William C. Miller, Canton, Ohie (as- 
signors to The Diebold Safe & Lock Company, Canton, 
Ohio, a corporation of Connecticut). Application Sept. 
9, 1933. Serlal No. 688,857. 


oe 

Canada-U. S. Tariff Concessions 

November 18 there was published a new tariff 
based upon a reciprocal trade pact between 
Canada and the United States. In this pact 
natural and manufactured products of Canada 
were given tariff concessions, with comple- 
mentary concessions on the part of the United 
States. 
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2,021,511. Card punching contres, James R. Jowett, 
Philadelphia, Penna. (assignor to Moss Rose Manufac- 
turing Company, Philadelphia, Penna., a corporation of 
a” a Application Dec. 5, 1934. Serial No. 
‘ 





2,021,596. Machine for producing pin tickets. Ray- 
mond E. Fleming, Philadelphia, Penna. (assignor to 
The Reyburn aw Company, a corporation 
of a). May 10, 1933. Serial 
No. wt thy 


2,021,618. Computing machine. Oscar J. Sundstrand, 
Rockford, tl. (assignor to saw Elliott Fisher 
Company, New Y N. a corporation of Dela- 
ware). Application Nov. on, "1932. Serlal No. 644,627. 


2,021,657. Pencil. William ue Lyneh. Pasadena, 
and Elmer E. Frey, Los Angeles, Calif. Application 
June 18, 1934. Serial No, 71, 170. 


2,021,681. Automatic safety lock for record feed. 
Jesse D. Bright, Dallas, Texas (assignor to American 
Sales Book Company, inc., a corporation of Delaware). 
Application Oct, 8, 1932. Serial No, 626,797. 


2,021,724. Loose leaf binder. Adoiph Frank Grosse 
and Aloysus C. Baumgartner, Duluth, Minn, Applica- 
tion May 29, 1934. ial No. 727,952. 


2,021,738. igpee Leaf binder. Arthur W. McClure, 
pi | =. (agigner to McMillan Book Com- 


any, a. Wen ation of New York). 
Aoticatlon ma May 25, i933. Serial No. 672,843. 


2,021,751. Metal edeing for desk or table tops. 
Frederick L. G. Straw Green Bay, Wis. (assignor 
to The Automatic File — index Company, Green Bay, 
he a corporation of Wisconsin). Application June 
7, 1928. Serial No. 283,568. 














2,021,187 






Al 2,021,847. Paper support for typewriters. s C. 
2 Antrim, New York, WN. Y. (asel per to “Autographs 
+ Register Company, Hoboken, N. jon of 
be ee Application “oct. 2, "1931, Serial No. 


ee 9 ” ts > 

_— 20216/8 ROR l657 ; oe f Te al « =i-i ¢ Design Patent No. 97,568. Bathroom scale casing. 
7 , 1 . John C. Sutton, Rockford, Ill. (assignor to The Brear- 

ley Company, Rockford, Ill., a corporation pA tilinois. 

Application Feb. 23, 1935. Serial No, 555,56 


2,022,702. Typewriting maatpes, 1, Monee Aes pod Avery, 
Groton, N. Y. (assignor to Corona 
Typewriters Inc., Syracuse, n Y. a aE of 
by York). Application March " 1935. Serial No. 


2,022,743. Iinkstand. Gustav J. Sengbusch, Milwau- 
re Wis. Application Oct. 10, 1933. Serial No. 692,- 




















2,022,823. Calculating machine. Ernest Racz, De- 
troit, Mich. (assignor to Burroughs rt. Machine 
Company, Detroit, Mich., a corporation of eed 
Application July 15, 1933. Serial No. 680,55 


2,022,965. Page end indicator. Louls M. , wm 
New York, N. Y. Application May 22, 1934. Serial 
No. 726,929. 


2,023,156. Loose leaf binder. Paul 0. Ls gl Glen 
Ellyn, I. (assignor te Wilson-Jones Company, cor- 
poration of Massachusetts). Application Det. "s, * 1933, 
Serial No. 694,755. 


2,023,294. Paper carria drive. Oscar J. Sund- 
strand, Rockford, Il. (assignor to Underwood Elliott 
Fisher Company, New York, N. Y., a corporation of 
See. Application Oct. "13, 1930. Serial No. 488,- 


2,023,430. Winding mechanism. Cecil C. MeCain, 
Glen Ellyn, and John W. Her — LaGrange, Ill. 
(assignors to Ditto, Inc., a corporation of West Vir- 
ginia). Application May 21, 1934. Serial No, 726,710. 


2,023,487. Typewriting machine. vod E L. Pitman, 
Westfield, N. J. (assignor to Underwood Elliott Fisher 
Company, New York, N. Y., a corporation of Dela- 
ware). Application Sept. 21, ‘1933. Serial No. 690,301. 


2,023,507. Typewriting and like machine. Russell 
E. Benner, Buffalo, N. Y. (assignor to Remington 
Rand, iInc., Buffalo, N. Y., a corporation of Dela- 
aa + ge om Jan 4, 1935. Serial No, 438. 
Trocneiies and like machine, William L. 
Peters “Mohawk, N. * (ntmee to Remington Rand, 
inc., Buffalo, N. Y., poration of Delaware). Ap- 
plication March 25, 1935. "Serial No. 13,496, 

2,008,708. Typewriter. joseph H. Summerlee and 
Dwight P. Rowiand, Detroit, Mich. (assignors to Bur- 
reughe Adding Machine Company, Detroit, Mich., a 
corporation of Michigan). Application Nov. 14, 1932. 
Serial No. 642,490. 

2.023.742. Combination locker lock. Edwin W. 
North, Rockford, tll, (assignor to National Lock Com- 
pany, Rockford, Il|., a corporation of Delaware). Ap- 
plication Aug, 15, 1931. Serial No. 557,299 

2,022,761. Desk and chair unit. William W. Drum- 
mey, Boston, Mass. Application Nov. 12, 1934. Se- 
rial No. 752,759. 

2,023,802. Loose leaf book. Raymond S. Brown, 
Columbus, Ind. Application Sept. 4, 1934. Serial No. 


ss 7 . 2023/56 742,541. 


eee 


2023, 76/ va 














ad + ea gonslt. p= gg Waaep. ay 
an er Randall, Derby, nn. (assignors to H. 
RORZFBOR 202 3865 2023958 ROR L7S/ P. and E. Day, Inc., Seymour, Conn., a corporation 
of Connecticut). Application March 6, 1933. Serial 
No. 659,746. 
2,023,958. Carbon cqevten, -_ Max Hopp, New 
2.021.195. Line spacer for typewriters. Andrew F. York, N. Y. Application 1934, Serial No. 
p A T E N T S nee. Croateet Cone, eet ee = 755,660. 

plication. Serial We. 477.796. ow 2,024,045. Swinging and spaivelins chair, Paul H. 
, oe oS Johnson. Muskegon, Mich. Application April 11, 1929. 

Ry 8 —e * ey apoweine. ~~ é. Johna- Serial No. 354,335. Renewed July 24, 1935. 

Copies of patents shown here can be obtained stone, cago, ~ and John C. Gates, Downers 

from the Commissioner of Patents, Washington, agg a nat to Western Etcotrie, Company, a 
1, Co om ce ach in cash, postoffice ~ ‘ : “ L A 1 a S H I 

D. C., ae 4 ten cents pe - ta Application March 11, 1932. Serial No. 598,156. os Angeles County to Service its 

money orders or certified cnhecr. Stamps anc . 

- 2,021,327. ag writer. Edgar Ellsworth Phinney, 
personal checks not accepted. West Oranes, N. 2 tensioner to & Defiance Maoutacter- Machines 
ing Corporation, Oran a corporation o ew P 
2,021,169. Stencil duplicating machine. Maurice B. York). Application May 10, 1934. Serial No. 724,893. sot en ee ee ee a 

Brand, Chicago, lil. (assignor of one-half to Louis H- 2,021,393. Calculating machine. Joseph A.V. Turck. those makes of patented office machines which 

Friese, Chicago, I11.). Application Dec. 7, 1934. Serial Wilmette, ill. (assignor to the Felt & Tarrant - 2 . Pp 7 . 

No. 656,421. in Canada May 7, 1934. facturing Company, Chica e- l., a corporation of Ii- can be maintained and serviced by regular 
1 2,02 174. 7 riter. J. William Menget, New  ''"0i8). Application May 1934. Serial No. 364,973. county employees. The decision was reached 
ork. N.Y Tooticelion Get. 8, 1931 a Tie ng 2,021,409. Duplicating alien. John J. Flanigan, when the Board of Supervisors was served with 

se, — P 7 ok + ae He b+ ag © cree oa notice that the servicing of patented machines 

0 inois ginal application q a ‘ ‘ ‘ 
yp 2t2ti187, Chair base. Arthur B- Lafferty. Detroit, No. 366,448. now Patent No. 1.909.758. Dated May — yy Ft fy 
ich. (assignor to Burroughs ng achine Com- ' vided an 8 application now en 0 : ~ 

pany. Detroit, Mich., a corporation of Michigan). Ap- 1,900,758. Divided and this application April 7, 1933. Ployees are restrained from touching these ma- 


plication Jan. 2, 1934. Serial No. 704,840. Sertai No. 664,923. chines for repair purposes. 
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Southwest Pylon, Michigan Avenue Bridge, 

Chicago, With the Vague Outlines of the 

Wrigley Building on the Left and the Tribune 

Tower on the Right Looming Through the 
Snow 


Reprinted fron 
: ; 


m a New Year's Card Sent Out by William H. 
Smythe of the West Virginia Pulp 6 Paper Company) 
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Happy New Year 


Hail friends! Happy New Year! May the good you have wished for us, ex- 
pressed in the letters and beautiful cards which lie before us, come also to you in 
measure “pressed down and running over.” And may the efforts of each of us to 
achieve our own happiness through the new year be directed by ideals, standards and 
sentiments that promote the well being and happiness of all. 

As a thought for the New Year, we again reprint the impressive words of Mrs. 
Hegeman—“I expect to pass through this world but once; any good thing therefore 
that I can do, or any kindness that I can show to any fellow being, let me do now, 
let me not neglect it nor defer it for I shall not pass this way again.” 


A Look Ahead 


Beginning on page twenty-four under the title “A Look Ahead” there is pre- 
sented a special section in which officials of companies, outstanding in the industry’s 
division of distribution in many lands, report general business conditions in their 
respective countries and express their views of the prospects for 1936. Manufac- 
turers engaged in overseas trade will find something encouraging in the statements 
of the majority of these careful observers. We commend the section to their par- 
ticular attention. 


Specialties Section 


In the Annual Specialties Section which opens on page thirty-eight, dealers will 
find some interesting and convincing opinions of the influence of “specialties” upon 
the commercial stationery business. 

Several things in the commercial stationery lines now so generally included as 
to be considered staples were the “specialties” urged by this journal when it set out 
more than twenty years ago on a campaign for the expansion of the commercial 
stationery business. 

In a statement for the Twenty-Fifth Anniversary Number of OA, published in 
June, 1929, Ralph Bauer of Lynn, Mass., wrote—“Speaking of the stationery busi- 
ness in general there has been no progress at all in the way of development, outside 
of the loose leaf devices that is of any consequence as profit producing. 

“On the other hand, with office appliances, office furniture and equipment, there 
has been a remarkable, steady and wholesome growth in all directions. It has de- 
veloped in our business to such an extent that it is really the backbone of the entire 
institution. There is much less competition in it than in the ordinary stationery trade, 
which seems to spring up overnight in little stores scattered all around in every 
direction.” 

In this journal for May, A. W. Gran, head of the Des Moines Stationery Com- 
pany of Des Moines, Ia., made convincing statement about “specialties being the 
salvation of the independent stationer.” 

What is presented in the specialty section may be interpreted in support of the 
opinion of the two gentlemen mentioned. 


This Number 


One will not turn the pages of this number, with its two special sections, its im- 
pressive general articles and the wide range of material presented in its several 
departments without thoughts of the importance of the office equipment industry 
in the business world. To assist in extending the boundary lines of the industry and 
to aid in enhancing its prestige throughout the world is the mission of Office Appli- 
ances. To which mission it has been steadfast through the years. 
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Horse Collars In Kentucky 


and of the treatment of crimi- 


HEN the Illinois Central 
Railroad refused to ac- 
cept twenty-five specific ship- 
ments of horse collars, each 


consigned to a different state by 


the Kentucky Whip and Collar 
Company at Eddyville, Ken- 
tucky, some facts were brought 
to light that affect the welfare 
of every worker, merchant, 
manufacturer and employer. 
The merchandise was convict- 
made and the company asked 
for an injunction requiring the 
railroad to accept the ship- 
ments. They had been rejected 
on the ground that such trans- 
portation was illegal under the 
new federal law prohibiting 
shipment of convict - made 
goods into states which bar 
them. 

Judge Hamilton, U. S. Circuit 
Court of Appeals in Louisville, 
held that Congress could not 
prohibit interstate transporta- 
tion of convict-made goods, but 
did have the right to prohibit 
shipment of unlabeled prison- 
made goods into states which 
required this identification. 
Since the horse collars were not 
labeled, they were not shipped. 


Competition from Convict 
Labor 

This case drew attention to 
the fact there are few indus- 
tries that are not now or may 
not be subjected to competition 
from convict labor. Even the 
hard hit horse collar industry, 
which has lost much business 
due to the increased use of the 
automobile, has also had to face 
the tremendous handicap of 
trying to compete with prison- 
made goods. Most important 
of all, the case showed that re- 
lief can be gained through legal 
procedure in direct ratio to the 
enactment of proper laws by in- 
dividual states, as well as by 
the national government. 

The solution to the convict 
labor problem is a matter of 


A Circumstance in the Transpor- 
tation of Which may have Bear- 
ing upon the Business of some 
Manufacturers and Dealers in the 
Office Equipment Industry. 
By J. S. Sprott, President, The 
Globe-Wernicke Co., Cincinnati, 
Ohio. 


vital importance to all of us. It 
does not seem that it can be 
solved without the proper legal 
background and it is most en- 
couraging to have evidence of 
the study being given this prob- 
lem by the American Bar Asso- 
ciation, also state and local 
groups. The meeting of the 
Cincinnati Bar Association held 
the first week in November 
under the auspices of the Ohio 
Bar Association was given over 
wholly to criminal law adminis- 
tration. For several years 
presidents of the American Bar 
Association have called upon 
their profession to co-operate 
in the war on crime. Eminent 
lawyers have demanded the ex- 
pulsion of shysters and legal 
aid to gangsters. Judges have 
denounced the network of red 
tape which ofttimes ties the 
law’s hands but lets the crimi- 
nal through, and state gover- 
nors have pointed to the need 
for interstate weapons against 
crime in this day of rapid trans- 
portation. The conference at- 
tacked problems of police ef- 
fectiveness, of criminal trial 





Mr. Sprott 


nals. Up to now, the task of 
apprehending criminals has 
been left largely to the police 
and the consensus of opinion is 
that the meeting of the attor- 
neys concentrating on this 
problem is a sign of real prog- 
ress. 


Effect of Crime Reduction 

Increased effectiveness in 
law administration in the ap- 
prehending of criminals, to- 
gether with the assurance of 
prompt conviction and sen- 
tence, will reduce the amount of 
crime. As convict population 
is reduced, the production of 
prison-made goods will become 
smaller. The layman can play 
a most important part in this 
program by making local bar 
associations conscious of the 
fact that their activity is 
heartily endorsed and appre- 
ciated by good citizens. 

Some relief may also be se- 
cured as the result of the Prison 
Industries Reorganization Ad- 
ministration created by the na- 
tional government in Washing- 
ton. The prime object of 
this organization is to relieve 
private industry and labor of 
many undue burdens of compe- 
tition between their products 
and those made by prison labor. 

The personnel of this board 
has been criticized because it 
has been said that they are 
prejudiced in favor of free 
labor. If true it is only just 
and natural, for some of the 
conditions confronting indus- 
try and free labor are the result 
of prejudice on the part of cer- 
tain groups in favor of convict 
labor. Study has revealed that 
in many cases the amount of 
labor required to produce an 
item has not been given consid- 
eration to the point of being a 
determining factor in adopting 
or rejecting an article as some- 
thing that should or should not 
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be made in prison. A number 
of articles which require very 
little labor are now made be- 
hind penitentiary walls and 
within the last few years it was 
proposed to equip a new prison 
building with machinery which 
would produce a large volume 
of merchandise with very little 
human labor. 


Training Convicts on Non- 

competing Products 

Other arguments used by 
prison management and con- 
vict labor associations are that 
the prisoner must be prepared 
to make a living after his re- 
lease and the only way to do 
this was to make him a skilled 
workman through actual pro- 
duction. The fallacy of this 
belief is shown by our trade 
schools which produce some 
very competent workmen with- 
out offering products that com- 
pete with other labor. It seems 
practical to work along this 
line in educating the convict 
without society paying nearly 
the toll that it does today under 
existing conditions. If after all 
the study that will be given to 
this subject in the next few 
years, it is found necessary to 
continue the manufacture of 
some articles in prisons, cer- 
tainly those products should be 
made by hand rather than by 
machine. 

Mr. Julian Levitt, in his 
article “Solution of the Convict 
Labor Problem,” said _ that 
much of this labor, where local 
and climatic conditions are fa- 
vorable, could and should be 
used in the building of roads, 
state and national, and on work 


on reclaiming of waste land, re- 
foresting of denuded timber 
lands, the building of dams and 
levees, of irrigation ditches and 
waterways. Where conditions 
are unfavorable to this type of 
work, the employment of state 
convicts should not be by con- 
tractors but by the state in the 
manufacture of goods, not for 
the open market but for the 
use of state, city and county in- 
stitutions and departments. In 
commenting upon this type of 
material, he takes New York 
state as an example, which not 
only has a large prison popula- 
tion but has many orphan and 
insane asylums, alms houses, 
homes for feeble-minded, epi- 
leptics, the deaf, lame, halt and 
the blind. All of these need 
food, clothing and _ shelter. 
Why should not the able bodied 
prison population be put to 
work producing these neces- 
saries for their fellow wards of 
the state? 

Mr. Levitt pointed out that 
this diversification gives the 
prisoners a better opportunity 
to find honest work when the 
day of discharge comes. He 
also points out that it would 
end a notorious graft of city 
and county purchasing agents. 

New York has apparently 
made more progress along this 
line than any other state. In 
fact this solution has been 
practiced in New York state to 
a considerable degree for fif- 
teen years and yet not been 
adopted elsewhere to any great 
extent. The reason for lack of 
adoption is laid to the activity 
of prison labor contractors and 


SO BIG! 


15 


through the great profit that 
was derived by this activity. 


A Former Retarding Factor 


One contractor, who posed 
as a devout churchman and 
penologist, was one of the 
greatest factors in the slow 
progress of prison reform in 
this country because he used 
his high office in the American 
Prison Association and Inter- 
national Prison Congress to 
suppress all public discussion 
of the evil system of which he 
was a secret beneficiary. This 
particular man was finally ex- 
posed and he is no longer in a 
position to retard progress. 
The case points out the neces- 
sity for scanning closely activi- 
ties, from every standpoint of 
administration, of state and 
national officials. 

Through investigations made 
by several groups, it is found 
that it would have been possible 
during the late 20’s to have in- 
creased our production by 19%. 
During the early 30’s millions 
of our workers had no employ- 
ment. They suffered through 
lack of food, clothing and shel- 
ter. Our prison population did 
not. Jt is the inherent right of 
every honest man to have an 
opportunity to make a living 
and this opportunity should not 
be eliminated through convict 
labor. This must be the first 
consideration and one that will 
prevail throughout the study 
for a solution to this problem. 
We have made no progress if 
we destroy the desire to live 
and the initiative of honest 
men through our efforts to save 
the convict. 


You may be big enough, physically, to reach the top shelves in office or store, 
or you may be big enough to lick any of your fellow workers. I don’t mean that kind 
of bigness. I mean the kind of bigness you can develop even though you may be 
the shortest or the lightest of anyone in the organization. 

What are you setting as your stature in business development? You may grow 
physically far beyond expectations. You may have to wear a bigger hat and bigger 
shoes than you expected to wear, or you may never exceed five feet, four inches. 
That is something over which you have no control. But you will grow no bigger 
mentally and commercially than your aim and ambition indicate. 


(All rights reserved) 


—Frank Farrington. 
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Profits for Stationers in the 
Federal Social Security Act 


HIS month there goes ing 

effect the recently-enacte 
Federal Social Security Act, 
which presents to the station- 
ery trade an unusual oppor- 
tunity for building sales vol- 
ume. 

This new legislation has auto- 
matically created an immense 
amount of potential business 
for the commercial stationer 
and the manufacturer of loose 
leaf and index equipment. It 
has also paved a golden road 
for the manufacturers of fire 
protection equipment, as will 
be shown later in this article. 

Before going into the various 
phases of the new law it is per- 
haps well to briefly outline the 
Social Security Act as a means 
of indicating the tremendous 
volume of new bookkeeping 
which faces the employer as he 
prepares to keep records such 
as the government now re- 
quires be kept. 


Scope of the Act 


The Social Security Act is di- 
vided into the following eleven 
titles: 

Title I. Grants to states for 
old-age assistance. 

Title II. Federal old-age ben- 
efits. 

Title III. Grants to states for 
unemployment compensation 
administration. 

Title IV. Grants to states for 
aid to dependent children. 

Title V. Grants to states for 
maternal and child welfare. 

Title VI. Public health work. 

Title VII. Social Security 
Board. 

Title VIII. Taxes with re- 
spect to employment. 

Title IX. Tax upon employ- 
ers of eight or more. 

Title X. Grants to states for 
aid to the blind. 

Title XI. General provisions. 

The two titles most affecting 
the stationer now are Titles 
IX and II; unemployment in- 
surance and old age pensions, 
respectively. Incidentally, the 


old age pension law goes into 
effect a scant twelve months 
from now. 


Keeping the Records Mandatory 
—Forms Developed by Manufac- 
turers to Meet Requirements Are 
Available—Some Suggestions to 


Salesmen. 


The principal feature of the 
law for the commercial sta- 
tioner to bear in mind is this: 
That, with Title IX now in 
operation, it becomes manda- 
tory upon every employer of 
eight or more persons to main- 
tain more and better payroll 
records and to preserve them 
from destruction indefinitely. 


The Magnitude of the Record 
Keeping Job 


The vast amount of record 
keeping can be imagined when 
it is realized that the new law 
has been estimated to cover ap- 
proximately 25,000,000 per- 
sons. On each of these employ- 
ers are compelled to keep de- 
tailed and continuous records 
of hours worked, pay earned, 
date of birth, address, marital 
state and a host of other par- 
ticulars. 

Still another phase enters 
into this huge task of record- 
keeping, namely, the reporting 
of total wages or salaries paid 
all employes for income tax 
purposes. 

Although records have been 
maintained for the purpose of 
checking income tax figures for 
a number of years it is quite 
likely that the new forms and 
systems, which include space 
for this particular item, will 
replace former systems. 

The choice of physical forms 
to cover this type of record- 
keeping is mainly governed by 
the total number of persons 
employed. It will be necessary, 
however, to use some sort of 
record equipment, probably one 
of the following five systems: 
Vertical loose leaf ledger 
sheets, tabulating machine 
cards, visible cards, vertical 
cards, books. 


Definite Information Welcomed 
by Business Men 


The confusion, brought about 
primarily by the speed in which 
the Act was created and 
launched, has provided an open 
sesame for dealers and their 
representatives. Employers are 
ready to listen to anyone who 
can definitely show them what 
is needed in the way of forms 
and equipment to conform with 
the rules governing record 
keeping. 

In this connection a sales- 
man must also be in a position 
to advise prospects of the quan- 
tity and type of forms and 
equipment necessary properly 
to maintain records of his par- 
ticular kind of business. 

He should know that in order 
to facilitate the furnishing of 
reports detailed records will be 
necessary. Likewise bookkeep- 
ing systems must be consider- 
ably broadened to cover the re- 
quirements of the new law. 

Under the Act, taxes will be 
levied primarily on the pay- 
rolls, again necessitating de- 
tailed records to indicate the 
total salary paid to each em- 
ploye. Because the law re- 
quires that salary shall include 
the cash value of all renumer- 
ations paid in other than cash, 
these items must be shown. 
These include board, rent, etc. 


History of Employment 


Another type of record 
which apparently will be neces- 
sary is that covering the em- 
ployes employment history. 
This will include date em- 
ployed, rate of pay and pos- 
sibly the nature of the work 
done. 

Inasmuch as the law also re- 
quires that employers collect 
employes income tax for old- 
age pensions “by deducting the 
amount of the tax from the 
wages as and when paid” a rec- 
ord of these deductions must 
be kept. 

Still other records must be 
kept, probably of a supplemen- 
tary nature, for the summaries 
in connection with the actual 
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filing of returns under the fed- 
eral and state laws. Com- 
panies operating in several 
states will be obliged to keep 
separate records. 

Employers should be told 
that in paying employes whose 
compensation includes ex- 
penses, the items should be sep- 
arated. Otherwise, in a case 
where expenses are included as 
part of the salary or commis- 
sion paid, the employer will 
find himself paying a payroll 
tax on expenses as well as 
wages. 

Forms Are Available 

Nearly every major loose 
leaf company has made a study 
of the Social Security Act, with 
the result that each has now 
available forms made to cover 
practically every angle of rec- 
ord keeping necessary under 
the law. 

At the present time it is 
doubtful if one in every ten em- 
ployers knows what steps he 
must take. He cannot tell 


whether he must entirely scrap 
his former record and book- 
keeping systems or can perhaps 
merely change or add to it. 
Therefore he welcomes the rep- 
resentative of a_ stationery 
house realizing that the repre- 
sentative can perform a real 
service. 

And so he can. He can be- 
gin by showing the vital need 
of planning. He can show the 
proper form for the record and 
he can demonstrate the best 
method of housing and protect- 
ing these records. 

And while so doing he can 
lay a good foundation for se- 
curing the additional business 
which is bound to come when 
the old age pension title goes 
into effect on January 1, 1937. 


Repeal of Law Takes Time 


From time to time the com- 
mercial stationer will meet 
with procrastinators who will 
want to delay action because 
the law “may be abolished” if 
and when taken to the United 
States Supreme Court. No man 
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can tell what, if any, action the 
Supreme Court may take in the 
event it is called to pass upon 
the constitutionality of the So- 
cial Security Act. There is 
danger ahead in thinking that 
because a law is unpopular with 
any individual or set of indi- 
viduals it will be “taken care 
of” by the court. And in this 
connection it is well to remem- 
ber that if the Social Security 
Act was, like the late NRA, 
taken before the Supreme Court 
for a test of its constitutional- 
ity, months and even years may 
elapse before the question is 
settled one way or the other. 

And in the meantime records 
must be kept. The law says so 
and there is no dallying with 
the law under pain of heavy 
penalties. 

This new law has created fine 
opportunities for the commer- 
cial stationer. He should be 
concerned only with those em- 
ployers who need him, need his 
forms and systems and need his 
advice on how to use them to 
the employers’ best advantage. 


BENJAMIN FRANKLIN—INSPIRATION 


Patriot 
Statesman 
Diplomat 
Scientist 


Inventor 


Born 1706—Died 1790 





Philosopher 


Writer 


Philanthropist 


Printer 
Journalist 


“If to be venerated for benevolence, if to be admired for talents, if to be es- 
teemed for patriotism, if to be beloved for philanthropy, can gratify the human 
mind, you must have the pleasing consolation to know that you have not lived 
in vain.”—George Washington. 


“Franklin thought more, said more, wrote more and did more that was of 
enduring value than any man yet born under American skies. He was the most 
useful and industrious citizen America has ever known.”—James M. Beck. 


“Among them all (Franklin's writings) we look in vain for a single line which 
can be suspected of having been written for his own glory.”—(Condorcet—in 
His Eulogy in the French Academy.) 
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Ihe New Year 
@@ The beginning of the New Year. A point on 
earth’s orbit from which man takes account of an- 
other revolution around the sun. In the period 
for completion of which certain acts of nature will 
occur. Earth will revolve three hundred sixty- 
four times on its axis. Tides will rise and fall. 
Seasons will come and go. Et cetera. Et cetera. 

Throughout the twelve months the material 
and spiritual laws of the universe will func- 
tion with precision. And the good or ill that be- 
falls man within the period called nineteen thirty- 
six will be determined by his conformity (con- 
sciously or unconsciously) to those laws. For 
nothing “just happens.” Every experience is the 
result of cause. The life of nations and the life 
of individuals are each a succession of events 
which grow out of preceding acts, events, inter- 
pretations, attitudes and decisions. Today’s fruit- 
age is ever from yesterday’s planting. What man 
sows that shall he alsoreap. By no artifice will he 
be able to gather figs from thistles. Or otherwise 
set the laws at variance. All attempts to do so 
are futile. Said Mmerson, “The dice of God are 
loaded,” which is to say that the laws of the uni- 
verse are fixed and absolute. 

So what shall be our experience during nineteen 
thirty-six in things great and things small will be 
to considerable extent of our own making. Highly 
important, then, to take inventory of ourselves at 
the beginning of the New Year: of our interpreta- 
tions, our attitudes and our practices. For the 
laws under which they affect our happiness and 
well being are “inevitable and inexorable.” 


-_o- 


1953 Was A Good Year for the 
Office Equipment Industry 


© The year which has just bowed itself out and 
gone to find whatever place in history has been 
allotted it, was, regardless of any appearances to 
the contrary, a good year for the office equipment 
industry. 

With the coming of the last day of stormy De- 
cember, the industry concluded its best half-year, 
from a financial standpoint, since 1930. It is even 
estimated that some companies manufacturing 
office utilities will show the best earnings in their 
history. 

Under a heading of “A Current Survey” the 
Standard Trade and Securities, a journal pub- 
lished by the Standard Statistics Company, New 
York City, has this to say: 

“Starting in the normally dull summer season, 
and gaining strength during the active fall, this 
latest surge in demand for office appliances coin- 
cided with the widespread improvement in busi- 


ness confidence. Although increased purchases 
by Government bureaus contributed to the general 
sales expansion, the bulk of gains developed from 
the usual consuming channels.” 

In summing up the situation the journal de- 
clared that, although the industry derived a good 
share of its business from abroad the bulk of gains 
during the past autumn were in the home market. 
A reason for this was described as the “release of 
pent-up replacement needs’”—a healthy sign. 

From statistics gathered from many sources, it 
is also generally known that another favorable 
sign, particularly prevalent last summer, was the 
revival in demand for the more expensive office 
appliances, costing from $1,000 to $2,500 each. 
Replacement of worn-out equipment was charged 
for responsibility for this unusual condition, and 
some competent authorities assert that replace- 
ment will be the principal sales stimulus in the 
early part of this new year. 

Discounts 
© Under the title of Filing Discounts, the Mod- 
ern Stationer for November presented an article 
by Harley Dickinson, in which the writer dis- 
cussed the merits of two systems of dealer dis- 
counts which have at times been in effect. 

From Walter R. Dolliver of the Providence 
Paper Company and governor of National Sta- 
tioners Association District One, Office Appli- 
ances received copy of a reply to the article writ- 
ten by Mr. Dolliver to the publisher. 

The situation of filing supply discounts arose 
from the fact that in November, 1934, the manu- 
facturers established three zones of distribution 
with a discount plan which took account of con- 
ditions peculiar to each district and thereby stand- 
ardized the net return for the trade with the in- 
tention of stabilizing the business. This action 
was a “code” idea. 

Now, in the solution of every problem is the 
germ of a new problem. The new problem in the 
filing supplies discount situation is, according to 
Mr. Dolliver, for the “dealer in the ‘sticks’. For 
the New York and Chicago markets” the plan 
works all right. But not in many sections else- 
where. As Mr. Dolliver puts it, “the rest of the 
country is out of the picture.” 

The plan put in effect in November 1934, while 
providing a discount that varied in the different 
districts, reduced the former discount by one-fifth 
and one-tenth in Zones 1 and 2 respectively. In 
his reply to the article, Mr. Dolliver reminds the 
writer that a resolution unanimously adopted at 
the N.S.A. convention in Kansas City in October 
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last urged the return to the original higher dis- 
count. As a “necessity.” 

Both the article and Mr. Dolliver’s reply com- 
ment upon factors in the situation not referred 
to here. But the point of the latter’s brief in the 
case is that the original discount under which the 
trade had operated for a number of years be re- 
stored. 

“If,” says Mr. Dolliver, “there are any great 
number of dealers who favor this (the district 
plan with varying discounts) scheme, where were 
they at the Kansas City convention? Why did 
they not voice their feelings at the evening debate 
on this subject? Of the two hundred and eighty- 
odd delegates in that hall, sent there to represent 
their districts and firms, there was not a dissent- 
ing voice when the resolution was proposed. Also, 
why did not some one of the manufacturers repre- 
sented at the joint meeting the following day 
voice his disapproval of the resolution, or at least, 
explain what the reasons were for the inaugura- 
tion of it in the first place?” 

As the plan was a development of the code idea, 
it is probable that both producers and distributors 
participated in its formation. With the hope that 
it would prove to be an effective instrument for 
the solution of the trade problem, the plan was 
initiated about fourteen months ago. But, as was 
said before, in the solution of every problem is 
the germ of a new problem. Perhaps further con- 
sideration by all concerned will disclose means 
for clearing the situation. 
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“Were Gonna Get!” 


& The other day we were told of a man well “in 
his cups” who boastfully remarked “just watch us, 
we're gonna get .’ Blank being a rival 
enterprise, the progressive ideas of which have 
through many years been taken for the improve- 
ment of the business with which this man is con- 
nected. Moreover, with good will for a compet- 
itor, the business which is now the object of such 
unfriendly intention, once rendered highly val- 
uable service to its struggling rival. Gratitude 
leaves when envy comes. 

A few years ago some men long identified with 
one of the divisions of the industry set out to es- 
tablish a business of their own. One of them who 
gained his experience with a concern with which 
he had long had business relations. Telling a 
friend of the plans for the new venture, this man 
said—‘“‘What we are going to do to— is 
aplenty.” Now Blank in this case was the com- 
pany with which the speaker had been associated. 
“If you are starting your new business with the 
idea of injuring the older company, your enter- 
prise is destined to failure,” replied the friend. 
The new business was launched but soon met with 
disaster. 

Any enterprise started with the determination 
to ruin another deserves to fail and usually does. 
There are some exceptions in which the purpose 
is achieved. Such cases usually being where the 
business assailed is vulnerable in principle and 
practice. The “law of compensation” works. Al- 
ways. Its effects, although sometimes delayed, 
are certain. 





A. R. Ames Has Thrilling and 
Unusual Airplane Trip 

After reading Richard Thruelsen’s 
story (Saturday Evening Post, Novem- 
ber 9) “207 to Newark” in which a 
thrilling and complete description is 
given of the trip from Chicago to New- 
ark by radio-directed plane, Art Ames, 
Ames Supply Company, Chicago, de- 
cided to take a similar trip recently and 
contacted his friend, James Templeton, 
of the United Air Lines, who directs 
plane No. 4 from Cleveland to Newark, 


Meet Knee-High. — And 
meet his Underwood El- 
liot Fisher Universal 
portable, too. Knee-high, 
who lives in Philadelphia 
and is of “Thin Man” 


Here and Ihere 


and made reservations to fly with him. 

This resulted in an unusually excit- 
ing experience for Mr. Ames, who left 
Chicago on “Black Thursday” (No- 
vember 14) the dark day which broke 
all records for the use of electricity for 
lighting in that city. Reaching the Chi- 
cago Municipal airport that morning he 
was told the plane would be grounded 


unless conditions improved. It was 


finally decided to release the ship and it 
left Chicago, flying very low all the way. 
Nothing could be seen but clouds until 





the passengers were over the Lake Erie 
shore line, the pilot operating the plane 
by radio beams. 

At Cleveland Mr. Ames left this 
plane and met his friend, Mr. Temple- 
ton, and they left with nine passengers 
for Newark, climbing above the clouds, 
where they found the sun shining and 
the air warm. Mr. Ames said that look- 
ing down from the sunshine onto a solid 
bank of clouds below disclosed one of 
the most beautiful sights he has ever 
seen and regrets he did not have his mo- 


fame, attracted thousands 
every noon with his “dem- 
onstration” of how to 
handle the new portable 
typewriter, in the Phila- 
delphia UEF branch. 
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Here Is a Movie and Typewriter 
Advertising Tie-Up.—The picture 
showing at a Holyoke, Mass., the- 
ater, features a Regal precision re- 


tion camera along to catch some of the 
unusual effects. 

Mr. Ames had planned to spend 
some time visiting the New York office 
and his many friends down east, but 
was called back suddenly to Chicago due 
to the illness of his father. He will 
make a return trip later and complete 
his original plans. 


Converse Entry Horse Show 
Star 

“Wilma Cloud,” a beautiful chestnut 
mare, 15.3 hands high, owned by H. C. 
Converse of the Converse Company, 
Seattle, Wash., won first place in three 
of the classes for three-gaited saddle 
horses in the Seattle Horse Show held 
December 13 and 14. 

For charm of presence and grace of 
figure she was pictured to adorn the 
cover of the Official Program of the 
Show, sponsored by the Olympic Riding 
and Driving Club which is an annual 
equine and social event in Seattle. 

“Wilma Cloud” maintains the equine 
traditions of the industry in adding to 
the accumulations of blue ribbons of 
the Foster string in northern Ohio and 
the Allen pair in “Jajah,” also the 
mount of President Bristoll pictured on 
his Christmas card. But, it is a blue 
ribbon industry. We congratulate our 
old friend, H. C. Converse, upon de- 
veloping a winner. In which he runs 
true to his business form 
Typewriter Is Boost for Movie 

Enterprising dealers who handle the 
Regal precision rebuilt Royal type- 
writers have recently made use of good 
publicity by tieing up with theatres 
showing moving pictures in which simi- 
lar typewriters are in use, according to 
the Regal Typewriter Company, Inc., 
New York City. 

A concrete example of such a tie-up 
between one Regal dealer and his local 
theatre was that in which S. Greene, 
proprietor of the Service Typewriter 
Exchange, Holyoke, Mass., and the 
Victory Theatre of the same city. 

At the Victory the current attraction 


was “The Broadway Melody of 1936,” 





in which a Regal precision rebuilt Royal 
was prominently used. 

With this point in view, Mr. Greene 
set up a sign advertising the Regal ma- 
chine in the lobby of the theatre. Be- 
side this, and directly beneath another 
sign advertising the celluloid attraction, 
was placed a typewriter and desk with 
a girl busily using the Regal for the 
benefit of the theatre patrons as they 
entered and left the show. 

Sells Haile Selassie on Royals 

Few people know that Haile Selassie, 
ruler of Ethiopia, equips his office with 
Royal typewriters. And fewer still know 
how it came about that the Royal 
Typewriter Company’s products have 
become standard equipment in the far- 
away land. 

For those who are interested, Gordon 
MacCreagh, internationally-known ex- 
plorer, traveler and lecturer, tells the 
story. Here it is: 

“I have had to take typewriters into 
the far corners of the world. I started 
out with that flat-shaped Royal standard 
—twenty-five pounds of machinery 
and I lugged it through India, Burma, 
Straits Settlements and across Borneo 
by Dyak canoe, water buffalo pack and 
coolie back. 


“Ethiopia beckoned. Nobody knew 





Gordon MacCreagh and His Royal 
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built Royal typewriter. So the 

Regal Company, Inc., features a 

similar machine in actual use in 
the lobby of the showhouse. 


anything about Ethiopia. By this time 
I had a new Royal portable. The new 
portable and its owner went to see the 
country. That was eight years ago. 
We became confidential advisers to 
Haile Selassie on the matter of Euro- 
pean politics in Africa. 

“Among other things I told the Em- 
peror about the Royal and the never- 
tailing service it had given me. I think 
he believed more of what I told him of 
the Royal than he did my explana- 
tions of the political situation. He or- 
dered Royals for his office. 

Mr. Baldwin’s Easiest Sale 


Note.—Our old friend D. C. Bald- 
win, Fort Smith, Ark., commenting 
upon his series of articles entitled “My 
Most Difficult Sales,” which appeared in 
Office Appliances, sends us the follow- 
ing story to illustrate his “Easiest Sale.” 

While traveling Texas for the Cali- 

raph dealers in ’88, I received a wire 

con the dear house that they had an 
inquiry from a small town for prices on 
two machines—that was a big deal in 
those days—and I jumped sideways to 
get there, only to find a competitor al- 
ready’on the ground and two machines 
installed. 

He informed me—confidentially, of 
course—that he had the order but I 
called on the prospect and learned that 
it was to be lett to the stenographer who 
was graduating from a Dallas business 
college’that day and they were standard- 
ized on the Caligraph. So I wired the 
house to interview the lady and express 
me two machines. 

That evening another competitor ar- 
rived and, of course, we got to masti- 
cating the cloth. The first mentioned 
competitor offered to bet us $10.00 that 
he could write a better letter on his 
machine with his toes than we could 
with our hands; but I knew him and did 
not bite. The other man took him up 
and I held the stakes. The proposer of 
the contest produced an “Ideal” key- 
board machine, took off his shoes and 
socks and wrote the letter. The other 
man gave up. The next day I got a 
check for two No. 2 Caligraphs. 
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The “New Deal” Comes to Our 
Export Trade 


Note—For manufacturers con- 
cerned with overseas business the 
information contained in Mr. 
Fawcett’s article is particularly in- 
teresting in its connection with 
what is presented in the LOOK 
AHEAD section which follows it. 


F THE New Deal, official and un- 
official, gets around to export 
trade promotion in 1936 it will be 
high time for the office equipment 
industry. As Divisional Chief 
Thomas Burke of the U. S. Bureau 
of Foreign and Domestic Com- 
merce put it, the other day: “The 
American office machine industry 
exports upwards of thirty per cent. 
of annual domestic production.” 
The sales overseas would, at that, 
be vastly greater if it were not for 
the tariff restrictions which,—as a 
by-product of hysterical national- 
ism—have, this past few years, 
arisen to block trade paths in all 
parts of the world. 

That is where the news of ex- 
port paternalism at Washington 
comes in for applause. Be the by- 
stander a rooter or knocker of the 
Roosevelt regime, he needs must 
concede that, until this winter, the 
promotion of international trade 
had small part in the business re- 
covery program. Without quib- 
bling over the fact that it emerges 
in a Presidential election year, 
there’s cheer in the news that the 
Administration has definitely 
turned its talents to raising the 
pulse of long-range commerce. 
The Canadian Trade Agreement 
was the first impressive evidence 
of the new spirit. That the com- 
pact was not merely a lone flash in 
the pan was attested by the co-in- 
cident negotiations with France, 
Mexico, Spain, Holland and other 
countries. 


Uplift For Cause 


All very well is this application 
of the “good neighbor” policy to 
the task of lowering alien trade 
hurdles. But it is a question 
whether, for intimate, practical 
purposes there is not more uplift 
for the cause of office outfitting in 
the quiet disclosure that Uncle 
Sam is back on the job as a volun- 


By Waldon Fawcett 


teer booster of the Yankee inva- 
sion of foreign markets. Theoret- 
ically, the Federal Government 
isn’t, today, in a position as plug- 
ger for foreign trade, anywise dif- 
ferent from that which it has oc- 
cupied in years gone by. Actually, 
there is a vast change. In the 
early stages of the New Deal the 
doctors had little time for this 
particular patient. The U. S. De- 
partment of Commerce, mainstay 
of the educational and missionary 
forces, was more or less shot to 
pieces in the shake-up. (Note.— 
In which it would appear that the 
administration is restoring some 
of the valuable and practical aids 
to the development of foreign 
business, which it eliminated in its 
zeal for change, at its outset.) 
And then came the adventure of 
NRA which was wholly in terms of 
domestic rather than interna- 
tional trade. Out of all of which 
we come into the breathing spell 
which is giving the fainting trade 
crusade a chance to catch its 
breath. 

It is significant that, for those 
who can read between the lines, 
the signal of reallegiance was 
found most conspicuously, not in 
the Washington dispatches rela- 
tive to the pact with Canada, but 
in the record of the National For- 
eign Trade Convention at Houston, 
Texas, in November, 1935. Here 
the U. S. Department of Commerce 
rededicated itself “to the promo- 
tion of American trade at home 
and abroad.” Specifically, the 
business annex of the Federal 
Government pledged itself to pro- 
mote the foreign commerce of the 
United States by such gestures of 
cooperation as investigation and 
report upon commercial and in- 
dustrial conditions and activities 
in foreign countries. 


Relish Specific Inventory 


Extension of the helping hand 
in terms of glittering generalities 
is all very well, but office equip- 
ment marketers may relish a more 
specific inventory of first aid. Ac- 
cordingly, there is something to 


take hold of in the recent schedule 
—of—functions issued by Secre- 
tary of Commerce Roper. He says 
in so many words, that, in its eco- 
nomic and trade surveys of trends 
and developments in the interna- 
tional field, the Department is 
willing to take on investigative 
projects of interest primarily to 
particular commodity groups or 
industries. Better yet, the Depart- 
ment is disposed to make surveys 
at the request of individual Amer- 
ican firms if it can be shown that 
such narrowly-focused explora- 
tions may be susceptible of broader 
application for the benefit of com- 
modity groups or an entire indus- 
try. 

Opportunities to sell American 
goods abroad—these are the tips 
which the average reacher-out- 
for-trade wants. The regenerated 
Department promises to give them, 
within reason. An elastic system 
of bulletining export sales oppor- 
tunities is a Departmental tradi- 
tion. Currently we get an assur- 
ance of an effort to make it “come 
true” and, what’s equally impor- 
tant, come more quickly. A con- 
cession that may mean something 
to many campaigners is the ar- 
rangement whereby factual infor- 
mation is supplied not only to cor- 
porate heads in the United States 
but likewise to American commer- 
cial representatives traveling 
abroad. The thought is that 
johnny-on-the-spot data and ad- 
vice may help a roving salesman 
to consummate his contracts. 

Realizing that the millenium of 
universally leveled trade barriers is 
yet a long way off, the Commerce 
crew has gingered up the facilities 
for posting American firms in the 
foreign trade on the details of day- 
to-day changes in foreign tariffs 
and trade restrictions, — quotas, 
exchange control, and what not. 
Further, to the same end, an effort 
is being made to anticipate, pre- 
dict and discount for the benefit of 
American exporters, such future 
foreign legislation and official ac- 
tions as might affect the course of 
business. 

When broad principles of busi- 
ness conduct, or general good will 
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for American trade are involved, 
the Commerce Department in its 
fixer-role is willing to butt in as 
a would-be mutual friend and try 
to help adjust misunderstandings 
or differences between American 
sellers and their foreign distribu- 
tors. By way of preventative med- 
icine the Department is sharpen- 
ing its World Trade Directory Re- 
ports so as to give more certain 
indication of the responsibility or 
foreign firms desiring to buy or sell 
in the United States. The guess is 
that, if discretely fore-warned, 
American sellers will be less likely 
to enter business relationships 
that are liable to become snarled. 


Foreign Market Data 


Just how is this altruistic policy 
reacting upon the rank and file 
of the business equipment clan? I 
went for an answer to Mr. Thomas 
Burke who is the Chief of the Spe- 
cialties Division,—that subsection 
of the Bureau of Foreign and Do- 
mestic Commerce which includes 
in its jurisdiction the entire range 
of office equipment and supplies. 
The gist of his reply was this: “In 
recognition of the importance of 
export markets for office equip- 
ment and supplies, to the domestic 
industry, this Office has, for some 
years, endeavored to supply our 
exporters with a constant flow of 
up-to-date foreign market infor- 
mation. 

“During the current year over 
fifty Foreign Market Bulletins 
have been compiled and published, 
which have covered practically all 
of the important foreign markets 
for our exports of office machines 
and equipment. The market data 
and statistical information con- 
tained in these bulletins furnishes 
a reasonably detailed and compre- 
hensive survey of international 
trade in office appliances and kin- 
dred lines.” 

By way of coming to cases, I 
asked Chief Burke if he had kept 
any record, since the export move- 
ment began to look up, of con- 
tracts for office equipment which 
had been landed by American 
firms with the aid of the G men. 
He said he had not. Because, as 
he explained, the Commerce staff 
conceives its job to be the bring- 
ing together of potential exporters 
and importers. A contact duly 
made, and the Department closes 
that particular chapter. The Spe- 
cialties Chief pointed out, how- 
ever, that his Division does pub- 
lish in the official organ “Com- 
merce Reports” notices of specific 
foreign trade opportunities for of- 
fice equipment. 


Value Only as History 

A goodly measure of the work 
carried on by the office equip- 
ment squad of the Specialties staff 
appears to be drably statistical 
and most likely of value only as 
history. The sharps none the less 
resent any slight put upon their 
figures. In rebuttal they declare 
that if an office equipment pro- 
ducer or jobber is curious as to 
what his competitors are doing in 
distant marts there is no better 
way to get a bead on the situation 
than to study the quantity-and-di- 
rection sheets. Monthly the offi- 
cial report makes up statements 
showing the exports of office 
equipment and supplies by quan- 
tities, by values, and by countries 
of destination. It is claimed that 
a trade-wise citizen can, by pain- 
less analysis of the tabulations, 
form a very fair idea not only as 
to where his rivals are making 
sales but also as to the volume of 
these sales and the grade of goods 
that are being moved. 

An office equipment member ap- 
plying at Commerce headquarters 
for suggestions and assistance on 
personal or particular export prob- 
lems is expected to lay his cards 
on the table. But, to insure him- 
self, he has only to request, when 
filling out an Inquiry Blank, that 
his inquiry and the response, in 
so far as they relate to the private 
affairs of his company, shall be 
treated as “strictly confidential.” 
This injunction of secrecy is a bit 
more important now that the in- 
dustrial Divisions devote consider- 
able attention to domestic com- 
merce problems along with the 
foreign services. 

One wing of the office equip- 
ment trade has never taken kindly 
to the idea of sharing service in 
export promotion with the thirty- 
eight other industries that are 
covered by the Specialties Division. 
At one time the irreconcilables 
made quite a fight to have office 
equipment segregated in a special 
division of its own. But if that 
boon could not be gained in the 
flush days, how much less chance 
today when the entire Commerce 
corps is just getting back into its 
stride. The critics have com- 
plained that office equipment is 
hooked up, for this promotional 
game with certain wholly unre- 
lated industries. In retort, it is 
pointed out that some of the asso- 
ciated lines, furniture, for exam- 
ple, have much in sympathy with 
office mechanisms and supplies. 
Divisional executives insist, too, 
that there are compensations for 
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the lumping of office equipment 
with photographic goods, scientific 
apparatus, sporting goods, etc. The 
logic is that it were just as well 
for office equipment scouts not to 
play a lone hand because in many 
retail markets overseas this line is 
merchandised in conjunction with 
other specialty lines such as those 
above mentioned. 

For the sake of giving the 
brightening trade picture its 
proper focus it may be pointed out 
that the Commerce Department 
doesn’t get credit for the various 
Trade Agreements which have 
caused both cheers and hisses. 
The organization responsible for 
the program of trade agreements 
centers around the Interdepart- 
mental Committee on Foreign 
Trade Agreements of which Mr. 
Henry F. Grady is chairman. On 
this committee are representatives 
of the Departments of State, Agri- 
culture and Treasury, the Tariff 
Commission, the Office of the Spe- 
cial Adviser to the President on 
Foreign Trade, the National Re- 
covery Administration, and the 
Agricultural Adjustment Admin- 
istration. Important questions of 
commercial policy are referred by 
this committee to the Executive 
Committee on Commercial Policy. 
The Commerce Department does 
however have one big finger in 
the pie in that it makes the pre- 
liminary studies and recommen- 
dations regarding the concessions 
that may be asked from foreign 
countries in respect to the admis- 
sion of American-made goods on 
more favorable terms. 


Export Trade Act 


Jogging along for more than a 
decade and a half, but now likely 
to jog a bit faster, is a unique par- 
ticipant in the procession of trade 
promoters. No less a_ contrib- 
utor than the Federal Trade Com- 
mission, which takes a hand by 
virtue of its authority as adminis- 
trator of the Webb-Pomerene Act. 
This Export Trade Act grants ex- 
emption from the anti-trust laws 
to any association organized forthe 
sole purpose of engaging in export 
trade from the United States to 
foreign countries, provided such 
association does not enhance or 
depress prices or substantially les- 
sen competition within the United 
States. Among the organizations 
that have been set up to obtain the 
benefits of this immunity for ex- 
porters there may be instanced, 
American Paper Exports, Inc. of 
New York, Rubber Export Associa- 
tion of Akron, Ohio, Walworth In- 
ternational Company of New York, 
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etc. The Federal Trade Commis- 
sion also acts as intelligence officer 
for exportindustries by keeping tab 
on antidumping legislation and 
other import barriers which must 
be faced by American goods en- 
tering foreign lands. 

For sellers-by-brand and office 


outfitters who rely upon advertis- 
ing there is one pointed and par- 
ticular boon in the plot to ease the 
export trade. Viz, the effort for 
removal (by Trade Agreement, or 
otherwise) of the foreign duties 
which have been imposed upon 
U.S. periodicals and all manner of 
direct-mail advertising. Removal 
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of these penalties on silent sales- 
manship is, of course, ultra-im- 
portant in the case of Canada. 
But, in other quarters as well, the 
free passage of printed matter,— 
not forgetting display containers 
and dealer-helps—should prove of 
direct and indirect benefit. 


A Technique for Handling 


NoTEeE.—In explaining his firm’s 
method of dealing with com- 
plaints Mr. Groom outlines only 
the type which is offensive to the 
customer. It should be explained 
here that the system is effective in 
every kind of “kick.” After the 
purchaser does not register a com- 
plaint, simply turning to other 
sources of supply when the next 
occasion for purchase arises, the 
alert dealer who takes the initia- 
tive when a cause for complaint 
exists, takes a good deal of the 
sting from a situation. Any little 
breach of contract that buyer may 
not have observed is a potential 
builder of good will if promptly 
brought to the customer’s atten- 
tion with the proper adjustment 
already made. In a _ carefully 
thought out procedure for check- 
ing errors, if possible catching 
them before the customer has be- 
come aware of them, resides many 
opportunities for cementing rela- 
tions between dealers and custom- 
ers. 


OS .. from offended 
customers are probably listed 
among the greatest factors affect- 
ing the number and volume of 
sales in the retail store today. It 
is rarely, if ever, that a dissatisfied 
customer returns and, even after 
reporting a complaint, the feeling 
of dissatisfaction often remains in 
the customer’s mind to the detri- 
ment of the establishment in 
which the offense occurred. 

We have been in business for a 
considerable time and after thor- 
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By Samuel B. Groom, Thomas 


Groom & Company, Boston, Mass. 
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oughly investigating the matter 
and analyzing methods of dealing 
with complaints have come to the 
conclusion that while a regular 
department for handling com- 
plaints might be helpful at times, 
diplomacy and intelligence can 
very easily take its place. In a 
sense, of course, the latter method 
may be considered a department, 
which does not necessarily consist 
of a desk, a chair and an employe 
in charge. It is rather a pro- 
cedure, a technique. 

If a retail establishment is not 
too large in scope and is operated 
in such a manner as to bring com- 
plaints to the minimum, we be- 
lieve that one person would be all 
the personnel required provided 


he or she was diplomatically in- 
clined and just a trifle above the 
average in intelligence. 

On the other hand and speak- 
ing solely for Thomas Groom & 
Company, we find that the estab- 
lishing of a definite complaint de- 
partment is wholly unnecessary. 
When a complaint is received, we 
make a genuine effort to follow it 
down by having someone get in 
touch immediately with the of- 
fended customer and attempt in 
every possible way to straighten 
out matters and rectify whatever 
blunders may have been made by 
persons connected with the firm. 

In practically all cases we find 
that an earnest effort to com- 
municate with the disgruntled 
customer and a sincere attempt 
to rectify the wrong are usually 
quite evident to him, and the aver- 
erage fair-minded person is prone 
to accept our efforts at their face 
value and continue trading with 
us. 

Of course, in addition to being 
ready to appease dissatisfied or of- 
fended customers we also bend 
every effort towards seeing to it 
that causes for just complaints 
are held down to the lowest pos- 
sible minimum in the first place. 
It is our belief that the old maxim 
holds true—“An ounce of preven- 
tion is worth a pound of cure”— 
and we are convinced that any 
firm continually bearing this old 
saw in mind will find that the 
creation of a definite complaint 
department is quite unnecessary. 


An unsolicited compliment naturally pleases us, but we welcome just or reasonable complaints, for 
they always lead to real progress. If any detail has escaped our watchfulness, we want to know 
about it at once. A simple correction, ever so trifling, may when quickly made, mean the differ- 
ence between a lost prospect and an order. 
Edgar B. Jessup, President, Marchant Calculating Machine Company. 
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A LOOK AHEAD 


In this symposium, high executives of companies outstanding in 
the office equipment industry in their respective countries, con- 
sider general conditions there and express their opinions of the 
prospects for business in nineteen thirty-six. 


Among the statements presented in alphabetical order according 
to countries are those of the presidents of the National Stationers 
Association of the U. S., and the president of the International 
Union of Office Appliance Trade Associations. Notes in appro- 
priate place explain the absence of statements of France, Iceland 


and Italy. 


In the main, the views expressed encourage expectation for in- 
creasing business in the New Year. A notable exception is that 
for China, the reasons given by the contributor having been ap- 
parent for some time to all observers. 


For the interest and cooperation of our friends who have made 
the symposium possible, we express our grateful appreciation. 


os ae 






Australia 
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By F. A. Chartres, Governing Director, Chartres, Ltd., Sydney 


ee HROUGH the past fifty years 

great progress has been 
made,” says Mr. Chartres, “and the 
present indications, failing a great 
war breaking out in Europe are, 
that a prosperous future is assured 
for the office equipment industry 
in Australia. But,” said Mr. Char- 
tres, “right now because of my 
connection with the industry and 
the organization which now bears 
the name of Chartres began just 
fifty years ago, I feel more inclined 
in taking a look back.” 

Which “look back” we are happy 
to include here with the observa- 
tion that Mr. Chartres’ achieve- 
ments in the industry are signifi- 


(Remington Dealership for the Common- 


wealth of Australia) 
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cant of the principle and practice 
under which the business has been 
administered. We congratulate 
Mr. Chartres upon the satisfaction 
he must feel as he reviews his own 
progress and the expansion of the 
industry through the years. 

“T had the good fortune, in 1885, 
to obtain employment in the Lon- 
don office of the Remington dealer 
for the state of New South Wales, 
Australia. The good advice I then 
received, led me to acquire a 
knowledge of typewriting, short- 
hand and bookkeeping, equipped 
with which I was sent to the 
Queen Victoria Jubilee exhibition 
held in Adelaide, South Australia, 
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in 1887, to exhibit the No. 2 Rem- 
ington typewriter—the wonder of 
the day. 

“Then on to Sydney, to become 
salesman, stockkeeper and me- 
chanical engineer. Typewriter 
ribbons being expensive in those 
days, it was my duty to revive worn 
ribbons by putting them through 
the rubber rollers of a small knife 
cleaning machine saturated with 
aniline dye. There were no lady 
typists in those days, and the firms 
which employed male stenograph- 


ers could be counted on one’s fin- 
gers. 

“How different are the condi- 
tions today! Our own organiza- 
tion owns business colleges in four 
capital cities; our Remington 
dealership includes the whole of 
the Commonwealth of Australia; 
it has sales rooms in every capital 
city, connected with each of which 
is a branch of the systems depart- 
ment which designs accounting 
methods and installs bookkeeping 
machines for every class of busi- 


Austria 
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ness; supported by well equipped 
mechanical workshops to render 
the necessary service to users of 
Remington products. The impor- 
tations of typewriters alone (not 
including bookkeeping, calculating 
and adding) into Australia 
amount to twelve thousand ma- 
chines annually. Seeing that the 
entire population of the Com- 
monwealth is only six and a half 
millions of people, it will be appar- 
ent that the industry plays an im- 
portant part in Australia’s com- 
mercial advancement. 


By Otto Gibian, The Rex Company, Vienna 


Note. Mr. Gibian’s article pre- 
sents some facts and figures which 
make it more appropriate else- 
where in the journal. But in it 
here and there are encouraging 
references to the future which are 
summed up in the closing para- 
graph. 





URING 1933 the office ma- 

chines trade in Austria ap- 
parently reached its lowest point, 
the crisis made itself most strongly 
felt. But even during the winter 
months of 1933, and even more so 
at the beginning of the year 1934, 
there already began to become no- 
ticeable a slow but steady rise 
which gave its most definite sign 
in the figures of typewriter and 
calculating machine imports. The 
number of typewriters imported 
into Austria during the year 1933 
stood at 5,101, a figure that 
climbed to 7,072 in the year 1934. 
The number of typewriters im- 
ported, therefore, rose by more 
than twenty-five per cent, while 
the value of typewriters imported 
increased by only approximately 
ten per cent. This fact is explained 
by the stronger market for type- 
writers in-the-rough and portable 
typewriters to the disadvantage of 
new standard machines. Similar 
proportions obtained in the im- 
ports of calculating machines, 
which showed as 679 in the year 
1933 and 713 in the year 1934. A 
further increase in imports was es- 
tablished in the year 1935 as com- 
pared with 1934. In the first half 
of the year 1934, 3,247 typewriters 
were imported into Austria; in the 
first half of the year 1935, 5,327 
were imported, which shows a rise 
of about sixty-four per cent. Con- 
cerning calculating machines also 


(Typewriters, Adding and Calculating Ma- 
chines, Bookkeeping Machines, Duplicat- 
ing Apparatus, Visible Systems.) 
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an improvement is to be noted; 
indeed, there was an _ increase 
of about forty-two and one- 
half per cent in 1935 as compared 
with 1934. Machines imported 
during the first half of the year 
1935 were apportioned as follows: 
United States of America, fifty per 
cent; Germany, thirty-six per 
cent; Switzerland, five per cent; 
England, four and one-half per 
cent; Italy, four and one-half per 
cent. 

From these figures it is, of 
course, clearly to be assumed that 
the office machines trade in Aus- 
tria is moving in a rising direction 
and this fact—because of the na- 
ture of this field of trade—permits 
a favorable conclusion as to the 
general improvement of business 
conditions in this country. For it 
is only where the trades are flour- 
ishing that office machines are 
needed. 

During recent years American 
manufacturers have been zealous- 


ly active in increasing the market 
for their products through the im- 
provement of their machines and 
the bringing out of new models. 
Particularly is this so of the port- 
able typewriter field, where almost 
every month brought forth some 
new development. Whether or not 
even too much of a good thing was 
done along this line may be left as 
an undecided question. 

In recent years chief interest, 
from the viewpoint of the manu- 
facturer as well as from that of the 
dealer, has been turned toward the 
trade in portable machines. The 
number of models of every single 
factory has experienced a notable 
increase. This, of course, occurred 
mainly with a view toward em- 
bracing as large a sphere of users 
as possible and indeed, to reach, 
above all, those interested persons 
whose individual buying power 
might not be sufficient for the pur- 
chase of a higher-priced portable 
machine. Noteworthy, too, was 
the tendency to equip portable 
machines with all the features 
which otherwise appeared only on 
standard typewriters, as, for ex- 
ample: tabulator, key-set tabula- 
tor, noiseless models, etc. In this 
manner an overloading of various 
models was unquestionably ef- 
fected, and I believe that I shall 
not prove to have spoken amiss 
when I prophesy that within a 
reasonable period of time there 
will again be effected in this field 
a simplification and standardiza- 
tion of machines, particularly so if 
economic relationships should im- 
prove throughout the world. 

In this connection attention 
must be called to a phenomenon 
which has in recent years made its 
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appearance, particularly in Eu- 
rope, which threatens considerable 
harm to the interests of dealers. 
It is the illegal sale—‘‘bootlegging” 
it may be called—of brand new 
portable machines from American 
firms who have undertaken to 
break through the sales organiza- 
tions of American typewriters in 
Europe which for the greater part 
are based on sole-agency agree- 
ments. 

Note. The significance of the 
terms “illegal” and “bootlegging” 
by our correspondent in his com- 
ments upon the portable type- 
writer situation is not quite clear 
We venture the hope, however, 
that whatever may be the cause of 
the complication may be elimi- 
nated to the satisfaction of all. 

It is true that in recent years 
many American manufacturers 
have attempted to end this mal- 
practice; but apparently without 
success, for even today all the 
typewriter dealers in Europe are 
swamped with circulars in which 
they are offered brand new port- 
ables of various American makes 
at a price which is but a trifling 
amount above the official price to 
wholesale dealers. Thus the legit- 
imate sole representative is sub- 
jected to an altogether unwanted 
competition by second-hand deal- 
ers, which disturbs business and 
violates terms of agreements. The 


PTIMISM in trade should be a 

fundamental condition, be- 
cause it is a basis of our expecta- 
tions for an increase in our turn- 
over. 

In East Africa, however, al- 
though we hope against hope that 
business generally; and therefore 
business in the office equipment 
trade; will increase, we cannot lose 
sight of the fact that it requires 
new population to make new cap- 
ital sales. 

During the last few years, de- 
spite the depression, the members 
of the trade have had an uphill 
fight, but have succeeded in no 
small measure in persuading gov- 
ernment, municipalities, mer- 
chants, offices and traders to equip 
their offices with the most up-to- 
date office equipment, which en- 
abled them to conduct their affairs 
efficiently and economically. 

The total prospects have been 





result of this is a campaign of 
price-cutting injurious to dealers 
and in the long run to manufac- 
turers as well, while the user plays 
the part of tertium gaudens, “the 
laughing third person,” the by- 
stander who benefits by the quar- 
rel. One of the weightiest prob- 
lems which American manufac- 
turers would have to solve would 
be that of putting a speedy end to 
these unheard of conditions and 
again placing the portable type- 
writer business on the right road, 
that of conformity with agree- 
ments. 

The sale of rebuilt machines is 
flourishing in many European 
countries, now as hitherto, partic- 
ularly in those countries in which 
the decreased purchasing power of 
the public does not permit the 
buying of new standard machines. 
The rebuilding of typewriters im- 
ported from America _ in-the- 
rough has been developed to a 
high degree in many countries and 
in this respect Austria is by no 
means at the tail-end of the pro- 
cession. These rebuilt machines, 
which often compare favorably 
with new machines as to quality, 
are exported in large numbers 
from Austria to neighboring coun- 
tries such as Czechoslovakia, Hun- 
gary, Poland and Yugoslavia. True 
it is that many a buyer would be 
in a position to buy himself a new 


British East Africa 


By Mr. D. Newmark, of Nairobi 


(Office Equipment Specialist and Dealer.) 
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approached over and over again 
and the opinion of the trade is 
that for the time being saturation 
point has been reached. Most of 
the firms who require efficient of- 
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typewriter; when despite this fact, 
he nevertheless acquires a rebuilt 
machine, it happens principally in 
view of the difference in price and 
the faultless quality of the rebuilt 
machine which is offered him. 
With general improvement in the 
economic situation, this branch of 
the business would also experience 
a change. Even now it certainly 
would lie within the power of 
American manufacturers so to 
limit the trade in machines in- 
the-rough—to the benefit of the 
market for new machines—that, 
through appropriate measures, a 
portion of the old machines might 
be eliminated from the world mar- 
ket by consignment to the scrap 
heap. However, it is a character- 
istic fact that trade in rebuilt ma- 
chines is confined to American 
typewriters almost exclusively, 
while there are, in this country at 
least, practically no machines in- 
the-rough or rebuilt machines 
supplied by Germany, in spite of 
the fact that Germany has for 
decades played a role by no means 
unimportant as a producer of 
typewriters. 

Looking ahead, it may be stated 
that in the comparatively near 
future a slow, steady improvement 
may be expected in the office ma- 
chines business in so far as politi- 
cal disturbances do not retard the 
economic upswing. 


fice equipment have installed to 
their financial capacity, and there- 
fore dealers are concentrating on 
the necessary supplies for type- 
writers, duplicating machines, 
adding and addressing machines, 
etc., etc. Office stationery is dealt 
in sparsely and only day-to-day 
requirements can be sold. 

It must not be forgotten that 
the East African territories al- 
though extensive, are sparsely 
populated in respect to those 
whose requirements can be inves- 
tigated by the office equipment 
field. 

In some figures extracted for 
the use of government who are 
dealing with the Trades Licensing 
Ordinance; by the Traders Asso- 
ciation, it was disclosed that there 
were professional offices two hun- 
dred ten; traders, five hundred 
seventy-six; petty dealers, three 
thousand three hundred forty- 
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five. It must be understood that 
the petty dealer is the small store 
catering solely for the native needs 
and cannot in any way be consid- 
ered a prospect for the office 


equipment and stationery business. 

Summing the position up for the 
prospects of trade for 1936, deal- 
ers can only expect sales of sup- 
plies and replacements. When new 
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businesses are established or old 
ones expanded then some oppor- 
tunities will occur to increase 
turnover in office equipment, but 
at present prospects are limited. 


By V. Hesse, Managing Director, Caxton Press Ltd., Kuala, Lumpur 


| pe is easy to prophesy, but it 
wants more than genius to 
the prophesy come true. How 
many of us would like to be able 
to foretell what is going to happen. 
The most obvious calculations 
sometimes go wrong. When a very 
big order for tin plates was placed 
with a firm in London, the first 
man who got wind of the order 
bought stock calculating that 
there would be a reduction of 
stock by so many thousand tons, 
and that consequently the price 
would soar—but it did not. If by 
looking ahead I should have to say 
something that is positive, I can 
safely hedge behind the prophesy 
that we are going to have a better 
time in this country than we had 
during the last few years. 

At all events, prosperity can be 
ascertained from a knowledge of 
the country’s financial resources, 
and if this is an index, it is esti- 
mated that the government of 
the F. M. S. will have at the end 
of the year a surplus of $7,568,970, 
which together with a surplus 
which stood at $49,526,824 at the 
beginning of the year, will be in- 
creased to $57,095,794. The esti- 
mates for the current year put 
revenue at $59,739,956 and expen- 
diture at $52,170,986. 

With, however, so much talk in- 
ternationally of “economy,” “re- 
striction” and “tariffs,” and a 
policy of curtailment of expendi- 
ture by this government, that re- 
covery can only come with the 
tide of international adjustment 
and good will. What might be a 
successful issue, insofar as this 
country is concerned, is hampered 
for want of a more liberal outlook. 


(Printers, Stationers, Booksellers, Bar-Lock 
Typewriters Sole Agent, Sub-agent for 
Federated Malay States for Corona Type- 
writers and National Cash Registers, and 
“Wholesale and Retail Dealers in Fire- 


arms and Ammunition.”’) 


For after all, as with the spending 
power of the government, so with 
the spending power of the people 
of a country. The spending of 
money on useful and urgent public 
works must release the accumu- 
lated money in trade, that the re- 
action is inevitable. 

None the less, the policy of 
“compulsory restriction” which 
has been enforced in respect of 
both our major industries—rubber 
and tin—has contributed to a bet- 
ter tone in the economic price of 
those commodities, and as the law 
of supply and demand has come 
into operation, there is more con- 
fidence in the future and the bug- 
bear “Depression” has been for- 
gotten. Individuals may in cer- 
tain respects dislike restriction of 
production, but it is the cumula- 
tive effect after all that matters. 
In regard to tin at any rate there 
is a shortage of world stocks, and 
in rubber there is a distinct de- 
clension of available supplies from 
the previous menacing accumula- 
tion of this product over some 
years. These factors point to a 
“good time ahead” for both these 
industries and for the same reason 
a greater measure of prosperity for 
British Malaya in general and the 
Federated Malay States in par- 
ticular than during the years just 
passed. 


(Another Statement from British 
Malaya Appears on the Follow- 
ing Page) 


NoTe.—That some readers here 
at home may, as Mr. Hesse sug- 
gests, consider British Malaya “the 
back of beyond,” we present some 
facts given in his interesting let- 
ter. 

“British Malaya consists of the 
Straits Settlements, Federated Ma- 
lay States and the Malay States. 
The Straits Settlements of which 
Singapore is the principal city 
(with Penang next) have a gov- 
ernor as the representative of H. 
M. the King, and the administra- 
tion is much as in any other Brit- 
ish colony. Singapore as a world 
port, air base and naval base has 
grown in importance, and will 
continue to do so. Vast sums of 
money now spent in that port 
make it a great entreport for all 
countries round about. 

Kuala Lumpur, the capital of the 
Federated Malay States (about two 
hundred fifty miles from Singa- 
pore) has its own port (Port Swet- 
tenham—about twenty-eight miles 
away) although the head of the 
government being in Singapore 
and that port being made a port 
of call by all the principal ship- 
ping lines, serves Kuala Lumpur to 
a large extent. It is connected by 
rail and road. 

The Malay States are distinct in- 
sofar as administration is con- 
cerned, and the governor of the 
Straits Settlements who is also the 
high commissioner for the Feder- 
ated as well as the Malay States, is 
responsible for the government. 
Although each of these states has 
a sultan virtually they are colo- 
nies. The independence of the sul- 
tan largely depends on his capacity 
and resourcefulness. 





British Malaya 





By A. V. Goodale, Manager, Roneo Ltd., Singapore 


HE control exercised by the In- 

ternational Tin Committee has 
wrought a vast change in the pros- 
perity of the mining industry al- 
though there is some disadvantage 
owing to the restricted output 
which is necessary to maintain a 
profitable price for the metal. Re- 
cent reductions in world stocks of 
tin have permitted considerable 
increases in the tin quota, and 
this should be quickly reflected in 
local conditions. In the case of 
rubber, the scheme has so far 
failed to maintain the higher 
prices for the commodity, prevail- 
ing when control was first intro- 
duced in May, 1934. However, at 
the close of the year, a marked 
improvement took place in the 
price of rubber, and the prospects 


ARRING intervening unpleas- 

ant political events of inner or 
international nature, the business 
prospects of Bulgaria for 1936 ap- 
pear to be better than were those 
of the year just gone. 

The proposed reorganization of 
some of the Bulgarian government 
institutions, purposing a simplifi- 
cation of the present slow and 
cumbersome old systems, cannot 
be realized without the introduc- 
tion of some modern devices of 
one kind or other, and the office 
appliance dealer has there a good 
opportunity to try his luck. 

There are, however, two impor- 
tant factors which must be taken 
into consideration by the bidder, 
from which his “luck” will consid- 
erably depend: First of all, he 
must be able to submit himself a 
detailed outlay of the system 
offered with an accurate estimate 
of the new equipment involved, 
and, second, he must foresee pay- 
ment in an exchange that will be 
convenient to the Bulgarian gov- 
ernment itself. 


(Roneo Duplicators, Roneo Steel Filing 
Cabinets, Roneodex Visible Card Records, 
Victor Adding Machines, Royal Type- 

writers, Original Odhner Calculators.) 
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Bulgaria 


By V. Kassuroff, Kassuroff Brothers, Sofia 


(Merchants, Commission Agents and Rep- 
resentatives.) 
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As to the private consumer, 
modestly priced typewriters and 
small listing adding machines pre- 
sent a pretty good outlook. Cal- 
culating machines are likewise to 
be included, though almost exclu- 
sively of cheap make. 

The bookkeeping machine is 
gradually becoming en vogue and 


China 


for the coming year now appear 
much brighter. 

The replacement of obsolete and 
worn out equipment, so long de- 
layed by the years of depression, 
has continued apace during the 
past year, but mistaken ideas as 
to the economy of keeping such 
equipment in use, have not yet 
been entirely dispelled. Conse- 
quently, there still remains a con- 
siderable opening for replace- 
ments in 1936, apart from the ad- 
ditional business which should re- 
sult from a continuation of the 
general upward trend which is 
confidently expected. In these cir- 
cumstances, it seems safe to say 
that the outlook for the coming 
year appears eminently satis- 
factory. 


the demand for a limited quan- 
tity of such should not be over- 
looked. 

As most of the import business 
is done on a clearing basis, the 
countries—consumers of Bulgarian 
agrarian products have the great- 
est opportunity of penetrating the 
local market. Of course, business 
is done also with other countries 
on a so-called compensation basis, 
but the difference between the real 
value of the exchange in question 
and the compensation rate of ex- 
change, which includes a premium 
for the exporter ceding his foreign 
exchange to the importer, is so 
great that usually such imports 
are limited to articles which could 
not be purchased elsewhere at a 
more favorable rate of exchange. 

With the constantly growing de- 
mand for Bulgarian products, it is 
hoped that the year 1936 will reg- 
ister in exchange bigger imports 
also from those countries which 
heretofore have not been consid- 
ered as a favorable source of sup- 


ply. 


By P. S. Widdup, Managing Director, Office Appliances Company, Ltd., Shanghai 


N attempting to review our 

conditions for 1936, I am de- 
pressed by the thought of how 
bleak are our prospects. 

Our present conditions are un- 
doubtedly worse than ever before, 
and while we hope that 1936 will 
not fall below the level of 1935, we 


(General Fireproofing Company, National 

Cash Register Company, The Todd Com- 

pany, Kores Typewriter Ribbons and Car- 

bons, Monroe Calculating Machine Com- 

pany. Victor Adding Machine Company. 
Kardex.) 


feel reasonably sure that the new 
year won’t better the old. 


There are two primary factors 
holding back prosperity in this 
country. 

The first and most important is 
the high price of silver which has 
disastrously affected us, as the cur- 
rency of this country is based on 
silver. Because of large foreign 
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purchases money with us is “tight” 
and most of our banks won’t loan 
money on the finest of securities. 
Thus there is little to spend and so 
our buying power is indeed low. 

Two of the largest Chinese 
banks dealing with foreign coun- 
tries have had to close their doors, 
while well over fifty native banks 
are out of business. 

Some of our largest foreign 
firms are in the hands of receivers, 
and one of our largest local foreign 
banks is in liquidation. 

The second factor is the one of 
disturbed domestic conditions and 
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apprehension of the future gener- 
ally. 

Our confidence in the immediate 
future has been shaken because of 
the several unexpected set-backs 
of the past year or so. 

Speaking of the office appliance 
business generally, I have nothing 
special to report. No particular 
line is spurting ahead—all are de- 
pressed. 

Mine is a gloomy picture to 
paint, but nevertheless once we 
commence to climb upwards, our 
progress will be rapid, and to this 
end a settled silver policy would 
be a tremendous help. 


By John Mark Reed, Manager, Reed & Reed, Guayaquil 


OOKING ahead in Ecuador is 

quite a trick, politically speak- 
ing. About the only certain ele- 
ment in this respect is a change of 
administration on an average of 
every three or four months, but 
this condition is not as chaotic as 
our American friends might be- 
lieve. 

After all, one can get accus- 
tomed to almost anything, and 
business men in Ecuador have long 
ago learned to disregard political 
developments and do the best pos- 
sible in every situation. Naturally, 
politics is bound to influence busi- 
ness, but in the new dictatorship 
established in late September, it 
has had a most favorable effect by 
sweeping away the uncertainties 
common to constitutional govern- 
ments, with elections, etc. 


(Printers, Stationers, Office Outfitters, Spec- 
ial Representatives for Ecuador.) 
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During the last five years, the 
office equipment business in Ecu- 


England 


ador has had to meet steadily in- 
creasing obstacles, based on a con- 
tinually depreciating currency and 
an extremely reduced purchasing 
power. 

But it would now seem that “the 
program is going to be different.” 
All exchange restrictions have 
been abolished, the sucre has sus- 
tained its value for ten months at 
S/.10.50 without artificial support. 
If the gold reserves are figured at 
the current rate, we have a 
seventy-five per cent coverage of 
our currency. 

In brief, things are picking up in 
Ecuador because of a fundamental 
improvement in all business activ- 
ities, and because it is being al- 
lowed to go ahead without restric- 
tions of any kind. 


By J. Reid Adam, Director of Sales for Kenrick & Jefferson Ltd., West Bromwich, 


Note. Two statements from 
England represent views taken 
from different sections of the 
office equipment industry. The 
following statement by Mr. Adam 
is a personal opinion rather than 
an expression of the view of the 
company with which he is con- 
nected. 

T THE time of dictating these 

notes the prospects for Great 
Britain in the coming year appear 
to be excellent, but much will de- 
pend upon the outcome of the in- 
ternational political situation, and 
no one knows what that will be, al- 
though I believe that all men— 
wherever they may be—are of 
good will, and I am hoping that 
the “political sky” will have 


(Office Systems Pioneers, Manufacturing 
Printers and Stationers, Office Equipment, 
Advertising.) 





cleared and that the world in 
general will be working under more 
comforting conditions, with a 
clearer outlook before the close of 
1935. 

Generally speaking, business 
conditions in Great Britain are 
better than they have been for a 
long time, although the Industrial 
North, Scotland and the South 
Wales districts are still suffering 
from the terrible tragedy of un- 
employment. 

There is no doubt that the policy 
of our national government, with 
its application of import duties— 
which, by the way, they had to im- 
pose, there was no choice!—has 
helped business in the home mar- 
ket, but the international outlook 
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for British firms is not quite so 
cheerful. 

In my experience and in my 
opinion, the many restrictions 
which have been imposed on in- 
ternational trade are not only a 
result of political differences, but 
in many cases have caused poli- 
tical differences, and until those 
restrictions are removed or consid- 
erably lessened, I cannot see that 
there will be any great improve- 
ment in international trade 
speaking generally of course—nor 
can I hope that international 
trade will get back to anything like 
its volume in 1929, for some years 
to come. 

Cooperation between business 
people of all countries was never 
more necessary than it is at the 
present time. It appears to be 
true that business, as a whole, is 
dissatisfied with the policies of 
governments, and yet on the other 


hand governments have always 
said that their policies are only 
created by the demands or condi- 
tion of business! If thatis so, does 
it not seem to point to the neces- 
sity for business to state its opin- 
ions more clearly, more adequately 
and to see that business people, by 
getting together, are able to con- 
vince governments of the futility 
of vexatious international trading 
conditions and to see that they are 
removed without any delay. 

In my opinion much can be 
done in this direction by the closer 
cooperation of the United States 
and Great Britain, and if your 
country and mine would get more 
closely together and if they would 
decide to remove the trading re- 
strictions which hamper trade be- 
tween them, it would be a marvel- 
ous example to the world as a 
whole, and would react to the 
benefit of inter-American and 
British trade. 


England 


OFFICE APPLIANCES 


If nothing unforeseen, unusual 
or unhappy should occur, I believe 
that the office appliance firms in 
this country, and the agents here 
of American manufacturers are in 
for a good time in 1936. 


In my own business—and we do 
business all over the world—we 
have always given the fullest con- 
sideration to recommendations 
from our overseas agents, and I 
take it that American manufactur- 
ers give equal consideration to 
what their British agents say; this 
is most important in transacting 
overseas trade, but there is one 
thing I have noticed with Amer- 
ican firms and I pass the sugges- 
tion on to my American friends 
with the greatest good will. And 
that is, that when they endeavor 
to sell goods from America direct 
to England they should sell in 
English currency and their prices 
should be—“Delivered Free House.” 


By Thomas Dixon, Managing Director, The Dictaphone Company, Ltd., London 
(From the Viewpoint of the Office Machine Division of the Field) 


N my own mind there is not the 

slightest doubt that Great Brit- 
ain has already entered upon a pe- 
riod of great trade expansion and 
that the coming year will be more 
prosperous than any we have ex- 
perienced for at least five years. 

Our unemployment figures, 
which are officially kept, are most 
encouraging. There are more peo- 
ple at work than at any time dur- 
ing the past five years and the to- 
tal of unemployed is now below 
the 2,000,000 mark. 

Our “heavy” trades, led by steel, 
are doing more business than fora 
very long time, and if they make 
their “come back” there is nothing 
to prevent a return of great na- 
tional prosperity. 

We depend, of course, to a vital 
extent, upon our exports and this 


(British Agent for the Dictaphone Sales 
Corporation.) 
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branch of business is steadily go- 
ing up, despite the paralysis which 


Iceland 


seems to have settled upon so 
much of the world’s trade. 

Provincial bank clearings, one of 
the best of our trade barometers, 
show a big advance. The national 
income is higher than it has been 
at any time since the spring of 
1930 and the Economist Index, a 
reliable guide, tells us that indus- 
trial and commercial activity now 
stand at a higher level than in 
1927, which was the “peak year” of 
the present decade. 

In our own case, Dictaphone 
business all through 1935 showed 
a considerable advance on 1934, 
and in August, the holiday period 
in this country, we set up a new 
record for the month by a very 
wide margin. 

We are looking forward to the 
future with all possible confidence. 


Our correspondent in Iceland states that rigid enforcement of imports and for- 
eign sales restrictions practically fix the business volume for the present and im- 


mediate future. 


Note.—Restrictions of one kind or another enforced in several countries make 
existing conditions more or less permanent. These conditions, however, are subject 
to political and economic circumstances which may stimulate general business and 
promote international transactions. 


Finland 
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By Helmer Lindell, A. B. Herman Lindell, O. Y. Helsingfors 


HE business prospects in Fin- 

land for 1936 I am inclined to 
consider promising. This opinion I 
base on the fact that our industry 
is and for some time past has been 
in flourish. Our export is excel- 
lent. There is every reason to be- 
lieve that this state of things will 
continue for the near future. 

Our commercial balance, 
strongly active with an export sur- 
plus of almost one and a half mil- 
liard Finnish marks in 1934 does 
not, it is true, show such a surplus 
for the year 1935: it amounts to 
about six hundred million marks 
per thirtieth September. This, 
however, is not the result of a de- 
creased export, but because of our 


(Special Equipment for Artists, Office Rec- 
ords, Loose Leaf Systems.) 
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France 


increased import which in itself is 
not an unfavorable sign. On the 
contrary, it is indicative of pros- 
perity which affords our people 
greater desire to buy. 

It is to be hoped that the general 
political situation of the world will 
not complicate international rela- 
tions. But that all people putting 
their minds to economic facts and 
good will may achieve more settled 
conditions and thereby prepare the 
way for more satisfactory interna- 
tional agreements. For all are, 
more or less, dependent upon each 
other out of which fact should be 
developed better arrangement for 
all which will lead to considerable 
commercial expansion. 


An old friend in France to whom request was made for a statement about the 
outlook there, regrets that conditions preclude a statement. The unsigned Franco- 
American commercial treaty and the present limitation of imports makes it im- 
possible to develop business above limits fixed by actual licenses of importation. 


Hungary 


By A. Hubert, of Organisatio Irodafelszerelesi R. T., Budapest 


OWEVER Mr. Hubert inter- 

prets the circumstances 
which affect general business in 
Hungary, he offers little encour- 
agement for the hope that U. S. 
manufacturers may share in bet- 
ter business in 1936. Mr. Hubert 
writes: 

1. We need for every purchase 
an import license. 

2. U.S. A. is interested natur- 
ally only in dollar-businesses and 
we cannot get foreign currencies 
to pay with, except these countries 
which have an import from Hun- 
gary. As our export goods are 
mostly agricultural products, 
which U. S. A. does not need, dol- 
lars are difficult to obtain. 

3. One of the exporter coun- 
tries (Germany) makes it possible 


(Office Equipment Dealer.) 


to change their values of all kinds, 
at much less expense. 

The American exporters know 
these circumstances very well, as 
our situation is similar to that of 
many other European countries. 

There are some flaws in the ex- 
port practices of several American 
manufacturers with which many 
distributors on this side are famil- 
iar. We list some of them, not all. 

1. They have no corresponding 
stock of machine parts in Europe. 
Every small shipment must come 
from America. This entails a sep- 
arate license for import, a separate 
certificate of origin and other 
technicalities. 


Italy 


2. There is no stock of ma- 
chines, though in some countries a 
stock could be maintained free of 
duty. Therefore, every machine 
must be ordered directly from 
America, to supply which requires 
two or more months; the mer- 
chants must wait as long a period 
for their money. On which ac- 
count he depends upon the mer- 
chandise of other countries. It is 
possible that American machines 
may be better, but the complica- 
tions attending their sale deprives 
them of a larger market here. 

If the American manufacturers 
would eliminate these two disad- 
vantages and accept foreign cur- 
rencies, the situation would be im- 
proved, but not perfected. 


Long continued absence from his city of a friend in Italy to whom we wrote in 
September, has made compliance with our request for a statement concerning the 
Look Ahead impossible. For which an associate, acknowledging receipt of our letter, 


expresses regret. 








Japan 


By Mr. S. Murase of Horii & Company, Head Office, Tokyo 


Note. While Mr. Murase closes 
his statement with encouraging 
outlook for general conditions in 
Japan, his special reference is to 
the situation affecting the pros- 
pect for duplicators and carbon 
papers. There are included some 
interesting facts about the career 
of Horii & Company, which we are 
pleased to present. 


HE depreciation of Yen for the 

past several years has proved a 
hinderance to importation, while 
giving impetus to the development 
of the home industry at large. The 
manufacture of rotary duplicators 
has realized such a marvelous 
progress that there is no need for 
foreign makes today. Tendency 
will be accelerated in 1936 to de- 
mand for higher mechanical effi- 
ciency. 

Demand for flat duplicators is 
quite promising, because of the in- 
creasing budget of the government 
offices, the chief consumers. Lo- 
cally speaking, however, the unit 
sale prices will inevitably be low- 


(Duplicators, Stencil Papers, Dry Stencils. 
Carbon Papers, Stationery.) 
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ered, owing to the government’s 
deflational policy. Yet quality is 
first; goods of higher value will 
sell well. 

Forty years ago Horii & Com- 
pany first invented and placed on 
the market the “Myriagraph” du- 
plicators, and now the yearly out- 


Mexico 


put of autographic wax stencils 
here reaches 100,000,000 sheets. As 
to typewriter stencils, the achieve- 
mentof the dry-process in addition 
to improvements on the Japanese 
and Chinese letter machine has 
caused the annual turnover of dry- 
process typewriter stencils to reach 
some 8,000,000 sheets. The year 
1936 will witness a further stride 
of Japanese typewriter stencils in 
the world markets, as the aug- 
mentative equipments will be 
completed shortly. 

Demand for typewriter carbon 
paper has greatly increased, al- 
though difficulty in obtaining tis- 
sue paper at home forces the im- 
port of cheap European makes. It 
is obvious, however, that the ex- 
port of cheap pencil carbon will be 
enhanced in 1936, although we 
shall be far from completely 
checking the imports, so far as 
typewriter carbon is concerned. 

In short, that the booming in 
America since last fall has favor- 
ably influenced Japan’s industry 
in general cannot be overlooked. 


By Floyd D. Ransom, President, Proveedor de Oficinas, S.A., Mexico, D.F. 


HE outlook for the year 1936 

for the office equipment indus- 
try in the Republic of Mexico is 
probably more attractive than the 
prospects have been for some time 
past. 

Mexico is one of the few coun- 
tries of the world that has been 
able to control the foreign ex- 
change situation in a successful 
manner and this, along with the 
high price of silver, has been 
greatly responsible for the better- 
ment in general business condi- 
tions, although at the time of 
writing this article the silver 
situation seems a little bit doubt- 
ful. Everyone seems to have a 
great deal of confidence that the 
United States will go through with 
the policy adopted of building up 
a silver reserve which will assure 
the maintenance of the silver 
market for at least sixty cents or 
more. 


(Underwood Typewriters, Gardner Adding 

Machines, Monroe Calculating Machines, 

and General Fireproofing Company Steel 
Furniture.) 
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The government has taken a 
very active attitude in the better- 


ment of the conditions of the 
lower classes, particularly the 
laboring class, and the wage scale 
has been materially increased al- 
ready. This will greatly increase 
the general buying power of the 
market and create a much larger 
market for all kinds of office 
equipment. 

The government is very active in 
building up the school system in 
an effort to educate the rural 
classes, and the extensive highway 
system which they have been 
building is assisting very greatly 
in the enlightenment and educa- 
tion of the people through their 
traveling in a way that they have 
never been able to travel before. 
We have already noticed the bet- 
terment in the general business 
situation, and it is going to in- 
crease very rapidly as time goes 
on. 








Netherlands 


By J. A. Ruys, Managing Director, Ruys’ Handelsvereeniging, N. V. ‘s-Gravenhage 


UR opinion of the business 

prospect for 1936 in our coun- 
try may be briefly and most im- 
pressively expressed by listing the 
following circumstances which af- 
fect our situation: 

A.—That the economic situation 
in our country is worse than it ever 
was since 1929, and is getting worse 
all the time. 

B.—That the government is 
compelled to support all kinds of 
industries and that in conse- 
quence conditions get more com- 
plicated all the time. 

C.—That the import of steel fur- 
niture makes place, more and 
more, for home product. 

D.—That in the years 1931-1933 


(Office Machines and Equipment 
Specialists.) 
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the sale of typewriters has been 
too small to fill the needs, with the 
result that in the last year or two 
the import of this commodity has 
shown an increase over the years 
mentioned. 

Although the conditions men- 
tioned in Subject B do themselves 
stimulate the use of office equip- 
ment, and although we expect that 
the sale of typewriters will be 
maintained on a higher level than 
in the years 1931-1933—the situa- 
tion as a whole is unfavorable and 
an improvement in the sale during 
1936 is improbable in our opinion. 

Not a very encouraging picture 
drawn from facts. 


By M. C. Boas, President, International Union of Office Appliance Trades Associations 


ET ME start with a reference 

to the last quarterly review, 
issued by the government’s Central 
Bureau of Statistics in The Hague. 
In that review the government’s 
officials say that they fear to be- 
come monotonous, but that they 
cannot help to have to repeat the 
same statement of diminishing 
trade all over. In fact, this affords 
nothing surprising, if we consider 
that the Netherlands depends for 
by far the greater part of her exis- 
tence on international trade, in- 
ternational traffic, international 
financing, etc. Of course, nobody 
need be told how the present times 
are detrimental to international 
trade, traffic, etc. 

Whilst many other countries, al- 
though suffering from trade bar- 
riers, find a certain compensation 
in home trade, a small country 
like the Netherlands, cannot de- 
velop enough activity at home to 
maintain the high standard of liv- 
ing of her inhabitants, and so all 
trends in our country are still 
downward. 

That this state of affairs also 
reflects on our trade needs no 
comment. And still, the conditions 
in our trade are not the worst of 
all. On the contrary, the turn- 
over of most of the firms in our 
line is not so bad as that of our 
customers. This is due to the fact 
that our goods render real services 
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to our customers and that even in 
bad times—for many products 
especially in bad times our prod- 
ucts are indispensable for business 
offices. 

Furthermore, the many govern- 
ment activities in economic life, 
create an extra need for typewri- 
ters, calculators, duplicators, ad- 
dressing machines, files and all 
kinds of supplies, which needs are 
a compensation for the customers 
lost because of offices closed down 
or reduced. 

And then there is, of course, 
also the natural accretion of the 
use of typewriters and other mod- 


ern office implements and the re- 
newal of used and worn out ma- 
chines. 

It goes without saying that in 
normal times our sales would be 
much more important, but never- 
theless our trade is still always an 
appreciable one. 

There is, however, one point to 
which I would like to call the at- 
tention of your readers, and then 
specially of the manufacturers. 
It is only due to the very great 
effort and skill that the importers 
still are able to reach a certain 
turn-over which, if business would 
be sound, would enable them to 
cover their expenses and to earn a 
living. However, in many lines 
business is not sound, and much 
as I regret to have to state this 
here, this is due for the greater 
part to the manufacturers. Of 
course, I am glad to confirm that 
most of the leading firms are sup- 
porting loyally their agents and 
importers, but there are still too 
many manufacturers who think 
that their goods can be marketed 
in just the same way as certain 
raw materials. They offer their 
goods in lots at bargain prices to 
their own agents, and in some ca- 
ses also to jobbers, wholesale 
dealers, etc., who bring them on 
the market at any price. So often 
the importer, who during many 
years of hard work in which he 
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invested much energy and still 
more money in the good-will of 
the brand and make he represents, 
encounters now in his own terri- 
tory, the indirect competition of 
his own manufacturer. It needs 
no further explanation that such 
conditions are ruinous for the 


trade, make the importer lose his 
money and the manufacturer his 
reputation. 

Finally, nobody can gain by this 
state of affairs, even not the cus- 
tomers who can only be best ser- 
viced by well established sound im- 
porters. 


Norway 


OFFICE APPLIANCES 


It should be the aim of the lead- 
ing men in the office appliance 
trade in every country to try to 
check their trade and improve 
these conditions, and I sincerely 
hope that the manufacturers will 
give this matter their careful at- 
tention. 


By Sophus Noreger, Director, S. Carmann Clausen A S 


HAT the business outlook will 

be in Norway for 1936 is with- 
out saying a difficult question to 
ask. But being narrowed down to 
the office equipment trade it be- 
comes somewhat easier, because 
most of the office equipment 
industry products are becoming 
more and more necessary to the 
administration of business of all 
kinds, and there we have an ad- 
vantage to many other industries 
It is therefore of the utmost im- 
portance to every office equipment 
dealer to understand that the fu- 
ture looks very promising. Modern 
business today demands modern 
tools. During the depression many 
of these tools have been used too 
long and must be sifted out. There 
is no use denying it, during 1935 we 
have gradually overcome the long 
depression in Norway and business 
has come into a better shape, and 
that refers to business of what- 
ever kind: industrial, commercial, 
financial, professional, govern- 
mental, etc. It is proved by statis- 
tics, by the import and by the ex- 
port, and there is a good reason to 
believe that this tendency of going 
upwards will continue in 1936. 
The curve has a decided upwards 
tendency not only in America, but 
also in Norway, and it is my belief 
that progressive office equipment 
dealers in this country will find 
1936 a better year than 1935, which 
was a better business year than 
1934. Of course, things and hap- 
penings in the world may stop or 
bend the upwards curve tendency 
for some time, but I do not think 


(L. C. Smith & Corona Typewriters, Bar- 
rett Adding Machines, Marchant Calculat- 
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it will be able to kill the optimism 
that is prevailing today—built on 
better and stronger factors than 
we have had for many years. Just 
a few figures: The Norwegian im- 
port of all kinds in September 
was seventy million kroner, which 
was nine millions higher than Sep- 
tember last year, and higher than 
any month for several years with 
the exception of May this year, 
which was exceptionally high. The 
total export was fifty-three mil- 
lions, which was four millions bet- 
ter than the same month last year 
and greater than any other month 
for several years. The total of im- 
port this year including September, 
which is the last month for which 
I have figures shows for the joint 
foreign trade one thousand and 
four millions against nine hundred 


South Africa 


sixty millions last year. That is 
only four per cent better and 
though this is chiefly due to the in- 
creasing import, there is reason to 
rejoice at this development. 

The fact is that in spite of the 
increase in the import surplus of 
thirty-three millions our financial 
standing is much better compared 
with last year. From October 1, 
1934 to October 1 last our “goods 
reserve” has increased from thir- 
ty-five to about one hundred mil- 
lion kroner. We have thus been 
able to finance the increased im- 
port, and at the same time to “lay 
up” about sixty-five million kroner. 

It is true that the improvement 
is due to the fact that we have 
raised loan abroad, but only a 
smaller part of it. Broadly spoken, 
we can say that the payment bal- 
ance has improved so that we can 
afford to import more. 

In spite of the falling off in the 
export on important fields: wood 
pulp—wood—(artificial) fertilizers 
—ships (these four groups have to- 
gether a decreased export of twen- 
ty-three million kroner) has Nor- 
way increased its export by more 
than five million kroner. A such 
result is most remarkable and 
proves convincingly the strength 
and considerable prospects of our 
export industry. 

The figures and statistics are re- 
ferred to from an article in 
“Tidens Tegn” and proves that the 
look ahead for 1936 in this country 
should be promising for the office 
equipment industry and _ its 
dealers. 


By John N. Harris, Mathieson & Ashley, Ltd., Johannesburg 


OMMERCIAL and _ industrial 
conditions in South Africa 
have been improving rapidly ever 
since the country went off the gold 
standard. 
For a considerable time there 
has been a building boom beyond 


System Specialists, Distributors for All 
Remington Rand Products in the Union 
of South Africa with the Exception of Type- 
writers: Powers Accounting and Tabulat- 
ing Machines, Ohmer Cash Registers. 
Brunsviga Calculators, Ditto Reproducing 
Machines, and Barrett Adding Machines. 


every expectation resulting in the 
opening of many new offices and 
the reorganization of scores of ex- 
isting ones. 

A much greater spirit of opti- 
mism is prevailing since everybody 
is convinced that we got through 
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the worst two years ago, and that 
business will continue on the 
sharp upgrade which it started to 
take immediately the depth of de- 
pression was successfully passed. 

We are getting much better in- 
quiries now and prospective cus- 
tomers are more willing to investi- 
gate up-to-date office machinery 
and equipment. 

South Africa, with a population 


of just over one and one-half mil- 
lion white people, is very much ad- 
vanced in business systems and 
taking a keen interest in all new 
developments of office efficiency. 

The main industry of the coun- 
try is gold mining. Almost sixty 
per cent of the world’s gold is be- 
ing produced in the Witwaters- 
rand. The chief farm exports are 
wool, fruit and mealies. 


Switzerland 
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One point which is not easily 
realized by the majority of export 
manufacturers is the selling cost 
in South Africa which is consider- 
ably higher than in any other 
market in the world. This is caused 
through the tremendous distances, 
well over two thousand miles from 
north to south, with only a few 
towns of importance in the Union. 


By Albert Ruegg, Ruegg-Naegeli & Cie., S. A., Zurich, and President, Schwiezerische Buro-Fachverband 


CERTAINLY would like to give 

an optimistic outlook on the 
situation in this country. But un- 
founded optimism is as bad as un- 
founded pessimism. Is it not bet- 
ter to face the facts as they are 
and then fight the difficulties? 

To adjust its price level to the 
lower world level, Switzerland has 
chosen the hard and painful way 
of “deflation.” Government and 
the large majority of the people 
want to maintain the Swiss franc 
at its original value which it has 
never lost, whether during the war 
nor afterwards. This is not only 
considered as a question of integ- 
rity but it must not be forgotten 
that this small alpine country 
must import not only all raw mate- 
rials but also the larger part of its 
foodstuffs. Switzerland has for all 
times imported more than it ex- 
ported. The balance came from 
the tourists and from the interests 
of Swiss capital abroad. Now the 
tourists were lacking more or less 
for several years and it is perhaps 
one good sign that the tourist sea- 
son was better this year than last 
year, partly due to a quite extraor- 
dinary effort of the Swiss hotels to 
lower their prices and still main- 
tain their well known standard. 
Swiss capital abroad is mostly tied 
up, milliards of francs are “frozen” 
in Germany and elsewhere and 
even the interests do not come in 
as they should. 

I said that Switzerland has 
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chosen the way of “deflation” to 
adjust its price level to the world 
trade level. But if you consider 
that most countries have devalu- 
ated their currency one-third of 
its value or more you imagine the 
difficulties we encounter in reach- 
ing the world level merely by re- 
duction of costs. It means reduc- 
tion of prices, reduction of wages, 
reduction of income. It means un- 
employment losses and failures. 
“Economize” is now the slogan and 
our trade is especially suffering be- 
cause if you say to a manager to 
economize, is it not the office 
equipment and office appliance ac- 
count he begins with? Even if he 
sees the great possibilities to eco- 
nomize that our machines and sys- 
tems offer? The situation begins 


United States 


to be aggravated by the scarcity of 
capital to work with, because much 
capital is tied up or hoarded and 
does not work. I have the impres- 
sion that our country is now in the 
same situation as the United 
States have been when President 
Roosevelt took charge of the gov- 
ernment. 

There are two points that make 
me look ahead courageously: One 
is the fact that we see other coun- 
tries who have the climax of de- 
pression behind them and who de- 
cidedly are working and earning 
again in a regular, satisfactory 
way. Our country was one or two 
years late to feel the depression 
and it will be one or two years late 
to recover again. But it certainly 
will recover when our whole 
standard is adjusted to the stand- 
ard of other countries. 

The second point that makes me 
confident is the vitality of our 
office appliances trade. Our men 
have learnt to fight and they are 
still fighting. When our associa- 
tion had to vote on the organi- 
zation of this year’s Swiss business 
show in September, the vote was 
unanimous in favor of the show 
and the exhibition was larger than 
ever. 

So if we do not expect very big 
business for next year, still we look 
ahead with confidence and will 
fight to maintain our trade on the 
high standard it has ever held in 
Switzerland. 


What 1936 Holds for the Commercial Stationer 
By B. J. Bristoll, President, National Stationers Association 


ARM income, commodity prices 
and corporation earnings all 
show considerable improvement. 
The trend today is up and upon 
this fact we may safely predict an 


especially bright outlook for the 
commercial stationer and office 
outfitter during the early months 
of 1936. 

Here are other favorable facts: 


the commercial stationer as we 
know him today is fundamentally 
different from the storekeeper of 
old, he employs capable outside 
salesmen to go forth and create 
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business—goes after the custom- 
ers’ dollar rather than have to 
wait for them to come to him. 

The rapidly growing replace- 
ment market is another factor in 
our future. Our customers are no 
longer proudly threadbare; they 
are no longer resolved to conserve 
their funds and economize their 
way back to prosperity. The 
“worn elbow and the frayed cuff” 
have ceased to be badges of honor 
because the plan just did not work. 

There is indeed a vast difference 
between proper and improper con- 
servation of resources. Manufac- 
turers know now that new ma- 
chines that produce salable mer- 
chandise fast and well at a cost 
attractive to buyers is sound busi- 
ness insurance. Wholesalers know 
now that ample stocks upon which 
distributors may depend for 
prompt deliveries is better insur- 
ance for their business than cash 
in the bank. Distributors of all 
commodities have discovered that 
there is a definite market for good 
merchandise if properly presented 
in clean, well kept, attractive 
stores. They have awakened to 
the fact that the appearance of 
the store front, the windows, the 
lighting and the personnel have a 
distinct bearing on sales. 

Volume of the commercial sta- 
tioner has already returned to a 
point permitting profitable oper- 
ation. Overhead is lower than it 
was back in 1928 and 1929 because 
we have learned through experi- 
ence to economize and with the 


possibilities of increased volume 
during 1936 this business should be 
in a fortunate position. 

When we consider the encourag- 
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ing prospects and the further fact 
that the commercial stationer and 
office outfitting business is proba- 
bly in a higher state of organiza- 
tion than it ever has been in its 
history due to the apparent spirit 
of co-operation of all men in the 
industry—this new year looks very 
bright. 

The National Stationers Associ- 
ation seems to have been some- 
what ahead of the procession in 
organized industry and is now in 
a position to afford services which 
will be of decided benefit to its 
members as we progress into the 
higher volume market of 1936. 

When one considers that the Na- 
tional Stationers Association has a 
basic service; the N. S. A. Yard- 
stick, the News Letter service, the 


Hawaii 
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Sales News Letter service which 
goes to over eighteen hundred 
salesmen directly, the National 
Stationer as a means of treating 
definitely with the strict problems 
of the association, the Information 
Bureau which is operating on a 
higher volume capacity than ever 
before, the information service on 
taxes and on legislation which is 
moving into action, the Measure- 
ment Plan for measuring commod- 
ities and manufacturer and dealer 
policies, the bulletin service on 
every conceivable endeavor in the 
business and many others. This in 
itself is an assurance that this in- 
dustry is organized in such fine 
shape that we are in a very much 
better position to face the prob- 
lems of the rising market than are 
most industries. Then, again the 
recent National convention at 
Kansas City indicated that the 
feeling in the business is better 
than it ever has been before. That 
convention showed a spirit of good 
will and cooperation and desire to 
get things done that is seldom 
matched in industrial work. 

Yes, we believe that 1936 has 
much of promise to the commer- 
cial stationer and office outfitter, 
but it is equally well recognized 
that the individual stationer who 
does the best job is going to get 
the biggest results in the year to 
come. It is, indeed, gratifying to 
find ourselves stepping into a year 
that bears much of promise and to 
find this great industry of ours so 
well prepared to share in results. 


By E. H. Moses, President, The Moses Company, Ltd., Hilo. 


(Stationers and Printers, Office Equipment 
and Machines) 
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ITH reference to the outlook 

for office equipment business 
as I see it in Hawaii: After some 
thirty-three years business experi- 
ence in this territory, I would say 
that the indications are very en- 
couraging for a larger volume of 
business than we have enjoyed for 
several years. Our basic commod- 
ity in this territory, sugar, has 
been at a very low price which 
has held up many large users of 


office equipment from making re- 
placements but due to the process- 
ing tax, at present in effect and 
the general fair price for our raw 
sugar, we have noticed this year 
a considerable increase in our of- 
fice furniture and office machine 
sales. 

The indications are that the 
federal government is going to 
spend large sums of money in the 
Islands on construction of roads 


and general fortification work. 
This money will, no doubt, stimu- 
late business considerably. 

We are pleased to also state that 
our second major industry, pine- 
apples, has had a rapid comeback 
in production at a very fair price 
and again the tourist business is 
showing a healthy increase over 
the last several years. Taking 
these four conditions together, we 
look for very favorable business 
ahead of us. 


Here Endeth the “Look Ahead” Section for 1936. 
Some Untfulfilled Promises, Due Probably to Circum- 
stance, Disappointed Our Hopes for Views from 


Other Countries 
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Globe -Wernicke Co., 
dealers not only found 
that their efforts were 
well rewarded by a sub- 
stantial increase in sales 
of Tri-Guard files and 
guides, but the cam- 
paign also produced 
many good prospects 
that are now being con- 
verted into buyers as 
filing systems were 
changed at the end of 
the year. 





















Two of Many Fine In- 
stallations of Globe- 
Wernicke Tri-Guard 
Files and Guides Made 
by the Marshall-Jackson 
Company, Chicago, Dur- 
ing a Recent Nation- 
wide Sales Contest. 
This concern made a 
particularly outstanding 
record in the campaign. 
According to C. W. 
Hamilton, sales promo- 
tion manager of the 


Hanpsome SHow Room anp Generat Orrice or THE New York Brancu or THE Boorum & 
Pease Company As Tuey Now Appear Since a Recent RENOVATION 


ivory white trim. Here is effectively displayed 
all the items in the B&P line. The lower pic- 
ture is of the office with the staff “on duty.” 
ing effect. The private sample room, shownin J. J. “Jack” Walder, New York manager for 
the upper picture, is moedernistic in patterning, B&P,is proud (with reason) of the appearance 
exquisitely done with a blue background and of the office under his guidance. 


Spaciousness, adequate illumination from fix- 
tures throwing an indirect light, appropriate 
furnishings, all combine to produce a pleas- 
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Specialties Essential Factors in a Com- 


mercial Stationery Business 


N AN interview with a represen- 

tative of Office Appliances five 
years ago, on the question, “Can 
the stationer exist and make a de- 
cent living without including in 
his merchandising scheme, those 
products defined as office special- 
ties?” my expressed opinion at the 
time was that he could not. The 
experience of the succeeding five 
years I believe has vindicated my 
contention. Despite special over- 
head, which is an inevitable ad- 
junct to successful specialties sell- 
ing because of such factors as spe- 
cial sales training and effort, serv- 
ice, maintenance of stock, etc., of- 
fice utilities of a specialty char- 
acter offer to dealers a genuine 
opportunity for expanding activi- 
ties with ultimate profit. 

Movement of staple merchandise 
in many cases involves contending 
with the competition of chain, 
drug and other stores. A wide va- 
riety of items formerly considered 
as exclusively stationery are now 
being handled by these organiza- 
tions. They, however, confine 
themselves almost entirely to 
those lines for which there is an 
established demand and upon 
which they set up no service obli- 
gation. Consequently such merch- 
andise may be and is offered at 
lower than the usually accepted 
prices, the action being purely one 
of turn-over. 


Specialties Not inCompetition with 
Price-Only Merchandise 


Obviously, this points to a fac- 
tor that enhances the value of 
specialties selling—specialties not 
being in competition with products 
sold on price only. 

Every established line has be- 
hind it a period of intensive pio- 
neering. Often this preparatory 
work is done by stationers, who 
profited both themselves and the 
manufacturers in the activity be- 
cause they handled the items as 
specialties. When the lines became 
established, they took on the as- 
pect of staple products. But dur- 
ing the demand-developing period, 
they were specialty merchandise, 
requiring special sales technique 
and earning a fair profit. 


By Fred P. Seymour, Vice- 
President and Secretary, 
Horder’s, Inc., Chicago, Ill. 
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The foregoing is a brief evalua- 
tion of the importance of office 
specialties as integral parts of a 
commercial stationery business. 
Office machines, mechanical de- 
vices, special systems, many ob- 
tainable on an exclusive agency 
basis, provide the means for keep- 
ing in the van. The stationer must 
go forward. He must maintain a 
position of leadership in the race 
for the consumer’s dollar if he is 
to continue to exist. History of the 
industry reveals that he has made 
steady, intelligent advance since 
he was first permitted to hawk his 
few wares from a “Station in 
Cheapside” in London, ever alert 
and sensitive to the changes in 
conditions which behooved altera- 
tion in merchandising procedures. 
For the past several years the 
finger of Wisdom has pointed quite 
clearly to specialties handling as 
an excellent method of continuing 
the progress recorded by station- 
ers since the inception of the in- 
dustry. 


Defining a Specialty Difficult 


Just what a specialty is in a 
modern stationery store is difficult 
to define. An item introduced as 


a specialty this year may be prop- 
erly classified as staple, demand 
merchandise next year or the year 
after. Loose leaf, that core of the 
stationer’s stock today, was once 
an unquestioned specialty, from 
which many stationers shied away. 
Similarly office furniture, fountain 
pens and other lines were in the 
specialties category. Getting in at 
the start with such items was a 
fortunate venture. Those station- 
ers who waited until the demand 
was established lost an opportu- 
nity to “cash in” to the fullest 
extent. 

Until the past relatively few 
years visible record systems were 
foreign to stationery store stock. 
The idea grew and took hold with 
great rapidity until at present 
most stationers actively push the 
sale of both binder and cabinet 
types of systems. And further, 
many stationers keep their own 
records in visible form, providing 
their salesmen with an invaluable 
sales argument—‘“We use this visi- 
ble system to keep the records in 
our own office. We know from ex- 
perience what they can do for 
you.” 


Specialties Necessary to Complete 
Service 


Specialties became a part of the 
Horder sales program because we 
found that they were necessary to 
complete our service to customers. 
We discovered that those devices 
which were once considered as 
outside our sphere of endeavor, al- 
though related to it, have broad- 
ened the scope of our opportuni- 
ties and have given us entré where 
we never had it before. 

Being a complete office special- 
ist brings its reward. Stepping over 
into allied fields, even to the in- 
clusion of interior decorating so 
that when the occasion offers 
everything — drapes, Venetian 
blinds, rugs, wall treatment, light 
fixtures, ornaments as well as 
desks, chairs, machines, supplies, 
etc.—not only widens our opportu- 
nities, but takes us out of profit- 
less competition, permitting us to 
continue as genuine enthusiasts 
over the work we are doing. 








40) 


Specialty Selling Procedure 


N approaching the best solution 

of specialty selling for our loca- 
tion or for dealers who are sim- 
ilarly situated, we have first of all 
to take into consideration that we 
operate in a city with widely 
scattered population of 14,000, less 
than most of our first class cities. 

Again we have to use the minus 
sign and deduct at least forty or 
fifty per cent for foreign popula- 
tion, which has no possible use 
for highly specialized office ma- 
chinery, such as duplicating, ad- 
dressing, adding, dictating ma- 
chines or calculators or similar 
machines which make for efficien- 
cy in our commercial organiza- 
tions. 

These limitations of market are 
somewhat offset by the location 
here of the state capitol and the 
Santa Fe county seat, augmented 
by a considerable governmental 
activity. 

It would not be profitable for a 
manufacturer, nor would it be for 
us, to push only one machine. So 
we became a legitimate outlet for 
several machines in order to keep 
our specialties selling at anything 
like the maximum and to justify 
the use of a factory-trained man. 


Concentrating Sales Effort on 
Specialties 

In deciding whether a special- 
ties salesman should concentrate 
on specialties or spread his work 
to include staples as well, we must 
take into consideration the eight 
specialized office machines we 
handle for which there are dem- 
onstrations that must run from 
fifteen minutes to one hour. Ob- 
viously a salesman cannot, in jus- 
tice to the issues involved, make 
much more than eight calls per 
day. 

On the other hand, we find that 
many calls made for the purpose 
of selling staples, can be conclud- 
ed with an order in a very few 
minutes so that in this class we 
make double the number of calls 
that a specialty man makes. I sus- 
pect we run from twenty-five to 
thirty calls a day in close work. 
There you have a negative an- 
swer to the advisability of mixing 
specialties and staples selling. 

The sale of staples is pretty 
much “run of the mine” work, 
while the merchandising of ma- 
chines call for the ferreting out 
of the best and most justifiable 
application. 


By E. B. Healy, President, 

Santa Fe Book & Stationery 

Company, Santa Fe, New 
Mexico 


Correct specialized selling takes 
continuous and concentrated 
thought. Selling staples is much 
a matter of matching, price, qual- 
ity and quantity and is quickly 
concluded. A trial will convince 
that jumping from one type of 
selling to the other will result in 
a loss of facility in handling sta- 
ples or a loss of the concentrated 
application required to handle a 
specialty item and close the order. 


Inside and Outside Selling 


There are many different opin- 
ions as to how a specialty sales- 
man should divide his time be- 
tween inside and outside selling. 
An intensive program of outside 
selling will in itself solve the prob- 
lem. It will soon be discovered 
that prospects themselves. will 
govern a salesman’s time, either 
by appointments at their place of 
business, or a definite appoint- 
ment for a demonstration at the 
store. It is possible, of course, to 
make an arbitrary division of in- 
side and outside time but I be- 
lieve that by so doing a difficult 
situation would soon develop. Cus- 
tomers go to the store any time 
to buy staples but they purchase 
the high-priced office machine 
only upon matured deliberation 
and definite proof of economies 
to be effected. In other words, a 
salesman will be at the store or 
outside as his prospects’ wishes 
dictate. 


The Value of Factory Training 


Factory training of specialty 
salesmen depends, I believe to 
quite an extent on the specialty. 
In selling duplicating machines, 
for instance, a salesman would es- 
cape scores of valuable points in 
not having factory training. Be- 
Sides, it is vitally necessary to 
know and understand the mech- 
anism of the machine when a sale 
is being attempted. Factory train- 
ing on typewriters, in view of the 
keenest sort of competition we 
have, is invaluable. The same is 
true in regard to_ registers, 
addressing and dictating machines 
and similar machines. With some 
of the simpler applications fac- 


tory training might be dispensed 
with but even then it would be a 
mistake to do so if the training 
was available. 

Factory contacts are of great 
value. First, there is the human 
contact. The dealer finds that the 
man who has been writing but 
never comes up to visit has a 
world of points available. It is 
true enough that more factory 
heads should contact agencies and 
dealers, but if they do not, the 
dealer will find it worth while to 
take the initiative. At the factory 
may be contacted the accumulated 
experience of years in solving dif- 
ficult situations—there may be 
obtained a fresh viewpoint and 
broader knowledge of applications, 
providing new avenues of interest 
and appeal to prospects. 

I should say that there are prac- 
tically no satisfactory substitutes 
for factory training. It is true that 
in many cases we have to take 
substitutes, either a traveler who 
is more intent on getting orders 
than he is in building a founda- 
tion for getting orders, or a di- 
luted course of bulletins. We are 
quite ready to furnish all the en- 
thusiasm necessary of we have the 
proper background of applications. 
If we haven’t them, then all the 
ballyhoo that can be fed will not 
give any real impetus to building 
sales. 


Other Elements in Successful 
Specialties Selling 


And having all of this, we are 
still a long way from being “set” 
unless we have a proper system of 
recording our prospect’s situation: 
what he is using, what he could 
use to better advantage and a rec- 
ord of our sales progress so far as 
he is concerned. A great advan- 
tage of such a system is that it 
sets up a system of bookkeeping 
with prospects. In a short time, 
a dealer will be able to figure the 
most profitable time to call in- 
stead of making “blind” calls. An 
alert dealer precedes his sales- 
men’s initial calls with some illu- 
minating literature so that the 
call will not be a stroke out of 
the clear sky. Able as he may be 
to grasp details of a proposition 
with rapidity, the prospect might 
like to have some previous inkling 
of what it is all about. Thus bet- 
ter preparation may frame an ap- 
proach more likely to eventuate in 
a sale, and if, as does sometimes 
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happen, the prospect asks for a 
salesman to call, he is going in on 
velvet. 


Specialties Salesmen Contact High 
Executives 


What I would like to stress here 
is that in selling specialties, which 
are, generally speaking, office ma- 
chines, a salesman deals with chief 
executives rather than just de- 
partment heads, although the lat- 
ter may be referred to later with 
definite instructions to give the 
order. This emphasizes the need 


The Accompanying Il- 
lustration Shows a Ship- 
ment of Corona Type- 
writers Received by 
Sullivan’s Office Supply 
Company, Taunton, 
Mass., the Last Week in 
October.—The company 
carried advertisements 


Stressing the 


HE advertising which is con- 

cerned with the various spe- 
cialties, all of which are important 
factors in our business, has been 
by a variety of methods. Among 
these we have always counted up- 
on effective window displays. 
These, of course, are so arranged 
as to hook up with any specialty 
demonstration given inside the 
store. 

Then there are specialty mail- 
ings which we use at times for 
office machines and _ systems. 
These have been found to be very 
effective when their contents are 
made interesting as possible in 
contents and form. 

In this connection our method 
is that in addressing this material 
we do not follow the usual prac- 
tice. Instead we address the letter 
to the “user” of a system or oper- 
ator of a machine rather than to 
the purchasing agent. A very good 
reason for that is we have a large 
number of requests for various 
machines to be installed from per- 
sons who use them. The purchas- 
ing agent enters the situation 
later. 

Securing the names of these 


of factory training—the salesman 
must have something worth while 
to give the executives or owners 
of a business. 

Again I return to the proper 
sales system wherein is recorded 
all the facts obtainable about the 
business to which a dealer expects 
to sell his machines. It is safe to 
say that the path will be strewn 
with far more orders if the dealer 
is systematic in his records of 
prospects and what they should 


use. 





Specialty in 


By D. D. MacDonald, 
Bradley & Scoville, Inc., 
New Haven, Conn. 








Mr. MacDonald 


“users” or making a contact with 
them calls for much tact and dip- 
lomacy lest offense be given the 
purchasing agent. It is not that 
we desire or intend to “go over the 
head” of the purchasing agent. 
Without his interest and good will 
no orders are possible. Our sole 
object is but to acquaint the “user” 
with the conveniences and econ- 
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There are many elements that 
go to make up a sale. If these are 
properly assimilated and applied, 
the salesman has greatly increased 
his chances of making a sale. As 
a specialty man, the dealer is a 
good deal like a chemist. He has 
many things to work with. The 
wrong combination produces noth- 
ing, or possibly a wreck. By prop- 
erly combining certain elements, 
the chemist brings into being a 
useful product. So it is also in spe- 
cialty selling. 


in local newspapers an- 
nouncing to the public 
that all records for 
Taunton were broken 
when they received 150 
Coronas in one week. 
A good example of effec- 
tive office specialties ad- 
vertising. 


Advertising 


omy of things of advantage to his 
employers. 

Many contacts are made by the 
men in the field in the course of 
the day’s work. 

A very successful plan of adver- 
tising specialty and general lines 
was a three-day business show 
held on our own premises last 
year. (Described and illustrated 
in the May, 1935, issue of Office 
Appliances.) 

The exhibition was staged with 
the cooperation of several manu- 
facturers’ representatives who 
were on hand to demonstrate their 
lines for the benefit of visitors. 
Among the lines shown were prod- 
ucts of the following: Wilson- 
Jones Company, Shaw - Walker 
Company, National Cash Register 
Company, Lyon Metal Products, 
Inc., Burroughs Adding Machine 
Company, Dictaphone Sales Cor- 
poration, Felt & Tarrant Manu- 
facturing Company, Do More 
Chair Company, The Mimeograph, 
and our own printed commercial 
forms. 

In announcing the event we 
mailed out a large number of at- 
tractive invitations to accounting 
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departments, comptrollers and 
purchasing agents of local busi- 
ness organizations. Close upon 
the heels of these we sent out a 
similar number of follow-up let- 


ters outlining the features of our 
forthcoming show and stressing 
the many reasons why we believed 
that business men would find it 
to their advantage to visit our ex- 
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hibition. The results of this plan 
may be imagined when the reader 
learns that although the event oc- 
curred ten months ago we are still 
getting some results from it. 


Specialties Selling by Stationers 


HERE are several important 

differences between selling spe- 
cialties and staples. In the first 
place, we have always proceeded 
on the assumption that the spe- 
cialty field is more limited than 
that of staples. We also believe 
that selling of specialties calls for 
additional ability and ingenuity 
although it has been our experi- 
ence that general line salesmen 
can sell specialties if given the 
proper assistance. 

Due to these differences we feel 
that a specialty should carry a 
longer profit in order that both 
the salesman and the distributor 
receive additional profit for the 
extra effort involved in selling. 

In a great many cases we find 
that the extra expense incurred in 
selling this type of merchandise is 
to a considerable extent offset by 
the fact that there is a certain 


By A. L. King, Ward's 
Stationers, Boston, Mass. 
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amount of repeat business. For 
instance, stapling machines con- 


sume wire staples as long as they 
are in use. But in other specialty 
items there is no additional busi- 
ness and we feel that such special- 
ties should carry a gross profit 
commensurate with the selling ef- 
fort necessary to market it. 

From the standpoint of a sta- 
tioner and office supply house, we 
have found that our general line 
salesmen can sell specialties de- 
spite the differences between the 
two types of sales. The ordinary 
general line salesman has a list of 
at least seventy-five or more ac- 
counts to whom he sells regularly. 
His selling is wholly on a service 
basis and from his regular weekly 
calls he becomes definitely placed 
in the buyer’s mind. It is our ex- 
perience that he can sell special- 
ties to these accounts who will rely 
more or less on his recommenda- 
tion of the article in question. 


The Need for Specialties Men 


O MY way of thinking there 

can be little doubt but what 
all specialties selling requires the 
services of a specialized salesman. 
It matters not what the article 
may be; special systems, mechan- 
ical devices; anything that is a 
special or specialized item in a 
stationery store must be dealt with 
as such by a specialties man, thor- 
oughly acquainted with the article 
he is to sell. 

I will go farther than this and 
say that unless a stationer can 
find or train men as specialists 
on the particular line or device he 
is attempting to market, he had 
better let it alone. 

It is my belief that general line 
men always have been and always 
will be failures in selling special 
systems or special mechanical de- 
vices. 

Then, if and when a stationer 
has properly trained manpower, 
he has only one-third of his suc- 
cess in view. Two other elements 
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are imperative and the business 
with specialized manpower will 
not succeed unless backed up by 


these two other branches, namely, 
an expertly and_ efficiently- 
manned service department, and 
the knowledge and ability to ren- 
der free inspection quickly, effi- 
ciently and regularly. 

A stationer cannot sell a spe- 
cialty and forget it. He must keep 
it in operation one hundred per 
cent, or he will do himself more 
harm than good, not only on par- 
ticular specialty product but also 
on his general line. This is an ad- 
vantage of free service. 

Now we come to the disadvan- 
tage of such _ service—its cost. 
Without doubt it is costly and 
must be added to the expense of 
selling. In our business we inform 
the customer of these two effi- 
ciency departments when the sale 
is made and then we set out to 
prove our claims by making reg- 
ular inspections and keeping the 
device in perfect working condi- 
tion. 
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Location of the Specialties Department 


NE of the prime requirements 

in selling specialties is to have 
displays convenient to the pros- 
pective buyer. For this reason it 
is imperative to have at least a 
partial display in as conspicucus 
a place as possible on the main 
fioor. 

In our business we have three 
separate departments handling 
specialties because we feel that 
each of these departments re- 
quires salesmen to sell their own 
particular lines. Our Mimeograph 
department has a commanding 
location in the center of our main 
floor as it is a very important line 
with us. This department devotes 
its entire efforts to the sale of the 
Mimeograph machines and the 
Mimeograph process. While the 
majority of sales are worked up 
and consummated in the buyer’s 
place of business, yet the store dis- 
play is very important in interest- 


Featuring Markwell Staplers. 

This window of the Siekert 
& Baum Stationery Company, 
Milwaukee, Wis., recently 
mede an attractive and un- 
usual display of staplers and 
staples manufactured by the 
Markwell Manufacturing Com- 


By Carl G. Grimes, Grimes- 
Stassforth Stationery Com- 
pany, Los Angeles, Calif. 


ing new prospects in specialties. 


Our filing systems department 
features a complete small display 
of all filing items on our main 
floor with more complete details 
shown on our second floor. We 
feel that by attractive displays no- 
ticeable to a customer when he 
first comes in, he may easily be 
urged to take the elevator to the 
second floor for more intensive 
sales efforts, undisturbed by other 
customers and street noises. 

For engineers and architects, we 
maintain still another department 
devoted to large and small draw- 
ing tables, transits, levels, and all 
equipment necessary to these pro- 
fessions. This department is also 





located conveniently on the main 
floor, it only being necessary to go 
to another floor to inspect larger 
drawing tables. 

We have two large front show 
windows, one of which is always 
devoted to specialties. Changes 
are made every week unless a dis- 
play is so elaborate and is drawing 
so well that it is left in ten days 
or two weeks. Naturally the three 
departments mentioned above al- 
ternate with displays. 

Except for very common items 
such as Mimeograph impression 
paper, filing folders, guides, cards, 
etc., drawing pencils, thumb tacks, 
we feel that specialty salesmen 
selling their respective lines and 
nothing else, are the only solution 
to the most efficient selling of 
office machines and accessories, 
special systems and _ drafting 
equipment. 


pany, New York. The showing 
was unique in that instead of 
stressing one item it was de- 
voted entirely to the Markwell 
Company's several types of 
stapler ranging in price from 
$1.75 to $5.00. The window 


drew much favorable comment. 


Securing Specialty Business 


Note.—In the accompanying ar- 
ticle Mr. Boyer tells of his system 
of securing leads for new business 
by what he terms “mass advertis- 
ing” and illustrates a campaign 
on his company’s service for type- 
writers. Mr. Boyer’s business was 
built around practically all types 
of office machines. Although the 
advertising program outlined re- 
fers to typewriters specifically, it 
is indicative of what may be done 
with other specialties. 


OR quite a number of years I 

have endeavored to analyze the 
best means of securing specialty 
business and have come. to the 
conclusion that the best practical 
way in which to secure leads 
quickly on specialties is what I 


By Howard P. Boyer, Busi- 
ness Equipment Company, 
Baltimore, Md. 


may term mass advertising at the 
lowest possible cost. 

As a means of illustrating my 
point I mention a circular which 
was created and published by us 
under a heading of “eight points 
of typewriter service for all stand- 
ard machines.” This circular was 
amply illustrated and made up in 
a manner calculated to draw and 
hold the attention of the reader 
until he had fully absorbed the 
point we meant to drive home, to 
wit, the fact that we performed 


eight separate items of typewriter 
service for one set price. 
Although this was not a special- 
ty, it was at least a special propo- 
sition brought before local busi- 
ness men through illustrations. 
The first time these were distri- 
buted for a period of three hours, 
three customers called by tele- 
phone with orders that their type- 
writers be overhauled at $13.50 
each (the sum stipulated by us in 
the circular) or, in other words, a 
total of $40.50 worth of business 
without a word being spoken. 
This was food for thought. We 
realized that if a three hour dis- 
tribution of circulars would bring 
in more than $40.00 worth of busi- 
ness, a greater distribution would 
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bring a proportionate increase in 
typewriter work. So with this in 
view, we invested in a wet litho- 
graphing process, and subsequent- 
ly increased our circular distribu- 
tion in the business area of Balti- 
more on many special items such 
as typewriters, files, storage cab- 
inets, etc. 

Our method of distribution is as 
follows: We employ a young man 
who distributes these circulars ex- 
tensively, spending half of each 
day for this work. We have the 
business area charted off in vari- 
ous sections and each day this 
young man endeavors to cover one 
particular area. As a consequence, 


we are continuously securing pros- 
pects or absolute orders by phone 
or mail. 

The equipment used costs us ap- 
proximately $1,200 complete, but 
we feel that it has been an excel- 
lent investment. With it we can 
produce any picture or sketch in 
black or white at a very low cost. 
The outlay comprises one film— 
usually about $1.20—one metal 
sheet, approximately 20c, ink and 
chemicals, approximately 50c, plus 
the cost of paper. 

In the course of one day pos- 
sibly 500 customers can be reached 
by our circulars and the law of 
averages generally takes care of 
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the results. In this connection I 
would like to add the fact that we 
do no newspaper advertising but 
concentrate our efforts upon keep- 
ing our name as well as our prod- 
uct before the public through this 
circular plan. One more scheme 
for increasing our specialty repair 
work involves the use of a post- 
card, calling attention to the fact 
that we are selling and repairing 
office machines. These cards may 
be mailed for one cent each and 
upon receipt of return card we pay 
two cents postage. This simple 
plan has amply repaid us the in- 
vestment. 


Advertising and Selling Office 


Specialties vs. Staples 


ROADLY speaking, in ap- 

proaching the question of ad- 
vertising and selling staples, I 
would proceed upon the premise 
that a general need and accept- 
ance already exists, whereas in the 
case of specialties, the need may 
exist but an acceptance first must 
be created. For this reason, the 
advertising or sales effort used in 
promoting the sale of staples 
largely would be wasted if applied 
to specialties. In other words, 
since most staples are nationally 
advertised, sales or advertising 
effort to create an acceptance or 
demand (as the case of special- 
ties) would be more or less wasted. 
It is questionable, at least, that it 
would result in increased sales be- 
yond a point already attained 
through ordinary methods of so- 
licitation, without advertising, be- 
cause we would be advancing no 
compelling argument. 

For this reason it seems to me 
that were I selling staples, I would 
endeavor to vitalize my advertis- 
ing and my sales approach by 
offering some attraction to those 
I would have seek out my store in 
which to purchase these articles. 
Hence, I would try to paint an in- 
teresting word-picture of our 
prompt delivery service (special 
delivery when needed): our at- 
tractive open-counter displays; 
our variety and fresh stocks; the 
friendly courtesy of our clerks; the 
opportunity of obtaining new 
ideas by visiting our store; our 
ability to help the public select 
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particular items suited to their 
peculiar requirements, etc. Some 
of these ideas could be put for- 
ward by our outside salesmen to 
equally good advantage. 

My store need not be elaborate; 
it should be clean, scientifically 
lighted and my staples should be 
attractively displayed and easy of 
access to the prospective buyer. 
My clerks should endeavor to key 
their tempo to that of the store 
visitors—not hastening, by their 
attitude, the slow-moving person— 
accelerating their pace to the 
snappy “I’m-in-a-hurry” sort of 
chap. 

Obversely, in selling a specialty, 


I would remember that my adver- 
tising must endeavor to create an 
interest in the article. Then since 
cognizance must be taken of exist- 
ing competition in the form of 
comparable or even inferior ar- 
ticles, my sales and advertising 
effort must be directed towards 
building into my prospects’ minds 
the thought that my article is a 
better article; will do a better job 
and carries with it a higher type 
of service. 

With all due respect to the 
much-maligned purchasing agent, 
I believe I would direct my initia] 
efforts to the ultimate consumer. 
He will create the demand where- 
as it is a well-known fact that this 
is seldom done by the purchasing 
department. Purchasing agents 
have all they can or care to tackle 
in their endeavor to buy the right 
article at a fair price. Eventually 
they, too, have to be sold, but it is 
usually the ultimate consumer or 
user who reacts to advertising and 
sales effort. 

From my window displays I 
would expect, in the case of staples 
or specialties, a “tie-in” with my 
current advertising or sales drive; 
but I would do more than this—I 
would vitalize these displays. Win- 
dows which are “dead,” no matter 
how attractive, haven’t half the 
pulling power of those which have 
some animation or are at least un- 
usual. A beautiful display of filing 
cabinets wouldn’t interest me 
nearly as much as one with a card, 
perhaps saying, “When Mayor 
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Smith replies to your letter, a car- 
bon copy will be filed ina ....... 
filing cabinet!” 

The inside display is important 
and I liken it to the third side of 
a triangle—advertising, window 
display, inside display: a “tri-tie” 
as it were. As already mentioned, 
the inside display of advertised 
articles should be attractively and 
prominently displayed and easy of 
access. The purpose of this is two- 
fold. First, it offers just one more 
chance for you to secure the at- 
tention of those who may not have 
read your advertising, nor paused 
at your windows; and second, to 
those who have read your adver- 


Reaching the 


Note.—The Thorp & Martin 
Company handles several impor- 
tant lines grouped under the title 
of specialties including machine 
bookkeeping equipment, loose leaf 
systems, indexing and furniture 
along with complete general lines 
both wholesale and retail. In the 
accompanying article Mr. Crosby 
singles out another type of “spe- 
cialty” which has been of profit 
and which has covered the shrink- 
age of greeting card sales. 


HIS message, which I believe 

to be quite appropriate for the 
Annual Office Specialties Section 
of Office Appliances is directed to 
those Brother Stationers who have 
suffered a material loss in their 
greeting card business, such as we 
have experienced: 

About ten years ago, the chief 
outlet—and almost the only out- 
let for the greeting card people— 
was through the stationers. As 
competition grew keener among 
the manufacturers of greeting 
cards, they created other sources 
of distribution, so that today 
greeting cards—and particularly 
Christmas cards—are sold prob- 
ably in a larger volume outside 
of the stationery industry than in 
the industry. 

We discovered, shortly after our 
philatelic president, Mr. Roosevelt, 
took office, that there had begun 
a tremendous boom in the collect- 
ing of postage stamps, due to the 
fact that the most powerful ruler 
of any people in the world—the 
President of the United States— 
was an ardent stamp collector, 
plus the fact that Mr. Farley—the 
Postmaster General—issued a very 
unusual quantity of beautiful new 
stamps. The result of the boom is 


tising and seen your window dis- 
plays, it serves as a climax—here 
is the article itself, which seems 
to say, “Here Iam! Look me over! 
That’s what I’m here for.” 
Finally—in selling specialties, I 
think I would consider advertis- 
ing, window displays and floor dis- 
plays as valuable interest-creators, 
but only as such, for in the last 
analysis, it is personal, outside 
contact which is most effective in 
securing orders. Granted that I 
have a thorough knowledge of my 
product and that of my competi- 
tors, I find two of the greatest aids 
in specialty selling are, first to for- 
ever keep in mind the pertinent 
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fact, “Were I the buyer instead of 
the seller, would the presentation 
Iam making seem interesting, log- 
ical, natural and compelling?”; 
second, keeping a Why-didn’t-I- 
think-of-that book and briefly 
jotting down in the first column 
pertinent facts and reasons for 
getting the order—and, what is 
more important, in the second 
column, facts and reasons for NOT 
getting the order. The second col- 
umn will help the first column 
and, Brother, when the second 
column is blank by comparison 
with the first—ho-hum! well, you 
can just about write your own 
ticket! 


“Stamp Collector” Market 


By H. B. Crosby, Thorp & 
Martin Company, Boston, 
Mass. 


that there are today somewhere 
between seven and ten million col- 
lectors of postage stamps in the 
United States. 

At the beginning of this boom, 
we started a specialty department 
to sell postage stamps and albums 
to collectors in our retail store. 
We found, after a few months of 
experience, that this was very 
profitable. We also found, how- 
ever, that the stamp part of it 
was much more technical and re- 
quired more time in making a sale 
than the album part of it. We, 


therefore, have given our major 
effort in this direction to stamp 
albums, particularly a loose leaf 
album in sections, which we orig- 
inated, called Naribo, which makes 
it possible for the collector to buy 
any or all of the particular coun- 
tries in which he is interested 
without having to buy a complete 
album of the whole world. 

Our retail sales of this specialty 
have more than made up to us 
the loss which we have suffered 
due to the declining volume of 
Christmas and greeting cards. We 
offer this as a suggestion for our 
fellow stationers. 

The unit of sale in this album 
business is twenty-five cents. Any- 
one with a quarter can begin as 
a collector. The average sale is 
$1.25. The only space required in 





\ Special Window Display of Philatelic Supplies Shown by Thorp & Martin Company, 
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the store is the equivalent of a 
single drawer vertical letter file in 
which to file your stock of sections 
vertically, and a place on top for 
displaying a show card and sam- 
ple album. I am enclosing a pho- 
tograph which we had taken last 
summer, which, by the way, we 
have found is the poorest time to 
sell stamp albums, showing a win- 
dow display which we made. This 
window, which ran five days, re- 
sulted in 126 cash sales and 


brought a great many people into 
the store. 

Another thing that we have 
learned is that the Philatelist is 
found in all walks of life. He may 
be the purchasing agent of a large 
corporation with whom the sta- 
tioner is doing business. He may 
be the young man sent out by the 
office manager to pick up some 
item of commercial stationery. 
You never know where you will 
find him, but when you do find 


OFFICE APPLIANCES 


him and are able to talk his hob- 
by with him, you have a valuable 
point of contact. 

We have been in this business 
for almost three years now and 
there is not a week goes by but 
what we have from fifty to one 
hundred mail orders enclosing 
money from stamp collectors all 
over the United States, in cities 
where our Brother Stationers are 
located with their stores. 


As Was Said Before 


On Basic Importance of Special- 
ties 


R. M. Robinson, Office Equipment 
Company, Michigan City, Ind.: 


“I believe that in your specialties 
section of Office Appliances you 
are dealing with the most import- 
ant of all factors in the office 
equipment field today, viz., coordi- 
nation of the efforts of the prog- 
ressive manufacturer and the hon- 
est, worth-while dealer looking 
toward the proper method of mar- 
keting their products under pres- 
ent conditions. 

“Father Depression dealt us a 
Staggering blow that knocked 
many of the weaker ones into the 
discard — for the time being at 
least — and caused sagging of the 
knees on the part of the stronger 
ones. Yet I believe that out of it 
all will come better understanding 
and closer business relationships 
between the reliable manufactur- 
ers and the dependable dealers. 
We have learned some of the 
things that can be done and many 
of the things which can’t be done. 
Let us profit by the experience. 

“The bitterness of it all is that 
we have suffered so many needless 
losses, heartaches and sleepless 
nights because of the lack of 
proper organization and the con- 
sequent merciless competition and 
pitiless price-slashing whereby 
only the smart buyers profited and 
the trade has been slaughtered. 

“Any effort on your part to help 
us see the light should be highly 
appreciated by each of us.” 

o 
Charles L. Mitchell, Secretary and 

Sales Manager, Crane & Com- 

pany, Topeka, Kans.: 


“The point is that we must re- 
alize the opportunities that are 
now placed squarely in front of us. 


Pithy Comments Extracted 
from Articles in Former 
Office Specialties Sections 


We do not lack the goods. We 
have, or have access to, every ma- 
chine and device necessary to 
bring any office up-to-date. There 
is nothing that we cannot provide 
and most of it will come from our 
own stocks. It only remains for 
us to realize the wonderful things 
that can be done and to make our 
salesmen realize them and perfect 
themselves in the information 
which they must have to achieve 
the maximum of results. The goods 
provided by manufacturers whom 
this trade represents form an asset 
which can be doubled or even 
trebled in value if we will but take 
the trouble to educate ourselves 
and our sales people in the art of 
presenting and selling those items 
which our customers will immedi- 
ately want when their uses are 
properly explained. Our manufac- 
turers in many cases have spent 
thousands of dollars to create op- 
portunities for their dealers and 
they deserve our most sincere co- 
operation.” 


6 
E. Frank Winfield, Grand Junc- 
tion, Colo.: 


“Specialties for the stationer are 
not a cure-all—but they are a ne- 
cessity for the man who can get 
or has a salesman or salesmen who 
can sell specialties — providing he 
has enough territory in which to 
sell them—and he keeps properly 
after these accounts for repeats on 
the supply items business created 
thereby. Small specialties offer 
something new to show his cus- 
tomers—and they also help de- 


velop and keep a creative spirit 
in the organization. That is per- 
haps as important as the stationer 
wants to make it.” 


w 
F. A. Beecher, Whitlock’s Book- 
store, Inc., New Haven, Conn.: 


“IT believe the carrying of me- 
chanical articles in a stationery 
store not only adds to the volume 
of business but also adds to pres- 
tige and attracts new customers. 
I cannot stress too strongly the 
desirability of making a _ close 
hook-up between stationery sales 
and office machines. If we do not 
follow this trend we will find we 
are limiting ourselves to the purely 
personal stationery and small sup- 
plies. The stationer must create 
the demand for mechanical office 
appliances, not merely supply it.” 


2 
K. M. Bowers, The Monarch Print- 
ing & Supply Co., Marion, O.: 


“Through specialties we have 
found the answer to putting our 
business in the profit column in- 
stead of the red many times. 
We have found that their sale is 
oftentimes an entering wedge for 
the sale of new outfittings.” 


On Increasing the Unit of Sale 


Harry C. Tuttle, President, Hush- 
A-Phone Corp., New York, N. Y.: 


“What are the opportunities 
available for increasing the unit 
of sale? They may be summarized 
as follows: 

“1. Items of office equipment 
generally, and in staple demand, 
such as office furniture, filing cab- 
inets, etc. 

“2. Office equipment items rep- 
resenting new products for con- 
venience, comfort and efficiency of 
an office device or equipment na- 
ture; those representing the evolu- 
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tion and advancement of the in- 
dustry. 

“What shall the dealer employ 
to sell the items in the second cat- 
egory? 

“1. Store and window display, 
utilizing opportunities for silent 
salesmanship for which rent, light 
and heat is already being ex- 
pended. 

“2. Intelligent store salesman- 
ship. By this I mean an ability to 
explain the function and value of 
a product, demonstrate it where a 
demonstration is required, and 
apply at least some degree of 
salesmanship to creating a sale. 

“3. To train personnel not to 
permit the above talents to be un- 
employed but to utilize their con- 
tacts with customers visiting the 
store to direct attention to new 
products and thus capitalize op- 
portunities which, in effect, is cap- 
italizing store overhead. 

“4. In suggesting the next form 
of sales effort, namely: ‘outside 
solicitation’ I realize that many 
dealers have found this an expen- 
sive method of creating business. 
I anticipate that some dealers 
have found the cost prohibitive. I 
believe, however, that this is true 
largely because their salesmen ap- 
proach this as ‘order takers’ on 
staple items of office supplies— 
items which run small in amount 
and many of which, in certain 
territories, are cut-price items. 
The larger possibilities of outside 
solicitation, it seems to the writer, 
are to be derived from training the 
right type of men to be more of 
the ‘specialty’ type salesman. If a 
salesman can go out and make a 
living selling for his own account 
as the agent of some manufac- 
turer, he can function to the same 
effect as a representative of a local 
dealer. His contacts can be cap- 
italized by the sale of staple items 
and other equipment handled by 
the dealer and every call is thus 
productive of potentialities in this 
respect, as well as advertising the 
dealer, opening new accounts, and 
in general, creating good-will.” 


Charles A. Stott, Charles G. Stott 
& Co., Inc., Washington, D. C.: 


“If the stationer cannot reduce 
expense to the point where small 
unit sales show a profit, then he 
must increase the average unit 
sale so it will take care of his over- 
head. Selling the customer more 
than he intended to buy is one 
way of increasing individual sales; 
a good way, but limited. The sim- 
ple and logical remedy, lies in add- 


ing related items that bring larger 
individual sales and profits. A 
small representative stock of office 
appliances well displayed and oc- 
casionally advertised, adds materi- 
ally to the atmosphere and tone of 
the store and contributes not a lit- 
tle in building up good will and 
prestige in the minds of the pub- 
lic. Then, too, office appliances be- 
long in the stationery store. Where 
else would one naturally go for 
such goods if not to the stationer? 
Every office appliance the station- 
er adds to his stock broadens and 
rounds out his lines and gives his 
salesmen, both inside and out, a 
greater opportunity to serve the 
public.” 


On Importance of Training Sales- 
men 


Charles L. Mitchell, Secretary and 
Sales Manager, Crane & Com- 
pany, Topeka, Kans.: 


“There are very few offices in 
which the routine work cannot be 
improved and expedited by means 
of the latest efficiency methods. 
All up-to-date stationers are able 
to provide the necessary units to 
make up a complete modern office 
system, but to sell such systems 
demands analysis of the custom- 
er’s methods and this cannot be 
achieved by a salesman having in- 
sufficient training and informa- 
tion as to what goods are available 
to meet the customer’s require- 
ments. Manufacturers are giving 
us at frequent intervals new ideas 
and better methods to harmonize 
with our regularly established 
lines and with such new methods 
which are coming out from time 
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to time we can make many times 
more money than we can by con- 
fining ourselves to things which 
used to be regarded as the proper 
stock for stationery stores only. 
What stationers and their sales- 
men need is more training in the 
selling of specialties.” 


On the Effect of Specialties on 
Other Departments 
R. M. Robinson, Office Equipment 
Company, Michigan City, Ind.: 


“Specialties do positively help 
the dealer’s other trade. Ours is a 
mechanical age. There are many 
wonderful devices in the office 
specialty line. The customers de- 
sired by stationery and office sup- 
ply stores are practically all in- 
terested in office mechanical de- 
vices. Give people a chance to 
come in and look at them, watch 
them work without being obligat- 
ed in any way, and customers will 
develop largely of their own ac- 
cord. But right on the spot the 
dealer must have a man with per- 
sonality. To have such a man in 
the right place at the right time 
spells opportunity. It is the opin- 
ion the prospect then and there 
formed which opens or closes the 
door to future business.” 


On “The Ideal Specialty” 


E. Frank Winfield, Grand Junc- 
tion, Colo.: 


“Specialties that create repeat 
business are the ideal specialties 
for the stationer. He should card 
index these, follow them for re- 
peat business—and profit thereby. 
First sales of small specialties are 


New Store of Stockwell & Binney, Riverside, Calif.. Showing the Office Specialties 
Department on the Left.—A story of the new establishment and additional illustrations 
will be found elsewhere in this issue. 
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not as profitable as many manu- 
facturers would have us believe. 
It is also unfortunate that some 
of these manufacturers — yes, the 
most of them —do not offer the 
proper profits on the repeat items 

-try to kid the dealer into believ- 
ing its costs him nothing to get 
that repeat business.” 


On the Definition of a Specialty 


H. C. McPike, General Manager, 
Weis Manufacturing Company, 
Monroe, Mich.: 

“After all, what are specialties? 
They may be our bread and butter 
items, commonplaces of every day 
handling and sale, but to the pub- 
lic the classification is quite be- 
wildering. You and I, gentle read- 
er, have sold so many storage files, 
vertical folders, index cards, guides 
and indexes, trays, boxes and cab- 
inets and combinations of these 
items which you call systems that 
they are an old story to us. We 
are so familiar with such items 
that we are apt to forget that our 
customers know but little of our 
merchandise. 

“Salesmen who are well versed 
in the use of necessary specialties 


in the office and having a knowl- 
edge of the combinations possible 
to be brought to bear to accom- 
plish certain desired results have 
at their command a world of spe- 
cial devices for profitable sale. 
Salesmen, finally, who make speci- 
alties out of over the counter 
products are the ones who are 
bringing home the bacon.” 


On Methods of Selling Specialties 


Charles A. Stott, Charles G. Stott 
& Co., Inc., Washington, D. C.: 
“There are but two general 

methods of selling office appli- 
ances — aggressive canvassing by 
trained specialty men and by dis- 
play advertising, and selling by 
regular salesmen. There is no law 
against the regular salesman be- 
coming an expert specialty man if 
he will put the work into it that 
the business requires. Not all sta- 
tioners can afford extra trained 
specialty men, but beyond and 
outside of all this, every stationer 
can sell some specialties and add 
unto himself others as his famili- 
arity with the process of selling 
the line increases.” 
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Silas C. Oviatt, A. B. Dick Com- 
pany Representative, New Or- 
leans, La.: 


“Some one has said that the eye 
is twenty times faster than the 
ear. So I believe in showing a 
prospect something. After I get a 
line on his needs I attract his at- 
tention with samples. I believe 
the three cardinal features of ad- 
vertising are to attract attention, 
create desire and stimulate to ac- 
tion. And that is exactly what I 
try to do. Samples of his competi- 
tors’ use of my equipment are con- 
vincing. Every man is interested 
in what his competitor is doing, 
and you have to tie the samples in 
with the prospect’s needs. A sales- 
man can waste a lot of time show- 
ing a groceryman mechanical 
samples or samples to a cotton 
broker. But when you show Mr. 
Groceryman what this and that 
man in the grocery line is doing 
you have his attention attracted 
right then. A little selling talk on 
results creates desire. Then I try 
to close the sale, stimulating to 
action with a demonstration.” 


Specialties Salesmen for Office 


Specialties Selling 


Note: In the following interest- 
ing article Mr. Markelz expresses 
the belief that, although not 
strictly necessary, factory training 
for specialties salesmen has many 
advantages. He believes that a 
trained and prepared salesman 
can concentrate upon his specialty 
and at the same time successfully 
sell staples. 


ANY manufacturers and deal- 

ers have stressed the need of 
special training for specialty sales- 
men, particularly in this day of 
intensive competition. As a result 
a number of these manufacturers 
have established schools at a cost 
of thousands of dollars and have 
held annual classes so that sales- 
men may go into the field thor- 
oughly equipped with a definite 
knowledge of their products. While 
we believe that factory training is 
not absolutely necessary, it has 
many advantages, some of which 
I am outlining in this article. 


By A. J. Markelz, The Book 
Shop, Joliet, Illinois 
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Mr. Markelz 


In the first place, a factory 
trained salesman gains that most 
precious and necessary trait—con- 


fidence in himself. He knows his 
product better. than most un- 
trained salesmen and can proper- 
ly explain its working and techni- 
cal details to a prospect. This con- 
fidence helps him cut down resist- 
ance when he tells his sales story. 
It gives him a better understand- 
ing of the good points of similar 
products and helps him to empha- 
size the good points of his own. 
Few retail organizations such as 
stationery and office supply stores 
can find substitutes for manufac- 
turers training. They have neither 
the time nor the teachers to pre- 
pare salesmen for the field. And, 
in this connection, we believe few 
salesmen can, through study, pre- 
pare themselves for specialty sell- 
ing as thoroughly as can factory 
instructors. Without this training 
in some form a salesman cannot 
present his product with the as- 
surance of one who has made a 
complete study of the item he at- 
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tempts to sell. Training is hard 
work for which there is no substi- 
tute. And hard work is essential 
in specialty selling. 

Experience has convinced me 
that a factory-trained salesman 
can successfully sell specialties 
and staples. He may be qualified 
to work inside as well as outside. 
If he is this type he is doubly val- 
uable to his company as most re- 
tail stores, due to a number of 
factors, cannot afford to employ a 


salesman to devote his entire time 
to one specialty. 

While I believe in setting aside 
a given period of time in which to 
work with manufacturers’ repre- 
sentatives on a specialty drive, I 
do not think that such a plan will 
pay consistently if continued over 
a long period of time. 

We have found that calling upon 
a specialty salesman for inside 
selling is not a good plan unless 
he has a definite appointment with 
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a customer in the store. There is 
nothing that detracts from a sales- 
man’s ability in one or the other 
of the sales effort as asking him 
to spend part time on the floor and 
part in the field. Working in this 
manner is injurious to both lines 
of endeavor. 

We have only one problem in 
selling specialties and that is to 
keep salesmen working. A simple 
solution we discovered was that of 
setting up an additional incentive 
—reward for hard work. 


Specialties Selling Requires Varied 


ENERALLY speaking the sell- 
ing of specialties in office 
equipment makes it desirable for 
the salesman to have a rather 
varied knowledge of the office rou- 
tine and the practical application 
of his specialty. We have found 
that the type of man who can do 
this wants and is entitled to 
greater compensation than the 
man who deals with staples. 
There are several reasons for 
this, the first being that the spe- 
cialty salesman must often put in 
a great deal of preparatory work. 
He must know and take advantage 
of the fact that while some spe- 
cialties can be sold practically 
from door to door, particularly if 
they are in the moderate price 
class; there are others which can 
be sold only in the particular place 
where certain conditions exist. 
And with this in mind we must 
also remember that a specialty 
salesman requires more time in 
which to locate his prospects. 
Specialty selling is interesting 


Knowledge 


By E. W. Pape, President, 
Adkins Printing Company, 
New Britain, Conn. 





Mr. Pape 


and profitable, and is one worthy 
of discussion and inquiry such as 
the Annual Office Specialties Sec- 
tion of Office Appliances is pro- 


moting. While the selling of spe- 
cialties can hardly be classified as 
a problem, it has several ramifica- 
tions which do not enter into the 
selling of staples. These, of course, 
add to the time required for such 
selling. Location and nature of a 
territory has some effect upon spe- 
cialties selling as, for example, a 
city including large manufactur- 
ing and industrial sections is a 
better field than another city of 
similar size with few or no indus- 
trial centers in its makeup. 

I believe that were we located in 
a large commercial center I would 
employ a specialty salesman for 
each of our specialty lines. Such 
a plan in a city such as New 
Britain is impossible, and the sell- 
ing of specialties at the present 
time is done quite largely by the 
man who also sells staples. 

Under which system we fare 
pretty well but not so well as we 
perhaps would if conditions per- 
mitted specially trained salesmen 
for certain things. 


The Profit in Free Service 


REE service is like Shakes- 

peare’s “Quality of Mercy” in 
that it is twice blessed. The cus- 
tomer who is on the receiving end 
of this type of service has a soft 
spot in his heart for those from 
whom he receives it. He feels that 
he is getting something more than 
what he purchased and so he 
mentally adds a little good will 
and good will is equivalent to prof- 
its in any man’s country. Asa sta- 
tioner with many years experience 


By Herbert Zarley, General 
Office Supply Company, 
Inc., Worcester, Mass. 


in the field, I have found that the 
man who gives any sort of free 
service to his customers learns 
that his business increases propor- 
tionately with the amount of free 
service given. 

As an example of this, I will cite 


the service rendered by my firm 
following the sale of a duplicating 
machine. I do not sell the ma- 
chine, get my money and then 
promptly forget about it. On the 
contrary, I stop in at the custom- 
er’s place of business nearly every 
day for the first two weeks, just 
to see how “things are getting 
along.” From that time on I drop 
in about once every two weeks, not 
to sell supplies but to tighten a 
bolt here and there or clean a lit- 
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tle ink from the drum or perhaps 
straighten a wire. Of course, I 
make no charge for these little 
jobs with the result that I sell 
supplies and plenty of them to my 
customers instead of letting some 
competitor step in and take the 
business away from me. In other 
words, I find that servicing a sale 
is a sure method of keeping com- 
petitors away. 

I believe that free service is the 
greatest advertising to which you 
can subscribe and it has the add- 
ed feature of costing a mere frac- 


The Question of Factory 


FTER many years of experi- 
A ence in the stationery and 
office machine business, I have 
come to the conclusion that fac- 
tory training is not absolutely 
necessary to develop a successful 
specialties salesman. I believe, 
however, that the more knowledge 
a salesman possesses of his prod- 
uct the better job he will do. 

In this connection my reaction 
has been and still is, that most 
companies, particularly those who 
sell typewriters, do not properly 
train their salesmen. The com- 
panies are after production, and 
if the salesman gets it he is a “fine 
fellow.” If he does not, then he is 
a “dub.” I have noticed, however, 
that in recent months at least one 
company has insisted that their 
managers pay more attention to 
the training of juniors and I be- 
lieve that this will unquestionably 
raise the standard of salesmen. 

I think it is unwise to spend time 
and money on factory training for 
new salesmen. I also think, though, 
that if the companies would take 
some of their tried and successful 
salesmen and give them a course 
at the factory, it would have bene- 
ficial results. 

In my judgment the average 
specialties salesman should con- 
fine his efforts to the specialty he 
is hired to sell. The unusual spe- 
cialties salesman may be capable 
of selling lines which tie into his 
main machine. If he can do this, 
he is an ideal specialties salesman. 
I still believe, however, that most 
specialties salesmen do not suc- 
cessfully sell allied items. 


The Range of Sales Activity 

My experience has been mostly 
with typewriters and adding ma- 
chines. In the case of typewriters, 
a properly trained salesman 


tion of what it brings in in dollars 
and cents. It has been my experi- 
ence that it is the surest advertis- 
ing known and I have found that 
we get the business by this method 
in ninety-nine out of a hundred 
cases. When you have done some 
little thing for a customer no mat- 
ter how trivial it may be, he feels 
that you are working for him as 
well as for yourself and you have 
then and there won his good will 
which you could never purchase 
in a newspaper advertisement. 


By R. H. Stockwell, 
Stockwell & Binney, 
San Bernardino, Calif. 


should secure not only the volume 
assigned to him on the standard 
machine, but should also bring in 
repair work, sales for ribbons and 
carbon paper and inspection con- 
tracts. Many typewriter compa- 
nies in the past have expected 
their salesmen to do all this and, 
in addition, to sell a number of 
portable typewriters and copy- 
holders, along with their major 
machines. Lately, however, the 
major typewriter companies have 
taken away from their main line 
salesmen the responsibility of sell- 
ing portables and copyholders. 
Nowadays the sales of portables 
and copyholders are being handled 
by departments which specialize 
on them and, from my observa- 
tion, a better selling job is being 
done by all concerned. 

To return to the question of 
factory training, it is impossible 
for me to indicate what schooling 
by the manufacturers is necessary 
to produce a salesman. Most cer- 
tainly it should include the funda- 
mental principles of salesmanship; 
the laying out of records which a 
salesman should keep, and a sys- 
tematic record of them as well as 
a thorough knowledge of a prod- 
uct. The development of a sales- 
man should also include the ac- 
companying by him of the man- 
ager in actual field work. In other 
words the manager and the new 
salesman should actually work 
and canvass together. Too little of 
this is done. 

I have already indicated that 
the ideal salesman sells staples re- 
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Therefore, the costs of this service 
should be charged to advertising. 

We have found it a good policy 
to not fail to remind the customer 
from time to time that he is re- 
ceiving this free service providing 
the method of jogging his memory 
is not offensive in any way. And 
you may be sure that as long as 
he remembers the fact that he is 
obtaining something over and 
above the item for which he laid 
out his cash, he is going to stick 
to you and to the establishment 
which you represent. 


Training 


lated to his specialty line, but in- 
asmuch as most of us are ordinary 
salesmen, I am of the opinion that 
if we do a good job and make our 
quotas on our main specialty line 
we have “filled the bill.” The sell- 
ing of staples as well as the spe- 
cialties, however, is a goal which 
every salesman should strive to 
reach. 
Outside and Inside Selling 

The manner in which a sales- 
man divides his time between the 
outside and the inside is one en- 
tirely dependent upon local condi- 
tions. Under ordinary circum- 
stances I would say that it is far 
better to have the outside man de- 
vote his entire time to the outside 
job and the inside salesman to 
spend all of his time taking care 
of customers who come to the 
store. While it is true that many 
of the principles involved are used 
by both types of salesmen, there 
still is considerable difference in 
the manner in which a sale is 
handled in the store and in the 
outside territory. 

At this time there occurs to me 
only one outstanding specialties 
sales problem. That is, of course, 
the securing of salesmen. This is 
trite, I know. Everybody has ex- 
actly the same problem and prob- 
ably always will have. Speaking 
for ourselves, we have tried to 
solve it by selecting young men 
who appeared to be of the sales- 
man type and by giving them the 
best training we could. Sometimes 
we have succeeded—often we have 
failed. We believe, though, that we 
succeed more often by taking 
young men who have had little or 
no previous training than by try- 
ing to obtain an experienced man. 
Incidentally, the young chap does 
not know enough not to give a 
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good, honest day’s work, while a 
lot of the more experienced men 
have forgotten what constitutes 


an honest day’s work. Again, this 
is only a generalization. There 
are thousands of good, hard work- 
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ing experienced old timers who 
are the backbone of every com- 


pany. 


Specialties Bring Additional Profitable 


| HAS been our experience that 
specialized sales effort, special- 
ties selling if the phrase is prefer- 
red, generally results in additional 
profitable business. This addi- 
tional business is not always di- 
rectly traceable to the specialty, 
but many an order has been book- 
ed after the ice was broken 
through the presentation of some 
gadget or mechanical device. 
When a salesman makes a cold 
canvass call, he must have some- 
thing to create interest. A special- 
ty, or even a novelty, serves admir- 
ably. If the device has intrinsic 
merit and offers in use a saving 
of time or an increase in efficiency, 
it is ideal. 

The time has come, is past due 
in fact, to stress quality in sales 
activity and relegate the price ap- 
peal to its proper place of obscu- 
rity. The standard of selling 
should be raised. In our sales 
meetings, we constantly refer to 
the following three ways to in- 
crease volume: 1. Find new cus- 
tomers. 2. Sell old customers addi- 
tional merchandise. 3. Adhere ge- 
nerally to the policy of pushing 
the higher priced merchandise. 

Sucessfully pursuing the third 
method involves application of 
specialties selling technique. It 
requires a special knowledge of 
the product and its points of 
functional superiority; it demands 
a special sales effort; it earns a 
special reward, both for the sales- 
man and the dealer. 

Specialties Handling 


Depending on how it is handled, 
every item in a commercial sta- 
tioner’s stock is potentially a spe- 
cialty. Obviously, it would be im- 
practical to apply specialties sell- 
ing methods to most so-called sta- 
ple products. Yet it could be done. 
The point is that the characteris- 
tics of a specialty are not so much 
inherent in the product itself as in 
the manner in which it is sold. 

One of the identifying features 
of the ideal specialties sales pro- 
cedure is assigning of a trained 
salesman to specialize upon a sin- 


Business 


By G. O. Stevens of Stevens- 
Maloney & Company, 
Chicago, Illinois 





Mr. Stevens 


gle product or a line of closely 
related products. Failures in such 
a system do not mean that the 
system is at fault, but rather that 
the right person was not found for 
the job. 

During recent months we have 
developed additional business in 
stencils for rotary duplicating ma- 
chines by putting into operation 
specialties sales methods. Study 
of the product and its applications 
paid dividends. Similarly, visible 
index systems, both binder and ca- 
binet types, receive close study, 
with our men constantly alert for 
possible installations. 


The Value of Special Training 


An interesting application of 
specialties training concerns steel 
equipment. We are agents for a 
well known line of steel office fur- 
niture and filing equipment. Our 
men thought that they were quite 
well supplied with information 
about this manufacturer’s prod- 
ucts. Our volume of business with 
the line was fair. Everybody 
seemed to be satisfied. One day 
the local branch of the manufac- 
turer announced a sales training 
school. Although it seemed hard- 
ly necessary, our men attended the 
sessions and within a short time 
became truly “steel-minded,” a 


condition that was reflected in a 
steadily increasing volume in our 
steel office equipment business. 

Another specialties selling effort 
we found successful was providing 
special record forms for use by 
Masonic orders. Special forms for 
records of agents renting apart- 
ments and business properties also 
brought additional profitable bu- 
siness. 


Social Security Records 


What has been perhaps our 
most conspicuous success in spe- 
cialized sales effort, is concerned 
with forms for records required by 
the Social Security Act. Because 
supplying certain data as to em- 
ployees is mandatory, every busi- 
ness firm employing eight or more 
people must keep certain employ- 
ment records. The situation was 
replete with profit opportunities. 
Our first step was to obtain a lot 
of 2500 of the larger business firms 
in the Chicago area without re- 
gard to their being or not being on 
our regular customer or prospect 
lists. These we circularized, with 
a ten per cent response asking for 
a salesman to call. Thus far, and 
the end is no where in sight, we 
have made forty installations. An 
interesting and significant thing 
is that most of the installations 
were made for new customers. 
Again, additional profitable busi- 
ness developed by a specialties ap- 
proach to a sales opportunity. 


Window Display Appeal 


It has been our experience that 
in the matter of window displays 
the featuring of a specialties item 
which appeals to the individual for 
his own use brings the greatest 
immediate return. Of course, the 
same is true of displays of general 
or staple products because it is 
generally the showing of products 
that the window gazer can use 
himself which result in an imme- 
diate purchasing action upon his 
part. Machines or equipment for 
general use in an office, particu- 
larly those in the higher price 
brackets, generally have the deci- 
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sion to purchase preceded by a 
relatively long period of considera- 
tion. The cumulative effect of 
this type of display is difficult to 
guage but we are sure that many 


of our sales were at least partially 
attributed to displays. 

An important value feature of 
our window displays has been the 
getting into our store of new custo- 
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mers. Once having established a 
contact, naturally we do our best 
to follow up appropriately in an 
attempt to establish another regu- 
lar customer. 


Profitable Turn-Over in Trade-Ins 


S OUR “Business Men’s De- 

partment Store” phrase indi- 
cates our selling methods are more 
or less similar to those generally 
employed by other retailers in the 
field. 

The furniture and office ma- 
chine departments have opened up 
a sort of subsidiary division of our 
business which has proven quite 
profitable and upon which we 
have “specialized” for some time. 

The rebuilding of machines and 
the refinishing of furniture traded 
in on our many transactions 
among the many lines about 
which is built the business of our 
“Business Men's Department 
Store” are several “specialties,” 
chief of which are the A. B. Dick 
Mimeograph and the L. C. Smith- 
Corona Typewriter, for each of 
which we have the franchise in 
our territory. 

Office furniture is another im- 
portant factor in our business 
which embraces a rather extensive 
office requirement. 

Realizing that a good profit ex- 
isted on this rebuilt machine and 
furniture, some time ago we made 
preparations calculated to take 
advantage of such a situation. To 
begin with we built a typewriter 
and Mimeograph repair depart- 
ment in the basement of our es- 
tablishment. This department was 


By A. G. Preston, President, 
Utica Office Supply Com- 
pany, Inc., Utica, N. Y. 
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so equipped that we are able to 
do a very good job of repairing 
and putting in order. A great 
number of used machines are ob- 
tained by us from bankrupt con- 
cerns, over-supplied firms and per- 
sons going out of business. On 
these we do a thorough overhaul 
job and then base our resale price 
on a fair basis considering the 
market. 

On office furniture which we 
purchase or take in on trade-ins 
towards new equipment which we 
sell we also do a thorough renew- 


ing job. All this equipment is first 
entirely scraped and then refin- 
ished. For this purpose we have 
a furniture refinisher of many 
years experience who is glad to 
some into our place and do this 
work at a nominal charge. 

Of course our furniture refinish- 
ing department is equal to the 
machine repair department in 
equipment. There we can go to 
work on a piece of furniture in 
medium, or even poor, condition 
and eventually turn out a service- 
able and attractive desk or table 
which, we find, is readily accepted 
by the trade at a good and profit- 
able price. 

As an example of this we recent- 
ly took in forty old and worn desks 
and chairs which were trade-ins 
on a similar number of new Shaw- 
Walker chairs and steel desks 
which we installed in one depart- 
ment of a local organization. This 
old furniture was completely 
scraped and refinished and it 
moved out rapidly at prices which 
showed us a high average gross 
profit. 

We also find that there exists a 
very sizeable demand for this used 
furniture. So much so in fact that 
our sales force, which of course 
sells new machines and furniture, 
needs no prompting to handle 
these used lines. 


The Place of Office Specialties 
in the Stationery Store 


FFICE specialties, those util- 

ities which in use provide op- 
portunity for saving of time, in- 
creasing efficiency and reducing 
the amount of effort needed to ac- 
complish a certain task, have be- 
come established as permanent 
features of commercial stationers’ 
stocks. In every business locality, 
the stationer’s shingle is embel- 
lished with some such slogans as 
“Everything for the office,” “If it 
is used in an office, we have it,” 
“Complete office outfitters,” etc. 


Engendered by aggressive mis- 
sionery work by office equipment 
dealers, is the now wide-spread 
desire for efficiency in handling 
the daily functions of business. 
Manufacturers lead the way with 
presentation of new equipment, 
improved models, suggested sys- 
tems; the alert dealer, taking ful- 
lest advantage of his activity as a 
retailer, serves as the distribution 
medium. 

The field for specialties is grow- 
ing. Where, at one time, only the 


largest business establishments 
found it wise to invest in time and 
labor saving devices, today prac- 
tically every type of business uses 
specialties in one form or another. 
And it is reasonable to suppose 
that still more specialty machines 
and devices will be built and still 
more uses and users found for 
them. 

Increasing volume with profit is 
a basic objective of every mer- 
chandising organization. Of the 
five possible ways to increase busi- 
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ness—(1) Make customers of new 
business enterprizes, (2) Take care 
of increased requirements which 
arise from the expansion of exist- 
ing enterprizes, (3) Sell replace- 
ments due to obsolescense, (4) De- 
velop certain business in the home 
and (5) Sell existing establish- 
ments new devices or systems, or 
improved types of equipment to 
facilitate the handling of their 
business—the latter is the one in 
which is resident the opportunity 
for office specialties sales. The 
specialty salesman cannot always 
offer a new device or system, but 
study of the individual accounts 
in his territory will often bring 
forth new ways in which his lines 
may serve. Intensive work has, 
and will continue to bring, a fine 
reward. 
Exclusive Dealership 

While many articles that may be 
classed as specialties are sold by 
several dealers within a single 
trading territory, a wide variety of 
items are available on an exclusive 
distributorship basis. This method 
of distribution is most agreeable to 
the individual dealer because it 
makes him the sole source of a 
particular product in his territory 
and assures him the full benefit 


from all the efforts put behind it. 

Although an exclusive dealer- 
ship has unquestioned advantages, 
the sale of a specialty by several 
other dealers in his territory is by 
no means a bar to the handling of 
that specialty on a profitable basis. 
Cooperative efforts among a group 
of dealers can be highly success- 
ful. By agreeing upon certain 
standards of practice and by 
friendly. exchange and coordina- 
tion of ideas such a group can ac- 
complish much in promoting busi- 
ness in general. ' 

Dealer Determines His Own 

Success 

Ultimately, of course, the in- 
dividual dealer determines for 
himself the degree of success that 
he enjoys. Merchandising office 
specialties on an aggressive but 
sound basis increases the volume 
of the business, fills out the val- 
leys between the sales peaks that 
occur throughout the year and 
aids in holding the attention and 
interest of the dealer’s trade. Be- 
sides, specialties often lead to con- 
tacts and open new avenues of 
profit that might not otherwise be 
realized. There are also many 
specialties that require constant 
supplies and thus create a steady 
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and profitable market. A good 
line of specialties is a distinct aid 
to the sales force, because through 
these products a variety of appeals 
are provided with which to ap- 
proach customers. 

As in any line of endeavor, suc- 
cess in handling specialties cannot 
be achieved without studying the 
new devices which come upon the 
market from time to time. Nat- 
urally not all new devices are ap- 
plicable to every business. Much 
depends upon the extent and the 
character of the market which the 
dealer reaches. It is likely, never- 
theless, that the greater number 
of new things which are offered 
from time to time will find profit- 
able outlet through almost every 
enterprizing dealer. To keep 
posted on the new things is highiy 
important. Their study will richly 
reward the student who will find 
himself almost unconsciously an- 
alyzing the machine or device of- 
fered with reference to the pros- 
pects and the probable sales. He 
will also take into consideration 
the cost of handling the line, the 
profit per sale, what training he 
must give his salesmen, what 
manner of service he can give his 
customers, etc. 


The advertisements of the following manufacturers of office specialties appear in this issue on 
the pages indicated. Though all the companies produce specialties, some do not refer to them 


in their advertising this month. 
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Using Vacant Offices for 


Furniture Displays 


HE best place in which to sell 

office furniture is in the of- 
fices which new tenants are going 
to rent. That is the thought be- 
hind an unusual display program 
that has brought the Field-Parker 
Company of El Paso, Texas, and 
Phoenix, Arizona, a large volume 
of extra office equipment business 
in the last few years. 

The Field-Parker Company, one 
of the leading office equipment 
houses in the Southwest, has its 
headquarters in El Paso’s largest 
office building—the Bassett Tower, 
which, like many other office 
buildings, has had a number of va- 
cant offices in the last few years. 
The chiefs of the Field-Parker 
Company convinced the building 
management that it would be a 
good idea to furnish some of the 
vacant offices as a means of sell- 
ing more furniture and renting 
more space. The building manage- 
ment was not slow to grasp the 
idea, and the arrangement worked 
so well that it has been in use for 
several years. It is said that the 
plan has helped to increase office 
furniture sales by thirty per cent 
in the last year. 

At one time the office equipment 
house had complete sets of office 
furniture in ten or a dozen rooms 
at the same time. While improv- 
ing conditions have materially re- 
duced the vacancy average, the 
company is still able to keep three 
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or four sets of furniture on display 
in unused offices most of the time. 

When a prospective tenant is 
taken to a furnished office, his first 
remark almost always is “Why, 
this room must be occupied.” 
Whereupon the building manager 
comes back with some effective 
suggestion such as, “No, this fur- 
niture is loaned to us by the Field- 
Parker Company downstairs. They 
very kindly gave us the use of this 
merchandise so we could show 
prospective tenants how nicely 
these rooms will furnish up. We 
realize that it is hard for a man 
to tell how his furniture will look 
in a vacant room. Of course, if 
you like, you can buy the complete 
furnishings as they stand.” 

While the explanation is used 
to lead up to the suggestion about 
purchasing furniture, it is a fact 
that furnished rooms are much 
more easily rented than bare ones. 
A fair percentage of the new ten- 
ants never move their old furni- 
ture into a new office. When they 
see what an attractive appearance 
the office presents under the cur- 
rent arrangements, many cannot 
bring themselves to move in old 
furniture. Nearly everybody who 
rents an office and sees it fur- 
nished even with borrowed equip- 
ment will visit the Field-Parker 


store to inquire about prices. If 
the merchandise shown in a room 
is too expensive for the tenant’s 
purse there is still a good chance 
to sell him something else. 

Most of the inquiries coming in 
this way produce prospects which 
would not otherwise be available. 
When prospective tenants do not 
come into the store, the building 
management supplies the Field- 
Parker Company with a list of 
names and addresses which the 
latter firm use for outside calls. 
Of course, the office equipment 
house reciprocates by making 
every effort to get the prospects to 
rent an office in the Bassett build- 
ing. However, if they go some- 
where else, the company still has a 
chance to sell them. Even if the 
prospect refuses to give his name 
to the building management, he 
has nevertheless seen the furni- 
ture, has been impressed by it, and 
the probabilities are that when he 
is in the market, he will come in 
to examine the Field-Parker stock. 

Attractive Furniture Shown 

Care is taken to make the room 
display bright and attractive. 
Only the best merchandise is 
shown regardless of price, the idea 
being to create a desire for new 
furniture. If the price is too high, 
the company can easily provide 
prospects with something less ex- 
pensive. 

There is plenty of variety. Each 
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office is furnished differently from 
the others—in harmony with the 
individual setting of the room. 


Some offices are furnished for pro- 


fessional men, such as doctors, 
dentists and lawyers, and others 
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for business men. Every class of 
buyer is covered in one grouping 
or another.—BS 


Replacement and Modernization 


"i HERE is no depression on de- 
preciation and that is one 
main reason why our sales of office 
furniture have been steadily in- 
creasing for the past year,” said 
Mrs. Herbert L. Farkas, of the Her- 
bert L. Farkas Company, 31-33 
Springfield avenue, Newark, N. J. 
“We are making many replace- 
ment sales in offices where the 
management can no longer carry 
on with the old equipment because 
depreciation has taken its toll. 
Undoubtedly, a similar condition 
exists all over the country and we 
in the office furniture business can 
look forward to brighter sales 
prospects from now on, thanks to 
‘Old Man Depreciation.’ We esti- 
mate that in our territory more 
than sixty per cent of the offices 
need replacements and in many 
cases, even if the occupants wished 
to delay purchases, it is not likely 
that they can hold off much longer 
because the furniture and equip- 
ment is too far gone. This condi- 
tion did not exist during the boom 
days because industrial concerns, 
commercial houses and profes- 
sional people replaced their office 
equipment long before it had gone 
as far as it has gone today. Then 
came the stock market crash and 
most purchases were curtailed. 
We were told that ‘When times get 
better we will buy,’ and in many 
cases we would be still getting this 
objection if it weren’t that depre- 
ciation and obsolescence are con- 
tinually working for the dealer in 
office furniture and equipment. 
We lose no opportunity to capital- 
ize the fertile replacement field 
that depreciation has cultivated 
during the past slack years. We 
are contacting old and new pros- 
pects and talking replacements 
with profitable results. 


Modernization a Strong Sales 
Factor 


“Modernization is another 
strong selling factor with us today. 
The country is becoming moderni- 
zation-conscious through the wide 
publicity being given renovation 
by the FHA, the banks and manu- 
facturers of home remodeling ma- 


Sales 
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terials. A householder who is hav- 
ing his home modernized is more 
likely to be conscious of old-fash- 
ioned office trappings and replace 
them with modern ones. This is 
particularly true with professional 
people where their offices are con- 
tinually being visited by clients 
and patients who are also mod- 
ernization-conscious. We are do- 
ing quite some modernizing of pro- 
fessional offices. Of course, we will 
admit that unit sales today are 
not as high as they were in pros- 
perity times. Where we formerly 
sold a $500 outfit, it is now around 
$300. Nevertheless, our replace- 
ment sales are profitable. 

“We have also made some prof- 
itable installations in public of- 
fices, such as fire departments and 
court houses. Many of these places 
are badly in need of replacements 
and the business can be gotten if 
gone after energetically. 

“Photographs are an excellent 
selling aid in closing sales for us. 
We have our best installations 
photographed and many prospects, 
when they compare these photo- 


graphs with their obsolete and 
worn-out furniture, take kindly 
to our suggestion that it is time to 
replace and modernize. We also 
show prospects photographs of our 
own showroom displays so that 
they may see that we have a wide 
assortment for selection. We agree 
with the old Chinese proverb that 
‘One picture is worth a thousand 
words.’ 


Display Room Should Be 
Up-to-Date 


“Incidentally, the office furni- 
ture dealer’s showroom should be 
as modern as his sales talks. Mod- 
ernization, like charity, begins at 
home. Well lighted and painted 
interiors, combined with the latest 
in office furniture, help build re- 
placement and modernization 
sales. If the office furniture dealer 
doesn’t practice what he preaches 
by putting eye appeal in his own 
showroom displays, he cannot ex- 
pect to build maximum replace- 
ment and modernization sales.” 

We show here a photograph of 
part of the interior of the Herbert 
L. Farkas Company showroom. It 
is one of the best looking show- 
rooms in the East. The company 
has been at this location for four- 
teen years. 





A View of the Attractive Show Room of Herbert L. Farkas Company, Newark, N. J. 








N ONE side of a narrow store 

into which the Herkert Type- 
writer Exchange of Boulder, Colo., 
recently moved is a blank wall. 
Harry Herkert has ingeniously 
converted this into a surprisingly 
effective selling space with five 
display panels. 

“I puzzled a long time over that 
wall,” said Mr. Herkert, “for the 
store was too narrow to permit the 
use of cabinets and shelves with- 
out inconvenient results. Out of 
my experience in selling office 
equipment and supplies, no prin- 
ciple stands forth more clearly 
than that open display sells goods. 
So I started to develop a display 
scheme for the wall.” 

What this dealer has arrived at 
is a series of five panels bordered 
and separated by woodwork in 
dark oak finish. The bottom of 
the panel is three feet seven inches 
from the floor, while the display 
space is approximately four feet 
square. The background of the 
display is metallic paper, flashing 
and colorful. The color series, at 
present starting at the front of the 
store, is deep blue, silver, gold and 
green. Displays are changed often. 
A typical assortment begins on a 
panel nearest the door, holding 
clipboards and stenographers’ note 
books. On the next panel are two 
dozen typewriter ribbon boxes, 


N Office Appliances for March, 
1934, appeared several most ex- 
cellent articles on the history of 
carbon papers and typewriter rib- 
bons. In these, however, there was 
a failure to mention one manufac- 
turer of the earlier days; one 
whose labors had much to do with 
the perfecting of machines and 
processes and who gave great aid 
to those who were struggling to 
convince the skeptical public that 
the “writing machine” was, in a 
great measure, destined to replace 
pen and ink. This writer had and 
has no interest in him or his com- 
pany, aside from desiring to have 
his labors recognized and be sure 
that he has a place among those 
who pioneered this helpful indus- 
try. He has been on the other 
side for many years now, but it 
does seem, for the completion of 
the record you have made, that 
something concerning him should 
be added. 
Contributor to Typewriter Success 
Deserves Recognition 
Anyone who, in those rather an- 
cient days, did anything to bring 


Wall Panel Displays 
and Other Ideas 


Thought and Planning Devoted 
to Showing Goods Builds Sales 
for Boulder, Colorado, Concern 


empty, fashioned in an attention- 
getting pattern. On the third 
panel we place eight carbon paper 
boxes. These are shown in con- 
nection with the ribbon display of 
the nationally advertised brands 
which Herkert features. The next 
panel has a mechanical pencil dis- 
play and the final one is devoted 
to dealer helps in advertising type- 
writers. 

Another useful promotional idea 
is a window valance with block 
raised letter effects using a silver 
and black combination. 

The valance for the front win- 
dow is eighty-one inches long and 
eighteen inches high, cut to fit the 
space. It is of wall board chosen 
in preference to wood because it 
will not warp so readily. This is 
painted a deep black. Arranged 
lengthwise of it are silver block 
letters five inches high, made of 
soft pine. The style of the letter- 


Completing the 
Record 


By Lucian S. Wilson 


success to the typewriter, deserves 
a monument. He has one but 
should have another, one far out- 
Side the regulation, fenced-in, 
green-swarded hillside; a living 
monument to an “old timer” in 
the industry for consider that the 
typewriter, through the years, has 
made possible the emancipation 
of countless young women, being 
one of the first, if not the first, 
instrument to show them the 
profitable way out into the busi- 
ness world and to go forward 
really on their own. 

The typewriter without its rib- 
bon and carbon paper, is as useless 
in results obtained, as a fire en- 
gine without water and hose. The 
engine can work and make a bluff, 
but the fire burns on. The type- 


ing is according to the popular 
taste of the moment. In each cor- 
ner of the valance in modernistic 
effect are three half-rounds 
painted in silver. 

The side entrance window of the 
store has for a valance the word- 
ing “Office Supplies and Her- 
kert’s.” This particular entrance 
window can be seen from the 
street corner thirty feet distant. 

“As the name of my business 
suggests,” Mr. Herkert remarked, 
“typewriters are our main line, but 
we are very much interested in 
building up sales of office supplies. 
I have ascertained the correct win- 
dow display policies for my store, 
and they begin by recognizing the 
principle that in order to get drop- 
in patronage for many miscel- 
laneous items, we must display 
them. So we put a lot of mer- 
chandise in the window, actually 
crowd it. 

“New items, colorful merchan- 
dise, we place to draw attention. 
We like to use motion displays 
supplied by manufacturers. Usu- 
ally, we have a row of typewriters 
at the extreme back of the win- 
dow, at an elevation, so that our 
main line is always promoted. 

“I expect my window to bring 
customers constantly into the 
store. It is the chief system I have 
for getting new customers.”—BS 


writer without these supplies, its 
life savers, can work perfectly, 
mechanically, but the result will 
be only a pitted platen and there 
will be no letters mailed. 

Well, back in 1874—sixty-one 
years ago—the typewriter came 
along and had to have its ribbon 
or connecting link. To be sure, it 
had one—but what a link; hardly 
an impression in dry weather, a 
smeary, blotty one in wet and a 
poor one in any kind of weather. 
Some years were to elapse before 
a better ribbon was to come upon 
the field, but a man was experi- 
menting in a small way, and this 
work was being done in Rochester, 
N. Y.—then the Flour City, now 
the Flower City. 


A. P. Little 

He was Adelbert P. Little, born 
in Rega, N. Y., October 13, 1847; 
died in Rochester, January 4, 1921; 
aged seventy-three. The son ofa 
Yankee farmer, Mr. Little at- 
tended the rural and high schools, 
the University of Rochester, where 
he won the degree of Master of 
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Arts and later followed with a post 
graduate course in law. 

Shorthand—stenography now— 
he had mastered as a college side 
line, and he entered the field of 
court reporting, reaching in the 
early ’80s the position of official 
stenographer in the Supreme 
Court of the state. No machines 
were used for the transcription of 
his notes for two or three years. 
Then two Remington machines 
were purchased, but the work 
coming from the ribbons with 
which they were supplied was not 
in keeping with Mr. Little’s high 
standard and he found the market 
afforded nothing better. This con- 
dition fixed his determination to 
produce a better ribbon. 

The first kitchen - woodshed 
“plant” of A. P. Little, the out- 
growth of this idea, was destined 
to grow into one of the most im- 
portant in the industry, especially 
so in the earlier days of the type- 
writer. It was not until 1885 that 
he succeeded in perfecting a rib- 
bon that met his ideal and pro- 
duced a really good impression. 


A LL business sign-posts point to 
a good year in 1936, a year of 
particularly greater opportunity to 
those engaged in the typewriter 
business and especially to dealers 
with the ambition to capitalize 
present steadily improving condi- 
tions. Obviously the opportunity 
to get more business and to earn 
greater profits is here. We are now 
in a new era of business develop- 
ment. This is the psychological 
time to begin a vigorous move for- 
ward that will enable every dealer 
to participate to the fullest extent 
in the extraordinary opportunities 
presenting themselves. 

An infinite amount of obsolete 
and worn-out equipment must be 
replaced. No dealer can partici- 
pate in the process if he fails to 
adequately equip himself to do so. 
A depleted stock won’t do it. The 
attempt to sell inferior merchan- 
dise won’t do it. For the dealer to 
buy after he obtains orders won’t 
do it. 

The buyer today has completely 
changed in viewpoint. Where price 
was formerly the chief factor, 
price today is secondary and qual- 
ity and reputation come first. Nor 
will a normal volume of business 
give the dealer the same margin of 
profit he used to enjoy. Higher 
taxes, increased costs of materials, 
advanced wage scales, all make 
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Only a short time thereafter, he 
gave to the office world an excel- 
lent carbon paper and he was then 
more than on his way. 

In the “Boyhood Days” of the 

Industry 

Those whose memory covers the 
“boyhood days” of the industry 
will recall his “Cob Web Carbon” a 
very thin sheet, with pin hole per- 
forations. There is a story in the 
trade that when this “pin hole” 


The Outlook 


By Marcus Harwitz, General 
Manager, Regal Typewriter 
Company, New York, N. Y. 


among other elements substantial 
contribution to the increased cost 
of doing business. Therefore, the 
dealer must revise to a certain ex- 
tent his operations to conform 
with present conditions. 

He will have to stock the kind 
of typewriters that represent good 
value to the customer and will 
bring him back to the dealer again 
and again, which is insurance for 
continuing in business, and must 
not attempt to sell obsolete type- 
writers, worn-out typewriters or 
typewriters of inferior quality. 

During the previous year, too 
many dealers lost business because 
the merchandise was not in stock 
when the opportunity arrived. The 
day of ordering “one only” is over. 
The Regal Typewriter Company 
has just closed the biggest year in 
its history and we were compelled 
to back-order thousands of ma- 
chines, only partially filling many 
orders, because dealers so fre- 
quently waited to the last moment 
to place orders. The delay meant 
lost sales by dealers with the ac- 
companying profits that could 
have been obtained. And yet, dur- 
ing the off-season, we did every- 
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tissue arrived, Mr. Little refused it 
as defective, but the manufactur- 
ers would not permit its return. 
So some of the stock was coated 
and it proved to be such a superior 
sheet that he advertised it widely 
and with ever increasing demand. 
When the first shipment was ex- 
hausted he experienced great dif- 
ficulty in obtaining additional 
stock showing this “defect” of pin 
holes. 

He built the first ribbon and car- 
bon machines and for a consider- 
able period supplied a large por- 
tion of these articles for the type- 
writers then in use, including the 
Remington Typewriter Company. 

Mr. Little, during his successful 
manufacturing days, was vice- 
president and part owner of the 
Rochester Baseball Club of the 
International League and presi- 
dent of the Mechanics Savings 
Bank of Rochester. 


Mr. Little’s motto was Multum 
in Parvo—Much in “Little.” He 
was a consistent advertiser and 
the company today follows his ex- 
ample. 


thing humanly possible to assist 
dealers to anticipate the bigger 
business in the offing and to carry 
sufficient stock so that when the 
season did arrive they would be 
prepared. 

From the viewpoints expressed 
by many successful merchants in 
various parts of the country, the 
consensus of opinion is, that those 
fundamentals always necessary to 
a profitable dealership, are now 
more pronounced than ever. The 
dealer who possesses a clean, good- 
looking store, well stocked with 
quality merchandise, has the 
greatest opportunity he has had 
in years to do a record-breaking 
business. Speaking specifically, 
this is possible because along with 
decidedly improved general busi- 
ness conditions, the dealer is to- 
day able to obtain a rebuilt type- 
writer of such high and outstand- 
ing quality that he can unhesi- 
tatingly compete with the new 
machine with the added advan- 
tage of the saving he can render 
his customer. In evidence of this 
truth more dealers sold more 
Regals in 1935 than in any year 
in the history of our company. 
And 1936 looks like another rec- 
ord-breaker which it will be for 
dealers as well if all the available 
opportunities are utilized to their 
fullest extent. 








58 


Two New “Loose Leaf” 


Organizations 


“Loose Leaf,” One of the Most Important Factors in the Development and 

Expansion of the Stationery Business; Which with the Carbon Copying System 

and Its Attendant, Vertical Filing, Changed the Nature and Technique 
of Stationery Retailing, Now Receiving Lively Consideration 


The reports of the two organizations presented in the order of their receipt in this office.) 


PPARENTLY taking a leaf 

from the note books of the 
ribbon and carbon manufacturers, 
the wood lead pencil manufactur- 
ers, expanding and specialty en- 
velope manufacturers and steel 
furniture manufacturers, the ma- 
jority of the leading manufactur- 
ers of complete lines of loose leaf 
and blank books—that is, lines 
which embrace both what is 
known as “heavy” and “light” 
books—have formed the Loose 
Leaf and Blank Book Institute, 
Inc. 

The “Institute” was organized in 
New York on November 19 as the 
result of a meeting of several 
representative loose leaf and 
blank book manufacturers held at 
the Commodore hotel on the pre- 
ceding day. Its membership, to 
which all other manufacturers in 
the industry have been invited, 
starts with the following compan- 
ies: Hall & McChesney, Syracuse, 


Under date of December 13, the 
National Stationers Association 
headquarters at Washington, is- 
sued a press release announcing 
the formation of the “Loose Leaf 
and Blank Book Trade Manufac- 
turers and Distributors Council.” 
Of the new organization, Charles 
P. Garvin, secretary and general 
manager of N. S. A. is general 
chairman. The manufacturers are 
represented by Guy Hamlin, Mc- 
Millan Book Company, Syracuse, 
N. Y.; George Link, Boorum & 
Pease Company, New York, N. Y.; 
Claude Conger, Trussell Manufac- 
turing Company, Poughkeepsie, N. 
Y., and Donald McChesney, Hall & 
McChesney, Syracuse, N. Y. The 
representatives of the dealers are 
A. J. Walker, Farnham Stationery 
& School Supply Company, Min- 
neapolis; J. G. Kaufman, Lucas 
Brothers, Baltimore; S. B. Groom, 
Thomas Groom & Company, Bos- 


“Institute, Inc.” 


N. Y.; National Blank Book Com- 
pany, Holyoke, Mass.; Stationers 
Loose Leaf Company, Milwaukee, 
Wisc.; S. E. & M. Vernon, Inc., New 
York, N. Y. and Wilson-Jones 
Company, Chicago. 

The board of directors consists 
of Benjamin Kulp, chairman; 
Adolph G. Lotter, Murray Vernon, 
Richard P. Towne and Donald S. 
McChesney. 

The officers elected by the board 
are: President, Murray Vernon, 
vice-president S. E. & M. Vernon, 
Inc.; vice-president, Richard P. 
Towne, assistant treasurer, Na- 
tional Blank Book Company and 
Harrie E. Copeland, eastern sales 
manager and vice-president, Wil- 
son-Jones Company. 

Like the other institutes in the 
field, the organization may be pre- 
sumed to have no effect upon the 
manufacturers’ memberships and 
participation in the activities of 


ton; Woodson P. Waddy, Everett 
Waddey Company, Richmond, Va. 
and W. E. Stockett, Jr., Stockett- 
Fiske Company, Washington. The 
personnel of the dealers’ represen- 
tation is the same as the distrib- 
utors’ committee on loose leaf and 
blank books appointed by Presi- 
dent Bristoll of N. S. A. shortly 
after the Kansas City Convention. 

The new “Council” is the out- 
growth of a meeting held at the 
Commodore hotel, New York, on 
November 18 and called by Mr. 
Garvin. Of the manufacturers’ di- 
vision in that meeting, Guy Ham- 
lin was made chairman. Two weeks 
later, on December 2, Mr. Hamlin 
appointed a committee to formu- 
late plans for definite cooperation 
between the trade manufacturers 
and the distributors. That com- 
mittee is identical in personnel 
with the representatives of the 
manufacturers mentioned above. 


the National Stationers Associa- 
tion. The “Institute” being an or- 
ganization for collective consider- 
ation and action upon matters in 
which the manufacturers have 
mutual interest. 

The new organization makes the 
sixth institute in the industry. The 
four mentioned in the outset and 
the Office Equipment Manufactur- 
ers Institute which was the first 
to be formed, membership of 
which is composed principally of 
the manufacturers of office ma- 
chines. 

Aside from the Institutes, how- 
ever, there are other manufactur- 
ers’ organizations in the field, 
among whom are National Asso- 
ciation of Manufacturers of Wood 
Desks and Tables, International 
Stamp Manufacturers Association, 
Safe Manufacturers National As- 
sociation and Writing Paper Man- 
ufacturers Association. 


At the November 18 meeting the 
following resolution was adopted: 

“The —_—————— Company will 
be pleased to notify your commit- 
tee through you of all major 
changes in our merchandising 
plans. Furthermore, we will give 
to your committee individually or 
through you an opportunity to ex- 
press themselves fully and freely 
on any such proposed changes, all 
to the end that any such changes 
will promote rather than destroy 
the business of our customers and 
the confidence of the ultimate con- 
sumer in the stability of our in- 
dustry.” 

On December 2, Mr. Garvin, act- 
ing as chairman of the joint com- 
mittee after conference with mem- 
bers of the two committees, sub- 
mitted the following resolution for 
action: 

“WHEREAS the loose leaf and 
blank book industry has found in 
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the commercial stationer a type of 
outlet peculiarly suited to the mer- 
chandising of this commodity and 

“WHEREAS the manufacturers 
of this commodity who depend 
primarily upon the Commercial 
Stationer for their distribution 
are necessarily interested in 
strengthening that outlet and 

“WHEREAS it is extremely de- 
sirable that a combination of 
dealer and manufacturer thought 
be directed toward the solution of 
the distribution problems that 
confront the industry and 

“WHEREAS the same combina- 
tion of thought directed toward 
the formulation of acceptable 
principles of distribution affecting 
the manufacturer and the dealer 
will result in a more orderly meth- 
od of distribution and a more com- 
mon knowledge of the things that 
are necessary for the strengthen- 
ing of the distributors and trade 
manufacturers, 

“THEREFORE BE IT RESOLVED 
that the Loose Leaf and Blank 
Book Trade Manufacturers and 
Distributors Council now stands 
organized; that the members of 


The story of the introduction 
and establishment of the loose leaf 
system of accounting is not only 
one of the most interesting chap- 
ters in the history of the station- 
ery business, it teems with ro- 
mance. It was the most drama- 
tized product in the commercial 
Stationery store. It was attended 
with much rivalry of mechanisms. 
With frequent patent litigation. 
With constant changes through 
improvements in both sheets and 
binders. With new forms for gen- 
eral usage and special forms for 
specific purpose. With new adap- 
tations for business of every na- 
ture. With a changing variety of 
punchings, to ensure the sale of 
certain sheets for certain binders. 
With new models appearing in 
rapid succession. Troubles aplenty 
through a long period of rapid ev- 
olutions. A hectic condition grad- 
ually allayed by the standardiza- 
tion of certain features. And fin- 
ally, the new system in full flower. 

The “system” was pioneered in 
the Middle West. There its first 
great advance was made. The his- 
tory of the establishment and de- 
velopment of the idea has been 
covered many times in this jour- 
nal. For a few years prior to 1900 
the principle had been employed 
for certain usage. Along about 
1900, however, a variety of mech- 


this council are as follows: 

“For the distributors: —A. J. 
Walker, J. G. Kaufman, S. B. 
Groom, Woodson P. Waddy, W. E. 
Stockett, Jr. 

“For the trade manufacturers :— 
Guy Hamlin, Claude Conger, 
George Link, Donald McChesney. 

“That the general manager of 
the National Stationers Associa- 
tion shall be general chairman of 
the council. 

“Be IT FURTHER RESOLVED 
that the council is empowered 
to formulate plans and prin- 
ciples and trade practices for 
submission to the whole trade 
for the purpose of strengthening 
dealer distribution, eliminating 
unnecessary duplication in inven- 
tories and the achievement of 
many other objectives which shall 
always be in the trade, industry 
and public interest; that this com- 
mittee will advise the members of 
the loose leaf and blank book di- 
vision of its plans and report same 
to the entire membership of the 
National Stationers Association.” 

The resolution, it will be ob- 
served, is similar to the resolution 


A Bit of Loose Leaf History 


anisms for holding the sheets had 
been perfected and the system was 
attracting interest and attention 
in the field of accounting. During 
the first fifteen years of the new 
century, substantial progress was 
made but like all other ideas that 
disturb long established custom, 
considerable opposition was en- 
countered. In one or two states 
laws were passed prohibiting its 
use. Threats of such laws were 
made in other states. In the No- 
vember 7, 1913, number of the New 
York Sun was an astonishing edi- 
torial condemning the system un- 
der the caption “A Loose Way to 
Keep Books.” The editorial closed 
with the statement that the possi- 
bility of “records being kept in 
books that could be so readily al- 
tered or manipulated deserves the 
serious consideration of all who 
have to do with bookkeeping, for 
no ingenious plea of modernity will 
compensate for the creation of a 
new engine to encourage falsifica- 
tion of accounts.” In Office Ap- 
pliances’ comment upon the edito- 
rial was included copy of a con- 
vincing letter written by L. R. Cop- 
page, then sales manager of the 
C. E. Sheppard Company (one of 
the pioneers) to the editor of the 
Sun in reply to the editorial. 

All such opposition gradually 
gave way, however, before the per- 
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relating to loose leaf operations 
passed at the Kansas City conven- 
tion. 

One of the primary objects of 
the Council is stated by General 
Manager Garvin to be a “close 
communion of thought between 
strictly trade manufacturers and 
distributors for the purpose of 
finding ways and means to develop 
stronger distributing outlets, to 
create more business in the line, to 
place at the service of the trade 
manufacturer adequate informa- 
tion that will enable him to adjust 
his new products to user demands 
upon the distributor and to set up 
principles of fair trade practices 
which will be in the interest of the 
distributor and the trade manu- 
facturer, and to strengthen the 
hands of the trade manufacturer 
who depends upon the commer- 
cial stationery retailer and whole- 
saler for his primary distribution.” 

General Manager Garvin also 
announced that other groups are 
in process of formation for the 
same purpose as the Loose Leaf 
and Blank Book Trade Manufac- 
turers and Distributors Council. 


ception that the loose leaf system 
offered the same measure of safety 
as the older books, besides afford- 
ing great convenience and econ- 
omy. Reflection disclosed the fact 
that under the old system ma- 
nipulations and defalcations oc- 
curred: that a dishonest account- 
ant had business at his mercy 
through false entries. 

But while the accounting world 
was becoming increasingly recep- 
tive to the loose leaf system, the 
manufacturers who tendered their 
lines to the stationery trade for 
distribution, encountered consid- 
erable reluctance. 

The disinclination of dealers to 
open loose leaf departments was 
natural enough. Bound books held 
the major market at the time. 
Stocks of the various numbers rep- 
resented by a single sample of each 
on the shelf, could be kept in re- 
serve. Practically all blank book 
transactions could be handled by 
any salesman in the store. “Loose 
leaf,” many dealers considered, 
was attended with complications. 
Salesmen would have to know 
more about accounting. Moreover, 
there would be a vast array of 
forms and binders instead of the 
comparatively few standardized 
numbers in the “bound” line. 

Nevertheless enterprising sta- 
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tioners here and there throughout 
the country, alert to the opportun- 
ity, established loose leaf depart- 
ments in connection with their 
blank book divisions. Others, how- 
ever, did comparatively little to 
advance the sale of the loose leaf 
system. Employing bound books 
for the records of their own busi- 
ness, they continued to urge them 
upon their customers. But the in- 
creasing demand for the new sys- 
tem gradually dispelled resistance. 
Some dealers in the city of New 
York being the last to give way. 
At a regular meeting of the New 
York Stationers Association on 
June 20, 1911, “the loose leaf situ- 
ation” was discussed at length. 
Among the manufacturers’ repre- 
sentatives at the meeting were 
“Mr. Denison of the C. S. & R. B. 
Company; Mr. Stillwell of the 
Boorum & Pease Company; Mr. 
Steinle of the National Blank Book 
Company; Mr. Carly of the Irving- 
Pitt Manufacturing Company; 
Mr. Hickerson of the Trussell Man- 
ufacturing Company and Mr. 
Sheppard of the C. E. Sheppard 
Company.” 

One of the stationers insisted 
that “dealers cannot carry the 
samples of every manufacturer. 
. . » Reputable concerns will not 
push one manufacturer’s line to 
the exclusion of the others.” No 
Stationer in New York carried a 
complete sample line of any man- 


ufacturer. The dealer quoted above 
suggested that the manufacturers 
create a demand for their partic- 
ular lines through general public- 
ity campaigns. He pointed out 
the Campbell’s soups publicity to 
indicate how it could be done. One 
manufacturer stated that if the 
producers were to have no cooper- 
ation from the dealers in creating 
demand for and pushing sales of 
the goods, but were themselves to 
do all of that, then it would be 
quite logical for manufacturers to 
supply the requirements direct. 

The fact of the matter is that 
during that time and for consid- 
erable time thereafter, the majori- 
ty of dealers in New York depended 
upon displays in the manufactur- 
er’s sample rooms for their sales 
Customers were usually taken to 
the manufacturer’s sales room 
where the sale was really effected 
by the manufacturer’s representa- 
tive. A practice that was not fol- 
lowed in any other city of the 
country. 

An editorial in the July 1911 
number of Office Appliances, re- 
ferring to this particular New York 
meeting, was reprinted by the Irv- 
ing-Pitt Manufacturing Company 
and mailed to all commercial sta- 
tioners. 

But although it was some time 
before the New York stationers 
caught the spirit of the stationers 
elsewhere, the loose leaf system 
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presently became an important de- 
partment of the well-stocked com- 
mercial stationery store. Business 
on “bound” books diminished in 
corresponding ratio to increased 
“loose leaf” sales. In the interim, 
however, manufacturers of loose 
leaf systems who had no interest 
in dealer distribution, but who sold 
their output direct to the user had 
each built substantial business. 
This was gradually reduced as the 
stationers equipped themselves to 
supply their customers with the 
new system. 

Throughout the _ introductory 
period, Office Appliances stood as 
loose leaf’s strongest advocate in 
the industry. It urged the estab- 
lishment of loose leaf departments. 
It recommended that dealers 
choose the, line which most ap- 
pealed to them and carry complete 
stocks. It insisted that if this were 
not done all requirements for 
bookkeeping would necessarily be 
furnished by the manufacturers, 
some of whom had no intention of 
selling through the trade. For 
more than ten years the journal 
carried an annual loose leaf sec- 
tion in which the new system was 
extolled and in which dealers who 
had achieved success with loose 
leaf lines told of their satisfaction 
and made recommendations of 
how the best results might be at- 
tained. 





Mustacnep Senoritas, Eacu with a Dirrerent Toucn, 
Controt Royat Typewriter Turovucn Its Paces 

Johnny Romano, Fresno, California representative of the Royal Typewriter 

Company, staged this stunt and reports that it proved to be a good piece 

of publicity work. 


Pur a Tovucn 
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Reynolds Sells More Without . 


L. REYNOLDS, 752 South 

* Spring street, Los Angeles, 
Calif., representing the American 
Writing Machine Company, Inc., 
has sold a greater number of type- 
writers since he dismissed his five 
salesmen and started going it 
alone. In 1934 his sales went up 
over the previous year and 1935 
was above 1934. This indicates a 
substantial gain in the two years 
Mr. Reynolds has played solitaire. 

This result does not mean that 
five minus five equals three times 
one, Mr. Reynolds states, but it 
does indicate that now when every 
sale is a real sale, the individual 
need of the customer fully met, 
and both the salesman and the 
customer 100 per cent happy about 
the whole affair, then every cus- 
tomer becomes at once the poten- 
tial source of five more sales. 

“A customer who is not worth 
five more sales to me is rare,” 
says Mr. Reynolds, “and the cost 
of selling those five is nothing 
compared with the cost of selling 
five customers dug up by sales- 
men who are not vitally interest- 
ed in the success of the business or 
in the success of themselves. I am 
ready to admit that if I could find 
good salesmen the tale would be 
different but such salesmen are 
difficult to find. 

“T am not interested in just 
making a sale. If I can not give a 
fellow what he wants and should 
have I would much rather not sell 
him at all. The man who walks 
out without buying is never your 
enemy, but the man who does not 
walk out but who buys and then 
is not satisfied is your enemy. He 
never in the world will direct those 
five other sales to you but more 
than likely will direct that many 
away from you. If I can not sell a 
man so thoroughly and satisfy 
him so well that he wants to send 
all his friends who need typewrit- 
ers then I might better not Sell 
him at all.” 


Spent Time as Peacemaker 


In the old days Mr. Reynolds 
discovered so much of his own 
time was taken up in peacemak- 
ing that he lost his chance to be 
useful on the field himself. He 
was dancing around all the time. 
Sales were half made, put over by 
high pressure,.bad tastes were left 
in mouths, bad trade-in proposi- 
tions were made with consequent 
loss of profits. Under Mr. Reyn- 


Salesmen 


An Account of the Experi- 
ence of F. L. Reynolds 
When He Forsook Super- 
vising and Did All the Sell- 
ing Himself 
By J. Edw. Tufft 


olds’ new deal he never has to 
spend time acting as a League of 
Nations council or as an arbitra- 
tion committee. He can make every 
hour click. 


Reduced Service Cost 

In the old days service cost was 
running altogether too high. 
“There is no reason in the world 
why the service department should 
eat up the profits of the sales 
department,” says Mr. Reynolds, 
“and now when every sale is a 
real sale and every person’s needs 
are met as they should be met we 
have reduced the service depart- 
ment cost down to where it really 
belongs. 

“The general atmosphere of the 
office is better. I have heard 
salesmen crab when they ‘lost’ a 
deal. As a matter of fact they 
seldom ‘lost’ a deal. They did not 
have the deal to lose, they just 
thought they had it. They had 
implanted resentment that meant 
the customer, so-called, backed 
out as soon as the salesmen got 
off the premises. My theory is 
that I never ‘lose’ a sale. If I do 
not make a sale I just simply did 
not have the sale to start with and 
how could I lose something I 
never had? 


Never Close the Door Behind 
One’s Self 

“I found too many salesmen 
closed the door permanently be- 
hind them when they left an of- 
fice after failing to make a sale. 
When they closed that door be- 
hind themselves they closed it 
against this company. I feel safe 
in saying that now a door is never 
closed against us. If I do not make 
a sale I still leave the door open 
so I may go back in. 

“One of the best ways to keep 
favor when not making a sale is 
to be utterly frank. If a question 
is asked that I can not answer I 
frankly say I don’t know. One ex- 
ecutive once said to me, ‘You are 


the most outspoken typewriter 
salesman I ever saw!’ I felt that 
was a compliment. 


Make Him Know It Is Mutual 

“I might mention contacting an 
executive of a large company 
whose business meant a lot to our 
firm. He seemed to wish to make 
me feel he was handing me some- 
thing, was sort of patronizing me, 
and he sprung this remark, ‘What 
do you consider our business is 
worth to you anyway?’ My reply 
was, ‘It isn’t worth a darned cent 
unless you are getting as much 
as you give and unless I am giving 
as much as I get! If we are not 
benefiting each other I don’t 
want your business, but we are 
benefiting each other then I want 
it!’ He liked that attitude and be- 
came a fine customer, but he had 
to be shot through with the idea 
that he was not giving us some- 
thing. I mean by this not only is 
the customer’s real needs our con- 
sideration but the customer’s at- 
titude toward our business and 
our industry is corrected if -pos- 
sible even at the possible cost of 
losing the immediate sale. It is 
dificult to employ salesmen who 
will take this attitude, but in the 
long run it is the only attitude 
which will place us on the right 
level. Knuckling under gets no- 
where in the long run.” 


Good Percentages 

Comparative figures indicate 
that Mr. Reynolds’ store is at the 
top or near it all the time under 
his new plan, which is profitable 
to the company—and to himself. 
His percentage of retail sales to 
wholesale is high. 

In the matter of delinquencies 
here are the figures for his store: 
(1) payment overdue, 1.5 per cent; 
(2) payments overdue, 1.3 per 
cent; (3) payments or more over- 
due, 3.2 per cent. This means that 
six per cent only are not paid up 
to the scratch. Out of that six per 
cent there is scarcely a customer 
who is considered a real risk. In 
other words, since Mr. Reynolds 
started doing the job himself, not 
only has volume gone up 300 per 
cent but losses as well as sales 
costs have gone down to the mini- 
mum. Even at that Mr. Reynolds 
says it is not he himself, but the 
selling plan and that his system 
makes it possible for any good 
worker to get the same happy re- 
sults. 
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Discovering Potential Sales Force 


An Experience of Roy K. Falconer of H. L. Benbough, 
Lid., San Diego, Calif..—By J. Edward Tufft 





OY K. FALCONER, manager and buyer for the 

office equipment department in the H. L. Ben- 
bough, Ltd., store at San Diego, Calif., recently dis- 
covered a large potential sales force right at hand 
that he had been overlooking and he did not fail to 
utilize it once it was discovered. 

Here is the story: The store, located at Fourth 
avenue and B street, is one of the finest home and 
office outfitting establishments in southern California 
and incidentally one of the largest. Mr. Falconer as 
head of a department had for years depended upon 
the organization within the department to achieve 
his volume. He had outside salesmen and inside 
salesmen and was definitely active himself. 

When things tightened up during the late depres- 
sion it became more and more difficult for the out- 
side men to make a living wage as was the case in 
thousands of stores throughout the country and one 
by one the outside men were retired. 

Then the thought struck him that the whole force 
of the big store might as well be selling office furni- 
ture, and Mr. Falconer jumped over the departmental 
boundary lines at once. 

He discovered, however, that the men in other de- 
partments felt sure they could not sell office furni- 
ture, that they knew nothing about it, that it was 
a new and different world. By slow and gradual steps, 
however, by talking to this one individually and to 
that one individually, he convinced all the fifteen gen- 
eral salesmen in the store that there is less of mystery 
about a piece of office furniture than there is about 
living room furniture. He showed them that his de- 
partment was not enchanted ground. 

At the end of the first two weeks every one of the 
fifteen outsiders had sold something for the office 
equipment department, and all were becoming more 
and more enthusiastic on the matter. At least two 
major sales were made that would not, or might not, 
have been made if the new plan had not been adopted. 

The Salary Plan* Unusual 

The salary plan in the Benbough store, now pub- 
licised all over America, is the type of plan to make 
this potential sales force valuable to the office equip- 
ment department. The salary plan in vogue in the 
store is stimulating. Each general salesman receives 
a definite minimum salary and in addition to that gets 
a sort of graduated bonus monthly. The low man gets 
$12.50 bonus, the second low gets $25 bonus, the third 
gets $37.50, the fourth $50, and so on up, $12.50 for 
each upward classification. By ringing in the sale 
of a few office chairs, desks, or both, it is easily pos- 
sible for a salesman to boost his classification up a 
notch or even two notches and thus build up his bonus. 
It seems likely that that has already been done. 


*Note—The bonus plan of salesman compensation is a well 
established practice in American business. It has many varia- 
tions, the Benbough plan being one type. 

The selective profit-sharing plan advocated by W. A. Sheaffer, 
president of the W. A. Sheaffer Pen Company, is being used by 
many stationers. The Sheaffer plan is applied only to higher 
quality merchandise in the purchase of which the customer gains 
by virtue of the fact that he come into possession of something 
of higher grade which is of greater benefit to him in the long run 
It involves a basic salary for sales persons with specific increase 
for sale of each of the selected high grade articles throughout the 
stock. As all salary advances thus come through the sale of the 
more profitable goods in the higher price brackets which afford 
the best service and value to the customers, all parties to the 
transaction are advantaged 


OFFICE APPLIANCES 


“The whole story is this,” says Mr. Falconer, “We 
often look away off and overlook potentialities close 
at hand. There is no use in an office equipment de- 
partment being so segregated from other departments 
that it has a fence around it in a large store. The gen- 
eral salesmen can be of big help if they are made to 
see it and if they learn that there is nothing super- 
human about selling or helping sell our line of mer- 
chandise!” 

an 


SAN DIEGO STORE BUILD VOLUME IN 
CHARTS AND MAPS 


The Arey-Jones Company, located at 933 Fourth ave- 
nue, San Diego, Calif., dealers in stationery and a great 
variety of minor office equipment, is adding a snug 
sum to its total of sales by specializing on charts and 
maps. 

The general line of pocket maps published by a na- 
tionally known company is sold in volume quite largely 
through persistent open display and suggestive sales- 
manship. L. M. Arey, member of the firm, states that 
no specific sales campaign has ever been conducted on 
such maps and yet by keeping them constantly before 
the eyes of the public and by constantly suggesting 
them to tourists the volume has constantly grown. 
Every man who handles a steering wheel is a potential 
customer for one or more maps of this kind, he states. 
The thing is to fill the public with the information that 
the store is well supplied. 

Government Maps and Charts 

A very large volume has been built up in government 
maps and charts. Special mention might be made of 
the topographical maps published by the Geological 
Survey and secured from the government. Such maps 
are becoming more and more in demand and the cus- 
tomers are found among real estate men, men inter- 
ested in oil, mining, mountain cabin and resort promo- 
tions and among tourists and travelers in general. Peo- 
ple coming by car from other parts of the world have 
a keen interest in the topographical picture of the sec- 
tion through which they are driving. There is a keen 
human interest attached to such maps that makes 
them popular with a large number of people. 

In San Diego there is a big demand for coast and 
geodetic charts and for hydrographic charts. These 
run in size from 8x10 inches to wall chart sizes and are 
sold to navigators of all descriptions. They are all 
secured through the government of the United States. 

Makes a Map Himself 

Mr. Arey has gotten definitely into the spirit of chart 
and map selling by making a map himself. His own 
map is a map of Lower California and is said to be the 
most accurate one ever made. Practically five years 
were spent in gathering accurate details from personal 
acquaintances given to traveling in out of the way 
places. All information was checked and re-checked. 
The creating of this map naturally brought Mr. Arey 
into many lines of correlative study and helped him to 
a deep insight into the subject of maps and charts, an 
experience that has proved of inestimable value in serv- 
ing the trade. 

The Arey-Jones Company is one of the old and well 
established firms of its type in southern California.— 
JET 

—\_————_ 
JOHNSON FARE BOX ACQUIRES CHANGE MAKER 


All manufacturing, sales and patent rights for the 
F. & E. Lightning Change Maker have been secured 
by the Johnson Fare Box Company from the Hedman 
Manufacturing Company. Both are Chicago concerns. 


The Census of Business for 1935 


A Resume of the Purpose and Scope of the Sur- 

veys—By Vergel D. Reed, Chief, Retail and 

Wholesale Trade, Census of Business, United 
States Department of Commerce 


NotTe.—It is the practice of the Bureau of Census to 
keep all information collected strictly confidential. 
Only sworn employees of the Bureau are permitted to 
examine the individual returns. No access to them is 
permitted under the law, not even to other Govern- 
mental agencies, and no information will be disclosed 
which would reveal any of the facts or figures in the 
individual returns. All data collected will be combined 
and presented as statistical summaries for each city, 
county and state where such presentations can be 
made without disclosing the identity of individual 
operations. 


HE VALUE of the Census of Business, on which 

enumeration begins January 2, covering the calen- 
dar year 1935, will be greatly increased to retailers and 
wholesalers, by the inclusion of many new inquiries 
on the report forms for these fields. 

Although following, generally, the same course used 
in taking the 1929 Census of Distribution and the 1933 
Census of American Business, the Bureau of the Cen- 
sus has not only widened the general scope of the 
1935 Census of Business, but it has increased the con- 
tent of the retail and wholesale trade studies, thus 
making available many new data pertaining to the 
distribution of commodities. 

The new inquiries are designed to secure useful and 
timely facts on the following phases of the retail and 
wholesale trade: 

1—The segregation of retailers in cooperative or vol- 
untary groups, showing the character of such 
groups, proportion of purchases made by retail 
members through such groups, and whether or not 
warehouses are operated. 

2—The number of establishments reporting which 
were in operation during 1933, the period covered 
during the last census. This will make it possible 
to show the number of new enterprises established 
since 1933. 

3—The number of full and part-time employees and 
full and part-time payrolls on the basis of a given 
sample week (that ending October 26, 1935, has 
been selected). All of this information is to be 
broken down by type of employees, separating them 
under classifications such as selling and non-sell- 
ing, and warehouse. 

4—A “cleaner” retail rent figure restricted to premises 
used exclusively for retail purposes. 

5—A commodity listing intended to secure volume of 
sales by commodity groups, for all retailers having 
a sales volume of $50,000 or over and for all whole- 
Salers. (This was done in 1929 but. commodity 
break downs were not included in the Census of 
1933.) 

6—A special inquiry designed to secure needed infor- 
mation on the smaller general merchandise stores 
with sales volumes under $50,000. 

7—The radius of coverage or territory served by whole- 
Salers. 

8—A more definite segregation of industrial sales by 
manufacturers and wholesalers. 

9—The amount of goods held on consignment by 
wholesalers. 
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10—The operating expenses of wholesale merchants 
(including industrial distributors), with sales vol- 
ume of $50,000 or over. This is to be broken down 
into the following classes: administrative; selling; 
delivery; warehousing; occupancy and others. 

11—The industrial distributor is being recognized as a 
distinct type of wholesaler. 

12—Domestic and export sales are being segregated 
more completely. 

13—Types of wholesalers will be shown so that the 
sales volume of those usually classified as service 
wholesalers can be separated without difficulty 
from the volume reported by special functional 
middlemen. 

In addition the two surveys will show, along with 
much other useful information, the total number of 
establishments, total number of units in chains, total 
receipts and total operating expenses. All these data 
will be tabulated nationally, and by states, counties and 
cities. It will be further classified by form of organi- 
zation (individual proprietorship, partnership, cor- 
poration or other), kind of business and type of opera- 
tion during 1935. 

The 1935 Census of Business is being made by the 
Bureau of the Census because of the demand, created 
by the rapid changes in our entire economic structure, 
on the part of business men for detailed information 
concerning the activities and trends of American busi- 
ness. Requests from business leaders have determined 
the scope of the work. Representatives from all busi- 
ness fields have cooperated with Census Bureau offi- 
cials in planning the schedules. 

The scope of the 1935 Census of Business has been 
considerably widened. Whereas the first project, com- 
parable to this largest of all business censuses, was 
limited to distribution covering 1929, and the second, 
the Census of American Business for 1933, was limited 
to distribution, service businesses, amusement enter- 
prises and hotels, the 1935 Census of Business will cov- 
er, besides retail and wholesale trade, the following 
fields: 


Distribution of manufac- Bus transportation 


turers’ sales (primary Operation of non-residen- 
channels of distribution) tial buildings 
Construction Insurance (carriers, 
Hotels agents and brokers) 
Amusement Real Estate — agents and 
Banking, Finance brokers 
Broadcasting Business services 


Advertising agencies. 

Headquarters for the project have been established 
in Philadelphia, with Fred A. Gosnell, experienced 
head of former business censuses, Chief Statistician in 
charge. Enumeration of more than three and a half 
million establishments will begin January 2. The field 
work will be completed in approximately three months. 
Preliminary reports of basic facts, by States, will be 
issued about July 1. Soon after completion of the State 
reports, special studies of retail and wholesale trade 
will be released as rapidly as possible. 


—————<+>__- 


HOAGLAND ON WORLD TOUR 

Warren L. Hoagland, vice-president, L. C. Smith & 
Corona Typewriters Inc., departed for London on the 
S.S. Volendam on December 11. Mr. Hoagland plans 
to travel throughout England and the continent calling 
on distributors. The trip will take Mr. Hoagland round 
the world as he plans to visit Egypt, Palestine, China 
and Japan returning by way of the Philippines and the 
Hawaiian Islands. 








Seen and Heard 
in Southern California 


By Hobart W. Martin 
230 Avenue D, Redondo Beach 


A City That Looks Ahead. Los Angeles is preemi- 
nently a city with a present and a future. In the minds 
of most of its business and professional people, even to 
those residing in the ultimate suburbs, there is faith 
in the big town’s star. Once it was a show place only 
and a shipping center for citrus fruits; then pictures 
came and Hollywood, that most famous suburb, became 
a center of world interest and still remains so. Follow- 
ing the pictures came the discovery of vast fields of 
oil, insuring not only the influx of great wealth, but 
guaranteeing cheap and efficient fuel for homes and 
industries. The enterprise of the people created at San 
Pedro an outlet to the sea—a long stride toward the 
upbuilding of industries whose products enjoy world 
distribution. Quietly, without blare of trumpets or 
beating of drums, factories are being established in 
many lines of industry, even to the production of heavy 
steel building material, steel office furniture, and many 
other items important to the comfort and welfare of 
the people. Los Angeles today is an oil center, a dis- 
tributing point for fruit, a seaport with a deep water 
harbor, a center for more and more manufacturing 
industries and finally a city which, like Paris, every- 
body hopes to visit some day. 

Such is a brief and inadequate presentation of Los 
Angeles as I see it, after talking with a score of suc- 
cessful business men. 

> 

Opens Hollywood Store. Harry Morgan, for the two 
years last past president of the National Stationers’ 
Association, is proud of the new store which his organ- 
ization, the Stationers’ Corporation, opened in Holly- 
wood the day after Thanksgiving at 6369 Hollywood 
Boulevard. This new store has a frontage of 33 feet, 
is 120 feet deep, and has 50 linear feet of balcony. It 
is said to have one of the most modern display ar- 
rangements in the country with windows giving facili- 
ties for effective displays. We are told that there is 
nothing like it within the knowledge of its sponsors. 
Nothing is concealed, but the principle of open display 
is practiced throughout the establishment. 

Mr. Morgan is president of the Stationers’ Corpora- 
tion, whose big and up-to-date store is located at 523 
South Spring street, Los Angeles. 

7. 


UEF Manager Celebrates Anniversary. J. A. Johnson, 
manager of the Los Angeles branch office of the Under- 
wood Elliott Fisher Company, recently celebrated the 
twenty-sixth anniversary of his connection with the 
Underwood and the present organization. He has en- 
joyed a wide experience in selling typewriters and book- 
keeping machines, and at one time was special repre- 
sentative of the Underwood Accounting Machine Divi- 
sion in the Pacific district. He is thoroughly conversant 
not only with the typewriter business but with the ac- 
counting machine activities of the company. 

Mr. Johnson states that business is constantly im- 
proving and that the only complaint he has to make is 
that it is difficult to keep enough machines in stock to 
fill all orders. 

> 

Mr. Curtis Again with “Y and E.” R. H. Curtis, for 

many years manager of the Los Angeles branch of the 


Yawman and Erbe Manufacturing Company, but re- 
cently in other pursuits, has returned to the “Y and E,” 
succeeding G. E. Leebody as manager. Offices and sales 
room are attractively arranged, and are located at 731 
South Spring street. 

Mr. Leebody is associated with the Southern Cali- 
fornia Safe Company at Fourth and Los Angeles streets. 

. 


Long Beach Stationer Happy. Over at Long Beach 
the other day the reporter took a stroll through the 
business district and noted with interest the activity 
manifested in that thriving city which only a few years 
ago was so seriously damaged by earthquake. The 
stores were filled with shoppers intent on their pre- 
Christmas purchases. That the stationers enjoyed their 
full share of the business was evidenced by a visit to 
Brown’s Book and Stationery Store owned by J. E. and 
K. F. Brown—a leading stationery house of Long Beach. 
Old friends, too, by the way. The store was moved to 
its present location, 230 Pine avenue, three years ago. 
It was formerly known as Hewitt’s, and has been under 
the ownership of the Browns for the last six years. The 
business is twenty-six years old. 

K. F. Brown, with whom the reporter talked, said 
that business in his store is twenty-five per cent better 
this year than it was at the holiday season in 1934. 

. 


Mr. Fellows Now Addressograph Sales Agent at L. A. 
The commodious sales agency of the Addressograph 
Company, 1047 South Grand avenue, Los Angeles, un- 
der the direction of R. N. Fellows, sales agent, has been 
rounded into shape and is already doing a satisfactory 
business under Mr. Fellows’ able direction. He and his 
many friends are happy over the outlook. 

Mr. Fellows’ understanding of the line is the fruit of 
over twenty-five years’ experience with the Addresso- 
graph and a never-ceasing study of the possibilities of 
the machines in the expedition of business. He has 
been busily at work since September organizing the 
territory and pushing the sale of machines and equip- 
ment. 

Prior to his present appointment he was vice-presi- 
dent of the Addressograph Company at Cleveland, and 
before that was in charge of the company’s Canadian 
organization at Toronto. For twenty years he was sales 
manager for the company at the Chicago headquarters 
before the merger with the Multigraph and the organi- 
zation of the Addressograph-Multigraph Corporation. 

H. L. Hitchcock is sales agent for the Multigraph, 
with offices at Sixth and Main streets, where he is 
doing a fine business. 

> 

The Reporter Meets an Old Friend. Your reporter 
was passing down Spring street the other day when he 
heard his name called. Turning, he met an old friend 
in the person of C. A. Wilger, who for half a decade or 
more has been branch manager for The General Fire- 
proofing Company in Southern California and adjoin- 
ing states. The G.-F. Company’s branch is well located 
at 1733-1735 South Los Angeles street. Mr. Wilger 
voices a generally uniform opinion that sales are show- 
ing distinct increase. 

California has apparently set its mark on Bro. Wilger, 
for he has aged not at all in the last half dozen years. 
* 

Mr. Ecclestone Takes a Look Ahead. That business 
in the office equipment field is better than it has been 
for several months in the Pacific Coast district is the 
opinion of H. A. Ecclestone, manager of the Los Angeles 
branch of Remington-Rand, Inc., whose spacious offices 
are at 905 South Hill street. He attributes this to a 
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general tendency noted in all sections,.as well as to the 
fact that the city is steadily growing and taking its 
place as a manufacturing center, with its ocean outlet, 
cheap fuel, and its all-the-year-round climate. In the 
case of the Remington, he says, the excellence and di- 
versity of the lines is an important factor in the growth 
of the business. 

Mr. Ecclestone, who has contributed several articles 
to these pages, is a veteran of twenty-five years’ service 
with the Remington, the last sixteen of which have 
been spent as manager of the Los Angeles office. He is 
thoroughly posted on conditions in Southern California 
and the Pacific Coast generally, and confidently be- 
lieves that at no distant date Los Angeles will be one 
of the three or four most important centers of manu- 
facturing and distribution in the United States. 

. 

L. A. Branch of Royal Doubles Space. The Los An- 
geles branch of the Royal Typewriter Company, Inc., 
has recently doubled its space in the Western Pacific 
building at 1031 South Broadway, having added 3,500 
square feet. Offices and sales rooms now front 150 feet 
on Broadway. At the time this was written the instal- 
lation was being completed. 

The office is under the management of G. G. Ralls, 
who started his career in the typewriter business with 
the Underwood in 1908. He was branch manager in 
Milwaukee for several years, and served as chief in one 
or two other cities. He joined the Royal twenty-one 
years ago and has been with that organization ever 
since. He points out that the condition of business is 
evidenced by the fact that it has been necessary to 
double the office space. 

Mr. Ralls has just appointed Jack Davenport of Iowa 
City as a downtown salesman in Los Angeles. Mr. 
Davenport was for several years with the bookkeeping 
machine department of the Underwood, and has had 
more than a little experience in selling typewriters. 

. 

Mr. Harris Was Once a Cowboy. The Los Angeles 
offices of L. C. Smith & Corona Typewriters, Inc., have 
just been remodeled. This rearrangement will expedite 
business and make it possible the more readily to han- 
dle orders, which have grown of recent months into a 
figure well beyond quota. The rear portion of the of- 
fices has been divided into the manager’s office, ac- 
counting and stenographic departments, shipping room, 
etc., while the front space has become a sales and re- 
ception room. A new and attractive electric sign has 
been placed over the front entrance at 533 South Spring 
street. It is a modernistic application of the neon 
idea, but the letters only are lighted, making them 
stand out in relief, each letter a block. This type of 
sign—the invention of a Los Angeles man, I am told— 
is effective and economical. 

The management of the branch is under-the direc- 
tion of another one of those veterans of the typewriter 
—C. J. Harris—who has been in the Corona service for 
twenty-six years, and, like Joe Hildreth, the writer 
hereof and several others in the office equipment field 
was associated with the cattle business in Montana, 
Idaho, Wyoming and other western states in the days 
of the open range, when every ranch was a little rodeo 
and every man had to break his own “string” of horses. 
It wasn’t easy, but it was a fine lesson in determination 
and perseverance. 

* 

Mr. Wilson Points a Moral to Adorn a Tale. Prefa- 
tory to some remarks on the ribbon and carbon busi- 
ness, Arthur G. Wilson of Wilson’s Carbon Company, 
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Ltd., 910 South Broadway, Los Angeles, told a story 
about a dealer who freely offered a prospective cus- 
tomer ten per cent off the established price. “But,” 
said the customer, “why should I buy from you when I 
can go to So-and-so’s and get the same thing exactly 
at twenty off?” “Twenty off!” howled the dealer. 
“Why, the dirty rat!” 

Mr. Wilson believes—and backs his belief with expe- 
rience—that if a man refuses to allow a discount he 
should never weaken, but stick to his guns whatever 
the apparent cost. A few orders will be lost, but if one 
is known as a person who sticks to principle in one 
thing it is easy for people to believe he will carry that 
attitude all the way. However much one may shop 
around to get a favorable price, it is never with the 
thought of getting an inferior article, but of getting 
the same or as good an article for less money, usually 
by taking advantage of the short-sighted cupidity of 
the dealer. 

In the carbon paper business, he said, large contracts 
are not always profitable. It is the smaller sales and 
many of them which pay, if backed by the salesman’s 
clear understanding of the art of manifolding. To 
acquire such an understanding is no light task. The 
salesman must know what carbons to recommend un- 
der all circumstances. He should make a study of car- 
bon impressions under varying conditions of use, and 
the depth of penetration of the type-bar blow, as well 
as acquiring knowledge of papers, their weight and pe- 
culiarities—all with a view of giving the customer the 
best possible service. 

Wilson’s Carbon Company, Ltd., has for many years 
represented the ribbon and carbon lines of the Mani- 
fold Supplies Company, Brooklyn, New York, whose 
products under the trade mark “Panama” enjoy a wide 
distribution. 

Mr. Wilson, by the way, celebrated on December 17 
the sixtieth anniversary of his entrance into this world. 
He looks a comfortable fifty. He is one of the best 
posted ribbon and carbon men in the west. He does 
business on principle, and very seldom loses thereby. 
He has a fund of lively stories, and is a top-notch din- 
ner companion. We've dined with him and we know. 


Selah. 
SEE _ctsan 
UEF PROMOTES THREE SALES STAFF MEMBERS 

As a reward for conscientious service on behalf of 
their company, three members of the sales staff were 
recently promoted to higher positions by the Under- 
wood-Elliott Fisher Company. The three men were 
O. S. Zaun, E. I. Tafel and A. Tirabassi. 

In announcing Mr. Zaun to the field, H. J. Crewdson, 
typewriter division sales manager said: “Mr. Zaun has 
been selected for field contact work on behalf of Un- 
derwood standard machine sales, by reason of his 
background of many years’ experience in the Under- 
wood Sales organization; and he has recently come 
right off the firing line. We think his knowledge of 
the business of selling and of our product, and his 
experience in competitive sales effort will be of much 
benefit to our sales personnel in the field.” 

Mr. Tafel, who for many years was an accounting 
machine salesman in Chicago and assistant to Branch 
Manager Snow, was appointed to the headquarters staff 
of Alfred Jensen, accounting machine division sales 
manager. Mr. Tafel began his service with UEF in 1922. 

Mr. Tirabassi was moved uptown to Mr. Jensen’s 
headquarters at 342 Madison avenue. He joined the 
accounting machine division of the New York branch 
as a clerk in 1929, shortly thereafter being promoted 
to salesman. 
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NEW MACHINES AND DEVICES | 


ADDITION TO GRAFFCO LINE 
A new transparent signal, which is the latest addi- 
tion to the line of Cellugraf signals, has recently been 
announced by the George B. Graff Company, Cam- 
bridge, Mass. 
The new signal, which is only three-sixteenths of an 

















New Graffco Transparent Signal 


inch wide, is officially designated as the Cellugraf Sig- 
nal No. 81, and supplements the Nos. 80, 90 and 92. 

According to the manufacturers the No. 81 is espe- 
cially adapted to those visible forms where signaling 
space is at a premium while its size closely conforms 
to stock rulings. Like all the Cellugraf line the new 
signal is easy to apply, stays in place, and yet is easily 
moved on the form. 

Made in such a manner as to eliminate defacing of 
the record, the No. 81 permits complete visibility at 
all times. Samples are available on request to the 
company headquarters. 

— —<> --~ 
NEW CHAIR LINE BY JASPER 

Created to include beauty and attractiveness with 
serviceability and utility, a new line of office chairs 
has recently been created and placed on the market by 
the Jasper Chair Company, Jasper, Ind. 

Among the numbers included in this new line are 





The New Models No. 880 and 881 office chairs by the 
Jasper Chair Company 


the models No. 880 and the No. 881. Both of these new 
model chairs are of solid American walnut and are 
equipped with a seat measuring 2314x22 inches. Be- 








tween the arms the space measures 2012 inches, while 
the height of the back from the seat is 20 inches. 
While the decorative effects are the same, the differ- 
ence between the two chairs is that the No. 880 is 
mounted on a swivel and the No. 881 is of the usual 
four-legged type. 

The leather used for the upholstery work is of the 
best quality and will not crock, crack, or stick regard- 
less of the weather or climate. The color is guaran- 
teed and the tailoring of these upholstered chairs is 
the best obtainable. 

Details of the two numbers outlined as well as the 
various other lines sold by the firm, including its pos- 
ture chairs are incorporated in a new catalogue re- 
cently published by The Jasper Chair Company. 

Copies of the catalogue are available to dealers. 

i enn 
HOTCHKISS ANNOUNCES NEW STAPLER 

A new stapler, to be known as the model 6A, is an- 
nounced by the Hotchkiss Sales Company, Norwalk, 
Conn. This device, without change of parts, uses any 
standard size staple having one-quarter-inch legs and 






Hotchkiss 6A Stapler. 

Above, shown in po- 
sition when used as a 
tacker and, right, in 
normal position to 
function as a stapler. 


one-half-inch crown up to and including the 2C staple. 
The device is non-clogging in operation. 

This new number in the Hotchkiss line is designed 
to meet the requirements of those needing a lower- 
priced stapler than the Hotchkiss model 5A. The new 
model is similar to the 5A and has a capacity of 105 
staples. 

An added feature of the new model is that it serves 
both as a stapler and a tacker. When it is desired to 
use the device for the latter purpose this is made pos- 
sible by simply folding back the base. 

ncemiatlllinismencie 

NIAGARA INTRODUCES THE AF4 DUPLICATOR 

Embracing nine new features and improvements and 
completely modernized in appearance, the new Niagara 
AF4 electric duplicator is creating increased sales all 
over the country for the Niagara Duplicator Company, 
San Francisco, Calif. 

Described as a precision instrument of extraordinary 
efficiency, the new Niagara is chromium-finished and 
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built along sturdy lines which assure users of longer 
life and increased efficiency. One of the particular 
features of the new machine, it is said, is the harmonic 
coordination of all related parts. These include the 
decelerating clutch-action, the adjustable stencil bar 
and time-saving stencil mounting pegs, all of which 
are new features. 

A new flexibility is provided in the automatic paper 
feed, which will handle sizes from 2% inches to 16 
inches. Other new features of the AF4 include silent 
operation, uniformly accelerated cam motion and 
longer life. 


> 

NEW TRANSFER CASE BY BROWNE-MORSE 
Manufactured for the use of large and small offices a 
new steel transfer case to be known as “The Twin” has 





“Twin” Transfer Case by the Browne-Morse Company 


recently been placed on the market by the Browne- 
Morse Company, Muskegon, Mich. 

The new case which is said to lower the cost per filing 
inch, may be stacked in either straight up or down bat- 
teries or staggered in brick wall formation. It is so 
designed that it can be used with the Browne-Morse 
Single cases now in use. 

Made in letter and cap sizes, “The Twin” is equipped 
with four rollers to each drawer to facilitate its easy 
movement regardless of size or weight of the contents. 
Further details may be obtained by writing the Browne- 
Morse Company at its home office. 


ciitaiiiaiiatina 
NATIONAL ISSUES COMMERCIAL SECURITY FORM 

A new form, known as the V642, to be used for keep- 
ing records of the new Social Security Act has recently 
been created by the National Blank Book Book Com- 
pany, Holyoke, Mass. 

The new form which is said to considerably simplify 
the employer’s problems by summarizing payroll in- 
formation by individuals, is made in such a manner 
that it may be added to present timekeeping and pay- 
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to require a minimum of clerical work and, because it 
is multiply punched, can be used visible style or in 
regular or post binders as a loose leaf sheet. The V642 
covers a two-year period and shows total pay, net sub- 
ject to tax, number of weeks and days employed and 
the date of birth and status. This form also fully 
covers information required for reports to income tax 
departments. 

Further details of the new form may be obtained by 
writing to the National Blank Book Company’s head- 
quarters or to its two branches, 100 6th avenue, New 
York, and 328 S. Jefferson street, Chicago. 

—__ —~<e—_- 


HARTER HAS NEW TYPE OF CASTER 

Designed to protect office workers against scuffed and 
soiled shoes due to caster wheels of chairs, a new type 
of caster, to be known as the Airflow, has been an- 
nounced as standard equipment on its lines of posture 
chairs by the Harter Corporation, Sturgis, Mich. 

The new caster is part of Harter’s 1936 model stream- 
lined chairs which include the new “President” as well 
as several other types for office and factory. The Pres- 
ident is equipped with a newly-designed formed steel 
base, pleasing in appearance and constructed with a 
greater leg spread for safety. This chair has a wider 
seat and is available with a reclining back. The hori- 





Harter’s Airflow 
Caster 


zontal position of the back and the spring tension is 
adjustable by the occupant while seated in the chair. 

The Harter Corporation has recently issued a new 
folder showing its line of posture chairs including the 
Executive, Utility, Economy and Factory models, which 
may be obtained on request. 

ances 
TRANSPARENT SHADING PLATES 
A new and improved shading plate to be utilized in 
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recently been produced by Technygraph, manufactur- 
ers and jobbers of duplicating supplies, Techny, Ill. 
The transparent shading plates which are three by 
five inches in size are being manufactured in a variety 
of patterns, one of which is illustrated here. It is 
claimed among other special features that the plates 
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Technygraph 
Shading Plate 


are actually transparent, unbreakable, large in size 
and light in weight. They are also said to be excep- 
tionally good for scope art work. 

The Technygraph transparent shading plates are 
packaged in a blue thumb-cut envelope for identifica- 
tion purposes. Further details of the new plates may 
be obtained by writing direct to Technygraph. 

> 
NEW “ALL PURPOSE” AUXILIARY LAMP 

A supplementary lighting fixture of the study lamp 
type for fastening either permanently or with a remov- 
able clamp to the edge of a desk, has recently been 
placed on the market by the Faries Manufacturing 
Company, Decatur, Ill. The new lamp, known as the 
No. 1989, is installed in such a manner as to leave the 





Faries Desk Lamp 
No. 1989 


entire desk top clear and to completely eliminate pos- 
sibility of the lamp being knocked over or off the desk. 

Mounted at the back or side of the desk and capable 
of swinging right or left, the lamp consists of an opal 
glass bow! that diffuses and reflects the light produced, 
and an opaque satin-finished aluminum shade fourteen 
inches in diameter or a semi-opaque parchment shade 
of the same size. Equipped with a 100 watt bulb, this 
lamp can provide supplementary light for close work 
of approximately forty-five foot candles and upwards. 
They eliminate direct and reflected glare and produce 
a soft and restful lighting over the entire working area. 
The light is controlled by 
shade, and the lamp is wired with nine feet of rubber 
cord and a plug. The lamp bracket is plated in satin 
nickel or statuary bronze 


a switch located below the 
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SPEED-MO TYPE CLEANER 

A patented and unique device dedicated to the job 
of cleaning the type of typewriters and adding ma- 
chines and known as the Speed-Mo fountain type- 
brush and cleaner has recently been placed on the 
market by the Rivet-O Manufacturing Company, 
Orange, Mass. 

The principal feature of the Speed-Mo item is a 
valve-controlled fountain brush which screws to the 
top of the bottle containing the cleaner. The bottle, 
which serves as a handle, is so constructed that a 
slight pressure of the finger operates the valve and 
controls the flow of cleaner to the brush. 

On being released the valve closes automatically, 
thereby preventing evaporation of the fluid when not 








Speed-Mo 
Cleaner 


in use. The brush tip is replaceable when worn out 
and refills of the cleaner are quickly put in place. 

In addition to being effective for cleaning the type 
of check protectors, and similar mechanism, without 
spattering, the Speed-Mo cleaner has a pleasing odor 
and is non-inflammable. It is also said to dry instantly 
and requires no wiping when the cleaning job is com- 
pleted. 

The packing is in attractive self-display packages 
trimmed in dark blue, green and silver. Each package 
is complete with an extra one and one-half ounce re- 
fill bottle of cleaner, although the fluid is also available 


in larger bottles. 
NEW PALLEY CARD HOLDER 
A new and inexpensive bottom line card holder cre- 
ated for the purpose of facilitating typewriting on the 

















Palley Card Holder 


extreme edges of cards has recently been introduced by 
the Palley Manufacturing Company, Shrewsbury, Mass. 
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The device is made of celluloid and may be easily rolled 
into any typewriter. 

As shown in the illustration, the top part of the card 
holder is composed of a pocket with a slot. This slot 
is adjusted to the writing edge of the card and is per- 
manent as long as it is needed. After the first card is 
inserted and typed, succeeding cards are slipped into 
the pocket and typed without disturbing the bottom 
line card holder except for pushing back the typewriter 
platen for the start of another card. 

The card holders may be obtained in six and eight 
inch sizes and they are shipped packed in a substantial 
envelope ten to the box. Other sizes will be announced 
in the near future. 

— - 
TWO NEW DUPLICATORS 
BY COMMANDER DUPLICATOR COMPANY 

Two new duplicating machines, to be known as the 
models No. 20 and No. 50, have recently been an- 
nounced by the Commander Duplicator Company, St. 
Paul, Minn. These duplicators have been priced re- 
spectively at $19.50 and $49.50. 

The model 20 is equipped with an open drum, letter 
size, and inside inking which is said to make it par- 
ticularly adaptable to color work. The paper is fed 
by pushing one sheet at a time from the stack to the 
registering stop. The paper is stacked on a feed board 
which holds about one hundred sheets and is equipped 
with large and easily-adjusted paper guides. 

The Model 50 is an all-automatic type. It has auto- 
matic feed and automatic ink with a special feature 
full-size inside ink brush which provides for selective 
inking. This brush has an outstanding convenient ex- 
ternal control. The automatic feed will feed anything 
from post cards to sixteen-inch paper with perfect reg- 
istration. A feed tray holds a full ream of paper and 
another special feature is the ink drum, which can be 
removed in thirty seconds. 

> 
TWO NEW CHAIRS BY HARTER 

Two new posture chairs embodying correct anatomi- 
cal design, to be known as the “President” and the 
“Regal,” have been recently announced by The Harter 
Corporation, Sturgis, Mich. 

The “President” is said to be an unusually comfort- 
able chair which is available with a reclining back oper- 
ated by a mechanism permitting easy and quick ad- 
justment of spring tension and horizontal position of 
the back support. 


This chair is in high-grade genuine 


upholstered 





Three New Posture Chairs by The Harter Corporation 
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leather and may be had in plain baked enamel or at- 
tractive wood grain finishes. 

The “Regal” is equipped with correct posture fea- 
tures including a newly designed streamlined back sup- 
port and the new Airflow casters. The new casters were 
designed to prevent scuffing of shoes and the wheels 
are covered in such a manner as to entirely eliminate 
soiling of footwear. 

The chair is also equipped with Everflex seat and is 
of attractive design. Further details may be obtained 
by writing to The Harter Corporation’s home office. 

— <> -—_——- 
PEERLESS NON-SUSPENSION FILE 

A new non-suspension tabulating card file which is 
said to include all the efficient features of the ball 
bearing type of equipment, has recently been placed 
on the market by the Peerless Steel] Equipment Com- 
pany, Unruh and Hasbrook streets, Philadelphia, Pa. 

The new file is operated on a folding roller bearing 
non-suspension principle which permits operation of 
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New Peerless Tabulating 
Machine Card Cabinet 


the equipment in such a manner that a slight finger 
pressure can move the case even when heavily loaded. 
The method of construction of the file includes the 
feature which eliminates rebounding of the drawers 
while being operated. Each case contains twenty-two 
drawer-type trays which are removable. The trays are 
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Two of Which, The President and The 


Regal, Are Described in the Accompanying Text 
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easily handled and can be removed or replaced with 
considerable speed. They are rigidly constructed with 
Sides, back and front of uniform height which permits 
Stacking when they are removed from the case. Posi- 
tive locking compressors which operate smoothly, keep 
the cards under perfect compression. 

The entire unit has a filing capacity of 561 inches, 
accommodating approximately 92,265 Hollerith stand- 
ard tabulating cards, allowing 160 cards to the inch. 


> 
NEW ERASER BY WELDON ROBERTS COMPANY 
A new “knob” type of eraser of unusual design, and 
which is to be known as the “Taper Tip,” has recently 
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Robert’s Taper Tip Eraser 


been introduced and placed on the market by the 
Weldon Roberts Rubber Company, Newark, N. J. 

The “Taper Tip” is one of the many Weldon Roberts 
erasers which carries the slogan, “correct mistakes in 
any language.” Many features are claimed for the 
new eraser, chief among them that it has a softer con- 
sistency which has found favor with users the country 
over. The design is such that the sharp spade-like end 
wears down evenly in use and retains the desired taper 
edge. The square shoulder is another feature which 
was created to prevent the pencil rolling off desks or 
drawing tables. 

This Weldon Roberts eraser, which is listed as the 
No. 368, may be had in two packings. No. 368D in a 
box of one gross, and No. 368C mounted one half gross 
on an attractively illustrated, self selling card. 

Further details including prices and samples will be 
sent to all dealers on request. 

> - 
FULTON INTRODUCES NEW MARKING OUTFIT 

A new linen marking outfit has been introduced and 
is being marketed for the benefit of stationers by the 
Fulton Specialty Company, Elizabeth, N. J., manufac- 
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Fulton’s Marking Outfit 


turers of the Fulton lines of daters, stamp pads and 
stamping and coloring toy sets. 
The new “laundry marking outfit,” as it has been 
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designated, is packed particularly to appeal to women, 
in an attractively designed box, three inches square, 
and which contains three alphabets of type, a stamp 
pad and a bottle of special indelible linen-marking 
ink. 

The ink supplied with the set is a standard black, 
which, following laboratory tests, has been shown to 
be run-proof, it is said, fast in color and of a fine 
quality. One dozen boxes are packed to the carton 
which is also of an attractive design and is patterned 
to act as its own display container. 

Further details and prices may be obtained by writ- 
ing The Fulton Specialty Company, Sales Office, 200 
Fifth Avenue, New York, New York. 

cmnansssdliithaaieiaaen 
INDIANA CHAIR COMPANY HAS ATTRACTIVE 
MODEL 

Featured among a number of its commercial chairs 
“for the business world,” a new model listed as the No. 
3002 has been placed on the market by the New Indiana 
Chair Company, Jasper, Ind. 

Made of solid walnut and richly upholstered, the new 
chair is equipped with a seat measuring 22% x 20 
inches. The space between the arms is 18% inches, 
while the height of the back is 191% inches. 

The upholstery on the model 3002 is of genuine 
leather and is an attractive decoration for the fine 
cabinet work which is an outstanding feature of the 





The New Model 3002 


chair. This model is a companion item to the No 
3001, which is built upon similar lines, with the same 
rich material but with the difference that it is a swivel 
chair. 
a 
INTRODUCING THE BOSCHORD 

Created for the purpose of preventing and eliminat- 
ing “snarled-up” telephone cords, a new device known 
as the type “D” Boschord has recently been placed on 
the market by the Bosch Products Company, 639 Mis- 
sion street, San Francisco, California. The new device, 
which both retrieves and checks the movement of the 
telephone cord is easily attached to any desk or flat 
surface and is so constructed that a slight pull or 
release automatically adjusts the five-foot-six inch 
telephone cord to any desired length. 

Another feature of the cord retrieving device claimed 
by the manufacturer is that the cord even when 
stretched to its maximum length instantly returns to 
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the pulley as soon as the telephone is replaced on the 
desk’s edge. In addition to that, it is said, the Bos- 
chord may be installed in a very few minutes without 





Type “D” Boschord 

the necessity of disconnecting the telephone cord or 
interfering with the instrument’s use during the opera- 
tion. 

The Bosch Products Company has recently issued a 
four-page folder amply illustrated and containing a 
complete description of the new device, which may be 
obtained by writing directly to the firm’s headquarters. 


MARKWELL’S NEW FASTENER 


Featured by improved construction and a stream- 
lined design, a new “RX2” plier type fastener has been 
placed on the market by the Markwell Manufacturing 
Company, Inc., New York City. 

Compactly made and rugged enough to stand all 
uses, the new machine is said to be particularly adapt- 
ed for use of doctors, dentists, hospitals, schools, de- 
partment stores and retail stores of every description. 

The “RX2” fastener uses Markwell improved pat- 
ented “RX” staples and is sold to Markwell dealers 
under the company’s plan of controlled distribution. 








Markwell’s RX2 Fastener 


Further details, including territories open, may be 
obtained by writing direct to the manufacturer at 200 
Hudson street, New York, N. Y. 


— 
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INTRODUCING PAS-T-LASTIK 

Featuring a triple-purpose—pasting, mending and 
waterproofing—a new adhesive has been recently in- 
troduced to the market under the name of Pas-T- 
Lastik by the Shattuck Company, Pittsburgh, Pa. 

The Pas-T-Lastik is said to be applicable for work 
on paper, metal, cloth, glass, leather and wood. In 
addition to these uses, the new adhesive is credited 
with finding usage in hospitals for sealing bandages. 
It may also be utilized for waterproofing and mending 
tents, auto tops, awnings and upholstery. 

Because of its wide and general adaptibility Pas-T- 
Lastik is available in a complete range of sizes suit- 
able for home, school and office. It is also put up in 
bulk for manufacturers, shippers and packers. 





Pas-T-Lastik in Various Sizes 


Details of the attractive packaging and displays to be 
furnished dealers and distributors may be obtained by 
writing directly to the Shattuck Company at 426 Fourth 
avenue, Pittsburgh, Pa. 


EO 
NEW BLOTTER BY WRENN PAPER COMPANY 


Made in twenty-one attractive colors which add 
beauty to its utility and quality, a new blotter to be 





Wrenn Company’s New Blotter 


known as the “Cadet” has recently been placed on the 
market by the Wrenn Paper Company, Middletown, 
Ohio. 

The Cadet is manufactured with a pleasing design 
and it is available in the following colors: London 
Smoke, Old Rose, Red Mottled, Violet, Peach Nut, Har- 
vard Red and Orange, Robin Egg, Dark Blue, Scotch 
Gray, Soudan Black, Lemon, Chamois, White, Golden 
Rod, Wild Rose, Chocolate, Light Green, Moss Green, 
Pearl Gray and Cardinal. 

Dealers interested in the new line may obtain a 
sample book containing a complete array of Cadet 
blotters in their twenty-one colors by writing to the 
Wrenn Paper Company. 


(New Machines and Devices Section Continued on 
Page 139) 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the 
offices of this journal their headquarters. The staff at the main office, 417 South Dearborn Street, Chicago, 
and the staff at the branch in charge of C. H. Everly at 1601 Pershing Square Bldg., Pershing Square, 42nd 


St. and Park Ave., New York, will be happy to be of any possible service. 


While the facilities at New York 


are not so many as at Chicago, there will be found the same desire to serve. 


LONDON NOTES AND NEWS 


By Mr. Vincent Jackson 


United States manufacturers traveling to London are cor- 
dially invited to call upon Vincent Jackson at 22 St. An- 
drew street, Holborn Circus, London EC 4. Mr. Jackson's 
association with the trade and his contacts with its organ- 
izations afford him information valuable to those desiring 
to cultivate the British market. In swhscription matters, 
Mrs. S. S. Elliott, 6 St. Bride street, London, EC 4, ts the 
authorized representative of Office Appliances in the 
British Isles. 


London, December 12, 1935. 

Last month I reported on the annual general meet- 
ing of the Office Appliance Trades Association. Here 
is a photograph of the new chairman, Mr. Edgar Smith, 
a director of Block & Anderson, Ltd. 

With this photo, I received the following letter: 
“Dear Vincent Jackson: 

“You ask me for a message for Office Appliances! 
Having grown up together in the industry during the 
past few years, I am left wondering whether there is 








Edgar Smith 


anything I can tell you that you are not already antici- 
pating. You are yourself such a busy bee that I 
wouldn't be at all surprised to find you had sipped the 
honey. 

“It was with a little trepidation that I accepted the 
office of chairman of the Office Appliance Trades Asso- 


ciation of Great Britain and Ireland, having in mind 
the gentlemen in whose footsteps I was expected to 
tread. Men of ripe experience and serene tranquillity. 
whose photographs adorn the walls of the O. A. T. A. 
board room as a perpetual reminder to the man follow- 
ing on. Many times during the past year, when glanc- 
ing around during committee meetings, I have thought 
of incidents that happened during their year of office, 
especially in those pioneer days, and I have secretly 
envied their tactful handling of awkward situations 
and also their gift of expression. 

“A new enthusiasm has seemed to permeate through 
the O. A. T. A. during the past year and the work ac- 
complished is an outstanding tribute to the personality 
of my predecessor in office—Mr. E. C. Rylands. 

“We look forward to this coming year as a landmark 
in the history of the Association, in expectation of 
considerable developments, the spade work of which 
has already been done. 

“Abundant happiness, peace and prosperity to you 
and Office Appliances, and also its readers, is my sin- 
cere wish for 1936. “Yours very truly, 


——, 





EE 


By the way I had a request the other day from a 
“live” young firm on the look out for office “gadgets.” 
They are neither equipped, nor do they wish to handle 
appliances needing after sales service. They at present 
handle sundry stationery lines of unusual design or 
appeal and would welcome one or two other lines—par- 
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ticularly if they are ideas little known in this country. 
If any “Office Appliance” readers have the right goods, 
please write direct to Mr. P. Mahony, Accessories Mar- 
keting Company, Crown House, 143-147 Regent street, 
London, W 1. 

I have just made a tour of inspection of the Art 
Metal Construction Company’s factory. It must be 
ten years ago when I first went over these premises. 
The changes and improvements made in the interven- 
ing years are, of course, very marked. I was privileged 


to have as my guide the general manager, Mr. Edwin 
A. Weborg, whom my father and I count as a friend of 
many years standing. 

On my previous visit when Art Metal commenced 
seriously to establish themselves over here, all I can 





View of Old Art Metal Construction Factory, Buckingham Palace 
Road, London.— First section of new extension at the rear. 


remember is a kind of covered in large yard where 
partly finished steel plates were welded or bolted to- 
gether! Today, as can be seen from the accompanying 
illustrations, a large area is covered. I asked Mr. We- 
borg what floor space he now has—but he refused to 
commit himself. The contractors are continually add- 
ing, for the new building is being constructed around 
the old one so as not to interfere with their expand- 
ing business. “So you will see,” said Mr. Weborg, “by 
the time any figures are published we shall have grown 
still bigger.” 

However, it was good indeed to hear how they had 
weathered the storm of the last few years and were 
making excellent progress. In fact for months past 
the press room has been going day and night. There 
was a quiet orderliness about everything and every- 





Some of the Forming Presses in the Machine Shop of the Art 
Metal Construction Company Factory, London. 


body. No rushing about—a natural “flow” from the in- 
coming of the specially selected steel plates, through 
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the press room (some of the machines exert a 400,000 
pound pressure) the welders and then to the paint 
shop. Here overhead conveyors plus electric hoists 
handle the racks of parts, dip them and deposit them 
in ovens to “bake” on the enamel. So right on through 
to assembly and final finish there is planned sequence 
of operations. I was glad to see no overhead shafting 
but individual machine motors. I am unaware of gen- 
eral factory conditions on your side, but there is still a 
very large percentage of English factories running on 
the overhead shafting system. 

A very enjoyable visit concluded with tea in Mr. 
Weborg’s attractive office. I liked the black and 
chromium desks—the “Dynamique” suite, I heard. 

Sitting there, obviously welcome, I recalled the fact 
that Mr. Weborg and I were in some ways competitors. 
Yet it was good to feel that the two companies we have 
the honour to represent were big enough to be friends. 

Note.—In a letter to Office Appliances Mr. Weborg 
adds the following interesting information of the big 
London plant: “We have been running our factory day 
and night for a solid three years and in the last year 
we have almost doubled our floor space. Our factory is 
located at one end of Buckingham Palace road and 
Buckingham Palace at the other, giving us a happy 
mixture of the ancient and the modern.” 

I have just come from the usual monthly luncheon 
and meeting of the Office Appliance Trades Associa- 
tion. This is the first one since the new executives 
were elected and was in the nature of a domestic meet- 
ing. That oft discussed subject in the trade was the 
main item—exhibitions. It has been settled once and 
for good many times before! But, we have recently 





Drawing Prepared by Messrs. Wailis, Gilbert & Partner showing 
Art Metal Construction Factory in London When Reconstruction 
is Completed. 


had what was undoubtedly a very successful show. 
Trade generally is distinctly good. Therefore opinion 
is changing. Some of the cautious ones were against 
too frequent shows in the difficult times. Hence the 
revival of the subject. 

The meeting was presided over by Mr. Edgar Smith, 
the association chairman. There was an excellent at- 
tendance of members—over eighty I believe. Probably 
the subject attracted them. 

The chairman reported that an exhibition had been 
arranged for the Autumn of 1936 at Birmingham, that 
important city, in the Midlands. Regarding the Lon- 
don Exhibition, a resolution of 1933 tied the executive 
to one exhibition per year, alternately in London and 
the provinces. At the time of this resolution, trade 
was not as healthy as at present, the percentage of 
members interested in the exhibition was small and 

(Turn to page 75, please) 
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A Stationery Store as Old as 
the United States 


By Ena Fitzgerald 


N THE large industrial city of Bradford, England, 

there is a stationery store which can lay claim to 
being the oldest in the country. It has been selling sta- 
tionery and doing printing for about a century and a 
half without a break. 

This is the firm now known as Henry Gaskarth Lim- 
ited. It became a limited company last year, its prin- 
cipal directors being men who had already devoted 
many years to the old business. One is Mr. Jackson, 
with forty-six years’ service, another Mr. Coble, with 
twenty-five. In fact, the store holds something of a 
record in long service members, and to the names of 
Mr. Leach, Mr. Dufton, Mr. Wood and Mr. Robertshaw 
there are service records varying from sixty-five to 
forty-six years. Mr. Henry Gaskarth himself has given 
a long life to the historic store, and his father, another 
Henry Gaskarth, who died many years ago, had another 
long record 

The Story of Gaskarth’s 


About the time when the Treaty was signed in Paris 
recognizing the Independence of America by England, 
a certain John Smith was energetically building up a 
stationery and printing business in Bradford, and 
teaching his nephew, John Stanfield, the way to make 
sales. When John Smith died in 1793, it was John 
Stanfield who carried on the store which was then at 
the bottom of Westgate and regarded as the very centre 
of Bradford. It was here that for centuries an open 
market had been held, and crowds of customers used 
to drop into the shop on market days. To this market 
would come the famous Bronté sisters who lived in the 
neighboring parish of Haworth. 

(We venture that the Bronté girls’ visits to Mr. Stan- 
field’s stationery store and newspaper office were inter- 
esting and pleasant occasions: breaks in the monotony 
of their somewhat dull family routine: relief from the 
cheerless atmosphere of the rectory at Haworth.) 

The business prospered greatly, and not only did John 
Stanfield make increasing sales of ledgers, account 
forms, pens and ink to business men and private resi- 
but he also ran a newspaper called the “Brad- 


dents, 
ford Chronicle. 

In 1835 Stanfield died and was succeeded at the store 
by his son Charles. This stationer and printer of ex- 
actly one hundred years ago is still recalled in Bradford 


as the publisher of James’ “History of Bradford,’ 
among other local works. 
Later, a Mr. Henry Gaskarth acquired the business, 


carried it on in the same energetic way, and was again 
followed by his son, the present Mr. Henry Gaskarth 
who told me of the once great demand he could remem- 
ber for quill pens! He is still an expert cutter of them, 
though with the coming of fountain pens they are 
naturally only a relic in the store. Gaskarth’s have for 
years been large suppliers of stationery for lawyers’ 
offices, and it is interesting to note that even up to the 
time of the Great War of 1914-18, the Bradford county 
court bought from them large quantities of paste wafers 
used for sealing documents. 

Mr. Henry Gaskarth is a keen enthusiast concerning 
historic relics, most of them connected with the trade 
He showed me an old and authentic “pen” knife; also 
several old documents and papers, such as accounts for 
stationery goods dated well over one hundred years ago. 
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A View of the Old Store Taken During the Reign of Queen Vic- 
toria.—Henry Gaskarth’s father is in the doorway. Portraits, 
left to right: W. Coble, who recently became a director; Henry 
Gaskarth and N. Jackson, another recently appointed director. 


One of these dated 1825 from a wholesale stationers in 
London (Williams Cooper and Company) in rendering 
an account for supplies, remarks on the “extraordi- 
nary scarcity of money.” 

Although in the course of time the store removed to 
premises (not very far away from the original place) 
in Sunbridge Road which it still occupies, the historic 
atmosphere of the past continues as a background of 
modern efficiency and progress. On entering Gas- 
karth’s today one cannot help remembering that long 
forgotten Bradfordians also bought pens, ink, ledgers, 
etc., in the days when Europe was startled by the 
French Revolution and before Napoleon had thundered 
his way to fame. And Bradfordians who have long left 
the city, or their parents before them, still do not forget 
Gaskarth’s! They still write there from different parts 
of the world for certain articles. On the day I visited, 
a letter had just arrived from Rhode Island asking 
for a map to be given to a certain American lecturer 
and friend who is an authority on the famous Bronte 
sisters. 

Gaskarth’s is a friendly, homely store. On the ground 
floor one meets Mr. Gaskarth himself, and Miss Field, 
who has also been some years with the business. On 
the second floor, reached through a doorway and stairs 
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towards the back, is Mr. Coble, genial and cheery, and 
quite ready to discuss the present day problems of sell- 
ing commercial and all kinds of stationery. 

For their business he finds that the employment of 
well trained travelers are the best means of securing 
new orders and repeats. Orders nowadays, he says, 
have to be fetched by competent salesmen. “As for 
getting entirely new customers,” he added, “we have 
to remember that although we are extremely old, in a 
big city like Bradford there are always plenty of people 
who don’t know of our existence.” It is a point, he 
thinks, every old firm anywhere should bear more and 
more in mind, and so never rest on one’s oars. 

Gaskarth’s are the sole agents for large scale ord- 
nance maps much used in architects’ offices when plan- 
ning property. They also hold a good stock of textile 
design paper, not usually found in the ordinary sta- 
tionery store even in so prominent a wool center. 
Sometimes people write from abroad for this textile 
paper. 

Apart from commercial stationery of all kinds, Gas- 
karth’s hold large stocks of materials for commercial 
and other artists, while school stationery is another big 
feature for which they are famous, and they are regu- 
lar suppliers of some of the large educational centers, 
one being the Bradford Grammar School. This cus- 
tomer is actually older than Gaskarth’s, having been 
founded in the sixteenth century. 

Gaskarth’s claim to being the oldest stationery store 
in the country has never been disputed, and the busi- 
ness may even be a little older than what is recorded, 
since the actual year when John Smith started is lost. 
That he died in 1793, after having firmly established a 
fine business and thoroughly trained his successor, is 
certain, and every link in the chain is available since 
that date. When I once pointed out to Gaskarth’s that 
the words “established 1793” on their letterheads was 
too late a date, it was agreed that the year of John 
Smith’s death had got there somehow by error years 
ago, and it had never been thought worth while to 
alter it. 

Their smart notehead, by the way, carries out the 
atmosphere of antiquity attached to the store, and old- 
world type having been chosen. 

The photo shows the old premises in Westgate with 
the present Mr. Gaskarth’s father standing in the door- 
way, and was taken during the reign of the late Queen 
Victoria. 
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TEACHING LONDON TAXI DRIVERS 

The Gregg Magazine (London) told an interesting 
story of “Bush House,” London, which was dedicated 
to “The Friendship of the English-Speaking Peoples,” 
was made known to the taxi drivers of London. The 
manager of Bush House instructed his staff to give up 
walking, and travel in taxicabs. The only address they 
gave was “Bush House,” and if the driver said: “Where 
is it?” the cab was dismissed promptly and the driver 
told how little he knew his business. If the man knew 
the address he was tipped handsomely on arrival. It 
did not take the drivers long to get the cue. 
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LEIPZIG FAIR DATES ANNOUNCED 


More than 8000 exhibits gathered from twenty coun- 
tries will be offered when the Leipzig Trade Fair opens 
in the Spring, according to advance reports of the 
event which is expected to attract 180,000 business men 
from various parts of the world. The Merchandise Fair 
is scheduled to be held from March 1 to 6 and the 
Engineering Fair from March 1 to 9 inclusive. 
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(London Letter—Continued from page 73) 
moreover there was not available a new exhibition hall 
now in course of erection. The new executive therefore 
felt justified in asking if members wish to rescind the 
previous resolutions. 

Mr. S. Downes (Accounting and Tabulating Corpora- 
tion), a previous advocate of a regular annual London 
exhibition, started the ball rolling by expressing the 
opinion that the success of the recent London exhibi- 
tion may have been largely owing to the fact that so 
many executive business men came for fresh ideas be- 
cause of a lapse of two years. Mr. Downes therefore 
frankly admitted he had changed his mind and pro- 
posed that the principle of the previous resolution 
stands. It may mean taking a continuous five year 
lease on a suitable hall and sub-letting alternative 
years in order to get suitable halls. 

Several members followed in the general discussion, 
some for annual and others for bi-annual exhibitions. 
It seemed obvious that the hands of the executive 
would be considerably tied if a bi-annual exhibition 
was desired because the proprietors of these halls 
wanted regular annual bookings. 

Eventually it was decided to leave the original reso- 
lutions until the executive provided further financial 
details. 

In closing I would like to express all good wishes to 
the readers of “Office Appliances” for a very prosper- 


ous New Year.—VEJ 
—— 
WORLD-ECONOMIC SALES PROMOTION 

Lack of space permits but brief room for an article 
on “The Idea and the Possibilities of World Economic 
Sales-Promotion,” by R. E. Reichard, ministerial direc- 
tor of the Werberat der Deutschen Wirtschaft. We en- 
deavor to give the highlights of this article. 

When reviewing the catalogues of present day col- 


leges, we observe that instruction in sales promotion 
has a relatively small part among the courses in com- 
parison to its actual importance in modern business 
life. A few decades ago such a course did not exist in 
universities. Business colleges, preparing students for 
the profession of a practical merchant, had lectures 
about sales promotion. These, however, dealt mainly 
with the practical side of sales promotion technique. 

Advertising became necessary when the mass pro- 
duction of goods required the “brightening of the mar- 
kets,” or new sales territories. The development in 
technical progress, with its increased production ac- 
companied by a continuing decrease in the cost of 
production, naturally demanded an increase in adver- 
tising also. 

Sales Promotion an Uncharted Field 


The art of sales promotion is still an unconfined field, 
relatively speaking, which is scant as compared to the 
sciences. Scientific works are lacking which illuminate 
exhaustively the entire problematic field from the view- 
point of private business, state economy, statistics psy- 
chology and finally of law. 

The status of art of sales promotion is indicated by 
the scant literature of this field. Scattered articles have 
appeared, but comprehensive works are lacking to illu- 
minate the field thoroughly. This is surprising in view 
of the fact that approximately two per cent of the in- 
come of the population in the leading countries is spent 
for advertising. 

Academic Study by a Few 

Nevertheless, a few notable representatives of aca- 
demic chairs have occupied themselves with the nature 
and significance of promotion and its effects upon the 
economy of a country. It is obvious that economic 
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production is a clearly defined field, and that it has 
nothing to do with political propaganda, the promo- 
tion of culture or similar activities. The goals which 
economic promotion pursues spring out of its funda- 
mental idea, which is directed toward improving the 
national economy through a general enlivening of the 
turnover in business by the stimulation of business. 
Promotion strives especially to increase sales, or to 
avoid losses in private economy. Promotion is also con- 
nected closely with the study of markets within its two 
large circles of influence 


Depth of Study Demanded 

The study of domestic and foreign markets, the state 
of the purchasing ability, the competitive situation in 
supply and demand are fundamental prerequisites for 
the employment of economic promotion which is to 
achieve success. When it extends beyond native boun- 
daries it becomes concerned with the features of world 
wide promotion, which imposes the greatest demands 
on its skillful management, due to the complex form, 
the extent and difficulties of the various parties 
interested 

Economic promotion makes use of the most modern 
technical means to attain its end—to arouse the desire 
to purchase. The press, the radio, the films, airplanes 
one need think only of “sky writing’—are pressed into 
service by sales promotion. They are effective only 
when the promotion they express stays within the 
limits which must be placed on economic promotion 

within the bounds of truthfulness. That moment 
when economic promotion takes the form of exaggera- 
tion, or does not remain factual, business will not only 
fail to improve, but will be damaged. Economic promo- 
tion cannot strive to exert its influence at any price 
then. Here lies the border between sensible economic 
promotion, which holds enduring power, and mislead- 
ing promotion, which exhausts itself mostly in deceiv- 
ing advertising tricks. 


Goal for the Student 

It is a thankworthy service for the art to study the 
entire scope of the problem, and to make this new land 
of the art operable, especially since the last develop- 
mental years have brought a number of theories and 
experiences, but also a wealth of incentives in the field 
of sales promotion. Already attempts are being made 
in the finished goods industry to take a stand on indi- 
vidual problems of sales promotion, through the trade 
high school at Nurnberg. 

Should other universities take up this subject—create 
their own chair for the study of promotion—the Ger- 
man nation would be able to perform fruitful research 
work. 
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METZ HONORS FRENCH PIONEER 
Le Sténographe Illustré, Paris, reports that the city 
of Metz has given the name of Emile Duploye to one of 
its streets, in honor of a pioneer in the art of stenog- 
raphy in France 
a 


At Right, Exhibits at the Recent Frankfurt Business Show. 

Top to bottom: (1) Display of Kardex filing systems by Kardex 
Systems G.m.b.H., Berlin. (2) Display of typewriters, featuring 
the Olympia Tico, by The Europa Schreibmaschinen A. G., 
Erfurt. (3) Perfected accounting machines by Rheinische 
Metallwarenfabrik, Sommerda. (4) New adding typewriter dis- 
play by Wanderer-Werke A. G. Schonau-Chemnitz. (5) Visible 
filing and manifolding bookkeeping system by Edler & Krische, 
Hanover. (6) German standard typewriter with Gothic char- 

acters, by Seidel & Naumann, Dresden. 
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(A text Description of the Southwest German Office Equipment 
Exposition Appeared in the December Issue on Page 46.) 
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LATIN-AMERICAN CREDIT SITUATION 
IS BETTER 

Indications that commercial and credit conditions 
are considerably better in a majority of Latin-Ameri- 
can countries were seen in a recent report of the Na- 
tional Association of Credit Men issued from the or- 
ganization’s headquarters in New York City. 

The report was based on the twenty-eighth quarterly 
survey of the foreign department of the association, 
according to W.S. Swingle, director of that department. 
Mr. Swingle said: 

“An improvement was shown in the index of credit 
conditions for eleven of the twenty-one markets cov- 
ered by the survey. In most instances these gains were 
in sizable amounts and were particularly noticeable for 
such countries as Mexico, Panama, Cuba, Venezuela 
and Argentina. It is particularly interesting to note 
the continued improvement in credit conditions in 
Cuba. 

According to the report a general grouping of the 
countries indicates that collections are good in the 
following: Cuba, Panama, Mexico, Puerto Rico, Vene- 
zuela, Argentina, Haiti, Guatemala, Chile, Ecuador, 
Dominican Republic, Brazil, Colombia, Salvador. 

At the same time the index of credit conditions placed 
in the classification of “very poor” these countries: 
Costa Rica, Bolivia and Nicaragua. The report added: 

“It should be noted that these comments refer to 
collections of current accounts rather than to old ac- 
counts, which in a number of cases are still tied up 
by exchange restrictions. The improvement in the ex- 
change situation throughout most of Latin America 
in recent months has permitted of a settlement of 
obligations through the free market rather than at 
official rates where the exchange at this rate is greatly 
delayed.” 














——_—_—__——_ 
BRITISH STATIONERS FRATERNIZE AT BRUSSELS 
The British Stationer reported that a conference was 
Bt held at Brussels, September 1, for the purpose of form- 
- ing a strong association, consisting of manufacturers, 
URANIA-SCHREIBMASCHINEM . wholesalers and retailers. Previously there was only a 
retailers’ association. M. Paul Nias conducted the con- 
ference. The delegates from other countries were Mr. 
Charles Briquit, Switzerland; Mr. J. Busche, Stras- 
bourg, France; Mr. Herbert W. Holt, Great Britain; 
Mr. S. Vleeschouwer, Holland. This conference resulted 
in an unanimous decision that a committee be ap- 
pointed to go into details with a view to forming an 
organization along the lines suggested. 
<> 
METERED MAIL POPULAR IN SLOVAKIA 
The United States Department of Commerce has had 
a report from the Prague commercial attache that 
postage metering machines of German manufacture 
have been installed by a considerable number of busi- 
ness houses of Czechoslovakia. In 1927 there were sixty 
installations; in 1934 the number had increased to 498. 
nisengelliiceaaien 
HOLLAND INTEREST IN MAILING METHODS 
Administratieve Arbeid, Rotterdam, devoted consid- 
erable space to the use of modern mechanical equip- 
ment in preparing and dispatching mail. 
— > — 











eS -_ = More Views of Exhibits at the Frankfurt Show.—Top to bottom: 

ADLER WERKE Display of the sole German electric typewriter by Mercedes 
Buromaschinen-Werke, Zella-Mehlis. (2) Breuer’s Rotafix ex- 

. a hibit. (3) Crowd at the typewriter display of Torpedo Werke 
A.G., Frankfurt. (4) Clemens Muller’s showing of Urania type- 

(A Text Description of the Southwest German Office Equipment writers. (5) Another typewriter display by Adlerwerke, Frank- 


Exposition Appeared in the December Issue, page 46.) furt. 
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GERMAN HOLLERITH ORGANIZATION CELEBRATES 
TWENTY-FIFTH ANNIVERSARY 

The twenty-fifth jubilee of the Deutsche Hollerith 
Maschinen G.m.b.H. was celebrated on November 27 in 
the recently completed plant at Berlin-Lichterfelde- 
Ost. This was also the occasion of the twenty-fifth 
anniversary of the connection of the president, Willy 
Heidinger, and the chief engineer, Hermann Weinlich, 
with the company. 

It was in 1910 that Mr. Heidinger agreed to secure 
patent rights and to manufacture the Hollerith ma- 
chines in Germany. Operations were begun on a small 
scale, only six men being employed in the manufacture 
of the machines. The entire activities were conducted 
at 112 Potsdam Strasse which is now the branch office 
of the firm. Mr. Weinlich assisted Mr. Heidinger in 
all the direction of technical work in the early days of 
the company. 

In an interesting address, Mr. Weinlich traced the 
progress of the organization and referred to early diffi- 
culties encountered, such as carrying the heavy ma- 
chines up and down four flights of stairs as they had 
no elevators in the building. 

Thomas F. Watson, president of International Busi- 
ness Machines Corporation, was present. He presented 
Mr. Heidinger and Mr. Weinlich each with a gold watch 
and a life insurance policy for $2500 as a mark of appre- 
ciation for their twenty-five years of service. 

Peter Hollerith, a direct descendant of Dr. Hollerith, 
was also in attendance. The two sons of Dr. Heidinger 
who accompanied their father were made members of 
the Father and Son Club. 

President Watson was presented with a large silver 
plate with the two hemispheres engraved on it sym- 
bolizing the international nature of the organization. 

The employes presented the management with a life 
size statue symbolizing progress. The statue was the 
work of Professor Haffenrichter. Three miniatures of 
it were presented to officials of the company. 

Mr. Spangenberg, representing the government cir- 
cuit body, expressed satisfaction with the modern 
facilities of the plant, which embodied many of the in- 
novations which the government had urged through its 
organization for the German workers and industri- 
alists, the Deutsche Arbeitsfront.—DAF. 

In observance of the jubilee, 8,000 Reichsmarks were 
subscribed to the Winterhilfs-Werk, an organization to 
help unemployed persons during the winter. Each per- 
son employed by the company for a year or more was 
given from twenty to one hundred Reichsmarks, de- 


Hollerith Company Celebrates Twenty- 
fifth Anniversary in Germany.—Shown 
here are a number of honored guests 
listening to addresses delivered. In the 


front row, left to right, are Assistant Cir- 
cuit Inspector Bodinus, Circuit Manager 
of the D. S. F. Spingenberg, President 
and General Manager Willy Heidinger, 
Chief Engineer Hermann Weinlich, Gen- 
eral Manager F. E. Holt, Vice President 
Otto E. Braitmayer, President Thomas J. 
Watson and Business Manager Hermann 
Rottke. In the inset, left to right, are 
Messrs. Braitmayer and Watson. 
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pending upon the length of service. Arrangements for 
insurance policies for 2,000 Reichsmarks each were an- 
nounced. 
a oe ——a 
SMITH PREMIER SKRIVMASKINSAFFAR 
A/B CHANGES HANDS 

F. Knutsen-Oy, of Stockholm, Sweden, recently pur- 
chased the Smith Premier Skrivmaskinsaffar A/B, 
which has been renamed Aktiebolaget F. Knutsen-Oy, 
with headquarters at Hamngatan 38, Stockholm. It 
was reported that the firm will be carried on under the 
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F. Knutsen-Oy 


same management and administration. The share cap- 
ital was Kr. 60,000, which was fully paid in. Accord- 
ing to the report of the purchase of the company by 
Mr. Knutsen-Oy, the lines carried will include the 
Rotaprint Offset printing machines and modern office 
supplies. 
o— = oo — 

FIFTIETH ANNIVERSARY OF FRENCH ASSOCIATION 

The Association of Accountants of the Seine, which 
was established in 1847, celebrated the fiftieth anniver- 
sary of its free professional courses, and distributed its 
prizes to winners several weeks ago. At this ceremony 
Mr. Jean Chiappe, president of the municipal council 
of Paris, had charge of the proceedings, assisting the 
representatives of the authorities and of the large asso- 
ciations. The “Revue du Bureau,” from which we ob- 
tained this item, was represented by its manager. Sev- 
eral speeches were made praising the work of the asso- 
ciation. A brilliant concert added much to the evening 


of celebration of the anniversary. 
The Association of the Accountants of the Seine has 
headquarters at 39 Rue de Rivoli, Paris. 
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GERMAN TRADE LIST ALLOWANCES ON 
TYPEWRITERS 

Brief mention was made on Page 128 of the December 
issue to an allowance schedule used in Germany by 
dealers when trading out old machines. Through the 
courtesy of the Reichsverband des Buromaschinen-und 
Organisations Mittel-Handels e. V., we have received a 
copy of this list. It shows the official allowances for 
used machines of German and American manufacture. 

An explanatory letter indicates that all members of 
the German association are bound to comply with the 
official prices in making allowances on trade-ins. The 
association has worked out a system of price protec- 
tion on export sales, and also a rebate for large users, 
government offices, typewriting schools and associa- 
tions. Members of the association are protected by a 
law which has the power to combat objectionable price 
situations. 





M. Nissen-Lie, Oslo, Norway, Whose Fortieth Business Anniver- 
sary Jubilee was Described in the December Office Appliances, 
Is Presented Here.—In a photograph of the event Mr. Nissen-Lie 
was farthest from the camera and barely discernible. Office 
Appliances now takes pleasure in giving its readers a good look 
at the Norwegian office equipment dealer. 
sti simeai 
CALENDAR REFORM PROGRAM 
Franco-American Trade, published by the American 
Chamber of Commerce in France, submitted an inquiry 
as to the possibilities of calendar reform. The subject 
comes up frequently in international discussions, re- 
viving interest in a project offered in 1849 by August 
Comte. 


79 


GF Furniture Aids Office Dress Window 
Display.—Here is a clever and interest- 
ing window of the B. Altman & Company, 
Fifth avenue, New York, department 
store. The firm wished to display a num- 
ber of dresses for office wear and selected 
several pieces of General Fireproofing 
Company office equipment to produce the 
proper atmosphere. The window attracted 
considerable interest and comment. 
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Executives Study Remington Streamlined Typewriter.— 
Here is John A. Zellers, vice president of Remington 
Rand, Inc., inspecting the new Remington Streamlined 
Model 5 with Joseph E. Straub, manager of the Syracuse 


plant. Mr. Zellers was in Syracuse to attend a dinner 
given by the local Chamber of Commerce to non-resident 
executives of Syracuse industries. Mr. Zellers is on the 


left. 

CLAYTON JOINS WILSON-JONES SALES STAFF 

Samuel S. Clayton, for many years identified with 
the loose leaf industry in various sections of the coun- 
try, recently joined the sales staff of the Wilson-Jones 
Company as a member of the county record book divi- 
sion. 

Mr. Clayton will maintain headquarters at 1000 South 
Elmora avenue, Elizabeth, N. J. 

—_————— 
CHICAGO BRANCH ROBBED OF CORONA 

Burglars who visited the Chicago branch of the L. C. 
Smith & Corona Typewriters, Inc., last month stole a 
Corona standard, serial No. 1C-10860. Dealers are 
asked to be on the lookout for this machine. 
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ROYAL HANGS UP NEW RECORD 

After smashing all United States sales records in 
1934, the Royal Typewriter Company set a new high 
mark when its officials announced that in the first ten 
months of 1935 the sales in this country have sur- 
passed the sales for one full year since the company 
was founded. 

The sales boom is said to have started in July, 1934, 
when the H model standard machine was introduced. 
Touch control, finger comfort keys, shift freedom and 
complete dust protection are factors declared to have 
added to the popularity of this model. 

In March, 1935, the new Royal portable, with touch 
control, was placed on the market and added impetus 
to the ever-rising sales record. 

In keeping abreast of the demand for the two ma- 
chines, the Royal Typewriter Company is working over 
4,500 men and women many hours overtime each week 
at the factory 
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McKINNEY IS APPOINTED TO SUCCEED 
LAWRENCE WALKER 

J. Donald McKinney, manager of the Boston branch 
of the Shaw-Walker Company, was appointed last 
month to take over the duties of the late Lawrence H. 
Walker, purchasing agent, who died recently. Mr. 
McKinney, in taking control of the purchasing depart- 
ment, will maintain headquarters at the home office in 
Muskegon. In transferring Mr. McKinney several other 
changes were made in the sales staff, including the 
following: 

A. R. Hedeman, former Atlanta manager, will replace 
Mr. McKinney, while R. C. Coffing, manager of the 
Omaha branch, will replace Mr. Hedeman. G. E. Ma- 
rian and W. B. Berggren will operate the Omaha 
branch 


oe 
COURT SETTLES I. B. M. CONTRACT CASE 


Commenting on the recent decision for the govern- 
ment in its suit against the International Business Ma- 
chines Corporation, the company last month issued 
the following statements: 

“The decision of Judge Woolsey in favor of the Gov- 
ernment in the suit brought by it against the Interna- 
tional Business Machines Corporation and others was 
based upon a stipulation of facts mutually agreed on. 
The sole question submitted to the court under the 
stipulation was whether the provision of the I. B. M. 


contracts, limiting users of the machines manufactured 
by I. B. M., was proper. The stipulation stated that 
cards specially manufactured were necessary to a prop- 
er operation of the machines and showed that there 
were no cards on the general market appropriate for 
use in these machines. It was urged that inaccurate 
cards would result in inconvenience and expense to 
both users and I. B. M. Nevertheless Judge Woolsey 
found that such inconvenience and expense were not 
sufficient in his judgment to justify the restraining 
clause. 

“The effect of the decision which is subject to ap- 
peal will be that the restraining clause will be eliminat- 
ed from I. B. M. rental contracts with its customers 
who will then be free to use cards purchased else- 
where if obtainable, except for such cards as are cov- 
ered by patents which constitute by far the larger 
part of the cards used. It is believed that the decision 
will have no serious effect upon International Business 
Machines’ card business.” 
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WIS-ILL CLUB POW-WOW DATE SET 

The Sixth District Stationery Salesmen’s Pow-wow 
sponsored by the Wis-Ill Club for dealers and their 
salesmen will be held Tuesday, January 21, in the Old 
Town room of the Sherman hotel in Chicago. 

The meeting is scheduled to begin with a dinner at 
6:15 p.m. The principal speaker and guest of honor 
will be Charles P. Garvin, general manager of the Na- 
tional Stationers’ Association. Mr. Garvin will be fol- 
lowed by several other prominent speakers. 

Judging by early demands for reservations it is ex- 
pected that more than 300 dealers and their sales mem- 
bers will be in attendance. 

Further details of the meeting may be obtained by 
writing to Chairman Harry Balch, Quality Park En- 
velope Company, Merchandise Mart, Chicago, or by 
communicating with any officer or member of the 
organization. 
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COURTRIGHT COMPANY HAS MIMEOGRAPH AT 
OMAHA 
The C. C. Courtright Company, 406 South Nineteenth 
street, Omaha, Nebr., has been appointed distributor for 
the Mimeograph. It succeeds the Omaha Printing 
Company as distributor. 
The C. C. Courtright Company is a new organization, 
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handling only Mimeograph equipment and supplies. 
It plans to give Mimeograph owners in the Omaha ter- 
ritory a superior type of service and process attention 
because of a full time effort in the one field. 

Mr. Courtright was formerly the branch manager 
of the A. B. Dick Kansas City office. Prior to that time 
he was Neostyle representative in Kansas City. He has 
been associated with the A. B. Dick Company many 
years. 

——_—>————— 
CLAUSING CELEBRATES TWENTY-FIFTH 
ANNIVERSARY 

Twenty-five years in business. 

eighteen foot room, with packing 


From a _ ten-by- 
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W. F. Clausing 


furniture, to an entire floor in a big office building 
with nearly eighty employees. 

The above is by way of explanation of a recent cele- 
bration held by W. F. “Bill” Clausing, genial head of 
the International Typewriter Exchange, 231 West Mon- 
roe street, Chicago. 

It was in the winter of 1910 when Mr. Clausing sev- 
ered connections with the Rebuilt Typewriter Com- 
pany. He had been a salesman with the firm for some 
time and had accumulated a modest sum which he 
used to open a business for himself. 

While he could still sell typewriters, Mr. Clausing’s 
knowledge of running an establishment was limited 
and so, within a few brief months, he found himself 
heavily in debt. Instead of pressing him, however, 
creditors extended him further credit and he opened 
up in the Chemical building on North Dearborn. 

“I had seen the light,” Mr. Clausing explained to a 
representative of Office Appliances, “and I scrapped 
all my old-fashioned, obsolete bookkeeping methods. 
Under the new system I found I was not spending more 
than I was taking in, and things began to look 
brighter.” 

After a year at this location, Mr. Clausing moved to 
177 North State street, where he had a room measur- 
ing twenty-two by twenty-two feet and storage space 
in the basement. A few years later he again moved 
but not before he had occupied the entire sixth floor 
of the structure and had increased his business to a 
point where still further space was urgently needed. 

The next site was 184 West Lake street, where the 
International Company took two entire floors contain- 
ing 8000 square feet. Mr. Clausing occupied this place 
for five years and then moved to his present location. 

In 1916, when the World War made the demand for 
typewriters very great in Europe, Mr. Clausing began 
his foreign operations which he has maintained ever 
since. 

Starting with a shipment of machines to Holland, 
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Mr. Clausing has gradually increased his foreign busi- 
ness until his shipments have been made to every 
country in the world. 

At the present time the firm utilizes 10,000 square 
feet on its floor and 4000 in the basement. More than 
fifty men are employed in the shop and the office is 
staffed by thirteen girls who are regularly employed 
and eight who are on part time for the purpose of 
handling the company’s mailing list each month. 

<> 
STANDARD’S “PRESIDENT’S MONTH” CAMPAIGN 
IS BIG SUCCESS 

A special nation-wide sales campaign which was 
designated “President’s Month” in honor of president 
F. W. Storck, came to a successful conclusion in De- 
cember for the Standard Mailing Machines Company, 
Everett, Mass. 

The big drive opened with the issuance of a large 
number of advertising and mailing pieces notifying 
dealers throughout the country that every effort would 
be undertaken to make December the biggest month 
for sales volume in the history of the company. The 
opening gun was followed by a large number of bul- 
letins to all Standard representatives, telling of the 
various factors of the drive which included quotas, 
agency divisions, agency competition, notices and tro- 
phies. 

The sales drive organization was divided into four 
divisions and a handsome cup was awarded to the 
agency scoring the highest per cent of quota in each 
division. The divisions were arranged as follows: 

Division No. 1: New York, Chicago, Philadelphia, De- 
troit, Boston, Washington, Hartford, Los Angeles, Mil- 
waukee and Pittsburgh; Division No. 2: St. Louis, Min- 
neapolis, Baltimore, Cleveland, Syracuse, Harrisburg, 
San Francisco, Newark, Salt Lake City, and Buffalo; 
Division No. 3: Cincinnati, Rochester, Seattle, Albany, 
Portland, Me., Kansas City, Omaha, Cedar Rapids, Dal- 
las and Denver; Division No. 4: Atlanta, Richmond, 
Clarksburg, Jacksonville, Birmingham, Tulsa, Burling- 
ton, New Orleans, San Antonio, Houston, and Portland, 
Ore. 

On Tuesday, December 24,—a few days before the 
big drive came to an end, a surprise presentation party 





F. W. Storck 


was held for Mr. Storck and was attended by all the 
home office and factory employes and a number of 
representatives from the field organization. In addi- 
tion to commemorating the sales drive, the party also 
celebrated the twenty-fifth anniversary of the Stand- 
ard Company and Mr. Storck’s twenty-fifth year with 
the firm. 

Complete details of the affair will be contained in 
the February issue of Office Appliances. 








OFFICE APPLIANCES 





The Rochester Branch Office of L. C. 
the New Animal Keyboard. 
used plenty of colors. 


Smith & Corona Typewriters, Inc., Recently Had a Window Display Featuring 
The animals shown were cut out from cardboard. The artist who designed the window 
This window was very successful in attracting passersby and stimulated great interest in 


the Animal Keyboard Corona. 


COLE COMPLETES LONG AIR TRIP 


Involving more than five thousand miles of flying, 
Ira Cole, vice president and sales manager of Mittag 
& Volger, Inc., recently completed an extended busi- 
ness trip on which he visited several of the firm’s prin- 
cipal dealers and offices in the prominent cities of the 
nation. 

On arriving at Salt Lake City, Mr. Cole was greeted 
by W. G. Huston, Mittag & Volger Pacific Coast man- 





Mr. Cole (left) Is Greeted by Mr. Huston After 
Stepping from a Plane at Salt Lake City. 


ager, with whom he traveled by automobile to Las 
Vegas, Boulder Dam and San Bernardino. From there 
the two officials journeyed to San Diego where they 
spent several days visiting the trade. Continuing their 
trip, the two men visited Hollywood, North Hollywood, 
Santa Monica, Long Beach, Ventura, Pasadena, Santa 
Ana, Whittier and many other smaller adjacent cities 
to Los Angeles. 

Mr. Cole and Mr. Huston then paid brief visits to 


Bakersfield, Fresno and Merced on their way to San 
Francisco, arriving in the Bay City November 4, where 
Mr. Cole was a guest of honor at a luncheon given by 
the Carbon and Ribbon Dealers’ Association of North- 
ern California, of which Mr. Huston is president. Dur- 
ing his stay in San Francisco, Mr. Cole was a guest of 
I. Francis O’Connor, president of the Pacific Carbon & 
Ribbon Manufacturing Company. 

On Sunday, November 10, Mr. Cole flew to Los Angeles 
where, after a brief stay with his Los Angeles branch 
manager, he took another plane for Mexico City, cov- 
ering a distance of 1620 miles in that time. From 
Mexico City he flew to Guatemala City, San Salvador, 
San Jose, Costa Rica, Panama City and Cristobal, where 
he boarded the S.S. Calamares making three stops— 
Cartagena, Puerto Columbia and Santa Marta. 

His next stop was at Kingston, Jamaica, where he 
remained two days before leaving for Havana, Cuba, 
where the company maintains an office under the man- 
agement of Jose L. Washington. After a short visit 
there, Mr. Cole continued his flight to Miami, Jackson- 
ville, Fla., and Charlotte, N. C., where Mrs. Cole and a 
daughter met him and continued the journey home to 
Park Ridge by automobile. 

Se 
NEW ENGLAND TRAVELERS MEET 

When this issue reaches readers the regular meeting 
of the New England Travelers club, scheduled for Jan- 
uary 3, 1936, at the Chamber of Commerce, Boston, will 
have become history. President John E. Brinks called 
the meeting at which the feature event was election of 
officers. 

A report of the meeting and results of the election 
will appear in the February issue of Office Appliances. 
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FIRE DAMAGES AMERICAN WRITING 
MACHINE OFFICE 
Fire, which apparently broke out from defective wir- 
ing, did slight damage to the repair shop of the Ameri- 
can Writing Machine Company in Atlanta, Ga., No- 
vember 13. The shop is located at the corner of For- 
syth and Poplar streets —JHR 
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FLOOD RUINS CARGILL COMPANY STOCK 

Stationery and printing stock valued at several thou- 
sand dollars was ruined last month when the estab- 
lishment of The Cargill Company, Houston, Tex., was 
swept by water during a recent flood. 

From the time the flood began until the water began 
receding, the plant was under varying depths. In the 
basement, where most of the expensive stock was 
stored, the water reached a level of five feet while in 
the plant’s boiler room it was fifteen feet deep. 

The water played strange pranks. It seeped through 





The Cargill Company, Houston, 
Tex., was best approached by boat during the flood as 


Cargill Fights Flood. 


shown in top picture. Lower is view of sandbags placed 
to stem the high waters. The firm suffered heavy damage 
to stock. 


practically airtight vaults, filling them. A big table 
drifted out of the basement, through a narrow door 
and into the boiler room. 

After the water went down a corps of fifty men was 
employed cleaning up the place. According to P. T. 
Pearce, vice-president of the company, only one week 
was required before the presses again began running 
and the establishment was ready to resume business. 

In a letter referring to the flood, Mr. Pearce said: 
“It was a hard fight; first, to try to keep the water 
out; second, to save all the merchandise we could when 
we saw we couldn’t win; third, to pump out the water 
and get rid of the debris after the bayou went down; 
and fourth, to get the machinery cleaned, the building 
dried out, new shelving and racks built in the base- 
ment, and the thousand and one other things that are 
necessary following a calamity of this sort.” 
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CHI-CO INDIANS POW-WOW 

All the braves and the warriors of the Chi-Co tribe 
of Indians will hold their annual Pow-Wow at the 
Mid-Western Athletic Club in Chicago on the night 
of January 13. The organization is composed of sta- 
tioners of the outlying district of Chicago and suburbs. 

The event is the sixth affair to be held by the organ- 
ization and it is expected that the membership as well 
as a large number of manufacturers and their repre- 
sentatives will make the Pow-Wow one of the largest 
and most successful in the history of the organization. 


A charge of $3.50 covers the cost of a dinner, refresh- ° 


ments and a program of entertainment. 
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SHEAFFER EMPLOYEES GET CHRISTMAS BONUS 


More than a 1,000 employees in the offices and fac- 
tories of the W. A. Sheaffer Pen Company, Fort Madi- 
son, Iowa, as well as all employees in branch offices 
and the sales organization through the United States, 
last month were presented with Christmas bonus 
checks figured at four per cent of the entire earnings 
of each employee for the whole year, regardless of the 
amount of time in the company’s service. 

This was a much larger bonus payment than the one 
given by the company in 1934, due to the average in- 
creased hours, wages and number of employees in the 
service of the company during the year just passed. 

Although most of the 1,000 recipients of the Christ- 
mas checks live in Fort Madison, where the home office 
and factory are located, the checks were distributed 
simultaneously in the branch offices at New York, San 
Francisco and sixty district offices throughout the 
country. 

Officials of the company report the volume of busi- 
ness materially improved over last year. Dividend pay- 
ments for the fiscal year ending February 28, 1936, have 


totaled $1.50 per share of common stock. 
——<—___—_- 


McGLADE TO MANAGE ACCO PRODUCTS INC. 


The receivership in equity of Acco Products Inc., 
Long Island City, N. Y. has been terminated according 
to a letter recently sent to the trade by the company. 

This action results in bringing new owners into con- 
trol of the company and marks the return to the 
firm of George B. McGlade, who resigned an executive 
position with the Acco company over three years ago, 
to join the Whitehouse Leather Products Company. 
The new owners, with whom Mr. McGlade will be asso- 
ciated as general manager of the company, are Adele 
L. Klein, William L. Klein and Emma Klein Bowen. 

Mr. McGlade is a well-known figure in the fastener 


field. 
—___$—@-—__ 





The Startled Repair Man Is None Other Than Eddie Cantor.— 
The Underwood is co-starring with the actor in “Shoot the 
Chutes,” released through United Artists. 
—_——-—~<>_____ 


NEW YORK SQUARE CLUB MEETS 

Marking the last gathering of the 1935 administra- 
tion, a meeting of the Stationers Square Club of Great- 
er New York, No. 576, was held December 19 in the 
Greeley Room of the Governor Clinton Hotel. A record 
number of stationers was present at the affair which 
included a dinner and the appearance of prominent 
speakers. 
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STOCKWELL & BINNEY OPENS NEW STORE 

Equipped with a complete stock of office supplies as 
well as the company’s line of typewriters, adding ma- 
chines, furniture and equipment, a newly remodeled 
and much larger store of the Stockwell & Binney Com- 
pany was recently opened in Riverside, Calif. 

The front of the new store, with its black and silver 
decorations outlined in Neon, is unusually distinctive. 
The establishment has a depth of 150 feet, leaving 
ample space for effective display of the store’s lines. 
The fixtures are in walnut and large glass front type- 
writer wall cases are illuminated. In the rear the com- 
pany has established a large typewriter and adding 
machine service department with all modern facilities 
for expert work. 

A feature of the formal opening was a two-day min- 
iature business show which was viewed by practically 
one hundred per cent of the business executives in- 
vited to attend. The visitors were greeted by C. Ken- 
neth Sprague, store manager; Bert Kendall, superin- 
tendent of the machines division; Carl Williams, in 
charge of the the service department and Arthur Weid- 
man, in charge of store sales 

The Stockwell & Binney Company started business 
in 1926 on a partnership formed by R. H. Stockwell, 
branch manager for the Remington Typewriter Com- 
pany, and Frank H. Binney, district manager for The 
Safe-Cabinet Company. The company now employs 
twenty-five persons and has extended its activities 
throughout the southern California counties of River- 
side and San Bernardino, with stores in the towns of 


AP 
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New Store of Stockwell & Binney Company at Riverside, Calif. 

Upper picture shows the modernistic entrance and elaborate 

display windows, and (lower) is the well-stocked interior. The 

view of the front part of the store showing typewriters and other 

office machines appears in the Office Specialties Section of this 

issue as an example of location of the department and handling 
of display. 


Riverside, San Bernardino, Redlands and Ontario. The 
company is the exclusive agent for Remington Rand, 
Inc., Standard desks, Milwaukee chairs, A.P.W. paper 
products and Markwell staplers. 





OFFICE APPLIANCES 


JAMESTOWN METAL DESK OWNERSHIP CHANGE 

The Jamestown Metal Corporation, Jamestown, N. Y., 
announces the acquisition of the Jamestown Metal 
Desk Company as of December 1. The new corporation 
will continue activities along the same lines that have 
been characteristic of the old organization. 

—__—__<g—___—— 
SMALL MODEL OFFICE DISPLAYS LAMP 

For the purpose of displaying the new “swinging arm” 
adjustable LE.S. lamp, manufactured by The Greist 
Manufacturing Company, New Haven, Conn., the sta- 
tionery and printing firm of Bradley & Scoville, Inc., 





Shaw-Walker Desks and Table, DoMore Chair and Greist 
Lamp Go to Make Up This Model Office for Exhibition 


Purposes. 


New Haven, recently set up a small model office in 
their show rooms. 

As shown in the illustration, the lamp was clamped 
on to the desk in such a manner as to best demonstrate 
its office utility and adjustability when attached to a 
crowded desk or table, where space is at a premium. 

In laying the scene for the demonstration, Bradley 
& Scoville, Inc., used Shaw-Walker Company desks and 
tables, as well as a DoMore Chair. 

a A al 
KANSAS CITY STATIONERS HOLD PARTY 

Featured by a number of prizes and two Christmas 
trees, a party was held on December 21 by the Station- 
ers Social Club of Kansas City. The holiday 
event, which was given in Drexel Hall, was planned by 
Mrs. W. R. Braden, chairman of the entertainment 
committee, assisted by Mr. Irving Shockley, Mrs. Har- 
old Graves, Mrs. John M. Keeling, Mrs. Kellog Smith 
and Mrs. Frank E. Gallup. 

There were several tables of cards and prizes were 
given at each. The prize waltz was won by Walter 
Kane, Eberhard Faber Company, and Mrs. Shockley, 
whose husband is connected with the Samuel Dods- 
worth Stationery Company. 

The Stationers Social Club will give its next party 


January 18. 
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I.B.M. CORPORATION DECLARES DIVIDEND 

The directors of the International Business Machines 
Corporation last November 26 declared a regularly 
quarterly dividend of $1.50 a share payable January 10 
to holders of record December 20, 1935. At the same 
time they also declared a stock dividend of three per 
cent. payable January 10, likewise to holders of record 
December 20, 1935. 
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CHICAGO FURNITURE DEALER HAS UNUSUAL 
CHRISTMAS WINDOW 
The Kendrick Furniture Company, 218 West Jackson 
boulevard, Chicago, produced an unusually attractive 
holiday window through the artistic use of adding ma- 


chine tape and cotton. The tape was cut to half its 
width and formed into lattice work across the windows, 
each square measuring about eighteen inches. The 
cotton produced a realistic snow effect. 

The Kendrick Company has one very large window 
and two smaller ones on either side of the entrance. 
W. J. Kendrick remarked to Office Appliances’ reporter 
that the window attracted attention throughout the 
day and particularly in the morning and evening when 
business people were going to and from their offices. 
Even passengers in busses on Jackson boulevard showed 
their interest in the display. 

The main floor is arranged so that anyone attracted 
by the window decorations can look through the exten- 
sive exhibits of desks, chairs, tabies and other articles. 
For a bit of seasonal color, a small Christmas tree 
appeared in the large window. Although very effective, 
the display cost only $3.50 plus the time of members of 
the organization to erect it. 

> 
WIS-ILL CLUB ISSUES YEAR BOOK 

The Wis-Ill Club has issued an official booklet for 
1935-1936. It contains the constitution and by-laws 
of the club and a complete list of all individual mem- 
bers and also firms represented. Names of all officers, 
members of the board of directors and the standing 
committees are included. 

The club is an organization of travelers and those 
engaged in the sale of materials distributed by sta- 
tioners and office equipment dealers in Illinois, Wis- 
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Here is the Excellent Window of the H. 
S. Crocker Company, Inc., San Francisco, 
Which Recently Won a Window Display 
Contest Conducted by the American Writ- 
ing Paper Company, Holyoke, Mass. 
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Adding Machine Tape and Cotton Make Good 
Christmas Props.—These two commodities were 
used to good advantage by the Kendrick Furniture 
Company, Chicago, in producing a clever winter 
and snow effect on the window shown in this illus- 
tration. The method used is explained in the text. 


consin and the Upper Peninsula of Michigan. 

Article II of the constitution and by-laws describes 
the club as an organization “to promote more friendly 
relations and greater co-operation between the sta- 
tioners, booksellers and office equipment dealers and 
the representatives of manufacturers, wholesalers and 
distributors.” 


aie : 
CROCKER WINS EAGLE-A DISPLAY CONTEST 

Forging ahead of a large field in every section of 
the country, the H. S. Crocker Company, Inc., San 
Francisco, was recently announced winner of the Eagle- 
A typewriter display contest conducted by the Amer- 
ican Writing Paper Company, Holyoke, Mass. 

The display consisted of a showing of many of the 
American Writing Paper Company’s items, including 
bonds, linens, manifold, Mimeograph, manuscript cov- 
ers and brief folders. On either side of the window 
was set a typewriter mounted upon a pedestal while in 
the center of the window and at the base was a large 
sign which read: “A Correct Paper For Every Office 
Use.” Although the contest was planned for a single 
month the time was extended due to the wide interest 
the event aroused. 

Honorable mention goes to the following firms for 
their excellent displays made with materials supplied 
for the purpose by the American Writing Paper Com- 
pany: 

Young & Selden Company, Baltimore; Trick & Mur- 
ray, Seattle; Globe Printing Company, Inc., New York; 
Stationers Corporation, San Diego; Quinn’s, San Fran- 
cisco; H. S. Crocker Company (a branch store of the 
prize winning firm), San Francisco; Griggs Stationery 
& Printing Company, Inc., Bellingham, Wash., and the 
Thorbus Stationery Store, Huntington Park, Calif. 
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SHIPMAN-WARD DISTRIBUTE CHRISTMAS RADIOS 

The Shipman-Ward radio contest announced in De- 
cember Office Appliances, ended twelve o’clock noon, 
December 20. The winners were selected from among 
typewriter dealers and their employees who sent cards 
with platen orders. Approximately twenty-two thou- 











James P. Ward, Sr. 


sand cards were received. The winners listed in order 
are as follows: R. J. Smith, 343 South Dearborn street, 
Chicago; May Groozdoz, 231 West Monroe street, Chi- 
cago; George Flanagan, 2 South Eleventh street, Rich- 
mond, Ind.; Fred Blissner, 735 Massachusetts street, 
Lawrence, Kas.; W. A. Kamke, 1010 Jackson avenue, 
Toledo, Ohio; Cambias Typewriter Exchange, New Or- 
leans, La.; J. E. Maher, Chicago, Ill.; F. J. Martin, 325 
Eighteenth street, Rock Island, Ill.; E. V. Davis, 6 
Dayton building, Dayton, Ohio; John Garvin, 535 Ninth 
street, Huntington, W. Va.; Underwood Elliott Fisher 
shop, 210 West Monroe street, Chicago; A. Hartlage, 
119 South Fourth street, Louisville, Ky.; Huffman Type- 
writer Company, Aberdeen, S. Dak.; J. Dusky, 401 
Fourth street, Wausau, Wisc.; W. H. Grosch, 4225 North 
Austin avenue, Chicago, Ill.; Waltz Typewriter & Add- 
ing Machine Company, Cincinnati, Ohio; C. I. Whitmer, 
8 West Gay street, Columbus, Ohio; E. F. Ruenzel, 611 
Seventh street, Racine, Wisc.; L. K. Walters, 436 South 
Dearborn street, Chicago; F. S. Jackson, 222 East Cap- 
itol street, Jackson, Miss.; Remington Rand Agency, 
Muncie, Ind.; University of Chicago Book Store; Sarah 
Gordon, 231 West Monroe street, Chicago; E. F. Rob- 
erts, 165 Jackson street, Sandusky, Ohio; E. C. Goerlitz, 
Goerlitz Typewriter Company, Rockford, Ill. Consola- 
tion prizes: Orville W. O’Hara, 436 South Dearborn 
street, Chicago, and W. F. Egelton, also of Chicago. 
James P. Ward, Sr., president of the company, made 
arrangements to ship the radios at once so that the 
winners might have them at Christmas time. The in- 
terest in the contest was intense, as one might judge 
from the large number of cards turned in by the com- 
pany’s customers. The judges were: W. F. “Bill” Claus- 
ing, International Typewriter Exchange; M. A. Bor- 
resen, Office Equipment Merchandiser, and John Gil- 


bert, Office Appliances. 
—_— > 


FLORIDA STATIONERS STUDY SECURITIES ACT 

Led by President C. A. Kern, members of the Florida 
Stationers Association are studying an educational 
program governing the requirements of the Federal 
Security Act. The program was laid out at a recent 
state meeting of the organization at Orlando, Florida. 

Aided by H. E. Hawkins, vice-president of The Sta- 
tioners Loose Leaf Company, Milwaukee, Mr. Kern has 
gathered a large quantity of correspondence and print- 
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ed matter with which to aid Florida dealers in inter- 
preting the various Titles of the Act and in learning 
how they may take advantage of the legislation with 
profit to themselves. 

Meanwhile, association officials are still busily en- 
gaged in studying the provisions of the recently en- 
acted California Fair Trade Act. For this purpose, a 
committee was formed consisting of President Kern, 
Secretary C. P. Haynes, Office Equipment Company, 
Tampa, and Treasurer W. A. Borin, Miami. The com- 
mittee seeks to ascertain to what extent the provisions 
of the California Act may be enacted into law in 
Florida. 

The next meeting of the association will be held in 
Miami, February 29. Wholesalers, manufacturers and 
other dealers are to be invited to the session for a 
general discussion of cooperation in the stationery 
business in the state-——-HWL 

— 
CURRENT CORPORATION STATEMENTS 

Remington Rand, Inc., today reported net income of 
$1,453,454 for the eight months ended November 30, 
equal after dividend requirements on the preferred 
stocks to forty-four cents a common share. This is 
double the net of the corresponding period of last 
year, and the largest net income for any similar pericd 
in the company’s history, with the exception of 1920. 

Sales for the first eight months aggregated $24,002,- 
997, against $21,924,021 in the same period of last year, 
an increase of 9.5 per cent.—(Chicago Daily News, De- 
cember 18, 1935.) 

. . 7 

Minnesota Mining & Manufacturing Company de- 
clared a dividend of 1714 cents quarterly, payable Jan- 
uary 2 to stock of record December 20. A dividend of 
five cents extra was declared payable January 2 to 
stock of record December 20. 

‘ + * 

At a special meeting of the holders of both preferred 
and common stock of L. C. Smith & Corona Type- 
writers, Inc., held last November 26, to take action upon 
a plan to change the capital set-up, the following plan 
was proposed and adopted: 

“(1) To increase the number of shares of authorized 
capital stock of said L. C. Smith & Corona Typewriters, 
Inc., from two hundred thirty thousand (230,000), con- 
sisting of thirty thousand (30,000) shares of preferred 
stock of the par value of $100 per share, and two hun- 
dred thousand (200,000) shares of common stock with- 
out par value, to three hundred eighty thousand (380,- 
000) to consist of thirty thousand (30,000) shares of 
preferred stock without par value, and three hundred 
fifty thousand (350,000) shares of common stock with- 
out par value, such preferred stock without par value 
to be preferred as to dividends to the extent of six dol- 
lars ($6) per share per year, cumulative (and no more) 
and upon liquidation to the extent of one hundred dol- 
lars ($100) per share in addition to an amount equal to 
all unpaid cumulative dividends which have accrued 
thereon from October 1, 1935, to the date of distribu- 
tion or liquidation, to be redeemable at any time after 
January 1, 1941, at one hundred dollars ($100) per share 
plus an amount equal to all unpaid cumulative divi- 
dends accrued thereon from October 1, 1935, to the date 
of redemption, to be convertible, at the option of the 
holder thereof, into common stock of the Corporation 
on the basis of five (5) shares of common stock for 
each share of preferred stock on or before the first 
day of January, 1938, but not thereafter, and to be con- 
vertible thereafter, at the option of the holder thereof, 
into common stock of the Corporation on the basis of 
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four (4) shares of common stock for each share of pre- 
ferred stock on or before the first day of January, 1941, 
but not thereafter, and to have such other and/or 
further preferences, privileges, and voting powers or 
restrictions or qualifications as may be determined by 
the stockholders present at said meeting. 

“(2) To change all of its issued shares of preferred 
stock, consisting of twenty-two thousand (22,060) 
shares of the par value of $100 per share, into thirty 
thousand (30,000) shares of the new preferred stock 
without par value, the new preferred stock without 
par value to be issued in exchange for said twenty-two 
thousand (22,000) shares of the par value of one hun- 
dred dollars ($100) per share on the basis of one and 
four-elevenths (1-4/11) shares of new preferred stock 
for each share of preferred stock heretofore issued and 
now outstanding.” 


* * * 


According to a statement issued by E. C. Faustmann, 
president, the Royal Typewriter Company, Inc., voted, 
on December 10, 1935, to pay $3.50 per share in cash 
on the accumulated dividends on its seven per cent 
cumulative preferred stock which was paid on De- 
cember 24, leaving accumulated dividends on their pre- 
ferred stock of $923,588.75. The company also voted to 
pay on January 24 of this year in cash $300,000.00 of 
its $800,000.00 seven per cent debenture issue which is 
due in 1942. 

The Wall Street Journal reports that no dividends 
have been paid on either stock for several years, and 
accumulated dividends on preferred to December 31, 
amounted to 28 a share, or $1,055,530. This is only a 
shade more than earnings reported for the first nine 
months of 1935, $1,032,722. 

Royal reported as of June 30 working capital of 
$5,093,942, with current assets of $5,734,972 and current 
liabilities of only $641,030. Cash holdings were $663,- 
079, slightly more than current liabilities. 

Earnings of $1,032,722 for the first nine months of 
1935 (equivalent after regular preferred deductions to 
$3.11 a common share), apparently do not include 
profits of foreign subsidiaries, which are understood to 
have been considerably ahead of last year. In 1934 
seven foreign subsidiaries, not consolidated, earned to- 
gether $84,277. Royal’s investment in these companies 
is shown as $607,497, and their combined capital as 
$910,882. 

witjins 
THE GUEST BOOK 


Joseph Poole, Des Moines, Iowa, whose new business 
enterprise, The DeLuxe Office Equipment Company, 
was announced in the October 1935 issue of this 
journal, and whose wedding was announced in the 
August number, signed the Guest Book December 2. 
He was accompanied by Mrs. Poole. He found occasion 
to come to Chicago on business affairs. Mr. Poole is an 
office equipment man of long experience and is grati- 
fied over the possibilities presented by the new year. 


Mrs. Lora V. Perry, of New York, who operates Fawn 
Brands, Ltd., signed the Guest Book December 4. She 
had made a special trip into the Middle West on busi- 
ness and expressed satisfaction over the volume of or- 
ders from the territory. She expected to return to New 
York, after covering a few important cities, before 
traveling through the South. 


W. W. Scovill, operator of Scovill’s Office Service, 
Sterling, Illinois, signed the Guest Book December 9. 
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Formerly active in stationery, he now gives his time 
principally to furniture and other equipment for 
schools and public buildings. Larger in bulk than most 
of us, Mr. Scovill was brimming over with good humor. 
He recently secured an order for some equipment made 
by Invincible Metal Furniture Company, which should 
put anyone in a pleasant frame of mind. 


Jack Tracy, Los Angeles, who covers fourteen states 
for Fibroin Stencil Corporation, called at the office of 
this journal December 11, accompanied by Charlie Un- 
derwood, of Fulton Specialty Company. Jack showed 
no traces of his recent illness. He suffered a severe 
attack of appendicitis during the Convention in Kan- 
sas City but went on to Cincinnati, where the ailing 
member was removed. After making some calls in the 
Middle West, he was ready to start on the trek to 
Los Angeles and get back into his territory, after sev- 
eral months’ absence. 


L. M. Bickett, president, L. M. Bickett Company, 
Watertown, Wisc., gave us the pleasure of a call on 
December 12. Although there are an even dozen units 
in the company’s line of rubber goods sold in various 
fields, Mr. Bickett was brimming with enthusiasm for 
the Respirator cushion, which has become such a fac- 
tor in the office equipment field and which has found 
extensive sales at home and considerable market 
abroad. We suspect that Mr. Bickett’s special favorites 
are Respirators and his own fishing tackle. Anyway, 
a few days after his call, there came a letter from 
Office Boy Jim Brown of the Bickett Company, with 
something impressive about Wisconsin as a fishing 
ground and the promise of a fishing party for any old 
friends who will bring their tackle to Watertown. 
There is a risk, however, for Jim Brown says “I have 
to laugh every time any salesman calls on L. M. B. He 
never gives them a chance to talk about what he is 
trying to sell, but has to listen all about Respirator 
cushions and every once in a while the other guy for- 
gets what he came to sell and goes away with a Res- 
pirator.” And having talked with L. M. B. about 
Respirators, we believe Jim’s story. 


E. E. Blankmeyer, who had a long career in the sta- 
tionery business starting as central western traveler 
for the Weis Manufacturing Company, and known as 
“Blankie” by a host of friends, looked in upon us on 
December 27. For seven or eight years “Blankie” has 
been engaged in marketing what for want of better 
term we call medical apparatus, some of which he de- 
veloped. He maintains a store in Toledo and has two 
or three branches elsewhere. He was in Chicago for a 
visit with his son, who lives in Evanston. Time has 
taken but little toll from our old freind. There is ap- 
parently no diminution of his energy. Although the 
new business contacts are entirely different from the 
old, he retains his sentiment for the old field and his 
old friends. 


H. S. Walcott, Sturgis, Michigan, signed the Guest 
Book December 28, just as the January issue of this 
journal was being put to press. Formerly a dealer in 
Washington, Mr. Walcott joined the Harter Corpor- 
ation, Sturgis, as general manager, and has built up an 
excellent record. He has felt the urge to return to the 
East and has become affiliated with All Steel Equip 
Company, Aurora, Illinois, as manager of its New York 
office. It is his plan to move to New York during the 
first week or ten days of the month. Another notice 
concerning Mr. Walcott appears elsewhere in this issue. 








MEETINGS—CONVENTIONS—DINNERS 


0. E. M. INSTITUTE MEETS AT CLEVELAND 

With President W. R. Greenwood wielding the gavel 
a two-day meeting of the Office Equipment Manufac- 
turers Institute opened in the Cleveland Club, Cleve- 
land, Ohio, Thursday, December 5. 

Among the prominent speakers who addressed the 
organization was the Hon. Harold H. Burton, Mayor 
of Cleveland; B. B. Smith, Cleveland Trust Company, 
and Charles K. Arter, president, Cleveland Chamber of 
Commerce. Following a short talk by Mayor Burton, 
Mr. Smith gave the assembled members of the organ- 
ization a prediction for the year 1936 which was ex- 
tensive in detail and most instructive and interesting 

Another interesting speaker who brought a message 
to the delegates was H. S. Beers, associate actuary, 
Aetna Insurance Company, Hartford, Conn. 

Mr. Beers spoke on the Social Security Act, outlining 
the legislation in detail and telling its significance 
and its effect upon individuals and industries. The 
speaker also described some of the plans of insurance 
companies which have as their objective the same 
general goal as that involved in the Act. 

At the conclusion of his speech Mr. Beers discussed 
and answered a number of questions pertaining to the 
new legislation 

When the session adjourned the delegates found 
buses, provided by the Addressograph-Multigraph Cor- 
poration, waiting to take them to the company’s plant 
where they were given a luncheon. Following the noon 
meal, the visitors were conducted through the plant on 
an instructive and interesting tour. 

Thursday evening the delegates again were the 
guests of the Addressograph-Multigraph Corporation 
which acted as host at a dinner served in the Cleveland 
Club. Friday morning a short session was held at 
which several items of general interest were discussed. 
This final meeting adjourned at 1 o’clock. 

—wa+>-—-——- 
FELT & TARRANT HONOR VETERAN EMPLOYES 
AT TESTIMONIAL BANQUET 

Employes of the Felt & Tarrant Manufacturing 
Company, Chicago, who enjoy the distinction of many 
years of continuous service were honored at a banquet 
held at the Union League Club on December 3. 

Of fifty-four veteran employes who were present, 
forty-three could point to twenty-five or more years 


First Dinner to Employes of 
Twenty-Five Years or More of 
Service with the Felt & Tarrant 
Manufacturing Company, Union 
League Club, Chicago, Ill. De- 
cember 3, 1935. 


of continuous service. Each of these was presented 
with the traditional service tokens, a watch engraved 
with the owner’s name and a testimonial inscription 
and a gold service pin with stars, indicating the years 
of service. The presentations were made by President 
R. J. Koch. 

Five men who had been with the company for forty 
years or more were each given a check for $1000. These 
were G. S. Bollensen, K. F. Ziehm, E. H. Zinn, James 
Ring and F. A. Niemann, the latter the oldest of all 
in point of service witn forty-three years to his credit. 

Those honored included men from the factory, and 
office workers, department heads, agency managers 
and salesmen. The company itself is soon to celebrate 
its golden anniversary. 

= > — 
PAN-CALIFORNIA STATIONERS’ MEET 

A luncheon meeting of the executive committee of 
the Stationers Association of Northern California, and 
of the Stationers Association of Southern California, 
met at the Palace Hotel, San Francisco, to review the 
progress being made in bringing the distribution of 
stationery items under the California Fair Trade Act. 
William F. Johnson, of the Schwabacher-Frey Com- 
pany, Los Angeles, presided. 

The gathering re-affirmed the resolution to give the 
utmost sales support to those concerns coming under 
the Fair Trade Act. Charles Victor, of the Yawman 
and Erbe Manufacturing Company, addressed the 
gathering, encouraging continued co-operation. 
Stanley Weigel, attorney for the Northern California 
Association, was also a guest speaker. 

Attending this meeting were: Owen Bronson, of A. 
Carlisle & Company, Upham & Rutledge, Inc., San 
Francisco; E. Crandall, of Schwabacher-Frey Company, 
San Francisco; Mr. Grimes of Grimes-Stassforth Com- 
pany, Los Angeles; William F. Johnson, Schwabacher- 
Frey Company, Los Angeles; Blake Lockard, secretary 
of the southern organization; D. C. McMillan, Zeller- 
bach Paper Company; Arthur C. Moench, H. S. Crocker 
Company; Harry Morgan, Stationers Corporation, Los 
Angeles; James Patrick, Patrick & Moise-Klinkner 
Company, San Francisco; Edward H. Wobber and R. E. 
Mann, Wobber’s, San Francisco; Elton E. Wood, secre- 
tary of the northern organization: Charles Victor. 


Yawman and Erbe Manufacturing Company.—SS 
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Here Are THE OFFICIALS AND SALES Starr or L, C. 


Outside the horseshoe from left to right are: C. F. Par- 
sons, general purchasing agent; L. E. Tarr, office man- 
ager; W. EF. Ayers, manager, Portland, Me., branch; L. J. 
Harrington, Liberty Typewriter Company, Philadelphia; 
J. F. Holt, manager, Dallas branch; H. A. Parks, credit 
manager; J. J. Hogan, sales statistician; L. G. Buchholz, 
Chicago; A. M. Baker, Cleveland; W. V. Ayer, manager, 
Exchange division; E. R. West, works manager, Cortland 
plant; W. J. Donoghue, Vivid manufacturing depart- 
ment; E. G. Moshier, research department, Syracuse; 
C. D. Jewell, Washington; A. E. Bailey, Manager, Buf- 
falo; G. A. Foxcroft, manager, Indianapolis; F. B. Eylar, 
manager, Seattle; H. W. Smith, president; E. E. Hunter, 
manager, Detroit; L. A. Platz, manager, Kansas City, 
Cc. H. Billington, manager, San Francisco; R. L. Edding- 
field, manager, Omaha; G. H. Farrell, manager, Wor- 
cester; E. L. Smith, assistant to the president; W. A. 
Mackenzie, director and counselor; V. H. Davidson, vice 
president; C. F. Metzger, sales manager, adding machine 
division; H. P. Davy, assistant branch sales manager; 


SMITH-CORONA OFFICIALS AND SALES STAFF 
HOLD MEETING 

A group of more than fifty managers and field repre- 
sentatives of L. C. Smith & Corona Typewriters, Inc., 
met with officials of the home office in Syracuse in a 
five-day convention beginning last November 4. The 
sessions were held at the Onondaga hotel. 

The conference opened Monday morning, November 
4 with an address by Vice-President J. B. McCormick, 
in which the official reported that news from various 
sections of the country indicated that 1936 will be a 
banner year for the company. 

Mr. McCormick’s statement was borne out by a num- 
ber of reports from Smith-Corona offices in which the 
business outlook was unanimously declared to be ex- 
cellent. 

At the conclusion of his speech, Mr. McCormick in- 
troduced President Hurlbut W. Smith, who read a 
message of welcome to the visiting managers and field 
representatives. 

Following the program of business, the visitors were 
conducted on trips through the Syracuse and Groton 
plants by officials of the home office. 

On the evening of November 7, all the visitors were 


SmitH & Corona Typewriters, INc., Present at THE MANAGERS’ 
Conference Dinner Hewtp Recentry. 


Charles Waucquez, experimental department, Syracuse ; 
J. M. Devereaux, Syracuse production manager; W. A. 
Gabrielson, experimental department, Syracuse. Inside 
horseshoe, left to right: C. D. Corwin, Groton works 
manager; E. J. Keller, Groton production manager; W. 
C. Rodger, Syracuse works manager; E. L. Chrystal, em- 
ployment manager, Syracuse; C. F. Brown, vice president 
in charge of manufacturing; J. B. McCormick, vice 
president; D. K. Van Cleef, assistant comptroller; J. W. 
Kiplinger, sales manager, standard machine division; 
A. H. Avery, Corona experimental, Groton; W. L. Hoag- 
land, vice president in charge of foreign operations; E. 
E. McNally, sales manager, Vivid division; A. J. Brew- 
ster, advertising manager; J. R. Coburn, Corona service, 
Groton; R. L. Strobridge, Newell-Emmet Advertising 
Agency; J. J. McCormick, assistant sales manager, Por- 
table division; W. B. Lacasse, manager, Syracuse branch; 
G. B. Samuel, Boston; T. D. DeWitt, New York, W. A. 
Smith, sales manager, supplies division, and O. E. Gath- 
mann, Syracuse factory service. 


guests of Mr. Smith, Mr. McCormick and H. W. Davies, 
vice-president and comptroller. 
———— >. 
CAPEHART TALKS TO CHICAGO MANAGERS 

At the regular December meeting of the Office Ap- 
pliance Managers’ Association of Chicago, held in the 
Illinois Athletic Club on the evening of December 13, 
E. L. Capehart led the discussion in a talk on “Methods 
Employed in Developing New Salesmen,” based upon 
the plan adopted by his company, International Busi- 
ness Machines Corporation. 

Mr. Capehart is Chicago sales agent for the Inter- 
national Time Recording division. Since the plan was 
put into effect, he mentioned that there was a notice- 
able improvement in sales work in his area as well 
as a 250% increase in service department revenue. He 
said that an applicant to be considered, because of the 
character of the business, should have a degree, not 
necessarily from a college, but from a well-rated school 
of engineering. He told of the two months period the 
new men spent in the local branch in service work 
and study and the six months of intensive training 
which followed at the factory. Most, but not all the 

(Turn to page 92, please) 
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ucts under the provisions of the California Fair Trade 
Act, pleased us greatly. 

I can also report that contracts entered into at the 
convention, as well as those previously entered into, 
are in full operation and functioning perfectly to all 
concerned. Unquestionably the distribution of mer- 
chandise through the friendly channels of hundreds 
of legitimate dealers is proving a golden opportunity 
for the manufacturer who takes advantage of the ben- 
efits the Act contemplates. 

And so again to the Kansas City convention com- 
mittee—“Thanks for the many courtesies.”” When you 
come to California, we shall try to reciprocate. In the 
meantime, if your association, or any other stationers 
association, is interested in having a list of the con- 
cerns which are cooperating with the California deal- 
ers, they can receive it by writing to our National sec- 
retary, Charles P. Garvin, or to our California asso- 
ciations. 


AN ECHO OF THE KANSAS CITY CONVENTION 
By Edward H. Wobber, Wobbers, Inc., 
San Francisco, Calif. 


Nothing can please me more than to express through 
the columns of Office Appliances the grateful appre- 
ciation of the Stationers of California for the many 
courtesies extended our group during the recent Na- 
tional Stationers convention at Kansas City. All of us 


= : 
WIS-ILL CLUB IN NEW QUARTERS 

With more than forty members and guests present 
the Wis-Ill Club of Chicago, held its first weekly 
luncheon in its new quarters in Eitel’s restaurant, Field 
building, Clark, Adams and LaSalle streets. 

In honor of the season and the occasion the Wis-IIl 
Club made the gathering a Christmas party at which 
each member present brought and received a small 
gift. In addition to the bag of presents which were 
distributed, Norman Pearce, Eberhard Faber, on be- 
half of the Club, presented Bill Dalton, manufacturer’s 


Mr. W obber 





from California who attended that splendid meeting 
observed the many privileges accorded our delegates 
by the Kansas City convention committee. We were 





also deeply impressed by the generous amount of time 
allotted for the presentation by our group of the Cal- 
ifornia Fair Trade Act in the general sessions and the 
special meetings. The friendly response of the manu- 
facturers, most of whom indicated a great and earnest 
interest and a sincere willingness to cooperate with 
the California dealers in the distribution of their prod- 


representative, with a beautiful silver tray for his work 
on behalf of the club during the year just passed. 
Among the guests who attended the luncheon were 
A. L. Reinstein, Aetna Stationers, Inc., Chicago; George 
S. Heineman, George S. Heineman, Inc., New York, 
and Fred C. Schaefer, Sanford Manufacturing Com- 


pany. 
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BEAUTY 


ISN'T ALWAYS 
DUMB 











With business, as with individuals, prog- 
ress is a matter of expression, not repres- 
4 sphinx-like, inarticulate business 


sion. / 

is sure to be a dead one. The Mimeograph 
has brought to industry an efficient, far- 
reaching, and inexpensive means of expres- 
sion. It does a beautiful job of reproducing 
forms, letters, charts, graphs, even illustra- 
tions, in quantities, quickly, handily, and at 
low cost. It has brought new life to thousands 
of businesses. Why not yours? Get latest partic- 
ulars from A. B. Dick Company, Chicago, or see 
classified telephone directory for local address. 
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WATERMARKED 
FOR YOUR 
PROTECTION 


YOU CAN'T HAVE 


the Panama Canal in your office . . . 
but you can have its efficiency. 


e Panama Carbons save time, money 
and mistakes ... they carry a higher 
tonnage of copies. 


* Panama Lustra Ribbons cut Elliott- 
Fisher operations from 100% to 300% 
. . « the Canal cuts distance and 
expense only 60%. 


* Panama Ribbons and Carbons give 
even greater efficiency than the Canal. 
. 

Ask Your PANAMA Man 


MANIFOLD SUPPLIES COMPANY 


Manufacturers of 


PANAMA and BEAVER 
188 THIRD AVENUE BROOKLYN, N. Y. 


OFFICE APPLIANCES 


(Meetings and Dinners—Continued from page 89) 


men who graduated from the factory school went into 
the sales department; some went into service work 
with the company and some into service work with 
some of the company’s large customers. In emphasiz- 
ing the importance of calling upon users regularly, he 
made the significant statement, “If you do not contact 
your users, your competitor will.” 

W. D. Lawrence, Chicago manager for the Felt & 
Tarrant Manufacturing Company, and new president 
of the organization, told of his company’s sales training 
plan, which is somewhat similar to that of I. B. M. He 
remarked that it is his policy never to hire a man on 
first impression and gave several good reasons for that 
policy. 

J. B. Ward, Addressograph sales agent and last year’s 
president of the organization, spoke briefly on the Ad- 
dressograph sales training plan. 

The meeting was the first one held under the present 
group of officers. Mr. Lawrence inaugurated the policy 
of completing the business part of the program by 
nine o’clock. Two visitors, newcomers to Chicago, were 
J. E. Hendrix, who a few weeks before opened the Chi- 
cago branch of National Postal Meter Company, and 
A. B. LaFleur, recently transferred by Woodstock Type- 
writer Company from Washington to Chicago. 

es 

RELIABLE TYPEWRITER HOLDS OPEN HOUSE 

The Reliable Typewriter & Adding Machine Com- 
pany, Chicago, held open house to the typewriter trade 
in Chicago and vicinity on the afternoon of Decem- 
ber 24. There was a steady flow of visitors from noon 
until the office was closed. Art Froehlich and mem- 
bers of his staff were on hand to greet everyone per- 
sonally. Those who upon entrance waited for a mo- 
ment in the comfortable chairs near the elevator, were 
greeted by Reliable’s trained cat “Mitzi” which would 
sit beside each newcomer and after signs of welcome 
with its paws, jump upon the visitor’s lap and prompt- 
ly leave to be ready for the next visitor. 

A well-lighted Christmas tree reached to the ceiling. 
There were sandwiches and other refreshments in gen- 
erous quantities. 

Both dealers and maufacturers were present. Among 
the latter was Art Ames, of Ames Supply Company, 
who wore a blue ribbon suspended from his own initials 
in metal, a badge he was awarded by Reliable because 
of his Christmas card. The letter accompanying the 
award read: 

“It is the unanimous decision of our organization 
that yours is the most original Christmas card of the 
year—hence this blue ribbon.” 

Music was furnished throughout the afternoon. Art 
took time out from the joyful occasion to tell the rep- 
resentative of Office Appliances that business was good 
and particularly active in calculating and bookkeeping 
machines. 

_— 
ALABAMA STATIONERS ASSOCIATION 

With J. A. Head, president of the Birmingham Sta- 
tioners Association, presiding temporarily, the first 
meeting of the recently-formed Alabama Stationers 
Association was held last November 22 at Montgomery, 
Alabama. 

The meeting opened with a short address by W. B. 
deLemos, Dixie Printing Company, Montgomery, fol- 
lowing which Mr. deLemos was appointed temporary 
chairman and H. B. Upchurch, of Remington Rand, 
Inc., was named temporary secretary. 

The next speaker was H. P. Rockwell of the Yawman 
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) dao Comedy 


“about those bids 
for the hospital, Mr. Boggs”. . . 


“Mary, I'm right! ... 
Here's a perfect 
cock-eyed king!” 





TWO AMUSING SCENES 


from 


"NINE TO FIVE” 


presented by L C SMITH & CORONA TYPEWRITERS INC 


Did you ever suspect who really runs the average American business office? Well, 
she comes into her own on the air the American Stenographer! A spark of wit, a 
flash of humor, a touch of comedy cover a well-deserved tribute to the thousands of 


loyal and efhcient women in business. Listen in! 


L C Smith & Corona Typewriters Inc Syracuse New York 


EVERY THURSDAY EVENING 7:15 E. S.T., 6:15 C. S. T., N. B. C. BLUE NETWORK 
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VALUABLE PAPERS REMAIN VALUABLE 
ONLY WHEN INTACT , 
IS NO SUBSTITUTE FOR EYELETS 
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Eyelet Punch 
$00 


inc 'ud'ng 
200 eyelets 


Thrice improved—now a piece 
of perfection. 


Simple: Just put a “Chal- 
lenge” Eyelet on the perforat- 
ing pin, slip in the papers and 
squeeze the handles twice. That's 
all there is to it. No first per- 
forations, no fingering with the 
eyelet, no bother whatever just 
squeeze twice. “K-O” will also 
remove and redeem the “Chal- 
lenge” eyelet, whether set by this 
punch or by the “Challenge” 


Press. 


Guaranteed to give five years’ 
perfect service provided genuine 
“Challenge” Eyelets are used ex- 
clusively. 


STATIONERS 


You will find owners of “Challenge” 
Presses keenly interested in the way 
this punch redeems or removes a set 
eyelet. When they ask for "“Chal- 
lenge" Eyelets, show it. It will pay 
its way handsomely if given half a 
chance. 


Edw. L. Sibley Mfg. Co., Ine. 


BENNINGTON VERMONT 


Since 1886 


*“None But Our Own Creations” 











OFFICE APPLIANCES 


and Erbe Manufacturing Company, who spoke at length 
on the need for cooperation between dealers and manu- 
facturers, and said that the industry of which he was a 
part had spent a quarter million dollars in developing 
the principles of the code. This was followed by a 
motion of Mr. Head that the state organization be 
formed and which was passed unanimously. 

At the afternoon session the first order of business 
was the adoption of a constitution and by-laws similar 
to that of the Stationers Association of Georgia. A 
committee’s report of nominees to be elected until the 
first regular quarterly meeting on January 6 when new 
members will join in the selection of officers for the 
coming year, was adopted and the following were de- 
clared unanimously elected: 

James A. Head, president; O. B. Dix, vice-president; 
W. B. deLemos, secretary-treasurer; and Sidney Gas- 
senheimer, director. Two more directors will be chosen 
at the January meeting. 

Following the choosing of the temporary officers a 
motion was made by Mr. Upchurch, asking that a com- 
mittee be appointed to investigate and recommend a 
pricing schedule for use by the association with special 
local conditions to be excepted. Those appointed to 
the committee were F. R. McCauley, Roberts & Son, 
Birmingham, chairman; Sidney Gassenheimer and 
Donald Coles. 

Due to a recent automobile accident Mr. Gassen- 
heimer was not present at the meeting. 


~~ 
SEATTLE DEALERS APPOINT ROPER PRESIDENT 


In one of the largest gatherings in the history of the 
organization, members of the Seattle Typewriter 
Dealers Association held their annual election on De- 
cember 3 and elected the following officers: L. Roper, 
E. W. Hall Company, Inc., president; Don Johnson, 
Washington Typewriter Company, vice-president and 
treasurer, and Edward N. Phelan, Retail Trade Bureau 
of the Seattle Chamber of Commerce, secretary. 

Following his election, President Roper delivered 
an address, the keynote of which was his desire to in- 
crease the strength of the association to which end he 
asked the earnest cooperation of every member present. 
Mr. Roper also asked for information on the attitude of 
the National Typewriter and Office Machine Association 
toward associate membership and any policy governing 
it. 

The president was answered by James C. J. Martin, 
a member of the National Association, who informed 
the assembled members as to the new policies of the 
National and told of the $25 per year charged for dues. 
He concluded by suggesting that Secretary Phelan or 
President Roper write for additional information to 
Anton Pohl, Jr., executive secretary of the National 
Association. 

Secretary Phelan closed the meeting with a warning 
about the Federal unemployment tax which becomes 
effective this month. He outlined the various clauses 
of the new legislation and told his listeners that the 
law would greatly increase orders for loose leaf and 
filing systems.—JCJM 

ae » 
BOSTON STATIONERS STAGE BIG 
CHRISTMAS PARTY 


Between 400 and 500 men and women took part in 
and thoroughly enjoyed the Christmas party staged 
December 16, in the Parker House, Boston, by the Bos- 
ton Stationers Association. 

In the large crowd which gathered for the festivities 
was a considerable number of out-of-town stationers, 
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“AFTER ALL, typing is an important 

factor in this business. Every report, 
every order, every acknowledgment, 
every agreement, every letter...every- 
thing we do...demands typing in a wide 
variety of forms, every day. So when we 
standardized on Underwoods, it was for 
some very definite reasons. 


. “PERFORMANCE... An Underwood always 
does a neat, clean-cut, perfectly aligned typing 
job, even in the hands of an inexperienced 


— 


operator. 

2. “DURABILITY ... An Underwood standsupand 
demands fewer trips to the repair shops. Our 
department heads can't complain about up- 


keep costs. 


3. “EASE OF OPERATION ... The girls like the 
Underwood because of its light touch and the 
grouping of operating features close to the 
keyboard. 

4. “SPEED... The Underwood is able to ‘take’ 
all the speed an operator has at her fingertips. 
Its responsiveness adds to the production of 
the average girl. 

5. “PIONEERING . .. Underwood has always led 
in engineering improvements. Whenever I order 
a new Underwood, I am sure of getting the latest 
improvements in the typewriter field. 


. “TYPIST PREFERENCE ... Most girls learn 
on Underwoods and quite naturally, they prefer 
to work on the same machines when they get 


down to business. 


- “SERVICE ... It’s not necessary to call for 
Underwood service often, but when I do need 
it, I need it quickly, and I always get it. 


~ 
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Yo lte Madeddgul n 
UNDERWOODS 
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8. “QUIETER... Underwood has developed a 
new principle of Cushioning that reduces the 
noise of key impact without hampering the 
performance of the machine.” 


CUSHIONING..makes it Quieter 


There is a new Underwood awaiting 
inspection now. It offers the basic Under- 
wood qualities of speed, accuracy, dura- 
bility and simplicity, plus Quieter Oper- 
ation that is the result of Cushioned 
Typing. Every Underwood Typewriter 
is backed by nation-wide, company- 
owned service facilities. 


Typewriter Division 
UNDERWOOD 
ELLIOTT FISHER COMPANY 


Typewriters... Accounting Machines... Adding Ma- 
chines... Carbon Paper, Ribbons and other Supplies 


342 Madison Avenue, New York, N. Y. 
Sales and Service Everywhere 


UNDERWOODS7<iclT Y PEWRITER 
Underwood Elliott Fisher Speeds the World’s Business 
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makes Coot Friends 


PUTS NEW NAMES ON YOUR LEDGER 


When GF created GoodForm, ‘‘good looks’’ became the partner of good posture. ‘‘Under the 
hood,’’ GoodForm supplies every necessary requirement of good seating. Outwardly, it contrib- 
utes a graceful, pleasing appearance that wins the vote of those who specify as well as those who 
use them. e By taking a page from the auto-maker’s book of Good Merchandising, GF enlisted 
the aid of eye-appeal to help the GF salesman sell Correct Seating. e Now, with GoodForm, only 
the posture idea need be told—for good appearance is always expected in GF equipment. Little 
wonder GoodForm is today the fastest selling posture chair. Little wonder its selling rights are 
in demand. e Listed below are a few more features of this really comfortable-looking, comfort- 
able-in-fact posture chair. Don’t miss them. 


FOR COMFORT, STRENGTH, BEAUTY AND SERVICE 





Five-point adjustment. All-metal 
structural parts—fully welded. No 
splinters or rough edges to tear 
clothing or hose. Seat and back rest 
upholstered in leatherized fabrikoid 
—washable, durable. Ventilated, 
form-fitting seat and back rest pad. 
One-piece, formed aluminum base. 
1%-inch improved swivel-action 
casters—self-lubricating. Finishes: 
Glazed or Satin Aluminum, Olive 
Green, Mahogany and Walnut. Write 
us for further details. 


Unrestricted Heart Action. 
Unimpeded Blood Flow. 





Normal Lung Capacity. 
Full Breathing. 
Adequate Oxygen. 





No Cramping of 
Vital Organs. 





Spinal Column 
Properly Supported. 











Pressure Removed 
by Proper Design and 
Adjustment of Seut. 





THE GENERAL 


FIREPROOFING COMPANY 
YOUNGSTOWN ° OHIO 


Weight Carried on 
Fleshy Part of Thighs. 
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DESK BLOTTERS with 
THE WRENN SHOWBLOTT 


we an attractive, attention-compelling, all-metal and 

plate glass display cabinet, richly finished in olive green 
or mahogany. Its dignified appearance will harmonize with the 
most critically selected store appointments. Available to 
stationers at cost —completely equipped with Wrenn’s carefully 
selected assortment of embossed desk blotters for quick turn- 
over. 


Plus WRENN’S Fast Selling 
EMBOSSED BLOTTING 


* CADET attractive military design, distinctly embossed and 


available in twenty-one pleasing colors besides white. An 
exclusive Wrenn design. 
* MOSAIC —another exclusive Wrenn design which has proved 


to be a popular, quick moving item. 
distinctive colors and white. 

* BASKET WEAVE—as much in demand today as when it was 
first introduced. Like all Wrenn Embossed Blotting, it is made 
with a hard, serviceable finish yet retains exceptional absorb- 


Available in twenty-one 


ency. 


Write for descriptive material and prices on the Wrenn Show- 
blott and sample books of Wrenn’s Embossed Blotting. 


be SWRENNSZ 









WRENN PAPER COMPANY 





MIDDLETOWN, OHIO 


MAKERS OF QUALITY BL TING 





PAPER 





| Christmas dinner with all the 
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their friends and relatives. Following a dinner, music 
was supplied by an excellent orchestra and dancing 
occupied most of the evening with Jim Armington 
assuming the role of master of ceremonies. Another 
feature was a huge Christmas tree in charge of Santa 
Claus, alias Jim Murphy. 

Many of the visitors voiced their thanks to the com- 
mittee in charge for its efforts in staging such a suc- 
cessful event. The committee members were: 

J. R. Armington, chairman; O. T. Bracken, John E. 
Brooks, Harry L. Chandler, Brooks Crosby, Walter R. 
Dolliver, Malcolm Dresser, Frank N. Fisher, Thomas 
Groom, Guy W. Hart, James Hayes, Clarence Hines, 
John F. Kennedy, Arthur L. King, William McAdams, 
Dan McDonald, Francis McMillan, Walter P. Nichols, 
Lee C. Paddock, George W. Pratt, Albert F. Rebhan 
Robert H. Riddell, William B. Taylor, James T. Tow- 
hill, Julian B. White and Walter Wilson. 

——e 
I. B. S. A. HOLDS MEETING 

A get-together meeting which featured the appear- 
ance of prominent speakers as well as an interesting 
program of entertainment, was held November 17 at 
Decatur, Ill., by the Illinois Booksellers and Stationers 
Association. The meeting was held in the store of 


| Haines and Essick with approximately twenty dealers 


from Decatur, Peoria, Champaign, Galesburg, Bloom- 
ington, Joliet, Springfield, Belleville and Chicago. Fol- 
lowing the entertainment features, M. T. Weingaertner, 


| Egyptian Stationery Company, Belleville, outlined the 
| program for the Association’s convention to be held 


in his town next May. 

The assembled dealers were addressed by Professors 
A. R. Knight and C. R. Anderson, both of the Univer- 
sity of Illinois. While Professor Knight spoke on the 
effects of various types of lights for window and store 
display, Professor Anderson discussed another impor- 
tant problem concerning the proper and improper type 
of business letter. 

oo 


N. E. TRAVELERS HOLD STAG HOLIDAY PARTY 


The annual New England Travelers Club stag party 
was held in the University Club, Boston, on Monday, 
December 23. Bearing out the hopes of the entertain- 
ment committee, a record crowd attended the event 
which went down in history as the biggest party of the 
year. In addition to an orchestra and a prominent 
blues singer, club members were entertained by other 
local talent to say nothing of a Christmas tree and 
presents for everyone in attendance. 

At the conclusion of the affair, which ended with a 
“fixings,” a vote of 
thanks was tendered the committee which was com- 
posed of R. G. Bohaker, chairman; C. A. Ashland, J. S. 
Croke, J. P. Inman, E. A. LaGassa, P. G. Walker and 
J. B. White. 
> 
N. T. & O. M. DEALERS OF NEW YORK HOLD 

FINAL MEETING OF YEAR 


An interested group of members of the National 
Typewriter and Office Machine Dealers of New York 
were present at the final meeting of 1935, December 11, 
at the Hotel Dixie, in New York. They listened to an 
address by the Honorable A. Bernard Goldstone, C.P.A., 
who spoke on accountancy, particularly its application 
to the retail businesses of the members. His advice on 
tax reports was appreciated. 
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NEW ENGLAND TRAVELERS NOTES 

The annual mid-winter frolic of the Rhode Island 
and Southern Massachusetts Stationers Association 
will be held Wednesday evening, January 8, in the 
Princess Room of the Crown Hotel in Providence, R. I. 
Dinner will be at 6:30 p.m. for which tickets at $1.50 
per plate can be obtained from Mrs. Sadie Agronick of 
the Capitol Stationery Company, Providence, who 
heads the committee, or Miss Lorena Adams of the 
Providence Paper Company, Providence, who is in 
charge of decorating. 

After dinner there will be dancing and other fun, and 
we are promised a wonderful time. Inasmuch as this 
affair is a regular sit-down banquet and places must 
be provided for, the committee requests that early res- 
ervations be made. Walter Dolliver, regional governor, 
expresses a wish that good-sized delegations be present 
from all associations in New England. 

* * * 

Regional Governor Walter Dolliver of the National 
Stationers Association, wishes to emphasize the fact 
that resolutions mean nothing unless they are followed 
up persistently. With respect to the recently-passed 
resolution for a return to the fifty per cent discount, he 
states that dealers who sincerely wish this must write 
to their manufacturers concerning it. 

+ ” * 

Fred H. Salmen on December 5 completed twenty 
years as New England representative of the American 
Manufacturing Concern of Falconer, N. Y. 

* * * 

Jack Dorfman of the Trinity Stationery Company, 
Hartford, Conn., has been seriously ill at the Mt. Sinai 
Hospital in Hartford. We all hope that Jack is now 
well on the road to recovery. 

.* « 

Al Rebhan reports that E. F. Graham, an expert on 
machine bookkeeping, formerly with the Burroughs 
Adding Machine Company, has joined the staff of Blake 
& Rebhan Company as a salesman. 

Eli Clark of L. E. Waterman Company reports that 
Charles Campbell, formerly of Loring, Short & Harmon, 
and for thirty-five years in their book department, has 
started a book store of his own on Congress street, Port- 
land, Maine. 

to ®@ 

Abner K. Pratt observed his eighty-seventh birthday 
on November 17. Mr. Pratt has always been a friend 
of the Traveler. Greetings and congratulations, Mr. 
Pratt, and we hope you will be back with us soon. 

Arthur King reports that in his term eleven new 
members have joined the Boston Stationers Association 
and what’s more important, they have paid their dues. 

At the November meeting, the following were elected 
to membership: M. Becker, Beck & Company; A. S. 
Hyland, A. S. Hyland & Company; F. C. Ryder, National 
Vulcanized Fibre Company; Mrs. Helene E. Dubois, H. 
W. Dubois & Company; Thos. P. Shea, Eagle Pencil 
Company; Samuel Kaplan, Paddock Press, and Joseph 
Levin, S. M. Levin. 

* + 

The last business meeting of the year was held by 
the Boston Stationers Association at the Boston City 
Club on Monday, November 18. The meeting was 
marked by a very successful auction conducted by Joe 
Murphy and Mel Wheeler in the interests of the Christ- 
mas party fund. Mr. Murphy displayed unusual and 
unexpected talents as auctioneer, and throughout the 
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Replenish Your Stock With 
STEBCO Popular Numbers 


Anticipating that the demand for Stebco leather carry- 
ing cases as holiday gifts would deplete dealers’ stocks, 
we have produced a supply of the most popular designs 


for January clearance sales at special low prices. 


January is a month of unusual sales opportunities. It is 
the logical time to conduct clearance sales and to supply 
the demands of large numbers of salesmen who replace 
their old equipment with Stebco modernized portfolios, 
ring binders, brief cases and other carrying cases. In 
Stebco’s extensive line are designs to meet every require- 


ment. 


Our Thanks 


For a substantial increase in 
business during 1935 we ex- 
press our gratitude to our 
many friendly dealers. Our 
relations have been mutu- 
ally pleasant and profitable. 
We look forward with re- 
newed vigor and enthusiasm 
to serving the trade during 
the coming year with quality 
merchandise at the lowest 
prices. 













Ring Binders of all 
styles, description 


and prices. 


of 


in multi- 


A great range 
designs 
pocket Portfolios. 








The Stebco Sectioner 


Another Stebco creation 
that has proven to be a 
very successful seller. 











STEIN BROS. MFG. CO... Ine. 
564 W. Adams St.. Chicage, Tl. 


Sales Rooms: New York—Empire State Bidg., E. R. Manning in charge. 
San Francisco—833 Market St., Herman Halper in charge. 











GREATER PRODUCTION 


U Fil BETTER HEALTH 


LESS EXPENSE 
STEEL 
TYPEWRITER DESK 










No. 7070 
Typewriter 
Desk 


A speed typing desk for the day-to-day 
championship! It makes every move count 
. . . saves floor space ... being of steel, it 
holds its trim appearance and easy opera- 
tion for a lifetime of service. Its many 
features afford impressive demonstration 
to assist in the dealer’s sales. 

UHL 7070 enables the first-class stenographer to 
prove her superiority, and makes any typist more 
capable. There are no drawers to jerk and slam, no 
catchall compartments. There is ample stationery 
storage, plenty of good light, large 
working space (side shelves 14x20 
inches). There is fully 25 per cent 
floor space saved. 

UHL 7070 with No. 8500 *Postur- 
Chair”’ makes an excellent combina- 
tion. The dealer’s margin enables 
him to feature it profitably. Full 
details are provided in the UHL 
catalog, sent on request. 













Also makers of 
**Little Dandy” 
and **Economy’”’ 
Typewriter 
Stands, The 5056 
Filing Stool, and 
50-70 Filing Table, 
Etc. 


No. 8500 **Postur-Chair”™ 


THE TOLEDO METAL 
FURNITURE COMPANY 


1590 Hastings St., Toledo, Ohio, U. 8S. A. 
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sale kept the meeting in an uproar. In addition to this 
entertaining event there was a very interesting discus- 
sion by a telephone company representative. Miss May 
Sullivan of Taunton was an honored guest of the eve- 
ning. 

. * * 

Lester J. Cheyne, of the Green Mt. Stationery Com- 
pany, Barre, Vt., and A. Kleine, New York sales repre- 
sentative, talked of this and that at a Rotary luncheon 
and learned they had met before, albeit not so inti- 
mately. It was at Chateau Thierry when Kleine was a 
member of a German regiment of grenadiers and 
Cheyne of the Twenty-sixth U. S. Division. 

* . o 

The office of the Travelers Club now sports a new 
addressograph with a complete set of plates for the 
stationery trade in New England. Any New England 
Traveler who circularizes the trade may find the use of 
this machine of benefit to him. 


* * * 


Theft of about $1,000 worth of merchandise from H. 
A. Shepard & Company, stationers, at 50 Cornhill, Bus- 
ton, was discovered one night recently by patrolman 
Thomas J. Regan of the Milk street station. Fountain 
pens valued at $340.00, zipper leather brief cases, zipper 
loose-leaf folders, pocketbooks valued at $150.00, one 
typewriter and one adding machine were among things 
taken. Entrance was made through the rear door, the 
glass of which was shattered. 

* . * 


The above news items were gleaned from the N.E.T. 
Club News, official organ of the New England Travelers 
Club. 

—-—~ > ~— 
REMINGTON RAND NEWS CARRIES HOLIDAY 
GREETINGS 


The December issue of Remington Rand News was 
a four page message of holiday cheer and greetings to 
the thousands of friends and customers of Remington 
Rand, Inc. The front page done in colors shows a 
busy office with modern machines and filing equipment, 
typewriters and adding machines. The jovial Santa 
Claus is the evident manager of the place, while a num- 
ber of dwarfs, perched on high stools and ladders are 
doing the actual work. 

The center is a two page spread of greetings from 
each of the various divisions of the Remington Rand 
organization, decorated with colorful ribbons, holly and 
more dwarfs. 

The fourth page is devoted to a clever method of re- 
minding the business office world of the numerous 
types of machines which have been perfected and 
placed on the market by Remington Rand. This re- 
minder bears a heading which reads, “These ‘Gifts’ 
Remington Rand has Brought to American Business 
Men in 1935.” Then follows a list of the machines 
manufactured by the following divisions: typewriter, 
systems, adding-accounting machine, Powers and 
Dexigraph. 

—— 
METROPOLITAN LIFE ISSUES NEW REPORT 

Dwelling at length upon relations between employer 
and employee in business, a new report entitled “Train- 
ing Supervisors and Key Men” has recently been pub- 
lished by the Metropolitan Life Insurance Company of 
New York and is available upon application to anyone 
desiring a copy. One of the highlights of the article is 
a discussion of various methods of planning a training 
program together with the approximate cost of such 
an undertaking. 
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FIRE-WALL 





COMMERCIAL 








UTILITY 





NON-SUSPENSION, JR. 


THERE IS A “Y and E” FILE FOR EVERY NEED 


That firm which safeguards each record with the particular type of 
equipment best suited to its kind, size and importance has taken per- 
manent insurance on one of its most vital assets. The dealer who is 
prepared to meet these demands with the six complete ““Y and E”’ lines 
of files is insuring his profits and the success of his business. 


EMPIRE The Empire (2000 Line) with its outstanding durability, unparalleled per- 

formance and appearance, presents the greatest value ever offered in filing 
equipment. The Empire is stocked in Two Drawer, Three Drawer, Four Drawer and 
Five Drawer heights, with the greatest number of optional insert drawers ever offered. 


FIRE WALL The Steel-Plus-Asbestos File (5800 Line). The file that has stood the 

test of many years, saved thousands of dollars for “Y and E”’ custo- 
mers through the protection of records from fire. The sturdy construction, easy 
operation and handsome appearance of these files has placed them among the greatest 
of office appliances. Stocked in letter and cap sizes, four drawer height. 


COMMERCIAL FILES (8000 Line) as the name implies are built for hard general 


use. The Commercial Line is complete, consisting of one, 
two, three and four drawer files and a long list of optional drawer inserts for making 
combinations to meet the requirements of every type and size of record. 


UTILITY FILES (6400 Line) are practical suspension files for general purposes, in 

the low price field. They give you a competitive advantage in a 
market that might not be reached otherwise. The drawers of the Utility Files operate 
on pin-bearing side arm progressive suspension slides. Stocked in Letter and Cap size 
in the four drawer height. Card insert drawers are available for letter size, and docu- 
ment insert drawers for cap size. 


NON-SUSPENSION FILES (9400 Line) render an important service for records 


that are referred to infrequently but need the pro- 
tection of a steel cabinet. ““Y and E’’ Non-Suspension files are made by the same long 
experienced workmen as other ““Y and E” items, and when used for the purpose for 
which they are intended will give perfect satisfaction over a long period of time. 


NON-SUSPENSION JUNIOR FILES A Four Drawer file that meets the de- 
mand for temporary needs of the buyer 
with a limited pocketbook. 


The above six lines of files are all of “Yand E” standard quality in their respective lines 
and are offered to meet all conditions and demands. 


AWMAN AnD FE RBE MFG.(O. 


155 JAY STREET ROCHESTER, N. Y. 














ANOTHER PROOF OF THE VALUE OF THE ‘’Yand E*’ FRANCHISE 
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VICTOR Stencils 
COON THE SPOT’ 














...and 


THEY CAME THRU beeetieed 
QUALITY THAT PAYS. 


@ WHEN a brand new product breaks into au 
established market, people just naturally become 
“doubting Thomases”. ... That’s what Victor Sten- 
cils faced—but they delivered the goods with an 
extra margin of satisfaction that convinced every- 
body. Here’s a line of Stencil supplies with a future! 


Try out Victor Stencils and Ink yourself. See 
what better results you get... how much “crisper” 
the reproductions and how resistant to punch- 
outs the stencils are... how much easier stylus 


work becomes. 

Victor White Stencils make for easy proot-reading 
and easy correcting, and are especially easy to use 
since no tissue overlay is needed. 

Victor Correction Fluid is the perfect fluid for 
quick, non-detectable corrections. 


Samples of Victor Stencils gladly sent on request. 
Victor Safe & Equipment Co., N. Tonawanda, N.Y. 
































STENCILS AND INK 
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NORTHWEST TRAVELERS NOTES 
By Fred C. Schaefer, Correspondent 

Jack Scheib, salesman for Bill Goff, Madison, Wis., 
is the proud father of a young son, born on Octo- 
ber 31. 

* € x 

Miss Sylvia Steele, who so efficiently served in the 
sales department of the Roller Office Supply Company, 
Grand Forks, N. Dakota, for several years, is now 
in the same capacity with the Midland Paper Company, 
Minneapolis. 

Irving Mackey, of the Cooke & Cobb Company, called 
on the Twin City trade during December. 

* * * 

This is written during the early part of December 
but it will not be long until the Travelers who live in 
the Twin Cities will be home for the holidays, and some 
good old “gab fests” can be expected. 

There seem to be some mysterious plans for the Twin 
City Stationers’ banquet, which is to be held at the 
Lowry hotel, St. Paul, on Saturday, January 25. Art 
Grayston and Eddie Hansen, who have charge of this 
affair, have something up their sleeves that will prove 
novel and different. This Twin City gathering has 
always been very popular with the Stationers and 
Travelers and those who attend this year will realize 
that this group has changed the usual routine. 


* x * 

Our old friend, Charlie Garvin, recently sent out a 
notice regarding the opportunities for the stationer in 
the Social Securities Bill. The writer is pleased to note 
that the stationers in the Twin Cities are taking ad- 
vantage of the fact that there is some real business 
for them in this legislation. 

The 1936 Stationers’ banquet will be graced with the 
presence of not only our Governor, Joe Popple, but alsc 
of B. J. Bristoll, President of the National Association, 
both of whom are from Des Moines. 

x * * 

Though belated, the officers and members of the 
Northwest Travelers Club extend heartiest holiday 
greetings and best wishes for a prosperous New Year. 

The members of the Northwest Travelers Club re- 
cently received an attractive roster and copy of the by- 
laws, sent to them by our efficient Secretary, R. C 
Clarke. 

* x 

Larry Hamm, our former Governor, spent some time 

in the Twin Cities the last part of November. 
* * * 

Our old friend, Claude Fleet, of the Eberhard Faber 
Pencil Company, was all excited, the early part of De- 
cember, about his new Chrysler, with which he intends 
to call on the trade in 1936 

« ” « 

Karl Kiesel, of the Carter Ink Company, was in the 
Twin Cities early in December, accompanied by Mrs. 
Kiesel, en route to Florida, where they will spend part 
of the winter. 

A stationer told a Traveler recently that a customer 
had expressed his appreciation of the fact that the ar- 
ticle which he had seen in the window and which he 
came into the store to purchase, was prominently 
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SHEAFFER’S SENSATIONAL “LUCKY 7” 


—THE 1936 PROFIT OPPORTUNITY! .. SALES FEATURES ALONE 
SELL PENS...THE PEN HAVING THE GREATEST NUMBER OF 
THE DESIRED FEATURES MUST SELL IN GREATEST VOLUME... 


ONLY SHEAFFER HAS ALL SEVEN 
of Today’s Desired Pen Features 


Whatever a prospect can want, Sheaffer has it! Therefore ‘‘Lucky 7”’ is the easiest 
of all sales ideas to demonstrate and SELL! . . . No wonder dealers tell us they can 
sell a $10 Lifetime easier than a $5 pen of other make. . . . Let Sheaffer’s Repre- 
sentative outline the sales-building ‘‘Lucky 7” plan for you—it’s the Big Profit 


SHEAFFER'S 


AND “‘LUCKY 7” FOR BIG 1936 PROFITS 
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Custome's thank you 
for these S ugges tions 


VICTOR 
FILING SUPPLIES 


MANILLA AND KRAFT FOLDERS 
Reinforced and Single Tops 
All Standard Tab Cuts 


Quality folders in every sense of the word, 

made up of tough stocks that have stood 

the test of years. Top values and consist- 
j ent profit-payers 


| » 
ANGLE TAB GUIDES... cy. 


METAL TAB GUIDES... 
Angle Tab | Visible Name’ Guides are 


designed for split-second filing and | 
finding. The angle of the tab makes it | 
always at ‘Eye Level’. Labels quickly | 
changeable | 
Metal Tab Guides are sturdy 25 point 
pressboard. Saddle style celluloid pro 
rectors and index labels can be quickly 
removed or changed without damage 
to either—and will not “creep” out 


of position 


FIVE SCORE FOLDERS... 
PRESSBOARD EXPANSION FOLDERS 


Five Score Folders are made of a very 
tough fiber stock for superior folding 
endurance. Won't crack or break along 
bottom folds. Maximum expansion: 
1%”, or equivalent of 300 letters. 
Angle Tab Expansion Folders, made 
of long-wearing Super Tag or Press- 


Awey \aoua 


board, are recommended for unusually 
active filing conditions. 

Both types of folders available in all 
standard sizes. 


PLAIN MANILLA GUIDES... 
CELLULOIDED PRESSBOARD GUIDES 


Victor Plain Manilla Guides are of first qual- 
ity 20 point stock, priced competitively 
with many lighter stocks. Celluloided 
Pressboard Guides are of 4-ply-laminated 
enduring stock to give years of efficient 
»erformance. Both these lines consist of 
Piank guides, as well as monthly, daily, 
geographical and alphabetical sets. 

Ask for samples — compare them. Victor 
Safe & Equipment Co.,N. Tonawanda, N.Y. 
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displayed on his entrance into the store. Make it easy 
for your customers to buy the articles that brought 
them into the store, through window display. 

> > . 

Mrs. Cliff Talty, wife of the buyer of the Poucher 
Printing & Lithographing Company, Minneapolis, un- 
derwent a serious operation at Abbott Hospital, Min- 
neapolis, on December 12. 

——> 

COUNTER CARDS ISSUED BY BANKERS BOX 

As part of its dealers cooperation campaign which 
has been under way for several weeks, the Bankers 
Box Company, 536-538 South Clark street, Chicago, re- 
cently sent out a new self-help counter card to be 
used either for window or for store display. 

The principal feature of the new card is a pocket 
which holds advertising folders in such a manner as 


“Gio | 


os 
“are Oe 


WON'T LET GO! 


CJbAL I | 


Bankers Box Company Counter Cards 


NEAT SAFE ECONOMICAL 
WAY TO STORE OLD RECORDS 


to be easily seen by customers with the obvious invi- 
tation to “take one.” 

The cards are attractively lithographed in colors 
with pictures and pertinent slogans to attract cus- 
tomers’ attention to the firm’s line of Liberty boxes. 
When these cards are sent out to dealers, each carton 
contains instructions for their best use. 

The new cards are 14 inches wide 22 inches high and 
are done in five colors. 

—— 
BUSINESS SHOW OF PROGRESS 

The Business Show of Progress was held at San Fran- 
cisco, Calif., Dec. 3-7, inclusive, under the sponsorship 
of the various representatives of the office equipment 
manufacturers. 

This year’s show presented double the number of ex- 
hibitors contrasted to last year, and occupied double 
the floor space. It was visited by about 2,500 people. 
Exhibitors were well pleased with the results. The 
show was open from 11 a. m. to 9 p. m., each day and 
attendance was stimulated by the offering of either a 
portable typewriter or an office chair as a door prize 
The ground was well prepared for attendance by the 
distribution of invitations and the complimentary 
passes to the business organizations of the city. 

Entertaining features of the show were the “Talking 
Woodpecker” and the “Cave Man” typewriter in the 
Royal exhibit. A man concealed operated the bird by 
the use of a loud speaker and suitable connections. 
The cave man typewriter was made of small logs, print- 
ing hieroglyphics on a stone slab, operated by a cave 
man and woman, dressed in skins. Another interesting 
feature was the work of Freda Marie Byers, a girl of 
eight years, who wrote 110 words per minute, and fre- 
quently without an error.—SS 


yi 
e) 


fa 
it 


JANUARY, 1936 


109 





DO YOU KEEP UP WITH FAST-MOVING ITEMS? 


The best way to keep your stock turning over and your profits 
coming in is to handle fast-moving items—which means the 
Oakville Yellow Box Line. These items are built for speedy use- 
which explains their well-established acceptance—and which in 
turn keeps them moving off your counters. Uniform, attractive 
appearance on your shelves and in your windows helps move 
them. And uniform quality keeps customers sold, helps sell other 


members of the line. 


You save time in ordering too: One order, one shipment brings 
you a full stock of paper fastening devices—saves duplication and 
extra shipping expenses. And Oakville always moves fast in 
helping you-—with full cooperation, active merchandising helps, 
fair profits always. Get to know the whole Yellow Box Line— 
it can help your sales. Write for the full story to the address below. 


OAKVILLE COMPANY 


DIVISION SCOVILL MANUFACTURING COMPANY 
ompssee WATERBURY CONNECTICUT 
Ff % PINS, CLIPS, FASTENERS, THUMB-TACKS, TAK-A-PINS, ETC. 
. NEW YORK CHICAGO ‘SAN FRANCISCO 
A In Conade—BROWN BROTHERS, LTD., TORONTO 2, CANADA 





TRI-HEAD PINS 
AND HANDY PINS 


A 


Oakville Tri-Head Pins and Handi- 
Pins are STEEL, with sharp points, 
stiff shanks, and superplated finish. 
Large heads make them easy to pick 
up, insert and withdraw—they cannot 
slip through papers. 














Handi-Pins have round shanks, are 
excellent for pinning papers or mater- 
ials, supplied in 7 sizes. Tri-Head Pins 
have flat shanks, lie flat against the 
papers, take less space, 6 sizes. 


Packed two ways in distinctive Yellow 
Boxes: 100 per box, 10 boxes per car- 
ton; or 4 lb. per box, 10 boxes per 
package. 


For brass rustproof pins of the Tri- 
Head type, there are Oakville Brass 
Wedge Point Pins. For brass rust- 
proof pins of the Handi-Pin type, 
there are Oakville Brass “‘T”’ Pins. 
Insist on the originals—do not accept 
imitations. 
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HERE’S A PHRASE 


“ 
C L| P Your Way 


“ 
to ORDERLY RECORDS 


THAT’S PACKED wiITH PROFITS 





The Mak-ur-own idea is “clicking” and custo- 
mers are clipping to the tune of tidy profits for 
dealers everywhere—thanks to the National 
Advertising campaign that carries the Mak-ur- 
own story to some ten million readers every 


month! 


ALL TRANSPARENT 


Mak-ur-own Index Tabs are unique—in con- 


venience and in exclusive features. They are 
{LL transparent celluloid and can be attached 
anywhere without obscuring printed matter. 
Flexible skirts minimize tearing of records and 
an automatic self-aligning feature means neater, 
quicker indexing. Labels can be removed for 


changes 


The Mak-ur-own line is complete — adaptable 
to almost every use. Three styles of tabs, seven 
colors. Send for samples. Victor Safe & Equip- 
Inc., North Tonawanda, N. Y. 


ment Co., 
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RAND Mak-Uxr-Own 




















DUNNETT BECOMES OFFICIAL OF McFARLAND 
OFFICE EQUIPMENT COMPANY 

George Dunnett, for the past ten years store manager 
for the Rockford Printing & Supply Company, Rock- 
ford, Ill., last November was elected vice-president and 
sales manager of the McFarland Office Equipment 
Company, Rockford. 

Mr. Dunnett’s appointment came shortly after he 
purchased an interest in the firm and severed his con- 
nections with the Rockford Printing & Supply Com- 
pany. He is well known to the trade throughout the 
middle west due to his many years in the industry 
prior to accepting the vice-presidency of the McFar- 
land Company. 

one 








The above fine installation of 
Globe-Wernicke Co., steel shelving was recently made by the 
Evans Printing Compeony, Globe-Wernicke dealers of Concord, 


Steel Shelving for Electrie Plant. 


N.H. The Evans firm made the estimate, prepared the specifica- 
tions, completed the sale and erected the shelving to the satisfae- 


tion of the Coneord (N. HH.) Eleetrie Plant. 
a 
SUPPLEMENT FOR JASPER SEATING COMPANY 
CATALOGUE 


Exclusively devoted to eight new lines of office chairs, 
ranging in style, size and price, a new two page supple- 
ment has recently been added to catalogue No. 10-A of 
the Jasper Seating Company, Jasper, Indiana. 

Similar to the other seventeen pages of the attractive 
book, the two supplement pages are white gloss, 
trimmed with black and silver. The chair lines, to 
which these pages are devoted, are the Jasper Seating 
Company’s Nos. 400, 401, 402, 403, 20, 21, 22 and 23. 
These are straight chairs, swivel chairs, arm chairs and 
swivel arm chairs of quartered oak and birch. The 
various numbers are finished in light or dark oak, 
brown or green, and the birch is finished in imitation 
walnut or mahogany. 

Copies of the supplement may be obtained on request 
from the Jasper Seating Company 
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IS READY 





Modern offices now expect these 
revolutionary features . . 











@ The Friden also provides all the features 
of a complete, automatic, figuring machine: 
Complete Automatic Division; Short-cut 
Multiplication; Silent Electric Carriage: 
“Sweep” Dial Clearance; Accumulative 
Multiplier and Quotient Retainer: One Hand 
Control; Full Flexible Keyboard; Direct 
Factor Alignment; Safety Overflow Dial: 
Velvet Smooth Operation; the Fastest Fig- 
uring Known! 


S CALCULATOR LIFE 


AR-REACHING developments in the 1936 Model 
“C” Fridén now change the entire trend of me- 
chanical figuring. No calculator ever solved com- 








OTHER FRIDEN 
CALCULATORS 


MODELS “A” & “B”. De- 
pendable electric calcula- 
tors for all-purpose office 
usefulness. 


MODELS “CH-8" & “10”. 
Introducing hand operated 
calculators with complete 
automatic division and car 
riage shift. . . an exclusive 
feature. 








plex problems so easily, so silently and so quickly. 


The touch of a button eliminates hundreds of opera- 
tions. The Frideén is 40% faster in performance. 


Sensible simplicity replaces the complex mechanism 
of yesterday. The Frideén is 25% lower in cost. 


Over a quarter-century experience has developed 
the exclusive features now presented in the 1936 
Fridén. No other machine has them. Every office that 
is purchasing new equipment today is entitled to 
the time-saving, labor-saving, and money-saving 
features that are found in the Fridén. 


Applications from agency-distributors for unalloted territories 
in United States and foreign countries are invited. 


FRIDEN 


AUTOMATIC ELECTRIC 
CALCULATORS 


FRIDEN CALCULATING MACHINE CO., INC. — FACTORY: OAKLAND, CALIFORNIA, U. S. A. 
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OFFICE APPLIANCES 


Now! The Lig 
CLEAN-UP MONTH 


in Storage Filing and TRANSFER 


January means clean-up in a double 
sense—a clean-up of old records, all 
sorts of them that have to be moved 
out of current files into storage—a 
clean-up in profits for LIBERTY 
dealers who sell LIBERTY Boxes to 
supply this demand. Banks, firms, 
utilities, public offices, every organi- 
zation that keeps records will need 
something to handle their storage 
filing. 


It is not necessary here, of course, 
to emphasize the superiority of 
LIBERTY Boxes for storage filing. 
Kighteen years of leadership have 
proved that LIBERTY Boxes best 
solve the storage filing problem. Both 
in service to users and in sales for 


dealers, LIBERTY Boxes are leaders. 


There is, however, one big, im- 
portant fact to remember in going 
after January business. LIBERTY 
Boxes are needed in MANY sizes- 
not just letter boxes or check boxes. 
Many different sizes are needed in 
practically every firm. Every one of 
the 22 standard sizes is a good seller, 
proving that there is actual need for 
all sizes. To make the most of 
LIBERTY Boxes this January, sell to 
every user all the sizes they need. It’s 
a clean-up tip. 
































Use your new LIBERTY Box folders. If you need more, write. For stationers 
selling LIBERTY Permanent Binders, the same opportunity exists as with 
LIBERTY Boxes. Loose leaf records have to be bound and stored in most 
accounting departments. (A number of sales territories are still open on 
LIBERTY Permanent Binders. Interested dealers in these territories are in- 


vited to write for full information. We have important facts to lay before you. 








= 











BanKERS Box Company 


ESTABLISHED 1918 


536-538 SOUTH CLARK STREET....CHICAGO, ILLINOIS 





nr = we CL 


or rmtTy 


JANUARY, 1936 


PACIFIC NORTHWEST NOTES 

J. R. Gillam has taken fine new headquarters for his 
Gillam Stationery Company, which he has located 
across the street from a former location. Commodious 
space at 112 Cherry street, in the ground floor of the 
Hoge Building, Seattle, permits of wider expansion and 
enlarged stocks of office supplies in which Mr. Gillam 
has specialized for many years in Seattle. 

« * * 

New office equipment and appliances are to be se- 
cured for some of the courthouse offices in Tacoma, 
after January l. 

Modern equipment designed to increase efficiency of 
the officer of the Auditor and the Assessor and Treas- 
urer is being secured, for which an outlay of many 
thousand dollars is being made, as the result of requests 
recently granted by the Tacoma commissioners. Au- 
ditor S. Clifford Davis will have a photostat machine for | 
recording instruments, which will also be available for 
the county clerk and engineer, costing $5500, while As- 
sessor Fred A. Smith and Treasurer Paul Newman are 
to have an addressograph, costing $9000, which will 
speed up tax billings,—printing the names and prop- | 
erty descriptions on the tax rolls at the rate of 3000 
per hour. The large financial outlay for the new effici- 
ent business machinery, of a type in vogue in the 
offices of leading American corporations, is being made 
in the interests of new efficiency in public offices in 
Tacoma. 


* * 


With display of its latest type business machines, the 
National Cash Register Company has taken a new 
home for its Seattle branch, at 1923 Fifth avenue. 

* * * 

New members of the staff appointed recently by the | 
J. K. Gill Company of Portland, Ore., are Richard G. | 
Rust, formerly with the Caxton House at Caldwell, 
Idaho, and Warren Wright, who has rejoined the large 
stationery house of the Pacific Northwest after many 
years in the East. Mr. Wright, formerly associated with | 
Gill’s, has returned to Portland from New York City. 
Both Messrs. Rust and Wright are well acquainted with 
the book and stationery trade from a large background 
of experience. 

* 7 * 

High on a “Roll of Honor” of pioneer Spokane busi- 
ness houses, the John W. Graham & Co. store at 707 
Sprague avenue, Spokane, is proud of its pioneer ances- 
try and service to the city over a period of many years. 
The roll of honor was formed of those few firms which | 
had been started by present owners or their families | 
between 1887 and 1900,—which is old in this compara- 
tively “new country.” Grahams’ glories in the fact that 
it had rendered 47 years of service to Spokane people, 
fulfilling its slogan, “If it’s Made of Paper, We Have it.” 
The stationery house began in a little tent in 1889, and 
has continued without any change of name and under 
original ownership and active management from those 
days before the Gay Nineties. As a secret of their per- | 
sistent growth and continuous service through the | 
years, the large stationery house of Spokane has | 
pointed out that “New Ideas Have Kept This Store | 
Young.” 

And it is remarkably young and agile, exhibiting an 
active adaptability to economic conditions, trends and 
customers’ requisites; and adhering to a strict policy to | 
keep young, “be ahead of the times,” and to display and | 
sell always the newest merchandise. | 


ee s | 


A group of prominent Oregon stationers recently ap-| 


peared before the State Board of Control at Salem to! 












The Biggest 5c 
Pencil Value 


in America! ' 


Columbus discovered America——and now America 
is discovering Columbus, the biggest 5c value on 
the market. Columbus contains A. W. Faber's 
famous lead. That fact alone speaks volumes to 
stationers who know that A. W. Faber sponsors 
the world-famous “Castell” Drawing Pencil. En- 
cased in finest yellow polished Cedar wood with 
hexagon rounded corners, hexagon ferrule and red 
rubber tip——here is a pencil that for sheer writing 
quality surpasses the entire 5c field. Push Columbus 
for Profits and be sure to mention to your custom- 
ers that it is backed by the name of A. W. Faber. 


AW. 


Order now from 
A. W. FABER, Inc., Newark, N.J. 





AUN 
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CELLUGRAF 


SIGNALS 





Beautiful and 
eflicient'. . . and 
the only cellu- 
loid signal usable 
on all types of 
visible records. 
Readily applied, 
adjusted or re- 
moved . . . but 
held firmly in po- 
sition by an inner 
a steel spring. Se- 
ries 80 and 81, in 
six transparent 
colors, give full visibility to 
all data. Series 90 and 92, in 
four opaque pastel shades, 
have matte surface for pen 
or pencil notations. Three 
widths, 34g in.. 54gin., 'oin. 


VISE Signals 


The famous signals that keep card 
Indispensable to the 
efficient Made of cor- 
rosion resistant spring steel. Add 
no appreciable bulk to the file. In 
12 plain colors; many color combi- 
and printed with days. 
numbers, letter. 














files alive. 


business. 





nations: 
months, 


ws VIZ Signals 


\ non-projecting steel signal for 
visible index systems. Ten styles. 
two widths, for any 
tem. Easy to apply or adjust. Will 
not cateh on adjoining cards or 
In twelve distinet colors. 


type of sys- 





leaves. 


ilso included in the Graffco line are Maptacks, 
Tabs, and other time 


Vise paper Clips, Index 
You can rely 


and labor saving office devices. 
on Graffceo products. 


GEORGE B. GRAFF COMPANY 


64 Washburn Ave. CAMBRIDGE, MASS. 
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complain against the practice of the state in going 
outside Oregon to fill substantial requirements for sta- 
tionery supplies. Oregon jobbers and stationers, as well 
as distributors in various lines, have been assured they 
will now be considered. The board stated that a new 
policy would result in all purchases being made within 
the state, where local bids are competitive, and the 
required materials available through Oregon firms. 

The stationers’ complaint stated that large orders 
had gone to Chicago and other cities, and that this 
was unfair and not to the best interests of the state. 
Governor Martin expressed the opinion thai state pur- 
chases should be confined to Oregon. 


* * * 


A veritable Stationers Fair in miniature was the re- 


cent Advertisers’ Night staged by members of the 
Washington Purchasing Agents Association. The Hotel 


Olympic was replete with stationery exhibits, predomi- 
nating in their wealth of color and business efficiency 
among the other commodities displayed. Lowman and 
Hanford, of Seattle, were well represented in the sta- 
tionery trade with fine exhibits, and L. N. Hanford, H. 
S. Berrell and M. T. Towery were in charge of the booth. 
The Northwest Envelope Company staged a fine exhi- 
bit, in charge of George W. Milne, A. J. Cook and F. R. 
English. Typewriter supplies at the Biggs Company 
booth were represented by Charles E. Frost and Roy 
Parson of this company, while McElfatrick’s H. & M. 
Ribbon and Carbon Company of Seattle, ably presented 
its typewriter and office lines through Sam McElfatrick 
himself and Jack Thomas. “Passed in review” was the 
groupings of stationery representatives at this Sixth 
Annual Advertisers’ Night. A steady stream of busi- 
nessmen and throngs of purchasing agents, represent- 
ing some of the largest business and industrial houses 
of the state, reviewed the displays. 
« 7 * 

The Lowman & Hanford Company of Seattle recently 
purchased the entire stock of the General Importing 
Company, consisting of many thousand of diversified 
articles of leatherware and novelties from American 
and European sources, which the pioneer stationery 
house used for the holiday trade. There are desk 
sets, writing cases, portfolios, memo and miscellaneous 
books, leather bridge sets, book covers, and a wealth of 
new merchandise added to the varied stock 

Newly incorporated at Wenatchee, Wash. is The Pen- 
cilgraphing Corporation, capitalized at $10,000. It 
has been incorporated in the great Apple City, known 
as the “Apple Capital of America,” whence emanate 
the big red apples for world shipment, to “carry on the 
business of stationers, printers, lithographers, etc, and 
dealers in materials used in the manufacture of paper.” 

Setting its own example in making Christmas Gifts 
this year, Tromp’s Book Store at Lynden, Wash. gave 
away desk stands for fountain pens and bottles of ink 
with sales of nationally known fountain pens,—the 
gifts continuing to mid-December and the middle of 
the holiday shopping season, when the Christmas rush 
began. 

Pal Clark, recently deciding to continue his large 
book and stationery store in Walla Walla, Wash. has 
made formal announcement of his decision gratifying 
a number of Walla Wallans. Mr. Clark or “Pal,” as he 
is known to a great number of Pacific Northwest sta- 
tioners since he has taken a leading interest in region- 
al associational affairs, announced at the same time 
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Security’s eight new catalogues are on the Press. The first will be 
finished this week; the others will follow at ten day intervals. They 
are completely revised and rewritten and many new items are pre- 
sented. They will help you get your share of the 1936 business which, 
according to all trade barometers, is going to be one of the greatest in 
the history of the office equipment industry. 





Write now for those of the following catalogues you want. 


We wiil send them to you as soon as they are off the press. 
Period Presidential Desks & Tables Storage Cabinets 


Standard Desks and Tables Sectional Units 
Storage Shelving Filing Equipment 
Library Shelving Avenel Line (Miscellaneous) 


THE SECURITY LINE 
Filing Cabinets. Storage Cabinets, Bookcases, Transfer Cases, Waste 


Baskets, Desks, Shelving, Trays. Tables, ete. Planned equipment built 


to specifications for banks, courthouses and other public institutions. 
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AF4 ELECTRIC 
with Slip-Sheeter 


Tu year 1935 saw the Niagara reach a position of eminence among stencil dupli- 
ators. In 1936, the new Niagaras, with significant new features, will carry on 

n the Americas, in Europe, in Asia , to even a greater record of performance. 
e Each Niagara is truly a precision instrument. Each model, from the AF4 (designed 


ichieve hair-line registration by automatic feed) to the efficient low-priced B 


del, attains precision with utmost simplicity of operation. Dealers in every con- 


ALLNA 


ire. They know that the complete Niagara Duplicator line is making its reputation 
1dvanced accuracy-insuring features. © The Niagara Duplicator Co. offers deal- 

ers fair and liberal arrangements .. . and backs them up with products that will 
nsistently deliver outstanding stencil work under the most exacting conditions. 

e We are still establishing desirable dealerships in unallocated territories, and shall 
iquiry, be pleased to furnish full technical information regarding all Niagara 


iels, accessories, and supplies 


NIAGARA DUPLICATOR CO. 


5815 THIRD STREET e SAN FRANCISCO e U.S.A. e CABLE “NIADO” 
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that he had appointed Charles Felch as manager of his 
store during the time he will remain temporarily absent. 
= * * 

Featuring portable and other models, a Woodstock 
Typewriter Sales Agency has recently been opened in 
the metropolitan district of downtown Seattle. Space 
for the new sales agency has been taken at 1216 Fifth 
avenue. This new typewriter outlet was in operation 
early in December and participated in the Christmas 
merchandising, suggesting portables for presents. 

* * * 

Moving into Walla Walla, Wash. a direct factory 
branch of the Underwood Elliott Fisher Company has 
recently been established at 13 South First street. The 
new branch is handling sales, as well as rentals and 
in the double Walla community as well as its tributary 
trade area. A fine stock of machines and experienced 
staff members provide for the functioning of the fac- 
tory branch. 


. + « 


Gervais’ is the name of the new stationery and office | 


supply store recently opened at 307 Meridian st. Puyal- 
lup, Wash. to serve Puyallup valley and its people. 
eS & 

Newest of the stationery outlets in Seattle is the 
Monarch Store, with its diversified merchandise, estab- 
lished at 617 Queen Anne avenue, by J. R. Weikel, for 
Queen Anne residents, and stocking varied stationery 
commodities. 

« . . 

With a number of local stationery stores among their 
victims over a period of years, eight policemen of Seat- 
tle recently confessed being members of a burglar 
ring which allegedly has accounted for scores of rob- 
beries of business establishments in the city. In the 
subsequent expose, which resulted in one of the ac- 
cused officers committing suicide, a large quantity of 
stationery loot, including a typewriter, was recovered 
at a ranch owned by one of the suspended policemen. 

CML 

o/s 
BRAINERD TWENTY-ONE YEARS WITH ROYAL 


H. F. Brainerd, manager of the Hartford branch of 
the Royal Typewriter Company last October celebrated 
his twenty-first year with Royal. Mr. Brainerd joined 
the company in 1914 as manager of the Waterbury 
office and continued there until 1916 when he was 
made manager of the Hartford Royal branch. 

It is interesting to note that during his first month 
with Royal Mr. Brainerd made the M.A.D. Club and in 
completing his twenty-first Royal year he made the 
M.A.D twice. He has also been a member of the Legion 
of Honor. 

In celebrating their manager’s anniversary, the Hart- 
ford branch sales staff put on a drive in which they 
made their quota in sales, service and collections. Not 
to be outdone, Manager Brainerd made 200% of his 
personal quota. 

a — 
“Y AND E” ANNOUNCES NEW DISTRIBUTOR 

Appointment of the Golding Bank & Office Equip- 
ment Company, of Kansas City, Mo., as exclusive dis- 
tributors for the “Y and E” line of filing equipment 
and supplies for greater Kansas City was announced 
recently. Mr. George F. Golding is in charge of sales. 

a ; 

STANDARD APPOINTS HOLSWADE MANAGER 

Fred Holswade, prominently connected in the print- 
ing field for a number of years, was recently appointed 
Store manager and buyer for the Standard Printing & 
Publishing Company, Huntington, W. Va. 
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... we are going to concentrate our 


sales efforts on those lines which 


—give our customers absolute satis- 
faction .. 

— pay us a fair compensation for our 
services . . 

—and afford us, the legitimate dealer, 
proper protection. 


Here is where 


STAPLING 
MACHINES 


fit into the picture 





Satisfaction ~ 
The value of a product in commerce is 
determined by the consumer. He will buy, 
if his anticipated satisfaction from the prod- 
uct compares favorably with the price. 
The value of ACE Stapling Machines can 
be quickly and convincingly demonstrated, 
and the satisfaction they give is 
common knowledge all over the 
world. 


Profit~ 
The dealer's profit should be looked 
upon not so much as a matter of 
discounts (although ACE pro- 
vides amply in this respect) as of 
compensation for services rendered. 
Since the ACE Line offers the 
most opportunities for fur- 
nishing real stapling service, 
the dealer benefits in pro- 
portion. 


Protection~ 


ACE, the moving spirit in 
popularizing stapling ma- 
chines as a stationery article, 
gives the dealer all the pro- 
tection he can expect, by 
confining distribution to 
the established trade and 
by maintaining fair prices. 


ACE FASTENER CORP. 


3415 N. Ashland Ave. Chicago 
THE WORLDS SEST STAPLING MACHINES 
















$6.00 


Prices Apply 
East of Rockies 




















LETTER TRAYS 


The largest variety in size, style and 
finish 





No. 124 





Send for samples of our new low priced Park Brand trays. 


IMPERIAL METHODS CO. 
FOREST PARK ILLINOIS 
GERARD D. WHITE Western Representative 

100 Worth St. C. J. Schubert, Jr. 
New York City 307 E. Third St., Los Angeles 
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POINTS WAY TO JANUARY GRADUATION SALES 


Mid-winter graduates from high schools and colleges 
represent a potential market for the stationer, type- 
writer dealer and office and school supply merchant 
who turns attention to his merchandise as graduation 
gifts. 

This mid-year graduation which universally occurs 
in January seems to have been much neglected by sta- 
tioners throughout the country who failed to realize 
that with the graduation of these school classes many 
gifts of a stationery nature are given the “grads.” Al- 
most universally associated with summer and the 
month of June is “Graduation Time.” And boys and 
girls who complete their education in mid-winter are 
more often than not overlooked by stationery dealers 
in the neighborhood of schools and colleges. 

To the boy or girl graduating with the close of Jan- 
uary classes, the commencement ceremonies are no less 
real and important than the June commencement. In 
fact the function is even more important to him or 
her—and gifts made by parents, relatives and friends 
are every bit as much in order. Quite often these gifts 
are in the nature of portable typewriters or some lesser 
present from the average stationer’s stock. 

The usual custom of rewarding the years leading up 
to graduation with a gift makes for customers in Jan- 
uary as well as in June and unless the stationery deal- 
ers take steps to secure such business they leave the 
way open for other business houses to feature different 
merchandise as acceptable graduation gifts. Such pre- 
sents are now more than ever selected for their practi- 
cal usefulness and many articles of the stationer are 
of excellent value in this direction—CML 

> 

OFFICE EQUIPMENT BUSINESS OPENS AT XENIA 

The Xenia Office Supply Company, Xenia, Ohio, 
opened for business a short time ago, at 35 Green 
street, under the direction of W. E. Boring, who has 
had an extended experience in the office equipment 
and office supply fields. The lines carried by this new 
enterprise include office furniture and equipment, 
school supplies, typewriters and supplies—including a 
machine rental agency—and stationery and allied mer- 
chandise. 

Mr. Boring is well Known in Xenia through previous 
business connections. From 1918 to 1923 he operated 
a stationery, book and office supply business on South 
Detroit street, having acquired it from T. H. Zell. He 
disposed of the Xenia business in 1923, and made a con- 
nection with “Everybody's Office Equipment” in Dayton. 
In 1926 he opened a stationery business at Troy, Ohio, 
which he conducted seven years. After disposing of 
his Troy business he returned to the service of Every- 
bodys, where he continued until last month. Mr. and 
Mrs. Boring and Mrs. U.S. Cast, of Wilmington, mother 
of Mrs. Boring, will make their home in Xenia. 

~~ 
NATIONAL BLANK BOOK SENDS CALENDARS AS 
CHRISTMAS-NEW YEAR GREETING 

Holiday greeting in the form of a calendar was used 
effectively by the National Blank Book Company, Holy- 
oke, Mass. The calendar card carried a joint message 
from the salesmen and the company wishing customers 
the compliments of the season. The calendar, of the 
celluloid variety about postcard size, provided space for 
the imprinting of the salesman’s signature below the 
following wording, “Greetings, Three blessings we wish 
for you this year and every year, Good Health, Happi- 
ness and Prosperity. 
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NOW, AT LAST, YOU CAN TALK TURKEY 


WHEN YOU SELL OFFICE CHAIRS .... 


Imagine being able to lead off your sales 
story with a punch like this: “Every chair 
in your office, Mr. Jones, is out of date.” 


Imagine actually having something to 
sell...not just a new finish or a minor 


change in design... but a brand new de- 
velopment that makes every present-day 
swivel chair as out of date as an oil lamp. 


Does this sound like a miracle in the office 
chair business? It is. 


The New Bassick ’’ Flotilf’’ Chair Control 
is one of the most important developments in 


office chair construction in twenty years 


After years of research, development and 
testing-in-service, The Bassick Company 
now offers a chair control that eliminates 
every objection to the ordinary swivel- 


and-tilting mechanism of office chairs. 
For dealers everywhere, it represents the 
opportunity ofa lifetime to doa land-office 
business in chair replacements. 












THIS AMAZING CHAIR CONTROL 
has REVOLUTIONIZED the tilting and 


swiveling action of office chairs ! 


Easier Action — Better Balance 


An entirely new principle gives almost 
effortless tilting action and “rocking 
chair” balance... the comfort users have 
always wanted. 


No Springs 

“Flotilt” is the first successful tilting 
mechanism without springs. No spring 
breakage . .. no danger of accidents from 
broken springs or spring bolts. 


No Squeaks or Squeals 


At last! A swivel chair that cannot squeak 
...ever! No metal-to-metal contacts in 
the tilting mechanism. No more annoy- 
ance from “office-chair creaking.” 


No Lubricating 


Tilting unit never needs oiling. Swivel 
bearings are self-lubricating. No more oil 
spots on office floors or carpets. 


No Sidesway 
Stationary base post eliminates rickety 
sidesway. 


No Mousetrap” Appearance 
A big improvement in the looks of the 
chair. And no complicated machinery to 


collect dust or dirt. 


NEW PRINCIPLES ....NEW FEATURES 


... for perfect chair control 


1 Compressed Rubber Tilting 

Umit —Amazing developments in 
the use and control of rubber make pos- 
sible this revolutionary change in chair 
control. The long-life rubber is encased in 
steel and fully protected against atmos- 
pheric deterioration. 


y Improved Swiveling Mecha- 
mism —Post in base of chair is sta- 
tionary, for greater stability. Result: 
easier swiveling action and elimination of 
sidesway. Swivel bearings are self-lubri- 
cating. 


4 Tilting Tension Adjustment 
—Finger-tip adjustment controls the 
tension of the tilting mechanism, gives 
proper action and balance for the individ- 
ual user. Ease and simplicity of adjustment 
never before achieved in chair control. 


4 Elevating Adjustment 

—Easily adjusted hand-wheel con- 
trolling elevation is out of sight, where it 
should be. Elevating mechanism com- 
pletely enclosed and protected from dust 
and dirt. 




















Flotilt’° CONTROL WILL 
START A BIG BOOM IN 
OFFICE CHAIRS 


There’s no need to tell alert dealers 
what a development like this will 
mean in actual sales of new office 
chairs. All who have seen Bassick 
“Flotilt’”” Control—all who have tried 
it—agree that here, at last, is a funda- 
mental improvement that will anti- 


quate and spell obsolescence for old 
chairs now in use. Buyers now have 
a real reason to replace chairs...even 
chairs which are still serviceable and 
would not ordinarily be replaced for 
years tocome. It’sa real opportunity 
for real office-chair profit. 


CHAIRS NOW AVAILABLE 
WITH 


NEW “Flotilt” CONTROL 


Don’t wait till your competitors get 
the jump on you! Be the first in 
your territory to profit by this long- 
needed improvement in office chair 
construction. Write for further in- 


formation about Bassick “Flotilt” 
Control—and the names of manufac- 
turers who are now equipping their 
chairs with this amazing device. Re- 
member, the time to act is now! 


rat BASSICK come: 


BRIDGEPORT, CONN. 


Manufacturers of a complete line of quality casters and floor protection equipment. 
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THIS YEAR’S CUSTOMERS ARE STEADY 
CUSTOMERS 

Make this year’s buyers of calendars, diaries, and 
date-books, steady yearly customers! This is the mer- 
chandising plan of the office supply department of 
Kendrick-Bellaamy Company, Denver. 

The name and address of each person purchasing 
either a calendar, diary or date-book is listed. This 
list affords names for the direct mail advertising cam- 
paign of the next year. 

“The purchaser of a diary or date-book usually de- 
sires the same type of book the following year,” says 
L. R. Kendrick, secretary and treasurer of the concern. 
“These customers are nearly certain if followed up in 
November or December. The buyers of calendars are 
always prospects for fillers 

“This list also lays a basis for the buying of stock for 
the coming year. Not only do we consider the pros- 
pects of former years, but this list gives us the amount 
of new customers each year. From this we are able 
to control our buying and thus cut the amount of loss 
from over- or under-stocking to a minimum.”—ATW. 

> 
COMMERCIAL FIXTURE COMPANY 
IN NEW LOCATION 

The Commercial Fixture Company for several years 
at 1646 W. Madison street, Chicago, is now located in 
new headquarters. The new home on the same street 
but a few blocks from the former address occupies all 
four floors and basement of the building at numbers 
1027-1029. 

The spacious premises provide ample facilities for 
the products of the various manufacturers with which 
the company is identified. M. Slatow, owner, is well 
known to local trade through his activities in handling 
such well known lines as those of the Bentson Manu- 
facturing Company, the Marks Manufacturing Com- 
pany and Valley City Desk Company. 

> 
ARIZONA FIRM OPERATES EMPLOYMENT SERVICE 

An employment department is maintained by Walsh 
Bros., Typewriters, Inc., Phoenix, Ariz. Its applica- 
tion form is very complete, requiring all the detailed 
information that any employer could desire. When 
the applicant files it, he pays a deposit of one dollar, 
which is refunded when the application is withdrawn, 
either through the receipt of employment or by leav- 
ing town. The service is free, the dollar deposit being 
held merely to prevent applications getting old. This 
department has built untold good will, both among 
employers and employees.—BART 

> 
ELLIS AND McLAUGHLIN VISIT MID-WEST 
TRAVELERS 

Pete McLaughlin and John Ellis of the F. S. Webster 
Company dropped in on the headquarters office of the 
Mid-West Travelers Club in Kansas City last month. 
Mr. Ellis had just returned from an exclusive trip 
through his northwestern territory, including Montana 
and the Dakotas. He said that the day he spent in 
Helena, Montana, was the first day in twenty-four that 
the earthquake quieted down. 

> 

ARMSTRONG RETURNS HOME FROM HOSPITAL 

Mart Armstrong, proprietor of the Armstrong Sta- 
tionery Company, Cincinnati, returned to his home in 
time for the holiday season following a two-week siege 
of illness in a local hospital. Although still weak from 
his bout with illness, Mr. Armstrong expects to be back 
on the job in the near future. 
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Sikes Adopts the 


Bassick Flotilt Control 


For Its First Grade “Bank of 
| England’ Chairs 








No. 75 


Sikes swivel chairs of the 75 Line and 
1259 Line are now equipped with the 
new Bassick “Flotilt’ Chair Control. 
Thus we continue the Sikes policy of 
giving you new selling features to 
build up greater volume and profits 
for you. Start now to capitalize on 
the sales possibilities of this amazing 
chair control. You will need samples 
for your floor. If you do not have the 
new catalogs, write 
for them at once. 








The 


Sikes Co., Inc. 
Buffalo, N. Y. 





No. 1259C 
New York Philadelphia Chicago 





























These pages turn 
to profits quickly! 


This ASCO catalog shows our unusually compre- 


hensive line of office equipment in steel. 


Here is 


Illustrated the widest assortment of stock sizes of 


tHe ASCO tine 


Box Files . . Bond Boxes 
- Boxes . . Security 
Boxes . . Filing Cabinets 

Letter, legal, combine- 
tion, storage, in de 
counter or standard 
heights . . Bankers’ Note 
Cases . . Card index Boxes 
and Cabinets . . Transfer 
Cases . . Cuspidors . 
Stationery Storage Cab- 
inets . . Electro Cabinets 
. . Letter Trays . . Shelv- 
ing . . Wardrobe Cab- 
inets . . Typewriter and 
Office Tables . . Waste 
Paper Baskets, etc. 


card record filing and storing 
equipment on the market. 
Alll are daily demand items 
designed and manufactured 
according to high ASCO 
standards. You can turn these 
pages into good profits 
quickly. Use the catalog. 
One is waiting for you if you 
haven't one handy. 


ART STEEL CO., Inc. 


350 EAST 145th STREET 
NEW YORK, N. Y. 
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GLOBE FURNITURE & STATIONERY COMPANY 
ORGANIZE CONTRACT DEPARTMENT 

The Globe Furniture & Stationery Company, 168 
West Monroe street, Chicago, has organized a contract 
department to take charge of their rapidly increasing 
volume of this class of business. 

Paul H. Bolten, president, states that contract busi- 
ness is to a great extent responsible for the fine volume 
of 1935 which is about double that done by the com- 
pany the preceding year. 

The contract department is made up of the following 
men, all well known to the trade: C. M. Jorgeson, for 
many years of F. C. Jorgeson & Company, Robert Milne, 
for fifteen years with Art Metal Construction Co., B. A. 
Larsson, formerly with the Wood Division of The 
Globe-Wernicke Co., and Adrian C. Davis, former Chi- 
cago manager of the Berger Manufacturing Company 
and also formerly with The Globe-Wernicke Co. 

Featuring both wood and steel, the Globe organiza- 
tion has in recent months made a number of outstand- 
ing installations. Among them are a complete labora- 
tory installation for the Walberg Hall of Science, 
Augusta College, Rock Island, Ill.; laboratories for the 
Cicero, Ill. High Schools; entrance lobby and cashier’s 


| cage in matched walnut for the Pearl Insurance Com- 


pany, Insurance Exchange Building, Chicago. 
Probably the most distinctive of the larger installa- 

tions handled by the Globe company is the laboratory 

recently completed for the Chicago Vitreous Enamel 


Product Company, which has been judged one of the 


finest of its kind in the country. 

Mr. Bolten stated that the company’s measure of 
success in this field was indicative of the opportunities 
that can be grasped by organizations that are prepared 
to render the complete and specialized service neces- 
sary. He also pointed out the active interest of many 
concerns in new and specially designed equipment as 
among the most substantial signs of business better- 
ment. 

In addition to Mr. Bolten and those members of the 
contract department mentioned, others in the company 
are J. A. Johnson, vice-president, J. V. Martin, treasurer 
and Lee Fregus. 

—__—_———— 
HOLIDAY COLORS GRACE AMES COMPANY 
FOLDER 

Dressed up in the Yuletide colors of red and green 
an attractive holiday folder containing Christmas 
greetings was distributed last month by the Ames 
Supply Company, 564 W. Randolph street, Chicago. 

The top of the folder was decorated with two radio 
towers between which was printed a greeting to type- 
writer dealers with the notation that station A-M-E-S 
was broadcasting holiday greetings. The message which 
followed read in part: 

“The holiday season would be incomplete without 
our wishing you the happiest Christmas and most pros- 
perous year you have ever had and assuring you of 
our continued conscientious effort to work with skill 
and imagination to meet honestly the needs of the 
typewriter dealers throughout the world.” The mes- 
sage was signed A. R. Ames, president; E. J. Sheehan. 


| vice-president, and C. H. Ames, vice-president. 


—_——_g—_—_ 
FREE TYPING LESSONS STIMULATE SALES 

Typewriter sales have been stimulated by a promo- 
tion of Typewriter Guy (Fred Guy & Young Company). 
Oakland, Calif. Five free lessons in touch typing are 
offered to each purchaser of a typewriter. 

This promotion is conducted through a tie-up with 
a local business college. 
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LOOSE LEAF AND BLANK BOOK MANUFACTURERS FORM 
LOOSE LEAF AND BLANK BOOK INSTITUTE, INC. 


T a meeting of the representative Loose Leaf and Blank Book manufacturers on 
November | 8th at the Commodore Hotel, New York City, the desirability of forming 
a Loose Leaf and Blank Book trade association was proposed. 


After considerable discussion it was apparent that the prevailing opinion 
was that there was need of a trade association, and on the following day 
a group of manufacturers met and formed the Loose Leaf and Blank Book 
Institute, with headquarters now established at 342 Madison Avenue, 
New York City. 


The members of the Institute are: 


Hall and McChesney, Inc. Syracuse, N. Y. 

National Blank Book Company .... Holyoke, Mass. 

Stationers Loose Leaf Company Milwaukee, Wis. 
S. E. and M. Vernon, Inc.......... New York, N.Y. 
Wilson-Jones Company..... Chicago, Ill. 


The Board of Directors as selected were Benjamin Kulp, Chairman, 
Adolph G. Lotter, Murray Vernon, Richard P. Towne, Donald S. 
McChesney, and at a meeting on November 26th the following officers 


were elected: 


Murray Vernon, President 
Richard P. Towne, Vice President 
Harrie E. Copeland, Vice President 


\ cordial written invitation was sent to all other members of the industry. 


To assure an aggressive business administration of the Institute the services 
were secured of Mr. Carl A. Baer, well known engineer and experienced 
business executive, who will act as Executive Vice President. Miss Helen 
L. Stratton, with fifteen years experience in trade association work, was 
selected as Secretary. Menken, Ferguson and Hills, 44 Wall Street, New 


York City, were designated legal counsel. 


The members are enthusiastic in their efforts for Industrial Self Government and are 


concentrating their activities toward constructive “Fair Trade Practices” for the industry. 
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It’sa TRANSFILE Year! 


—and you are going to make more money 
and friends selling TRANSFILE collapsible 
corrugated board files than ever before! 





TRANSFILES have passed every test in constant 
use. Today users insist on their convenience, 
their accessibility, their attractive appearance and 
thei: durability. 


TRANSFILES are the only corrugated files with 
Steel Roller Bearing Drawer Suspension — the 
time proven means for easy drawer operation. 
The heavier the load the easier the roll. 


Steel Front, 2-way Interlock for stacking, Follow 
Block and steel reinforcement of all points of 
stress and strain, TRANSFILES lead the way to 


real profits. 





It's a TRANSFILE year. Get in on it. 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL ST., NEW YORK, N. Y. 


“ THERE IS A TRANSFILE FOR EVERY PURSE AND PURPOSE 





An attractive installation of DeLuxe TRANSFILES. They are a credit to 
every buyer's judgment 


The Leader 
TRANSFILE 






The De Luxe 
TRANSFILE 








The Regular TRANSFILE 
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ESTERBROOK PUBLISHES FINE CATALOGUE 


Enclosed in an attractive red and black cover and 
equipped with spiral binding, a new fifty-four page 
catalogue was issued January 2, by the Esterbrook Steel 
Pen Manufacturing Company, Camden, N. J. The new 
book, containing full descriptions and illustrations of 
the entire Esterbrook output, also includes a page size 
picture of R. Esterbrook, who founded the business in 
1858 and a full page illustration of thirteen awards re- 
ceived by Esterbrook pens. 

Another clever feature of the catalogue is the ar- 
rangement of the contents which was done in such a 
manner that any item in the Esterbrook line could 
be located in a few seconds. In the front of the cata- 
logue is a complete table of contents with all general 
groups listed alphabetically. The back of the book is 
given over to a complete numerical index so that pens 
and other items known only by their number can be 
found immediately through a reference to this index. 

In addition to steel pens, the catalogue includes the 
many other Esterbrook lines. A copy of the book may 
be obtained by stationers communicating with the com- 
pany’s home office. 

_ 


SIOUX CITY DEALER’S CHRISTMAS CAMPAIGN 


The Verstegen Printing Company, 615 Douglas street, 
Sioux City, Iowa, made an effective campaign for the 
sale of items in the commercial stationery line as ap- 
propriate gifts for Christmas. A booklet of fourteen 
pages and covers, titled “Verstegen Home and Office 
Inspirations for Christmas Giving,” was issued. The 
merchandise offered included portable typewriters, zip- 
per cases, desk lamps, desk pads, fountain pens, knee- 
hole desks, sponge rubber seat cushions, letter openers, 
typewriter accessories, work classifiers, heavy metal 
treasure chests, rubber mats to place under flowers, 
calendar pads, diaries, ink eradicator, loose leaf ring 
books, record chests, executive desks, kneehole desk 
with typewriter attachment, book cases, telephone 
cabinet for living room, composition chair mats, metal 
waste baskets, smokers’ accessories, upholstered chairs, 
posture chairs, desk sets and bookcases fitted with 
library, and Christmas cards. Verstegens guaranteed 
Christmas deliveries on all items in the book, except for 
special orders to come from the factory. 


> 


REGAL “POCKET OFFICE” 

The “Regal Pocket Office” issued by the Regal Type- 
writer Company, Inc., New York, N. Y., consists of a six 
and three-quarter by four and one-quarter book in 
brown pebbled leatherette covers containing a name 
and address section of twenty-four pages with alpha- 
betical index tabs attached, thirty-eight plain memo 
pages, a 1936 calendar page and a thirty-page section, 
ten of which contain information of the remanufactur- 
ing processes of the Regal, the remaining twenty being 
a capital manual for the salesman. All except the name 
and address section, which is held in the covers by 
projecting sheet entering a pocket on the inside back, 
are bound in spiral and attached to the covers by 
being looped over a metal shaft at top and bottom. 

The “manual” section covers practically all points 
which may come up in a selling transaction. It sug- 
gests answers for typical questions and presents facts 
that the buyer wishes to know. 

The front cover of the book bears the title in a space 
one inch square with gold stamped background. In 
the lower right hand corner, the name of the recipient 
is stamped in gold. 


CLAROTYPE 


GIVES THE STENOGRAPHER 


VALUE 


As long as stenographers use the old tooth brush 


method for cleaning typewriter type ... you lose 
profits. Once a stenographer uses Clarotype she 
is glad to say good-bye to the old spattering tooth 
brush and half-clean type. Clarotype’s cleaning 
action is quick and thorough. The handy dauber 
ends spattering. Stenographers recognize Claro- 
type value. That’s why Clarotype is making 
steady repeat profits for 4000 dealers. And that is 
just why it doesn’t pay to recommend inferior 
type cleaners . . . because they invite the return 
of the old tooth brush method . . . and cut off 
the good profits Clarotype makes for you regularly. 


Build Sales 
With Our Money-Back Guarantee 


Hundreds of dealers have found Clarotype’s 
money-back guarantee makes introductory sales 
easy. The merit of our product makes the repeat 
sales for you without effort. Write us for our free 
advertising aids which explain to the stenogra- 
pherour money-back guarantee. Clarotype retails 
for 50 cents with a good profit for you. Order from 
your jobber or from the Clarotype Company 

Inc.. 16-A Hudson Street, New York City. 


CLAROTYPE 


THE TYPE CLEANER THAT 


REPEATS 
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SPEED-O-PRINT 


The WORLD’S FINEST 


Low Priced Full Size 











ROTARY 
Stencil 


DUPLICATORS 


Consider these features: 
1. Less working parts than any other duplicator 
on the market. 
. Size of sheet: From postcard to legal size form. 
Perfect registration. 
. Raising or lowering of print. 
. Stripper. 
. Inside inking. 
. Adjustable to thickness of stock. 
8. Speed of automatic feed, 5000 per hour. 
9. Speed of regular model, 1000 per hour. 
10. Prints to the very top of postcard or sheet. 
ll. Fully guaranteed. 


ADS wh 

















AUTOMATIC 
SPEED-O-PRINT 


‘3 7. Chicago 

















$ 50 | HAND FEED 
997". Chicago SPEED-O-PRINT 


Dealers: Write for prices and samples of 








work. Speed-O-Print is one of the fastest 
selling lines of duplicators on the market 
today. 


SPEED-O-PRINT CORPORATION 


180 W. Washington St., Chicago, Ill. 


-_ 





PASSED 


LAURON HANFORD 

Captain Lauron Hanford, president of the Lowman 
& Hanford Company, Seattle’s oldest retail business 
firm, and leading stationers and office supply dealers 
of the region, died last December from a heart attack, 
at the Swedish Hospital. 

The well-known stationery head was only forty-seven 
years old at the time of his death, but had been ill 
for three weeks prior to his passing. His life and that 
of his father, the late Clarence Hanford, is a definite 
part of the pattern of the business progress of Seattle. 

Captain Hanford was born on the old homestead 
where once a printer, Clarence Hanford, had first set- 
tled in the year 1869 to carve his home out of a wilder- 
ness,—a homestead that flowered in a brief span of 
years. Upon the site of this old homestead, the present 
Lowman & Hanford Building, in the very center of 
Seattle’s business district at 1515 Second Avenue, now 
stands. 

First efforts of Clarence Hanford were as printer’s 
devil in Seattle, then he established a little printing 
business, which was later consolidated with the sta- 
tionery store of J. D. Lowman, to form Lowman & 
Hanford. 

Captain Hanford was given the best of educations by 
his father. He attended schools of Seattle and was 
later graduated from Harvard University,—with the 
class of 1912. Upon this foundation, he entered the 
great stationery business that had been established by 
his father and the late Mr. Lowman. 

Upon the death of his father he became vice presi- 
dent of the pioneer house in 1920. When Mr. Lowman 
subsequently retired in the year 1930, he became presi- 
dent of the company, directing its affairs and enlarging 
its activities until the time of his sudden death. 

A keen sports enthusiast, Captain Hanford had been 
identified with many such activities in the Puget Sound 
region, being prominent in week-end hunting and fish- 
ing trips with several companions. During the World 
War, he served with the A.E.F. in France, as a captain 
in one of the regiments of the Ninety-first, or Powder 
River Division of this section. And the title of “Cap- 
tain” clung to him in Seattle since that time. 

Married to Florence Brown of San Francisco in 1926, 
he is survived by his widow, as well as two children, 
Jane and Barbara; his mother, a sister, and an aunt, 
of Seattle—CML 





D. E. HUNTER 

David E. Hunter, chief mechanical engineer for the 
Shaw-Walker Company for the past twenty-three 
years and a resident of North Muskegon, died at the 
Mercy hospital, November 15. 

Mr. Hunter, who was seventy-four years of age, was 
stricken the previous night and his sudden death came 
as a great shock to his family and business associates. 

A pioneer designer of metal office furniture, Mr. Hun- 
ter had since 1912 designed most of the furniture and 
mechanical bookkeeping devices manufactured by the 
Shaw-Walker Company. He also sketched the first 
all-metal vertical filing cabinet for his firm. 

Born in Prince Edward Island, a maritime Canadian 
province, Mr. Hunter perfected his first mechanical 
invention while employed by Herbert E. Davidson, in 
Boston. Mr. Davidson was then president of the Library 
Bureau, Inc., later a division of Remington Rand, Inc. 

Mr. Hunter joined the Shaw-Walker Company in 
1912. Between 1908 and 1912 he was stationed in New 
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OLUMBIA 





OLUMBIA 


Standard Line 


A superior line of vertical filing 


equipment made in _ the 


heights with a complete assortment 


of combination inserts for all 


pose S. 


various 


pur- 








WIDE SECTIONS 


The wide section line is made in two 
depths, easily stacked—can be com- 
bined with half sections to form com- 


plete units for any type of record. 








APEX 
Commercial Line 


A high grade line made in all 
heights with many combination 


inserts for any drawer opening. 








HALF SECTIONS 


A wide assortment of units for 
letters, cards, documents, etc. 
Can be combined with wide sec- 
tions—easily stacked. 








COLONIAL 
Utility Line 

A 

line of remarkable quality 


with a large assortment of 
avail- 


low suspension 


priced 


combination inserts 
able for any drawer open- 


ing. 








ATLAS 


Non-Suspension 


The quality line in the 
non - suspension field— 
all heights — combina- 
tion inserts—built right 





—priced right. 








BANK 
EQUIPMENT 


A complete assort- 
ment of ledger, 
sorting, and card 
record desks, post- 
ing trays, etc. 








COLUMBIA 


PRESENTS A COMPLETE 
LINE OF FILING EQUIPMENT 


FOR THE 
PROGRESSIVE DEALER 
Featuring 


OUTSTANDING QUALITY 


UNFAILING SERVICE WIDE VARIETY 


CONSISTENT POLICY CLOSE COOPERATION 


SOLD EXCLUSIVELY THROUGH THE DEALER 


MADE BY 


Columbia Steel Equipment Company 


PHILADELPHIA 
Office and Showroom 


LINCOLN-LIBERTY BUILDING 
BROAD AND CHESTNUT STREETS 


SHORT LINE 


Single and double drawer 
units for letter, legal, legal 
blank, checks 


ments. 


and docu- 








CARD INDEX 


A complete line of sin- 
gle and double drawer 
units for 3 x 5, 4 x 6, 
5x 8 6x9, or8x 5 
cards. 








SPECIALS 


Our facilities for 
the manufacture of 
special built to or- 
der equipment in- 
sures prompt ship- 
ment. 




















. the World, is the largest skyscraper in the World—it is built of sold’ St : 
° TAP LERS steel and upon a bed-rock foundation. ai 


> FASTEN ERS 


‘ Your business too, demands the “steel”’ and “bed-rock”’ foundation of 


: TAC K bt RS REPEAT BUSINESS—at a legitimate margin of profit. 


© STITC HERS With MARKWELL Fasteners you can build profitable repeat busi- 


ness on our Improved PATENTED Staples, free from ruthless price 
BI N D E RS competition — MARKWELL Staples are protected by Patents in 


:.§ TAP L E S the United States and other countries. 


MARKWELL Products have a universal resale value and are sold 
under a “True Dealer Policy”’ including 100% Sales, Advertising 


re 


~ 


and Engineering Cooperation for the Dealer. 










Our Plan of Controlled Distribution to Select Dealers has truly made 
History in the Office Suppy and Office Appliance Industry—it insures 


the future of the Dealer's Staple business and an opportunity to 
obtain and hold NEW ACCOUNTS. 


Inquiries from Select Dealers invited 


Fill out and return the Coupon — no obligation 


MARKWELL MFG. CO. Inc 
200 HUDSON STREET 
NEW Yor XK N Y 
Gentlemen 

Please send details of the MARKWELL Plan of 
Controlled Distribution on MARKWELL Fasteners 
and MARKWELL Improved PATENTED Staples 


mn) (ARKWELL MEG. CO. inc. 








petocmettot snail 200 HUDSON STREET NEW YORK 


re, GS anne — 


CITY 
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York where he was in charge of the installation of 
metal work in the private library of the elder J. Pier- 
pont Morgan. During his years with the company 
several hundred patents have been taken out in his 
name. 

Mr. Hunter is survived by a widow; one daughter, 
Mrs. Fred D. Brown, East Greenwich, R. I.; one brother, 
Dr. Norman Hunter, of Hudson, Mass., and five sisters. 
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MRS. E. W. GAYNIER 


The many friends of R. H. Sprague, of the Weis 
Manufacturing Company, were deeply shocked last 
month to hear of the death of his twenty-one year-old 
married daughter, Mrs. E. W. Gaynier. 

Mrs. Gaynier died Friday, December 13, in the Mercy 
hospital, Monroe, Mich., after a week’s illness with 
pneumonia. The young matron was taken ill on the 
Friday preceding her death and was taken to the hos- 
pital on the following day. Despite medical treatment 


her condition became steadily worse until death 
ensued. 
Born in Monroe on January 21, 1914, Janet K. 


Sprague lived her entire life in the city with the excep- 
tion of periods in which she attended school. She was 
a pupil of the local grade schools and, in 1931, grad- 
uated from the Monroe high school where she won 
recognition as an artist and a pianist. Following grad- 
uation she entered the University of Michigan at Ann 
Arbor where she spent her freshman year. In the 
latter part of 1932 she entered the Cleveland Art School 
and completed her year’s work. 

On September 14, 1934, Miss Sprague married Edward 
W. Gaynier, son of Mr. and Mrs. Ezra W. Gaynier, of 
Monroe. The young couple made their home at 206 
North Macomb street. 

Funeral services were held on Monday, December 16 
from St. Paul’s Methodist Episcopal church. Inter- 
ment was at Woodlawn cemetery. The pallbearers 
were all schoolmates of Mrs. Gaynier and her husband. 

In addition to her husband and parents, Mrs. 
Gaynier is survived by one sister, Maxine, librarian at 
Bay City high school. 

FRANK E. SANGER 

Frank E. Sanger, New England representative of the 
Oxford Filing Supply Company, Brooklyn, N. Y. died 
last November 30 at Winthrop, Mass., following a heart 
attack. 

Born in Boston, June 1, 1887, Mr. Sanger was forty- 
eight years of age at the time of his death. For twenty- 
eight years he was New England representative for 
The Globe-Wernicke Co., Cincinnati, Ohio, staying with 
that firm until 1932 when he joined the Oxford Com- 
pany. Mr. Sanger also represented The Meilink Steel 
Safe Company, the Commercial Furniture Company 
and, within the last year, the All-Steel Equip Com- 


pany. 
Mr. Sanger is survived by his widow, Margaret M. 
Sanger, two daughters, Phyllis M. Sanger and Mrs. 


John C. Cuneo, one son, George E. Sanger and a 
grandson. Funeral services were held at the family 
residence, 218 Main Street, Winthrop, Mass. on Decem- 
ber 2 and interment was at the Woodlawn Cemetery, 
Everett, Mass. 
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R. M. SOUTHWORTH 
Ray M. Southworth, fifty years old, West Lafayette, 
Ind., a dealer in office appliances and stationery for 
several years, died recently at his home following an 
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ADDING 
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SEALED ON A SPOT 
TEARS ON A DOTTED LINE 
mms ener emer 


WITH A STOP SIGN AT 
THE END OF THE ROLL 


@ There’s no waste of 
tape or time in opening 
‘‘Spotseald’’ Adding 
Machine Rolls... Grasp 
a corner — tear on the 
line ... that’s all! A 
couple of inches of tape 
—a couple of seconds 
of time... it’s done. 


1. 2 ane 2 


And there’s no excuse 
for printing totals on a 
bare platen, either! For 
three whole feet from 
the end of each roll there 
runs a red stop signal 
.a red band on each 
edge that says ‘Have 
another roll handy.” 
‘'‘Spotseald’’ Adding 
Machine Rolls are made 
in three grades and in 
all standard sizes. Write 
for complete informa- 
tion and prices. . 3 


1511 West 38th Street 
CHICAGO *" 
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MORE 
THAN 


Good Wishes 


More than our sincere wish that 
your New Year be happy and pros- 
perous, is our earnest desire to 
make that wish become a fact. 


Almost as old as the industry itself, 
AWMCO has for 56 years served 
the needs of typewriter men every- 
where. Platens, Supplies, Monarch 
Portables and Adders, Premier Re- 
builts—each the finest the market 
affords — each a profit item for 
Dealers. 


Fifty-six years of Service and Prog- 
ress—tifty-six years of meeting and 
solving the problems inherent to 
the typewriter business! Today, 
manned by experts, trained in 
the hard school of experience, 
AWMCO branches in principal 
cities serve as convenient sources 
of materials and methods for 
Dealers. 


And so, in addition to our good 
wishes, we extend to you the 
means for making the coming year 
one of genuine Happiness and 
Prosperity. 
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extended illness. He was a graduate of the West 
Lafayette high school in 1906 and founded his store 
shortly thereafter, which has developed into the largest 
of its kind in that section. He became a leader in civic 
affairs and twice was elected state senator. He be- 
longed to the Masonic lodge, the Elks and Eastern 
Star lodges. The widow and three sons survive—EB 
CHARLES JOSEPH FRECHETTE 


Charles Joseph Frechette, vice-president and treas- 
urer of the Wahl Company, Chicago, died on December 
19 after a long illness. Mr. Frechette was born in 
Whitley, Ontario, in 1880. He came to Chicago as a 
young man and in 1917 joined the Wahl company. Mr. 
Frechette is survived by his widow, Mary, and two sons. 
Funeral services were held from the home to St. Igna- 
tius’ church on Monday, December 23. 
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ALBERT RUFF 


Albert Ruff, sometime member of the Chicago staff 
of the International Business Machines Corporation, 
passed away at St. Petersburg, Fla., December 13. He 
was sixty years old, and had lived in Chicago thirty 
years. He is survived by his widow, Mrs. Elizabeth Ruff, 
and three daughters. Internment was at St. Petersburg. 

‘eigituamaiaatagnaia 
NEW LEATHER COMPANY FORMED 

Prepared to manufacture a full line of desk pads, 
distributors, linoleum desk tops and other similar ar- 
ticles, the Lake Leather Specialty Company has re- 
cently been formed by Frank A. Kratovil and Edward 
F. Schmidt with headquarters at 544 West Lake street, 
Chicago. 

Mr. Kratovil and Mr. Schmidt possess a wealth of 
experience in the office equipment industry, having 
formerly been connected with the Superior Office Spe- 
cialty Company, the former traveling the middle west 
for a considerable time. 

The Lake Leather Specialty Company has completed 
and published a catalogue which is now available for 


dealers upon request. 
——_@——_ 


WEBER JOINS RICHARD BEST PENCIL COMPANY 
Homer Weber, formerly a stationer in Chicago and 
more recently connected with Cameron, Amber & 
Company, has joined the sales organization of Richard 
Best Pencil Company, New York. He will be associated 
with Charles Gowdy, who has charge of the entire 
Western territory for the company. While some of his 
time will be spent in Chicago, Homer also will travel 
several of the Middle-western states. He knows many 
of the stationers in the section he will cover, largely 
through contact at trade gatherings. Always interested 
in organization work, he participated in forming and 
was first president of the Chico Club, composed of sta- 
tioners in outlying parts of Chicago and suburbs. Mr. 

Weber assumed his new duties December 23. 

—_<—__ 
LOWMAN & HANFORD APPOINTS 
PELLY PRESIDENT 


T. M. Pelly has been appointed president of the Low- 
man & Hanford Company, pioneer Seattle stationery 
house to succeed the late Captain L. N. Hanford. 

In addition to the presidency, Mr. Pelly will assume 
the duties of general manager. O. G. Bayless, long 
active in the company in merchandising capacities has 
been chosen vice-president, while F. G. Pratt has been 
appointed trustee. Besides the officers mentioned the 
board includes Mr. Pratt, B. Bernard Pelly and George 
Miller —CML 
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STEEL BOOKCASES STEEL DESKS FILING CABINETS 


G/W sectional bookcases permit G/W steel desks combine quality, econ- There is a G’W steel file for every 
expansion to meet individual needs omy, and fine appearance business need and price range 





The Tri-Guard filing prin- 
ciple—an exclusive Globe- 
Wernicke development—is 
a revolutionary improve- 
ment in filing. 


Each guide slides on three 
rods and supports, as well 
as indexes, contents of the 
drawer, which are always 
kept in an upright position 
without compression. 














STORAGE CABINETS HIGH LINE CABINETS STEEL SHELVING 
. a G/W storage o: wardrobe cabinets G/W high line sections are used for There are many applications fod G W 
Ample working space is meet every storage requirement. filing legal records. steel storage shelving 


provided without frequent 
othe eee STEEL OFFICE FURNITURE 
| FOR MANY BUSINESS NEEDS 


A wide variety of standard and special steel office furniture, all bearing the 
nationally-known name, ''Globe-Wernicke," is available to meet the many re- 
quirements of modern business. Efficiency, economy and long life are combined 
with attractive appearance, convenience and useful service. 


Globe-Wernicke office equipment and supplies are sold through dealers and 
we co-operate with them. We offer the most complete line available from 
one source of supply—steel, wood and paper products. Write for catalogs, 
prices, discounts, and information about our valuable exclusive franchise. 


lobe-Wernicke 





Cincinnati, Ohio 
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Spec ial Steel 


Steel and Wood Office Furniture, Filing Equipment, Bookcases, Partitions 
and Wood Equipment for Libraries, Schools and Public Buildings—Filing Supplies, 
Stationers’ Products; Storage and Visible Record Equipment and Steel Shelving 
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Transfer Time 


can be made easy for 
your customers—and 
profitable for youmby 
selling...... 


The New Double Top 


FILE JACKETS ©“ 


























Quality-Bilt 


FILE POCKETS 


The logical filing containers for bulky corre- 
spondence, contracts, orders and grouped letters 


























MADE IN LETTER AND LEGAL SIZES 
with t", 1/2" and 2” expanding gussets 
Reinforced tabs insure greater wear 














MADE IN ALL SIZES 


with 134", 3' 2” and 5'4” expansion. Have 

reinforced corners and foldover gusset tops 

with double fronts and backs, glue welded 
throughout 


QUALITY PARK ENV. CO. 





QUALITY PARK ENVELOPE CO. 


11-116 Merchandise Mart, Chicago, Ill. 


FACTORY AT ST. PAUL 
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PLANT JOINS WESTERN SUPPLY COMPANY 


W.S. Plant, for more than fifteen years a member of 
The Globe-Wernicke Co., sales staff, recently joined 
the Western Bank & Supply Company, Oklahoma City, 
Okla., as head of the Wesbanco special contract depart- 
ment. 

Mr. Plant, who traveled the southwest territory for 
Globe-Wernicke, has had broad experience in the office 
equipment and stationery trade, having devoted his 
entire life to this industry. He started with the Selma 
Stationery Company, Selma, Alabama, and went from 
there to the Globe-Wernicke branch at New Orleans, 
working there for four years before taking over the 
southwest territory. 

Coincident with acquiring the services of Mr. Plant, 
the Western Bank & Office Supply Company completed 
a remodeling of its store, in which it gained 8,000 square 
feet additional display space. The company now has 
office furniture on display in spaces measuring fifty 
by one hundred and forty feet both on the first floor 
and in the basement. 

J. L. Wren, Jr., manager of the firm’s office furniture 
department reports holiday business in Oklahoma and 
Oklahoma City as the largest the company has had 
since 1929, and the 1936 is expected to be a banner year. 

> 
DEEMER OCCUPIES NEW QUARTERS 

Demonstrating complete lines of office furniture. 
supplies, typewriters and filing equipment, the formal 
opening of Deemer & Company, 242 West Broad Street, 
Hazleton, Pennsylvania, was held last November 30. 

Headed by George W. Miller, general manager of the 
store, the entire sales staff was on hand to greet the 
large crowd that attended the event and displayed a 
deep interest in the departments devoted to stationery, 
gifts and greeting cards. In addition to the regular 
sales departments the visitors were initiated into the 
mysteries of the section devoted to servicing and re- 
pairing typewriters and other office machines. 

Deemer & Company has served the community for 
many years, during which the firm has steadily grown 
and added various lines until, in its new quarters, it 
represents one of the largest and most complete sta- 
tionery and office outfitting concerns in its territory. 

<_> 
F. F. HANSELL & BRO. SPONSOR BIG EXHIBIT 
AT CONVENTION 

Members of the National Association of Bank Auditors 
and Comptrollers who recently held their annual con- 
vention at New Orleans, La., found particular interest 
in an exhibit of office furniture and record keeping 
equipment as well as bound books and stock forms. 

The equipment displayed included the products of 
The Globe-Wernicke Co., Cincinnati, and the National 
Blank Book Company, Holyoke, Mass. The exhibit was 
under the direction of F. F. Hansell & Bro., Ltd., who 
represent both the companies mentioned. 

The Hansell organization was the recipient of much 
favorable comment for the manner in which this in- 
teresting feature of the convention was conducted 

> 
SCORPION SENDS BACKUS TO HOSPITAL 

Roy L. Backus, salesman for the Woodstock Type- 
writer Sales Company, 115 East Fourth street, Joplin, 
Mo., and formerly with the Burroughs Adding Machine 
Company, suffered a sting on the leg by a scorpion re- 
cently when the city was infested with these pests, 
whose natural home is farther south. Blood poisoning 
followed and Backus was in bed for some weeks and 
is now recovering slowly.—HDR 
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In the photograph shown 
above you see a corner of 
Shipman-Ward'’s Nickel Pilat- 
ing department. In this room 
all typewriter and adding ma- 
chine parts and all other of- 
fice machine parts are made 
to appear brand new. 


NOTHER and very im- 

portant branch of 
Shipman-Ward's business 
is the Nickel Plating serv- 
ice. For our process a cop- 
per base is used. Flash 
plating and peeling are 
completely eliminated. 
@Like anything else your 
customers judge your re- 
builts by their outward 
appearance. 


worn may cost you a sale.. 


@Shipman-Ward's Nickel 
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JAMES P. WARD 


President 





Any tarnished part that looks old or 


. no matter how small. 


Plating 


facilities are 


available to all dealers in the office machine in- 
dustry. Try us when you are ready with your next 


batch of parts... 


you'll be amazed to see how 


we transform the old into new. All nickel plating 
parts are shipped back to you the same day they 


are received from you. 


We re-enamel also. 


OTHER SHIPMAN-WARD SERVICES 


All makes of Typewriter Parts, Supplies, 


Tools. Enameling, Polishing and 
Welding, Crusader Grade 


Buffing, 
Underwoods 


and Royals, Blue Ribbon Rough Under- 
woods and Royals, 100% Rebuilt Under- 
wood Typewriters 


New 1936 De Luxe Platen 
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SATISFIED CUSTOMERS 


SHIPMAN-WARD PRODUCTS CREATE 
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During the 


“Breathing Spell” 


Artility chairs were sold and installed 
in these quantities: 


Illinois 

Ohio . 

New York 
Missouri 
Pennsylvania 
Michigan 
North Carolina 
Texas 

Kansas 
Indiana 
Massachusetts 
Alabama 


equally popular. 


How many did you sell? 





2500 


. 500 
. 1200 


2500 


. .3500 


1000 
500 


. 500 
. 400 


500 


..1000 


500 


In other states Artility Chairs were 


Artility Metal Products, Inc. 


101 Monger Building 
Elkart, Indiana 
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TRAZIVUK RETURNS TO TYPEWRITER FIELD 

Mark J. Trazivuk has been appointed Field Director, 
Latin American Division of the foreign sales depart- 
ment by L. C. Smith & Corona Typewriters Inc. Mr. 





Mark J. Trazivuk 


Trazivuk has spent nearly twenty years as salesman 
and organizer for various office equipment lines in 
South America. In his new connection he is returning 
to a field in which he enjoyed marked success and won 
a host of friends. 
CHICAGO FURNITURE STORE MOVES 

The Economy Office Equipment Company, owned by 
E. Vilatzer has moved from 78 to 124 West Lake street, 
Chicago. The new store is approximately 40x100 feet 
and has a balcony. The premises provide the addi- 
tional space made necessary by increasing business. 








WEDDINGS 


ADAMS-PELOUZE 

The marriage of Bruce Peter Adams and Medora 
Pelouze, daughter of Col. William Nelson Pelouze, 
president of the Pelouze Manufacturing Company, took 
place in the Women’s Athletic Club, Chicago, Decem- 
ber 6. 

The ceremony was performed by the Rev. John Rush- 
ton Heyworth in the pillared ballroom of the club which 
had been transformed into a garden of flowers and 
ferns. At one end of the ballroom was an informal 
altar where the marriage took place, and at the other 
end was a stringed orchestra. 

Immediately after the ceremony and reception for 
which scores of relatives and friends were present, the 
couple left for a honeymoon in Florida. They will make 
their home in Chicago. 
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ROY JAMES PICKENS 

Roy Z. Pickens, Underwood Elliott Fisher serviceman 
at Jackson, Miss., is still celebrating the arrival last 
October 21 of a lusty, seven and one-half pound boy, 
born in the Baptist hospital of the Mississippi city. 

Mr. Pickens revealed the news of the baby’s arrival 
in a novel manner. He used an “In order” blank of 
the company and, in the “transaction” section, type- 
wrote in “new sale.” Under the heading of “quantity, 
model, serial and description,” appeared the following: 
“One 7144-pound boy named Roy James Pickens.” 
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Test your stock-number knowledge— 


How many of these numbers do you recognize? 


21%-2| 59N34 | L304T%} 427-34 570 
428-34 6511ND 741 |8088| 8567S | 11521] 











4 lines of filing folders 


They keep Oxford dealers in 
the forefront of today’s compe- 
tition. 


The 100 LINE A _ super-test 
stock, absolutely free from 
ground wood, unusually strong 
and durable. 


The R100 LINE Same as above, 
but with reinforced top—our 


DURATAB style. 
The 700 LINE The line for the 


price buyer. Made with Oxford 
workmanship throughout, 
neatly packed, and attractively 
priced. 

The RK100 LINE Kraft folders, 
in DURATAB style. 











Note on the test numbers: They are all 
the same! Ten different manufacturers’ 
stock-number identifications for a guide 
height, two-fifths cut right center tab, 11 
point thick, first grade manila filing folder. 
The Oxford equivalent for any one of these 


folders is No. 154. 














HIS simple test should convince you that you 
should have a copy of Oxford’s new comparative 
folder number chart. This chart lists over 1,000 
filing folder items distributed nationally. Use it when- 
ever an unfamiliar folder comes your way—know 


your numbers and SAVE THE SALE! 


And you will be surprised at the number of sales 
you can save, with the Oxford chart handy, and Ox- 
ford filing folders on your shelves—because both the 
Oxford chart and the Oxford line of filing folders are 
COMPLETE. 99% of your unfamiliar stock number 
inquiries are for folders matched by Oxford—and the 
rare exception usually can be furnished to order at the 
right price. 


Whether or not you are today an Oxford dealer, 
send for the chart. It will be useful on many occa- 
sions. A few experiences with it will do more to sell 
you the Oxford line of filing folders than the best di- 
rect sales solicitation we could make. 


For you will see for yourself how seldom an Oxford 
dealer need say “Sorry, but we can’t supply that par- 
ticular style of folder”—and how often he can say 
“Yes indeed, here is the Oxford folder matching the 
one you want—actually a better folder, with such fea- 
tures as round corners, triple scoring for expansion, 
undercut tabs—” saving the sale, keeping the Oxford 
dealer in the forefront of today’s competition! 


SAgR. FILING SUPPLY COMPANY 


340A Morgan Avenue 


Brooklyn, New York 
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FOR FINEST TYPING 
FOR GREATEST ECONOMY 


So different and so superior in typing beauty and 
economy is SILK GAUZE, the real silk ribbon, 
that no true basis for comparison exists. With a SILK GAUZE 
fabric strength and resistance to wear many times 

that of a cotton Lypew riter ribbon, SILK GAUZE 

has set an entirely new standard. 


No “breaking in” is required. From the very 
lirst moment of use, superior texture-toughness 
and writing beauty are evident. Thin, yet 
strong, the fineness of SILK GAUZE Ribbons 
is of outstanding advantage in manifolding, giv- 
ing more and cleaner carbon copies at a single 
writing. The absorbency of the ribbon, with its 
absence of surface ink deposit, assures cleaner 
erasing for corrections and sharper writing. 


SILK. GAUZE Ribbons will be a revelation to 
you. The cost of a trial order is trifling and will 
well repay you. Write for your ribbons. All reg- 
ular record and copy colors—single and bichrome 
combinations. 14 inch width. 


Columbia also manufactures a ec mplele line of carbon 


papers for all requiar and Spe cial requirements. 


COLUMBIA RIBBON & CARBON MFG. Co., INC. 
Main Office AND FACTORY Gien Cove, L. 1., N Y. 


COLUMBIA 


TYPEWRITER RIBBONS & CARBON PAPERS 





IANCES 
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(New Machines and Devices—Continued from page 71) 


NEW GERMAN PORTABLE ADDING MACHINE 

Designed for the use of the smaller office but 
equipped with all the major features of the larger 
machine, a new portable adding and listing machine 
has recently been placed on the market by the Wan- 
derer-Werke vorm. Winklhofer & Jaenicke Akt. Ges., 
Siegmar-Schonau, Germany. 

Among the features included in this smaller model, 
which operates by hand and is equipped with roll 
paper, are a flexible keyboard, total and subtotal keys, 





Continental Adding Machine 


non-add key for printing numbers, etc., correction and 
repeat key and an automatic ribbon reverse. 

The capacity of the machine is seven columns in 
the set-up and eight columns in the total which, under 
normal circumstances, is entirely sufficient for all ad- 
dition work in the smaller business office. 

hcuainieliliisabitaae 
INTRODUCING THE “SPEED-ROLL” STENOGRA- 
PHER’S NOTE BOOK 

Created for the purpose of speeding up stenographic 
work in business offices, a new stenographer’s note 
book, to be known as the Speed-Roll Notereel, has been 
invented by Mrs. Lula H. Robinson, of Dallas, Texas. 

The new device, the main feature of which is that it 
provides a continuous reserve and eliminates the turn- 





PAPER CAN BE 
USED ON EITHER 

SIDE AND ROLLED 
UP OR DOWN 













“2 &HINGED 







L/GHT 
/N WEIGHT. 


fASY 70 USE. & 


US. PAT. WO. 1,875,659 : 













“Speed-Roll” Note Book 


ing of pages while taking dictation, has been listed in 
the United States Patent Office as a scroll and line 
indicator and Patent No. 1,875,659 has been issued to 
Mrs. Robinson. In the patent application the invention 
is described as: “Relating to typewriter’s equipment, 
with particular reference to a stenographer’s continu- 
ous note book designed to save time and effort in typ- 
ing scripts and notes.” 

Other unusual features claimed for the Speed-Roll 
Notereel include ease of operation, provision of a firm 
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SleelyAge 





Dealers Highly Satisfied 
with the New Steel-Age 


Transfer Cases 





THIS LINE OFFERS YOU 
Enclosed Case Bodies. 


Heavy channel and bar type construc- 
tion on inside of case. 


Electro-welded construction. 
Rigid one-piece drawer bodies. 
Smooth drawer operation. 


Finished appearance lowers sales resist- 
ance, 


ORDER YOUR STOCK NOW 


— oS 


CORRY-JAMESTOWN MFG. CORP. 
CORRY, PENN’A. 
Export Dept. 
5713 Euclid Ave. 
Cleveland, Ohio 
Cable Address: CORJAM 


Branch Offices in 
New York, Chicago, Philadelphia, Boston, St. Louis, 


Los Angeles, San Francisco, Seattle, Detroit. 


(CCorry-JAMESTOWN 


STEEL FURNITURE 
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A HARVEST 
FOR DEALERS— 


PAY ROLL RECORDS 
Required by Law 


Pay Roll Taxes created by Federal and 
State laws become effective January Ist, 
1936. This necessitates a revision of Pay 
Roll Records by every employer. The 
potential market for New Forms and 
Binders is unlimited. 


A Complete Set of 
Forms Now Available 


We have prepared and carry in stock a 
series of forms developed after careful 
study of both Federal and State Laws, and 
in consultation with Accountants, Comp- 
trollers and Personnel Managers. This 
set of forms must not be confused with 
hastily designed incomplete records now 
being offered. Our forms permit selec- 
tion to accurately fit various types of pay 
rolls for hand or machine posted records. 


Sen d for Book let 


A booklet completely illustrating and de- 
scribing the different records will be sent 
free on request. A sample set of the 
forms, 22 in all, will be mailed on receipt 
of 50c to help cover preparation and mail- 
ing cost which amount will be credited 
against first stock order. Imprinted cir- 
culars and other sales help will be sup- 
plied. 

Exclusive Agencies Available 
Progressive, established dealers are invited to 
correspond with us regarding an Agency ar- 
rangement covering our general line. Complete 
Catalog and full information on request. 





THE C. E. SHEPPARD CO. 


4401-4429 Twenty-First Street 


LONG ISLAND CITY, NEW YORK 
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writing surface and a conservation of note paper. Ina 
letter to Office Appliances Mrs. Robinson expresses a 
desire to contact manufacturers interested in manu- 
facturing and marketing the device for her. Further 
details of the device may be obtained by writing to 
Mrs. Robinson at 2903 Cole Avenue, Dallas, Texas. 
a 
PRONTO ADOPTS STANDARD COLOR 

Adoption of an olive-green corrugated board to 
match the front of its line of all-steel file fronts has 
been announced by the Pronto File Corporation, New 
York City. 

The new shade is to be standard on the company’s 





Pronto File with Sides, Top and Back Colored to Match Front 


letter and legal size files. Formerly the line of files was 
colored only upon the steel front but, under the new 
method, the entire file will be matched in the one color 

Further details may be obtained by writing the com- 
pany at 636 Broadway, New York 

> 

OFFICE MACHINE BUSINESS AT MIDDLETOWN 

The Middletown Typewriter Company was opened 
late last year at 113 College street, Middletown, Conn.., 
by Ralph Mooz. A book shop operated by Miss Helen 
Bradford Hazen has space in the store. Both Mr. Mooz 
and Miss Hazen had been connected formerly with the 
Hazen’s Book store, Middletown. 

Mr. Mooz had been in charge of the typewriter de- 
partment of Hazen’s Book Store the past five years, 
and has a wide circle of friends in the vicinity of 
Middletown and down the river in Middlesex county. 
In his new business Mr. Mooz caters to requirements 
for typewriters, adding machines, general office equip- 
ment, filing cabinets and supplies, loose leaf devices 
and bound business books. Typewriters are rented and 
a complete repair service is afforded for all makes of 
office machines. 

Miss Hazen is a daughter of Lucius R. Hazen, who 
entered the book business at Middletown in 1872. He 
bought the store a few years later. Miss Hazen was 
connected with the Hazen book store until it was sold 
in 1920 to John C. Newman, of New York. In connec- 
tion with her book business Miss Hazen conducts a 
department for greeting ecards and also a subscription 
business. 

> 
WOODSTOCK BRANCH TO MOVE 

The Woodstock Typewriter Company, Denver branch, 
will vacate its present location, 1624 Champa street, 
January 1, when the building now occupied will be torn 
down to make way for the construction of a depart- 
ment store. A new location has not as yet been chosen. 
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SALES VALUE/ 


with ACCO 
PRODUCTS 









Unlimited 
Capacity 





ACCOPRESS BINDER 


— lowest cost binding 





ACCOBIND FOLDER 


—proper filing protection 


ACCO PUNCH 

—made to last 

—sizes for every 
need 


STENOPAL 


—stands erect 





— complete variety 
of sizes and 
capacities 





\cco products are products with an established reputation for quality and usefulness 
recognized worth—proven sales value! ‘True sales value is reflected in repeat 
orders, and that’s essential to success with the sale of any product. In selling Acco, 
you do not gamble with the possibility of immovable items. You do not gamble with 
the possibility of dissatistied customers, for your customer is quick to realize the 
quality and dependability of every Acco product. We offer you a recognized, standard 
line, at a price allowing you a substantial profit. With pardonable pride, may we 
state—we have ORIGINATED EVERY ITEM which we manufacture. 


ACCO PRODUCTS, Inc. 


LONG ISLAND CITY, N. Y. 


CANADA ENGLAND 
Acco Canadian, Ltd. Acco Company, Ltd. 


TORONTO LONDON 
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It’s a tact! 





10 of the many good 
reasons why you 








should sell this out- You don’t find every Tom, Dick 
standingly different : 
typewriter. and Harry selling Master Grade 
1. Chromium plated parts. 
2. Eye Ease Keyboord | Underwoods—but most of the 
° rackie ints non - gicre 
4. Individual bey ection coe- best dealers do—they make a 
—— substantial profit, their compe- 
6. Complete new cork and 
=, Gauiies Wnterwsnd nave tition is reduced and the satis- 
8. Precision built. 
9. Guarantee Bond sealed to faction of their customers is as- 
each machine. 
10. Only official factory rebuilt 
: Underwood. sured. 
i ok 





Resolve now for 1936 to make 
your typewriter business the 
biggest and best known in your 
community. You can do it with 


Master Grade Underwoods. 


THE WHOLESALE TYPEWRITER CO. 


FACTORY AND GENERAL OFFICES: 155 SIXTH AV., NEW YORK, U.S.A 
CABLE: SALETYPE 











MASTER GRADE 


UNDERWOODS 
| 
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GROWTH OF COLONIAL OFFICE FURNITURE 
COMPANY 


From a modest beginning inaugurated eight years 
ago as a small business located in a basement on Hal- 
sey street, Newark, N. J., to one of the largest office 
furniture concerns in the east. 

That is the inevitable record of the Colonial Office 
Furniture Company, Newark, N. J., which recently cele- 
brated its eighth anniversary by adding several new 





Colonial Furniture Company’s New Store.—Top, exterior 
view of the Newark establishment; center, elaborate show- 
room, lower, basement stock and display room. 


lines and increasing its activities to include a large 
printing department. 

The company, which now has a complete office fur- 
niture department, a commercial stationery depart- 
ment and a church and school equipment department, 
is located at 157-159 Washington street, in the heart of 
the Newark downtown section. The firm is housed in 
a modern store consisting of 15,000 square feet and con- 
taining eighteen front plate glass windows. 

In addition to the home store, the company main- 
tains a woodworking plant covering an area of 50,000 
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FOUR POINTS OF 
VAIL SERVICE 


1. Complete Line 

2. Quality Products 
3. Reasonable Prices 
4. Prompt Service 


Dealers in Vail products consider their 
former problems in securing the most satis- 
factory line of paper fasteners as having 
been definitely solved. They standardize 
on Vail, secure in the knowledge that every 
item is produced in Vail’s own three mod- 
ernized plants, therefore is perfectly con- 
structed of the best materials. Such confi- 
dence merits your investigation. Why not 
replenish your stock with Vail items? 


PAPER CLIPS 
PINS 
BRASS FASTENERS 

STAPLES 
THUMB TACKS 


Write for illustrated price list 
covering our complete line 


VAIL 


Manufacturing Company 
1752-58 E. 75th St. Chicago, Ill. 


“*“MAIL IT TO VAIL” 
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THEXO 
A OIO CLEANER 
CLEANS 
DRAWINGS 


FABRICS 
SHOES 
GLOVES" 
AND COUNTLESS 
OTHER ITEMS. 











No eraser stock is quite com- 


plete 


Without a “cleaner” to keep 


things neat 


But dealers need not worry 


now 


For ten-ten “Hexo” has made 


its bow! 


Versatile indeed is this new Weldon Roberts 


Eraser No. 1010 Hexo Cleaner 


wallpaper, gloves, fabrics, white shoes and 
no end of other items. It is the one cleaner 


which will remove crayon marks 


painted surfaces It has won 


imong artists, architects and draftsmen for 


its unusual facility in cleaning drawings and 


ske t< hes. 


having few “crumbs,” can be 


broad side for cleaning large surfaces, and 


on its ends in the conventional “eraser” man 


ner for more detailed work 


No stock of erasers can be complete with 


out this versatile eraser. And whenever and 


It has the distinct advantage of 


wherever a stock of erasers is under consid- 
eration, Weldon Roberts Erasers should be 
the choice. Get started right for the new 


vear with a representative stock. 


WELDON ROBERTS 
RUBBER CO. 


imerica’s Eraser Specialisls 


NEWARK, N. 4. 
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square feet, located at 171 Washington street, and a 
warehouse consisting of 75,000 square feet at the inter- 
section of Fourth and Dickerson streets. 

According to officials of the firm, the new location 
has enabled the company to display a finer and larger 


| assortment of merchandise which has resulted in a 


forty per cent increase in business. 
~—_ 

ROYAL PROMOTES MOGENSON AND BAILEY 

The appointment of Eugene Mogenson and M. H. 
Bailey as portable typewriter district representatives 
has recently been announced by the Royal Typewriter 
Company, Inc., New York. 

Mr. Mogenson, who has become well acquainted with 
all of the portable dealers due to his work as an assist- 





Eugene Mogenson 


ant in the portable department, will be assigned to ter- 
ritory in Brooklyn and Long Island. His experience 
attained during the two years spent working out of the 
home office makes Mr. Mogenson well qualified for his 
new position. 

Mr. Bailey entered the Royal organization in July, 
1924, as a member of the St. Louis sales staff. Shortly 
after he was promoted to the post of manager of the 
Minneapolis office. He left the company for a time and 
again joined Royal as an assistant sales manager. For 
a time he was in charge of the Detroit office before 
being appointed a portable representative. 


> 
OFFICIAL HONORS FOR VETERAN OF 
STENOGRAPHY 

Le Sténographe Illustré reported that the doyen of 
the Stenographic Institute of France had been named 
a Chevalier of the Legion or Honor, a decoration for 
high merit. At the close of the National Institute of 
Stenographic Societies convention the president had 
the pleasure of announcing the nomination of Mr. Jules 
Panche to the Legion of Honor. An official dispatch 
revealed this distinction. 

Lively applause greeted this agreeable news, and fe- 
licitations and good wishes were extended to the new 
Legionnaire, a magnificent elderly man who is in his 
eighty-eighth year. 

~~ 
BRITISH INDUSTRIES FAIR OF 1936 


The British Stationer forecast an enlarged and com- 
prehensive array of exhibits at the British Industries 
Fair this year. The Christmas card and calendar ex- 
hibits will include greeting card and calendar designs, 
the work of prominent contemporary artists. Many of 
the cards will provide blank space for greetings, the 
sentiment being printed in the language of the country 
where used. 
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SUMMARIZE WITH + NATIONAL 
PAYROLL SUMMARY FORM V642 


National Form V642 Summarizes Payroll Information by Individuals. 
Can Be Added to Present System Without Changing System. 
(Size 454” x 1014”) 





Shows total earnings for any tax period. Indicates exempt amounts. 

Shows number of weeks employed. Simplifies reports. 

Shows number of hours employed. Prevents under or over payment of tax. 
Shows age and status of employee. Moderate cost. 


SEND FOR FOLDER WITH 
COMPLETE OUTFIT INFORMATION 





BC NATIONAL BLANK BOOK COMPANY 


Bound Books—Loose Leaf—Visible Records—Machine Bookkeeping Equipment 


NEW YORK HOLYOKE, CHICAGO 
100 Sixth Ave. MASS. 328 S. Jefferson St. 
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PRONT 


RIGHT NOW! 


Somebody in your city is doing a thriving 
business in storage files because .. . 


Somebody is making a determined drive on 
business concerns, banks, insurance companies, 
professional houses, hospitals, etc., wherever 
records are kept and stored. 


Prontos will help you get a bigger share of this 
business than ever before. 


Just look at the eye-appeal of this battery—or 
of a single file. Pronto Files are constructed for 
real service, of 275 lb. corrugated board, with 
steel reinforced shell. The drawer with the 
steel front is steel reinforced on edges and 


corners. Pronto is simplicity itself in assembly. 


U 








OFFICE 





>. Pat. No. 


2,012,857 


26 


Ps 


A BOX FOR 
EVERY 
PURPOSE 





With the Pronto Stackers, units are built into 
staunch batteries. The Pronto follow block keeps 
drawer contents upright always. 


You find the prospects—Prontos will get the 
orders. 


PRONTO FILE CORP. 


636BROADWAY, NEW YORK, N. Y. 


STORAGE 
FILES 
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REMINGTON RAND PROMOTES STUBBLEBINE 

A. D. Stubblebine, former Systems Division Manager 
of Remington Rand, Inc. at Manchester, New Hamp- 
shire, has recently been appointed branch systems di- 
vision manager of the company at Buffalo, N. Y. He 
succeeds W. F. Block, who resigned to take the posi- 
tion of sales manager for The Victor Safe & Equipment 
Company. 

Mr. Stubblebine was born and educated at Ilion, N. 
Y., and in 1910 began his career as a dry goods clerk in 
New York City. After a short time he graduated to 











A. D. Stubblebine 
(Photo by Bachrach) 


bookkeeper and, shortly after, entered the selling field 
in an automobile specialty line. 

In 1912 Mr. Stubblebine became a member of the 
sales staff of the Library Bureau, taking a territory 
near Ilion one year later. From there he was trans- 
ferred to the Pittsburgh office in 1914 and interrupted 
his business career to enlist in the Ordnance and 
Machine Gun Training Corps at Fort Hancock, Ga., 
and Camp Cody, N. M. 

After being discharged from the Army, Mr. Stub- 
blebine sold motor trucks in New York and, in 1925, 
joined The Safe-Cabinet Company and, two years later, 
was given the Manchester appointment. He is married 
and is the father of two boys. 

onsmmatiigieenite 
CZECHOSLOVAK PENCIL EXPORTS 
SHOW DECLINE 

Czechoslovakia’s export trade in pencils is showing 
a progressive decline, according to a report to the 
United States Commerce Department from its Prague 
office. 

Branch factories of the Czechoslovak L. C. Hardmuth 
Company in Austria, Rumania, Poland and England 
are now supplying not only a large proportion of the 
domestic demand in the respective countries of pro- 
duction but also exporting to neighboring nations. 

Recently considerable pressure has been exerted 
on the Hardmuth Company and other pencil manu- 
facturers by local lumber dealers, to discontinue the 
purchase abroad of cedar and other woods already 
prepared for the manufacture of pencils. Instead, they 
are urged to substitute domestically produced wood or 
to process in Czechoslovakia unworked cedar originat- 
ing abroad. 

The United States supplies approximately half the 
cedar imported for pencil manufacture, which on the 
present limited scale of production, amounts to 2,000- 
000 crowns annually (about $80,000). It is reported 
that a plastic material is being developed as a substi- 
tute for cedar in pencil manufacture. 

During the first ten months of the current year total 
shipments abroad of pencils from Czechoslovakia 
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GO OVER 


These Big Talking-Points 
with Your Sales Force= 


Point out why Peerless Keys are so widely favored — so 
highly profitable. No other line can ever approach the 
advantages which Peerless offers you as the trade’s leader. 


For your own benefit—for your greatest profits, we are 
listing these advantages — advantages which no “off- 
brand”’ unheard-of keys can offer you. There are no 
substitutes for reliable merchandise, for dependable 
profits, for consistent turn over due to nation wide recog- 
nition for superiority. 


Study these advantages carefully: 


1 Better—more favorable customer ac- 
ceptance than new, off-brand unknown 
products. 


2 Only Peerless Keys possess the patent- 
ed “‘Security”’ feature which prevents 
the rubber key top from coming out of 
its metal base or twisting or slipping. 


3 PEERLESS KEYS are unreservedly 
guaranteed. The super-quality, highly 
resilient rubber of which they are made 
is warranted against hardening for 
FIVE YEARS. 


PEERLESS manufactures the only 
complete line sold through dealers. 
There are rubber keys in all colors for 
typewriters, adding, billing, computing 
and register machines; also a full line 
of knobs, twirler rings, rubber cushion 
feet, typewriter pads and other allied 
items. 


PEERLESS is continually referring 
consumer inquiries to the dealer, 


SEND FOR BRAND NEW DEAL- 
ER HELP THAT SELLS KEYS 
QUICKER THAN ANYTHING 
YET DEVISED 
Next to personal demonstration, there’s nothing that will sell Keys 
for you the way this new Peerless idea does! Limited space—and a 
desire to keep this idea confidential for dealers who already have 
Peerless Keys in stock or who are really interested, prevents us 
from going into detail here. 


Write for full particulars and details of the inviting Peerless Sales 
Plan. 


PEERLESS KEY C@O.., Inc. 


Manufacturers of the only complete line 
of rubber keys sold through dealers 





General Office & Factory: 
401 MULBERRY ST., NEWARK, N. J, 


CHICAGO: 19 So, Wells Street 





ACCEPTED 
by 






UNCLE 
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FASTENER 
Various departments of the U. S. Govern- 
ment in common with thousands of com- 
mercial users find the low-priced HER- 
It is 
simple in construction yet it is all its 


CULES meets every stapling test. 
name implies—a tower of strength and 
durability. 

The new automatic clog control ratchet 
makes it clog-proof and insures easy, full- 
stroke action. Beautifully finished, its 
trim lines are harmonious everywhere. 
Guaranteed for a lifetime when used with 
genuine HERCULES staples. A full size 
staple capacity—210 rust proof, round 


wire Hercules staples. 


— ‘ , . 

~ 7 mad Dealers are enjoying brisk business with 

} : 

“ ?) Hercules—a full size stapler at the price 
— of a midget. Here's a great opportunity 


UNUSUALLY LARGE 


Start the new year with 


waiting for you. 
DISCOUNTS. 
HERCULES. 


including 5,000 
genuine Hercules 
Standard staples. 









CONSOLIDATED 
STAPLE CO. 
146 W. 28th St. 

NEW YORK 


HERCULES STAPLES are made of rust-proof round 
wire and guaranteed for quality and workmanship. 
They have unusual penetrating power. 





Hercules | 


Staples 250! are interchangeable and will operate , 


well in all standard types of stapling machines. 
5,000 to the box. 210 staples to a strip. We pro- 


duce many other types and sizes of staples to fit all | 


popular stapling machines, pliers and tackers on 
the market. Write us for our REMARKABLY LOW 
PRICES 
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amounted to 237 tons valued at 18,615,000 crowns, com- 
pared with 264 metric tons valued at 20,353,000 crowns 
in the corresponding period of 1934. It is estimated 
that fifteen per cent of Czechoslovakia’s pencil ex- 
ports are consigned to the American market. 
PRIVATE OFFICES FOR BIG SALES PRODUCERS 
The Passing Show, a department of The Insurance 
Field, Louisville, Ky., says: “Classifying agents is one 
thing, but surrounding them with class is perhaps 
more useful. A novel plan along that line is being 
instituted in the Houston agency of the Great Southern 
Life, under the direction of Director Hubert Childers 
and General Sales Manager Ford Albritton. One whole 
floor of the home office building will be remodeled and 
by the middle of June will contain fifteen private of- 
fices for use by the more successful producers. To 
obtain one of the attractive offices an agent must 
write $50,000 or paid-for business per quarter. Those 
unable to attain that goal will be quartered in a large 
general office and will be known as junior agents. 
Another general room is being equipped for ‘student’ 
agents. An auditorium seating three hundred occupies 
the remainder of the sixth floor. Look out for keen 
competition in the location of agents’ desks. There is 
a tip that the individual suites will be worth striving 
for, especially when Mr. Agent’s wife calls.’ 
——>- 
DIVERS PLATEN DIMENSIONS IN GERMANY 
Sparwirtschaft (Vienna) commented on the various 
dimensions of typewriter platens in use in Germany. 
Investigation showed that there were ten different di- 
ameters and forty different lengths. The thought was 
expressed that a simplification program governing the 
dimensions of typewriter platens would be advantage- 
ous to the typewriter trade. 
_— 
GERMAN EXPOSITION DURING THE OLYMPIAD 
Papier Zeitung, Berlin, announced that a German ex- 
position will be held at Berlin from July 11 until August 
16, 1936. The show will be titled “Berlin—The Show 
Window of the German Reich.” Many visitors are ex- 
pected, as the exposition will be held during the 
Olympiad. 
sa ~ 
HERMES TYPEWRITER IN STRAITS SETTLEMENTS 
The International Export Review states that Dr. E. 
Hug, formerly Swiss consul at Batavia, Netherland In- 
dia, has been appointed sales inspector for the Hermes 
able is manufactured by E. Paillard & Company, Yver- 
typewriter in the Straits Settlements. This midget port- 
don, Switzerland. 
- - 
RUSSIA ORGANIZES SCHOOL SUPPLY BRANCH 
The U.S. S. R. is organizing a chain of stores for 
handling school supplies and writing materials. Our 
information comes from Burghagen’s Zeitschrift fir 


Birobedarf. 
a 


SPANISH BUSINESS SHOW AT MADRID 
La Revue du Bureau, Paris, reports that there will 
be a business show held at Madrid in April, 1936. The 
seventh business show held at Barcelona, Spain, took 


place late last year. 
te 


ORMIG CORPORATION IN NEW QUARTERS 
A. F. Niendorff, sales manager, Ormig Corporation, 
New York City, announces the removal of its offices 
and show rooms to larger quarters at 373 Fourth ave- 
nue. 
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Five Drawer Height—Two grades, 
with drawer slides, or with 
drawers operating on rollers. 


Four Drawer Height—Six grades, 
for absolutely every price and 
purpose 

Fire - Files — Fire-protected filing 
cabinets in two, three and four 


drawer models 
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Counter Height—Three grades. A 


complete counter height line. 


Desk Height—Three grades. Easy 


to give the buyer a choice 





Single Drawer Height — Three 
grades, one a special short-depth, 


low-priced file. 


Shaw-Walker Makes the 
LeaderIn Every Price Range 


SURVEY* made by an impartial organization in 
several cities shows that more buyers prefer Shaw- 
Walker than any other make of file. 


Steel filing cabinets are the ‘‘bread-and-butter’’ sellers 
in this industry. Why not carry the PREFERRED line 


and insure continuous profitable volume? 


The first steel file Shaw-Walker ever made, in 1913, is 
still doing daily duty. In outside dimensions and ap- 
pearance it lines up perfectly with every standard file 
made by Shaw-Walker since that time. As a famous 
automobile manufacturer said, ‘No yearly models, but 
constant improvement.” Think what this means when 
you add to existing file installations! 


Shaw-Walker makes a line of files for every price 
range. We have what it takes to help our dealers get 
the business. 


Why not send the coupon for further information? 
*Particulars on request. 


“Built Like a 











GHAW-WALKER 


To: Shaw-Walker, Muskegon, Michigan. 


Please send us complete information on the Shaw- 
Walker line of upright steel files 
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AN Genuine Factory Rebuilt 


r 
Opportunity WOODSTOCKS 

that will | offer YOU 
MEAN MUCH st unomanl opportunity fo new busine and aed profit if ou caitlin on 


the tremendously increased demand for Woodstocks 
For years added thousands of students trained on the Woodstock have gone 
| into the business world with a definite preference for the one typewriter they 


to 
Kk V KF R Y know and like. 
4 4 
Agaressive Anoliance GROWING MARKET 
ARLE egg e Appuance In addition to the greater demand for Woodstocks in the commercial field, the 
and Equipment fact that the last three World’s School Typing Championships were won by 


students trained on the Woodstock appeals tremendously to students every- 
DE Al K R where—they want the typewriter Champions use. Factory Rebuilt Wood- 
A 4RU stocks are ideal for them—for purchase or rent. 


oe | GOOD PROFIT 


Factory Rebuilt Woodstocks are sold to you at prices that permit satisfactory 


GOOD PROFIT MARGIN markup, with resultant good profit to you and still are obviously fine values 


for your trade. 


RAPIDLY GROWING 
MARKET | FINE MERCHANDISE 


| Factory Rebuilt Woodstocks are not just “reconditioned.” Every one is 
rebuilt, completely, from the tip of the rubber feet to the top of the machine 








FINE MERCHANDISE in Woodstock’s fact ith tk isi kill that build Wood 
1 Woodstock’s factory, with the same precision skill that builds every Wood- 
AND REAL BARGAIN stock product. You cannet buy better value. 


. ‘. 
VALUES Write for Complete Information and Latest Wholesale Price List. 
——————— Take this first step toward new profits NOW. 


r- » A’ Bigelely<uiele:: 
; Rita iene ie 







































The Last Three 
WORLD’S 
School Typing 
CHAMPION- 
SHIPS 
were won on the 


WOODSTOCK 


TYPEWRITER COMPAN Y 
SIX NORTH MICHIGAN AVENUE, CHICAGO 


Branches in Principal Cities . é °. e e Distributors All Over the World 
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DEATH TAKES GEORGE HAUSAM, JR. 
Stricken with scarlet fever twenty-four hours after 


‘NUMBER 


he joined his family for the Christmas holidays, George | 


Hausam, Jr., son of the president and general manager 
of the Hutchinson Office Supply & Printing Company, 
Hutchinson, Kan., died Monday, December 23. 

George, Jr., who was only fifteen years old, returned 
from the St. Johns Military Academy with his father 
on Wednesday, December 18, for the holiday season. 
The following day he became ill and on Friday was 
taken to the Grace hospital in Hutchinson. 

Born in Hutchinson, George Jr., spent his entire life 
there. He was a talented violinist and last year was 
awarded his third advancement prize in the music 
talent contest conducted by the Kansas Federation 
of Women’s Clubs. 

The boy is survived by his father; a sister, Moa Marie 
Hausam, who is home from school in Los Angeles, and 
a brother, Lee B. Hausam. His mother was killed in an 
automobile accident in June, 1932. 

A private funeral was held at the Johnson funeral 
parlors, Tuesday, December 24, with the Rev. W. O. 
Mulvaney and the Rev. Stanley Smith officiating. 
Interment was in the Fairlawn cemetary mausoleum. 

—_—_—__>——_—_ 
KOCH BROTHERS ENDS “PRESIDENT’S MONTH” 
WITH BANQUET 

As a means of celebrating the firm’s “President’s 
month,” a banquet was held by Koch Brothers in the 
Hotel Savery, Des Moines, Iowa on Saturday, Decem- 
ber 28. 

With Edd B. Dawson, sales manager of the company, 
acting as toastmaster, several guests were introduced 
to the number of men and women present. Prior to 
the introductions, however, short addresses were made 








by William Koch, president of the company, and B. J. | 


Bristoll, vice-president. of Koch Brothers and president 
of the National Stationers Association. 

A special feature of the affair was the presence of 
Edward L. Little, sales manager of the Wabash Cabinet 
Company, who entertained the guests with a number 
of clever tricks similar to the legerdemain with which 
he amused delegates of the Kansas City convention. 


Following the banquet and program, Mr. and Mrs. | 


Bristoll held an open house party at their home, 731 
Fifty-fourth street. 

In addition to Mr. Little, other prominent guests at 
the affair were Harold J. Hoffman, Smead Manufactur- 
ing Company; Fred L. Adams, Mc Millian Book Com- 
pany; H. R. Heffron, district manager, Victor Adding 
Machine Company; Oscar Hug, F. S. Webster Company; 
H. J. Walsh, Southworth Company; Lyle Nelson, Gen- 
eral Fireproofing Company; Al Nordstrom, Smead 
Manufacturing Company and Walter Kane, Eberhard 
Faber Pencil Company. 

—— awe 


DALTON NEW WIS-ILL CLUB SECRETARY 
William J. Dalton, representative of Noesting Pin 





Ticket Company, was elected secretary of the Wis-IIl | 


Club at its regular weekly meeting December 27, which 
was held in the Eitel restaurant in the Field building, 
Chicago. 

Mr. Dalton has been giving generously of his time to 
activities of the club and is editor of its attractive and 
newsy publication, the Wis-Iller. He succeeds Harry 
Prescott, who resigned after serving efficiently from 
the time the club was organized nearly a year ago. 

















SEPASTENER 


Reg. U. 8. Pat. off. 





TRIPLE-DUTY 
STAPLING MACHINE 


Stapling ma- 
ehines in one! 


USING: 


At Last! the ma- 


chine every dealer 





and consumer has 


5. F. 15/4" Staples! been waiting for! 





THE POWERHOUSE! 


capacity 40 sheets 16 Ib. 
equivalent 


A new HEAVY DUTY stapling 





machine, a husky fellow with 
plenty of pounding capacity, 
using three sizes of staples with 
the same perfect ease of opera- 


S. F. 13—%¢”" Staples 


tion. 


NOW this one machine 
covers a multitude of duties in 
office, store and factory. 





capacity 80 sheets 16 Ib. 
equivalent 





A great money-saver and time- 
Good to look at... 
simple to operate. 


Ss. F. 13—" Staples 


saver. 


For best results . . . use Speed 
Fastener Chisel Pointed '4"’, 34" 


and )4” staples. 





capacity 120 sheets 16 Ib. 


equivalent Display this profit maker .. . 








and up go your sales, 





LIST PRICE $ (20 


WRITE FOR MORE INFORMATION TO 
SES 
Parrot Speed Fastener Corp. 
37-18 Northern Boulevard 
Long Island City, N. Y. 
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TWO IMPORTANT NEW 
DEVELOPMENTS -: BY HARTER 


y | ae 1936 Harter presents 
STREAMLINED the finest line of posture 
DESIGN chairs ever built . . with new 
developments .. including 
2 newly designed back sup- 
AIRFLOW ports of streamline style . 
CASTERS and a new idea in casters 
that meets a universal need. 


The Streamline Back not only adds to the 
inherent beauty of Harter design but also 
eliminates any possibility of arm interference. 
And the Airflow Caster is a boon to all seated 
workers whose shoes — particularly white — 
have always suffered the scuffing and soiling 
caused by exposed caster wheels. 


- : . 

7 a for your copy of the 

/] 7 é new Harter tolder— 

just off the press— 

showing the complete 1936 line of 


Harter Posture Chairs which in- 
cludes Executive, Utility, Economy 


<> 
and Factory models. See all the pi/us : . 
values they offer—in Harter dura- 
bility, Harter beauty. Harter com 


a ee fort, correct anatomical design and 

the famous Harter key adjustment— 

the quickest, simplest, most posi - Mirflow 
tive adjustment known Caster 


THE HARTER CORPORATION 


Manufacturer of the World’s Finest 
Steel Seating Equipment 
STURGIS, MICHIGAN 


———e 
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SUBSTITUTION OF COMBINATION RECEIPT AND 
FILE CARD FOR DELIVERY RECEIPT ELIMI- 
NATES POSTING TIME LOSS 
Southworth and Kinnikin, office appliance dealers 
at Reno, Nevada, have eliminated the need for post- 
ing typewriter delivery receipts to a ledger file through 
installation of a novel card record system in conjunc- 
tion with the regular stock record. The change means 

a time saving of about 90 per cent. 

The company uses a standard type stock record card 
showing complete information on the machine. This 
card contains spaces for demonstration data including 
order number, customer, date in, date out and so on. 
Formerly, every time a machine went out or came 
back in, it was necessary to post the information from 
the delivery receipt to this ledger card. 

But, with the introduction of the present combina- 
tion delivery receipt and file card, the posting opera- 
tion has been done away with and the separate de- 
livery receipt along with it. This card gives customer’s 
name and address, salesman, customer’s phone num- 
ber, description of the machine and the customer’s 
signature. The card goes out with the machine and 
the customer signs for it on delivery. 

At the end of the day, the cards are brought back 
to the office and filed, right along with the stock rec- 
ord cards. A flat type card file—visible record system 

is used. One pocket is devoted to each machine. 
When the machine is in the house, only the white 
card is in the file. When out, both it and the other 
card are in. 

With a glance at the file, it is possible to see what 
machines are on hand. The yellow cards were printed 
about an inch longer than the white stock record 
cards so that the two could be placed in the same 
pockets and both be visible without close observation. 

“The old type delivery receipt really has no impor- 
tant use when this other system is in effect,” explains 
Store Manager C. N. Newell. “It contains a good deal 
of detailed information which is largely duplicated in 
the stock record card and which, when the ‘out’ forms 
and stock record cards are together, is easily available 
from that source. The number and a brief descrip- 
tion of the machine are all you really need for identi- 
fication purposes. 

“The present form is very easy to get the customer 
to sign for it is simple and quick to look over. Of 
course, not many object to signing any kind of de- 
livery receipt but any who would be particular have 
no qualms about this form. 

“Time saving from the system is enormous. Many, 
many hours went into really useless posting. Because 
of the visible record feature possible with using two 
colors of cards, the present arrangement is also a ref- 
erence use time-saver. We can tell with a glance at 
the file just what we have in stock.”—Bart. 

nifiinn 
CRAM RADIO LOG 

The George F. Cram Company, Indianapolis, Inc., in 
a mailing advertising Cram globes, included an offer 
of Cram’s Radio Log, which lists at fifteen cents. 


CHESTER STATIONER SURVIVES FIRE 

A serious fire at Chester, Penna., late in December 
endangered the Simmons Stationery Store. The fire- 
men were able to save this business, as well as other 
stores. _—s 

STEWART STORE AT DALLAS HAS FIRE LOSS 

A December fire in the basement of the Stewart Of- 
fice Supply Company, Dallas, Texas, did extensive 
damage to the stock, estimated at $40,000. The loss 
was covered by insurance. 
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Veur! 


SMARTLY STYLED OFFICE CHAIRS 
IN STEEL, REDUCE COST 


OF FINE SUITES 











ITH the introduction of the Colum- 
bian Suite, pictured here, steel office 
chairs take on an entirely new im- 


portance. Here for the first time is rich styling 
in steel, the result of expert designing. These 
sensational chairs enable you to provide the 
luxurious comfort and beauty your customers 
desire, at prices they can afford to pay! 

Into this series is built the lifetime rugged- 
ness of Harter steel construction, with less 
weight than found in comparable models of wood. 
The swivel model is equipped with a new type 


springless, no-squeak chair iron in which per- 
fect swivelling and tilting are achieved through 
perfect balance—without slip or side-sway— 
and with permanent quiet. 

Finished in lustrous gun metal, green, maroon 
and brown enamel or grained walnut and ma- 
hogany. High grade genuine leather used in the 
upholstering, in either black or standard colors. 

Write at once for full details and prices on 
this outstanding line. “Go to town” on deluxe 
furniture sales which you can now make at 
attractive prices. 


THE HARTER CORPORATION 


Manufacturer of the World’s Finest Steel Seating Equipment 
STURGIS, MICHIGAN 
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Jumping Another Step Ahead! 





Introducing the Peerless 


Non-Suspension Tabulating Card 


Here is another revolutionary idea in filing 
equipment. A money saving device for 
the convenient filing of Hollerith Cards 
that sacrifices none of the efficiency of the 
progressive ball bearing type of equip- 
ment. 

The new FLOATING ROLLER BEARING non-sus- 
pension principal permits these files to operate 
with the slightest finger pressure even when heavily 
loaded. Due to a most modern method of con- 
struction, rebounding of the drawers while oper- 


File 


NEW YORK 


ating has been eliminated. 


SINGLE TRAY 


Each case contains twenty-two drawer-type trays, 
which are removable. Drawer trays are easily 
handled and can be removed or replaced with 
great speed. The handling of the old tray has 
been eliminated, just remove the light convenient 
drawer tray. Rigid construction with sides, back 
and front of uniform height permits stacking when 
removed from the case. Positive locking com- 
pressors which operate smoothly keep the cards 
under perfect compression. 


The entire unit has a filing capacity of 561 inches 
accommodating approximately 92,265 standard 
tabulating cards, allowing 160 cards per inch. 

Our policy of EXCLUSIVE DEALER DISTRIBUTION is but 


one more reason for you to tell your customers about this 
new and unusual piece of equipment. 
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825 
DIMENSIONS 
Wide High Deep 
Outside housing. .19!/, 52 28 
Inside tray 7p = 3/a_s 25-1 1/16 






STACKED TRAYS 


\ Olive Green $121.00 
LIST PRICE ~< Walnut or Mahogany $134.00 
zone one Extra for locks $ 11.00 


PEERLESS STEEL EQUIPMENT CoO. 


UNRUH AND HASBROOK STREETS 
PHILADELPHIA, PA. 


BRANCH OFFICES 
BOSTON, MASS. 


BALTIMORE, MD. 


CHICAGO, ILL. 


LOS ANGELES, CAL, 
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DANIELS NOW STAFF MEMBER OF NIAGARA 

William E. Daniels is now permanently associated 
with the Niagara Duplicator Company, San Francisco, 
as art director. Since early fall he had been acting in 
a consulting and advisory capacity, particularly in con- 
nection with registration control and volume produc- 
tion of color work. 

A major portion of Mr. Daniels’ career since leaving 
art school has been devoted to the medium of stencil 











William E. Daniels 


duplication. Joining the Rotospeed Company in 1925, 
he remained with that organization for eight years. 

Mr. Daniels then joined the Pittsburgh Dry Stencil 
Company as art and advertising director for a period 
of two years. He then established his own business 
producing stencils for stencil manufacturers here and 
abroad. 

Mr. Daniels’ avocation is developing new ideas and 
building a course of instruction in stencil art that Ni- 
agara dealers are introducing in schools as post-grad- 
uate training for art students. 

Many artists and students are showing interest in 
this training in which Mr. Daniels conveys his methods 
of artistic expression through stencils. 

Mr. Daniels’ new association provides him a splendid 
scope for the application of his talents. 

wistenstiiliieesiaal 
ROYAL APPOINTS HENDERSHOT TO ADVERTISING 
DEPARTMENT 

Edison A. Morse, formerly assistant advertising man- 
ager of the Royal Typewriter Company has been trans- 
ferred to the portable department and Herman J. Hen- 
dershot has been appointed to take over his position. 
Mr. Morse had a year’s selling experience with Royal 
in Detroit and was successful in attaining the Ma- 
chine-a-Day Club. 

Mr. Hendershot attended Columbia University where 
he specialized in merchandising and advertising 
courses. Since his graduation he has had valuable 
merchandising experience which will be useful to him 
in the new position. 

—_ oe  - 
JAPANESE DAIRIES IN AUSTRALIA 

The South African Printer and Stationer commented 
on a range of pocket dairies imported from Japan. The 
comment was that the dairies were well bound, and a 
good quality of paper used. Might this indicate that 
the Japanese are “trading up” in the export trade? 

> - 
TUESDAY LUNCHES OF GERMAN CHAMBER 

Transatlantic Trade, the publication of the American 
Chamber of Commerce in Berlin, reminds its members 
that informal lunches are held at Kempimski’s in Ber- 
lin, Leipzigerstrasse 25, each Tuesday. 
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Used and recommended by the 
Trade for Half a Century 


Where Quality Counts 


“M&V” typewriter ribbons and carbon 
papers are the most outstanding on the 
market today. 


The element of superiority is conveyed 
in every impression from “M&Y” rib- 
bons and in every copy from “M&V”’ 
carbons. There is the same element in 
“M&V” business policies. We cooperate 
with and protect the trade in every 
possible way, meeting every condition 
and filling every requirement. The 
splendid “M&V” brands, every one 
standard in its price class, are reliable 
and best aids in establishing a profitable 
and permanent office supply business. 


New, modern sales impelling 
packages and practical sales 
helps. 


Write for catalog, prices and complete 
information. You will find it to your 
advantage to get better acquainted with 
the “‘“M&V”’ organization, 


MITTAG & VOLGER, INC. 


Principal Office and Factories, PARK RIDGE, N. J. 


Agencies Throughout the World 
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No. 866 U. L. 
86614 U. L. REVOLVING CHAIR TO MATCH 


New Milwaukee Designs 

Rich in Appearance . 

Their Liberal Proportions 
Are Impressive to the Eye and 


Afford Wholesome Comfort 





Send for Our Latest Circular for Details and Prices Pear 


MILWAUKEE CHAIR COMPANY 
MILWAUKEE, WISCONSIN 


MAKERS OF FINE CHAIRS FOR OVER HALF A CENTURY 
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L. C. SMITH & CORONA SPONSORS BROADCAST 

Glorifying the typical American secretary, a new 
series of radio comedies entitled “Nine to Five” were 
inaugurated last month by L. C. Smith & Corona Type- 
writers, Inc. The series is being broadcast over N.B.C. 
Blue (WJZ) network and are held over the following 
stations: WJZ, New York, N. Y.; WBZ, Boston, Mass.; 
WBZA, Springfield, Mass.; WSYR, Syracuse, N. Y.; 
WHAM, Rochester, N. Y.; WFIL, Philadelphia, Pa.; 
WBAL, Baltimore, Md.; WMAL, Washington, D. C.; 
KDKA, Pittsburgh, Pa.; WSAI, Cincinnati, Ohio; 





Two Characters in the Smith & Corona 
Typewriters, Inc. Radio Comedy, 
“Five To Nine.” 


WGAR, Cleveland, Ohio; WXYZ, Detroit, Mich.; WENR, 
Chicago, Ill.; KWK, St. Louis, Mo.; WREN, Kansas 
City, Mo.; KSO, Des Moines, Ia.; WMT, Cedar Rapids, 
Ia.; KOIL, Omaha, Nebr. 

Built around the doings in a small business office, 
the clever and humorous program follows the fortunes 


| and misfortunes of the R. G. Boggs Company and the 


| trials and tribulations of Mary Grey, secretary to Mr. 


Boggs. 

As the plot unfolds, episode by episode, the story 
finds Mr. Boggs so interested in collecting stamps that 
he woefully neglects the business and only the calm, 


| sane judgment of Mary Grey pulls the organization 


out of many tight spots. 


Incidentally it is to the loyalty and efficiency of 
Mary Grey, and the thousands of other Mary Greys all 
over the United States, that L. C. Smith & Corona 
Typewriters, Inc., dedicates this program. 

The serial is the work of William Ford Manley and 
Henry Fisk Carlton, whose radio writing has resulted 
in some outstanding presentations in recent years. 

The role of Mary is enacted by Lucille Wall, stage 
and radio actress, while the part of Boggs is played by 
Parker Fennelly. That of J. Audrey Bloomer, Jr., a 
salesman, is played by Jack Smart. Others in the cast 
include Jimmy McCallion and William Adams. 

Calling attention to the various company products, 
including the L. C. Smith typewriter, Corona portable 
typewriter, Corona adding-listing machines and the 
Vivid duplicating machine, the play is on the air from 
7:15 to 7:30 p. m. eastern standard time, and 6:15 to 
6:30 p. m. central standard time. 


iieiteen 
BOOKLET OF THE WANDERER WERKE 

From the Wanderer Werke, Schoneau-Chemnitz, 
Germany, we have received a booklet of sixteen pages, 
done by the rotogravure process, showing views in the 
factory. While typewriters and adding machines are 
important elements in the output of this company, it is 
also an outstanding factor in the German manufacture 
of machine tools and bicycles. 
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pen appearance is the last thing to be considered by the present- 


day buyer of steel furniture. 


What’s “under the paint?” That, either makes or breaks the sale. Con- 
struction features that defy hard usage—greater utility and convenience 
—economy of maintenance—those are the points that sell equipment 
today. 


That is why INVINCIBLE dealers “have the edge.” That is why IN- 

VINCIBLE is probably the fastest growing line in the field today. In- 

vestigate the selling features “under the paint” and you will understand 

why there is a decided trend among dealers to the INVINCIBLE Line. 
Send for Latest Catalog 

A great array of business-getting sales features. The kind of catalog 


you'll really use. It helps you sell! Send the coupon below. 


“GO AHEAD WITH INVINCIBLE” 


INVINCIBLE METAL FURNITURE CO. 


Factory and Executive Offices, Manitowoc, Wis. 
NEW YORK CHICAGO LOS ANGELES 





é dl Sen tow. EME - 
STEEL FURNITURE yO ee canst FUpy 
DESKS . . . FILE CABINETS | i el Te 
COUNTERS . . . CUPBOARDS - igs, _ 
CONCEALED SAFES . . . LETTER ee 
TRAYS ... WASTE BASKETS .. . ETC. - 
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OFFICE 
FURNITURE 
DEALERS 


Make this your new year’s opportunity. 
a selection of these new chairs for increased busi- 


ness. These chairs are shipped in pool cars with 


desks if desired. 


make your choice. 


Jasper Chair Company 


Jasper, Indiana 


Chicago Representative: W. H. Brown, 
6708 Glenwood Ave., Telephone ROGers Park 3644 















Get this new catalog now and 
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Announcing the NEW 
Jasper Chair Company 
catalog for 1936 


illustrating beautiful new designs in genuine 


upholstered leather . the entire line restyled 
throughout emphasizing more than ever be- 
fore “THE RIGHT CHAIR AT THE RIGHT 


PRICE.” 
In the new catalog are fifty- 
four illustrations of new and 


restyled leather upholstered 






chairs, every one a live, de- 
mand item, made to serve and 
to satisfy . to assist the 


dealer in building up his 


ae eet PP erern, 


trade. And there is a great 
group of wood office chairs, 
posture chairs, and chairs for 
the library, school and court- 
room, all modern, sales stim- 


, : 
ulating designs. 
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TIPS ON SAMPLING 

Many a brand new item has been turned into an 
immediate best seller by the O. B. Marston Supply 
Company, Phoenix, Arizona, through the simple device 
of sampling it! 

“Sampling” means more than just putting a new 
type rotary duplicating machine, for instance, into an 
office. A salesman for the Marston company is in- 
structed to supply the customer with paper and stencil 
and inks, so that the machine is ready for use. 

In approaching the customer, the representative ex- 
plains that he merely wants the customer to try out 
the equipment to see what it is like in case he is in- 
terested in the future. But, in a majority of cases, 
when he comes back, ostensibly to take out the unit, 
the customer has decided to buy it. Of course, dis- 
cretion is used in selecting prospects for this type of 
selling, only the larger, reliable houses being given such 
service. It was found that when a salesman appar- 
ently comes to get the merchandise, saying nothing 
about selling it, the customer is most likely to buy. 


Sampling Pencil Sharpeners 

Pencil sharpeners are often sold on the same basis. 
For instance, the city school system recently com- 
plained that pencils bought from Marston were break- 
ing too easily. Investigation disclosed that the trouble 
lay in worn-out sharpeners rather than in the pencils. 

The representatives made a convincing demonstra- 
tion, then left one of the new sharpeners for further 
trial, taking pains to place it directly beside an old one 
and sharpening two identical pencils with the two 
machines. The results told the story in themselves 
To further illustrate the point, however, the cutter 
was taken out of the old one, the mechanism explained, 
and the reason for its being worn brought out. By 
sharpening the two pencils repeatedly with the two 
machines—until both were gone—it was shown that 
the new machines would soon pay for themselves in 
actual pencil saving. 

When spiral notebooks first came out, the company 
introduced them to numbers of customers by having 
the salesmen carry pocket samples and distribute them 
to stenographers. 

Much the same procedure has been followed in “put- 
ting over” improved paper fasteners, new type inkwells 
and many other items.—Bart 

tite’ 
UHL DIES FOLLOWING STROKE 

Joseph F. L. Uhl, president and general manager of 
the Toledo Metal Furniture Company, Toledo, O., died 
December 27 following a stroke of paralysis suffered 
while attending Mass on Christmas Eve. 

Mr. Uhl, who was known throughout the country as 
one of the foremost leaders in the industry, and a 
pioneer of posture seating had been in poor health for 





The Late Joseph F. L. Uhl 


some time. But his condition was such that his death 
came as a severe shock to relatives and friends. 

A full account of Mr. Uhl’s life and career will be 
given in the February issue of Office Appliances. 





159 


a 
Almost Every Business Must 


Keep Records to Comply with 


Social Security Laws 












Approved forms for keeping records required 
by Federal and State social security legislation 
are now offered by Globe-Wernicke. With our 
system it is possible to provide the necessary in- 
formation with a minimum of expense and work. 
The new laws are effective January |, 1936, and 
almost every employer of eight or more persons 
—in some states four or more persons—must keep 
the records required by the government. This 
creates an extraordinary opportunity for our 
dealers to sell visible record equipment and the 
new forms which have been enthusiastically en- 
dorsed by accountants and executives. Rarely 
have they been able to offer such a valuable 


service to business. 


Write for samples of the new forms used for keep- 
ing records required by Social Security laws and 
other information about how you can operate a 
profitable Visible Record Department. 








Globe-Wernicke 


Cincinnati, Ohic 
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OF YOURSUCCESS ? 





The comparatively inexperienced salesman of a week ago 
can be the carbon paper “expert” of today. Witness the 
case of a man in the employ of one of the mid-west’s 
leading stationers: 

He wanted to know why his department was getting com- 
paratively little carbon and ribbon business from cus 
tomers who regularly bought a good volume of other 
stationery items. So, hearing that the carbon paper busi 
ness was sold direct, he went around and asked, “If I can 
supply you with the right ribbon and carbon at the right 
price, may I have your business?” Every customer but 
one said, “YES!” 

What to do? “Take the Imperial Carbon Paper Mer- 
chandiser,” said his boss. Did the salesman get the orders? 
He did. By high pressure selling or by “expert” demon- 
stration stunts? No. 

The Imperial Carbon Paper Merchandiser is just the 
opposite. There is no mystery to it. It merely corelates, 
in logical order, a moderate number of carbon paper sam- 
ples with a brief but accurate sales talk. In other words, 
a simple, workable manual on carbon paper selling, planned 
for you by people who know the business and who want 
to see you get your share of it. This is the “secret”—if 
vou want to call it that, of successful carbon paper sell 
ing. It’s mostly common sense. 

Write us for a more detailed out 

line and the uniting Imperial Sales 


proposition 








IMPERIAL MANUFACTURING CO. 
The Manufacturer with the Dealer's Viewpoint 
Owned and Operated by PEERLESS KEY CO., INC. 
General Office & Factory: 401 Mulberry St., 


Newark, New Jersey 
Chicago: 19 So. Wells Street 


The IMPERIAL 


Carbon 


Paper MERCHANDISER 
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WALCOTT JOINS ALL STEEL EQUIP COMPANY 


Resigning from his post as vice-president in charge 
of sales with the Harter Corporation, Sturgis, Michigan, 
H. S. Walcott on January 1 took over the New York 
branch of the All Steel Equip Company, Aurora, IIl. 

In his new position Mr. Walcott will escape a great 
amount of travelling and said that this is one of the 
main reasons for going to the eastern post. He will 
have all of northern and part of northeastern New 
Jersey under his supervision. 

Mr. Walcott is a well-known figure in the office equip- 
ment industry having been prominent in the field for 











H. S. Walcott 


the past twenty-five years. His career includes an en- 
viable place as a pioneer of the posture seating in- 
dustry and, at one time, he was head of a large sales 
organization which covered several of the eastern 
states in this branch. He also holds the distinction 
of having been the first man to introduce posture seat- 
ing to the Federal government, which is said to be the 
largest user of posture chairs in the world. 

Mr. Walcott began his business career with the Li- 
brary Bureau. He spent thirteen years with that or- 
ganization during which time he served as district 
manager, covering Baltimore, Richmond and Washing- 
ton territory. Later he became Potomac sales manager 
for the Safe-Cabinet Company. Later when the Safe- 
Cabinet Company merged with Remington Rand, Mr. 
Walcott resigned to establish the Walcott-Taylor Com- 
pany, Inc. with headquarters in Washington. 

OFFICE APPLIANCE EXHIBITS FEATURE THE 

COMMERCIAL TEACHERS’ CONVENTION 


Exhibits and demonstrations of office appliances 
were among the outstanding features of the Thirty- 
eighth Annual Convention of the National Commercial 
Teachers’ Federation held at the Hotel Sherman, 
December 26-28. 

The Royal Typewriter Company offered as their con- 
tribution a demonstration of typing skill by Albert 
Tangora, for several years professional speed cham- 
pion and now Supervisor of Typing in his own organ- 
ization known as the School of Business Practice and 
Speech, New York City. 

Chester Soucek, a prominent figure in many speed 
typing contests gave a demonstration of speed writing 
on an Underwood typewriter, while the Remington 
Rand Noiseless was similarly demonstrated by Miss 
Hortense Stollnitz. 

The complete list of office appliance manufacturers 
exhibiting at the convention includes Burroughs Add- 
ing Machine Company, A. B. Dick Company, Ditto, Inc., 
the Ediphone Company, Remington Rand, Inc., the 
Royal Typewriter Company, the Stenotype Company, 
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8 Reasons 


why you should carry 





T A Sales Policy which permits the sell- 


ing of Berkshire Typewriter Papers direct 
to the retailer, thereby eliminating any 


other profits. 


2 Berkshire is the oldest established line 
of typewriter paper in the country, having 
an unequalled consumer recognition and 
demand. The people know Berkshire qual- 


ity and demand it! 


3 There is a grade for every business 
need, at a price to meet the demand of 


every purchaser. Every grade guaranteed. 


4 The paper is specially designed, created 
and surfaced for typewriter use. An impor- 


tant sales point! 


5 A complete stock of every item is on 


hand at all times, insuring prompt delivery. 


TYPEWRITER PAPERS 





6 A variety of weights and finishes to meet 


the demands of any type of business. 


7 Dependable uniformity. When you re- 
order, you are sure of getting the same 


paper in every respect. 


8 A merchandising plan complete and ag- 
gressive in every respect that will bring you 
more sales, faster turnover, and greater 


profits! 





WRITE TODAY FOR FURTHER 
DETAILS. 


IT’S MONEY IN YOUR POCKET! 


EATON PAPER CORPORATION 


PITTSFIELD - MASSACHUSETTS 
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Fair Merchandising Practices 


of the BOORUM & PEASE COMPANY 


We are engaged in manufacturing blank books and loose leaf de- 


vices for stationery dealers. 


We desire to restate to our dealers and 


all others interested the time approved practices of our company. 


Ba. we practice the continuous im- 
provement of quality in our products 
and the merchandising of quality goods. 


‘ 
PY we discourage the sale and dis- 
tribution of inferior and low-priced 


products. << 


Sra, we have not created a direct 
consumer contact organization, as we 
believe dealers are competent, through 
their own sales organizations, to make 
all consumer contacts. No manufac- 
turer should quote any consumer dis- 
counts or net prices which are lower 
than can be quoted profitably by deal- 
ers, even though some unfairly favored 
dealer may be credited with a commis- 


sion on such sales. ~ on on ove 


Aun. we refer direct consumer in- 


quiries to local dealers. ~* % 


Stn. we render our full cooperation 
to all trade associations. ~~ = as 


Orn. we do not quote or sell chain 
stores. We believe that it creates unfair 
competition for dealers on quality prod- 


ow coo ew 


ucts, cos ow co 


7 th, we believe in the stabilization of 
resale prices by issuing consumer’s re- 
sale price lists on blank books and 
loose leaf devices in accordance with 
the resolution passed at the last con- 
vention of the National Association of 


coe ow ceo 


Stationers. ew ov 


Bin. we unfortunately cannot make 
agreements with dealers obligating 
them to maintain our recommended re- 
sale prices. Such agreements are not 
permitted by law except in the State of 
California, where we are willing so to 
do. We do without any agreement with 
our dealers recommend to them and to 
the trade, prices at which we desire our 
products to be sold. Whenever we find 
a dealer who, in our opinion, through 
failure to observe this policy, injures 
our business, we reserve the right to 
cease selling our products tohim. ~~ 


Dinos do not consign our products. 


These policies will be continued by 
Boorum & Pease Company in its whole- 
hearted effort to strengthen the sta- 
tionery dealer. oo teeta 


Sfandara 
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Underwood-Elliott Fisher 
Typewriter Company. 

A portion of the program on the second day of the 
convention was devoted to a round table discussion of 
office machinery. 


Company and Woodstock 


- > —— 
CORRY-JAMESTOWN APPOINTS FIVE NEW AGENTS 

In line with its nation-wide program of expansion 
which has been under way for many weeks the Corry- 
Jamestown Manufacturing Corporation, Corry, Pa., re- 
cently appointed five new exclusive agencies to carry its 
line of “Steel Age” office furniture. The first appoint- 
ment was that of Estil’s, Inc., of Plainfield, N. J., which 











Norman DuBois Davis 


was given the “Steel Age” exclusive franchise for that 
city. The company which has been in continuous oper- 
ation since 1865, is under the jurisdiction of Norman D. 
Davis, secretary and manager of the organization. 

The remaining four new dealers who will represent 
the Corry-Jamestown firm are: Allen’s Book Store, 
Auburn, N. Y.; Tetley’s, Inc., Red Bank, N. J.; A. H. 
Ericsson, Littleton, N. H., and the Johnstown Type- 
writer Co., Johnstown, Pa. 


<> 
NATIONAL POSTAL METER OPENS CHICAGO 
OFFICE 


The National Postal Meter Company, Los Angeles, 


opened a branch in the Insurance Center building, 332 | 


South Wells street, Chicago, on November 15. 

J. E. Hendrix is in charge. 
pany for some time in its main offices and in New York 
for some months before assuming his new duties. He 














J. E. Hendrix 


lost no time in getting acquainted with other Chicago 
office appliance men and attended the December meet- 
ing of the local office appliance managers association. 
He is enthusiastic about his prospects for business. 






He has served the com- | 
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GIVE ’EM 
this FREE 


to BIGGER 
office equip- 


ment sales 


Give each prospective buyer a few 
days’ trial Joy Ride on Faultless Cast- 
ers and it's a cinch to land an order 
for complete caster-renovation of all 
office chairs! For Faultless effortless 
movement will end forever his tole- 
rance of grating, gouging casters. 


Faultless Office Chair Casters have 
Double Ball Bearings, yet the lowest 
over-all height to be found in this pre- 
cision-type construction. It means 
quicker acting, easier turning casters 
—that save energy—end noise—pro- 
tect floors. In fact, there's nothing 
like Faultless Casters for office chair 
comfort. 


No. 2479 Double Ball 
Bearing Office Chair 
Caster, with 2” Rub- 
erex Cushion Tread 


Wheel. 





Faultless Rocktite 
Furniture Cups for 
stationary, heavy 
furniture protect 
floor coverings. 


Faultless 
Flexible 
Glides save 
floors, save 
chairs. 





Complete information about this out- 
standing line of Casters, Glides and 
Furniture Cups upon request. Write 
today. 


FAULTLESS 
CASTER CORPORATION 
Dept. OA-1 Evansville, Ind. 
Branches in Principal Cities 


Canadian Factory: 
Stratford, On!ario 


OSs 
FAULTLESS 





CASTERS 
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PAID mag 29 1938 
1 args0s spn23™ 


SHIPPED mar22 193g 


DATER VOLUME IS BIG! 


Until the beginning of the new year, most customers 
do not realize that the date bands on their rubber 
daters have expired. Then comes good business! 


Thousands upon thousands of new daters are sold! 


















FULTON 
Self-Inking 
STAMP PADS 
The standard utility 
stamp pad, 
FULTON SIGN and FULTON 
PRICE MARKER INK OPAQUE INK 
DRI-KWIK INK INDELIBLE INK 
For Self Inkers. 


FULTON STAMP PAD INK 
The ideal ink for standard pads. 
Ill in a comprehensive line of colors 


RUBBER TYPE DATERS, PRINTERS and 
MOVABLE RUBBER TYPE 


Send for special folder on inks, stamp pads and 
other profitable items. 


FULTON 


SPECIALTY CO. 
ELIZABETH. N. 4. 
Sales Office: 200 Fifth Avenue, New York City 





' 
| 


| 
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TYPEWRITERS IN THE PHILIPPINE ISLANDS 





By Walter Buchler 





Typewriters first came to the Islands with the vari- 
ous Government units sent out after the American 
occupation in 1898. Soon after large commercial 
houses opened up and used typewriters for their cor- 
respondence. The Filipinos were quick to take to 
these machines not so much for business purposes as 
for private correspondence, as they are prolific letter 
writers. In the early days of commerce here practi- 
cally all the trade was in the hands of foreigners, the 
retail end being in the hands of Chinese— it still is to 
a large extent—and the wholesale or rather import in 
those of American and European houses. Nowadays 
Filipinos are participating to a greater extent in the 
trade of the country and all the larger establishments 
have typewriters in use. Chinese did not take to type- 
writers to start with, as most of their correspondence 
was done in Chinese with their own nationals either 
in the Islands and/or in China. It is only during the 
past ten years that the Chinese commercial ele- 
ment in the Philippines, a very important factor in 
her trade and agricultural development, have taken to 
typewriters, for as their knowledge of English devel- 
oped, they found that they had to communicate more 
with English-speaking people; many younger Chinese 
received their education in the Islands and naturally 
learned English. This younger element have gone 
in heart-and-soul for typewriters. 


Typewriting Schools 


There are numerous typewriting schools in Manila 
and the other larger towns, as typing as a career is 
popular, at least as a start in life. The average Fili- 
pino develops into a good typist, for he has a knack 
for this work, as his fingers are lithe and make him a 
good pianist. In the beginning, only men went in for 


' work of this kind, but with the development of busi- 


The rush demand keeps up until almost the first of | 
March. 
Display a full dater line. Display Fulton—the 
trade's leader. Push line daters, ledger daters, 
word daters and all the other numbers vour trade 
requires. 
We list but a few of the many Fulton profit-making 
daters and allied items. Order vour stock now, by 
mail or by wire. Send for the new Fulton Catalog 
to be sure that you haven't overlooked any big bets. 
SERVICE DATERS FULTON DATERS 
Che world’s finest Deep The world’s best value at a 
moulded live rubber bands low price with many features 
carry six years found only in high priced 
daters and numberers. 
DRI-KWIK STAMP PADS 
\ positive necessity where 
the rapid use of rubber 
stamps is required. Impres 
sions dry quickly without 
smudging. 


ness and the emancipation of women during the past 
five years girls have also gone in for typing. The men 
learn shorthand, but are not as quick or as accurate 
as the Westerner, probably due to lack of training and 
the effect of the centuries of restrictions imposed on 
them by the Spanish regime. 

Standard models are most in demand for commercial 
use and by abogados (attorneys-at-law). There are 
many, too many, of these abogados in the Islands and 
nowhere in the Orient has the writer seen so many 
practicing in any one way. Be that as it may, the 
fact is that few abogados think of starting in prac- 
tice without having a typewriter in their office, and 
the same applies to small firms, even if they go out 
of business six months after starting. Portable ma- 
chines are used mostly by Filipinos for private cor- 
respondence. To them the typewriter appears as 
something novel and easier than writing by hand and 
at the same time—and this means everything to them 
-it gives them greater prestige in the eyes of their 
friends and the people they correspond with, be it a 
lady friend or a business man. 


Climate and Typewriters 


The climate in the Philippines is harder on type- 
writers than in more temperate zones, as there is al- 
ways greater danger of rust through moisture in the 
atmosphere, and machines have to be oiled more reg- 
ularly. A peculiar factor not found, at least to the 
writer’s knowledge, elsewhere in the Orient is the 
hyper-acidity in the blood of the average Filipino. 
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COMMANDER 


AUTOMATIC DUPLICATOR 


Startling Low Cost 


Amazing Efficiency $ 
Price 950 


SIMPLICITY 
LOW PRICE AT RETAIL 
BEAUTY 









TRULY revolutionary! Just what every office has been looking for these many 
years. A high-grade duplicating machine that has all the advantages of per- 
formance and durability that users desire, so simplified in construction that 
it can be profitably sold at a price everybody is willing to pay. 


FEATURES 


Automatic Feed—Perfect Register—From Post Card to 16 inch Paper. 
Automatic Ink—Internal Ink Brush—Produces fully inked Copies. 
Removable Drum—Colour Printing—Easily produced. 

Modern Lines—Product of up-to-date engineering. 


START 1936 With More Business—More Profits 


DEALERS: WRITE OR WIRE FOR SAMPLE MACHINES. Must be seen to be appreciated. 


Money refunded if not more than pleased. 
Commander Series 50—Automatic Feed and Ink—Legal Size ................. $49.50 at retail 
Commander Series 20—Hard Feed Inside Ink—Letter Size ................... $19.50 at retail 


THE COMMANDER DUPLICATOR COMPANY 
2395 University Ave. St. Paul, Minn., U.S. A. 








166 





OFFICE APPLIANCES 
































AICO INDEXES 














HE AIGNER line includes 

all the most popular forms of 
indexes, highest quality at rea- 
sonable prices. The complete 
line of indexes is described 
and pictured in our catalog. 


G. J. AIGNER COMPANY 





provide the most diversified 
line for the dealer. Our cata- 
log describes and illustrates 
hundreds of styles and colors 
in every price range. 

















“AICO PADS” 


The 
AIGNER 


Line 











503 S. Jefferson St., Chicago 




















AICO GRIP 
Tubular Edge 
Insertable 
Index Tabs 


HE MOST serviceable 
the most durable index 
Six inch lengths, eight co 


also printed and plain inserts. 
Described completely in our 
catalog which you may have on 
request. 


and 
tab, 


lors, 











G. J. AIGNER COMPA 


503 S. Jefferson St., Chicago 


NY 









































NO. 817 


A pepular number. 
Full quartered oak. 
Five ltengths—48 to 
72 inches; 32 and 34- 
inch widths; height 
30% inches; shipping 
weight 203 to 26! 
pounds. 















Experience 
that Counts 


SIXTY years of desk making has 
this definite implication — Jasper 
Desk Co. desks have given consist- 
That is because of 
expert construction, designs are 
kept up to date and only best qual- 
And yet 
Jasper Desk Co. desks are reason- 


ent satisfaction. 


ity materiais are used. 


ably priced. 


The above design Is 
also available in ma- 
hogany (No. 917) 
and walnut (No. 
1017). 





New York Ware- 
house: 573 Broad- 
yeu. New York, N. 





Chicago Representa- 
tive: W. H. 


6708 Glenwood Ave. 
Telephone: ROGers 
Park 3644. 


Our catalog presents a wide range of styles. We'll gladly send a copy. 


JASPER DESK COMPANY, JASPER, IND. | 
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for when his or her fingers come in contact with the 
machine it gradually rusts. 

Typewriter agencies are located in Manila, the cap- 
ital of the Islands and center of all trade. They 
maintain their own repair shops, and in addition to 
these there are some run by Filipinos as well as a 
few Chinese, who undertake similar work but are not 
as well equipped to do it; for repairs they may use 
old parts which they manage to pick up in various 
ways: (1) by buying old machines for a song, and (2) 
in cases where customers are particular, they provide 
new parts, retaining the old for use on machines of 
customers not so particular. In the provinces the same 
facilities for repairs are not available, and either a 
local mechanic will do the job or the machine has 
to be sent to Manila for repair. The Chinese is a good 
mechanic and so is the Filipino as long as he is 
shown and supervised. 

Novelty in a machine is what appeals most to the 
Filipinos and anything new in the way of design 
or style they immediately want, discarding the old. 
Thus, when the tabular model was introduced as 
against the compact model where the keys were raised, 
the former immediately became popular in the Philip- 
pines and for a time at least, it was difficult to sell 
new or old stock of the older type of machine. No 
special type is required for local dialects, as they can 
be written in the regular type, but a special keyboard 
is necessary which combines Spanish and American 
symbols, such as Dollars, Pesos, and the cedilla over 
the n (f) and also the inverted question mark. Among 
commercial houses in Manila, standard office equip- 
ment is used similar to that used by their main offices 
in the United States or Europe. On the whole, the 
Filipinos are a much more literate people than any 
other in the Orient and some countries in Europe. 
This is due to the general desire for knowledge and 
the schools established since the American occupation. 


Typewriter Merchandisers 


Typewriters are sold by firms in Manila specializing 
in office equipment and holding a typewriter agency. 
They employ Filipino salesmen to introduce busi- 
ness, which is usually obtained through his being ac- 
quainted with a friend in somebody else’s office. If, 
for instance a boss in an office requires a typewriter 
for himself or for the business, a clerk there is certain 
to hear of it and will get in touch with his friend. 
In brief, it might be termed “organized friend-pidgin” 
salesmanship. Filipinos are high-pressure salesmen, 
sometimes of too high-pressure, with the result that 
payments slow up, whether on the instalment plan 
or otherwise. That is where the Filipino salesman 
requires watching as well as the clientele introduced 
by him. 

——— 
GRAPHIC DUPLICATOR CO. IN NEW HOME 


The Graphic Duplicator Company is now well estab- 
lished in its new spacious offices and factory at 148 
Lafayette Street, New York, N. Y. Ten thousand square 
feet are employed here in the manufacture of the 
Graphic line of gelatine duplicators and rolls, hekto- 
graphs and supplies. 

The company was formed at the turn of the century 
by the late F. C. Gottschalk, whom old-timers will re- 
member as one of the pioneers in the introduction of 
gelatine duplicators and rolls. The business has stead- 
ily prospered and its reputation grown. Today distrib- 
uting offices are maintained in Chicago, Boston and 
Cleveland for the convenience of dealers thru which 
Graphic products are distributed. 
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An exclusive agency on Grand 
Prize Carbons and Ribbons is 
a sure step toward increased 
profits. Write for our dealer 
proposition Booklet — 





GRAND PRIZE 
CARBONS and RIBBONS 


PACIFIC CARBON & RIBBON MFG. CO. 


J. Francis O’Connor, Pres. 


Head Office and Factory: 1451 Harrison St., San Francisco, Calif. 
Chicago: 608 So. Dearborn St. 
Los Angeles Portland, Ore. Denver 








CLEAR ALL DESKS 
for ACTION 


Freely predicted to be the best business year 


in years, 1936 finds executives eager to meet 


NOW 


the situation. is the time to feature 








the most eflicient time-and-money-saving 
liling and distributing unit ever devised for 
the modern desk. Every office worker is a 
prospective user—from president down to 


oflice boy. 
TELL THEM and you SELL THEM 


) SENGBUSCH 


* 


ekaatir 
tor greater efficiency 








This highly-colored display piece is one of a 
live featuring Sengbusch leaders. 
You should have one on the 


NOW! 


series of 
ree to dealers. 
counter and in the window 


wrife 


SEN GBUS CH 
SELF-CLOSING INKSTAND COMPANY 
116 SENGBUSCH BLDG. - MILWAUKEE, WIS. 
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DAVIS JOINS WILSON-JONES STAFF 


Grenville Davis, for many years identified with the 
loose leaf and filing supplies industry, last month was 
appointed to take charge of all foreign markets for 
the Wilson-Jones Company, Elizabeth, N. J. 

At the same time company officials announced that 
the entire export division of the firm would be moved 
from Chicago to New York. This move was undertaken. 
it was said, to provide greater convenience to dealers 
from abroad. 

Mr. Davis graduated from the University of Chicago 
in 1923 and spent a year traveling in several countries 











Grenville Davis 


of the Orient. Upon his return to Chicago he began his 
career as a salesman, joining Acco Products, Inc., in 
1927. He made his headquarters in Chicago and was 
instrumental in building up a fine business in that city 
and its suburbs. In October, 1934, he was sent East to 
take charge of the company’s sales department. 

In his new position Mr. Davis will be in full charge 
of all Wilson-Jones markets except the United States. 
He will maintain headquarters with modern showrooms 
at 314 Broadway, New York City. 


>_> 


UNDERWoa0 


SUNDSTRAND 


Here Is F. W. Speece, Country Salesman Under the Houston. 
Tex., Office, and His Underwood Sundstrand “Store On Wheels.” 
Both Are Well Known in Texas Territory. 


a 


CATALOGUE OF GERMAN LETTERING PENS 

From Heintze & Blanckerts, Berlin, Germany, comes 
a twelve-page catalogue of specialty pen nibs for art 
writing and package addressing. Many of these pens 
are of the spoonbill type, useful especially where broad 
writing is desired. This catalogue includes a number of 
specimen designs and specimens of lettering done with 
these pens. 
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1935is history . . . 1936is opportunity. The past 12 months were kind to us and 
the coming year beckons in friendly fashion. For the past we express our sincere 
thanks: for the future our plans are sound, our products never better and our 
aims high. For efficiency, stability, beauty and price, the new Steelcase line set 
the 1935 quality pace and maintained the leadership that discerning dealers every- 
where have come to expect of us. Watch us in 1936! 


YOU AND YOUR BUSINESS 


What 1936 yields for you and your business depends largely on the desk and file 
lines you identify yourself with. Steelcase is a seasoned winner... a con- 
sistent profit maker for any ambitious dealer. Let us tell you how and why. 
\ line from you brings the facts. Let’s step ahead together in 1936! 


METAL OFFICE FURNITURE COMPANY, GRAND RAPIDS, MICHIGAN 


‘STEELCASE 


A Great Line to Tie to! 


5 RD Fae LO La ORE ea ae a 
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- « < ” ie ref, ay . ae fee va 
eather Gives Dependable Service 


IT IS gratifying to furnish equipment that —_utes much to this result. It combines per- 
achieves outstanding service and fine ap- __fectly with other furnishings and is avail- 
pearance. Furthermore, a satisfactory in- able in a wide range of colors and finishes. 
stallation exerts a powerful influence Specify Eagle-Ottawa on every order. 
in increasing sales. Eagle-Ottawa We'll gladly send samples and neces- 
leather for the upholstering contrib- sary information on grades. 





EAGLE-OTTAWA LEATHER CO., GRAND HAVEN, MICH. 


Salesrooms: New York, 2 Park Ave. Chicago, 912 W. Washington Bivd. St. Louis, 1602 Locust St. San Francisco, 569 
Howard St. Los Angeles, 1012 Broadway Place. Portland, 1238 N. W. Glisan St. High Point, N. C., P. O. Box 386 


























Here’s an arresting 

Imperial value with 

which you can give 
— ’ 


your customers more 
for their desk dollars! 


No. 2100 Series has that char- 
acter and balance that identify 
a well-engineered desk line. 





It’s sturdily built for the user 
who demands serviceable desks 
at low cost. 


And, furthermore, it 
has the trim, good looks 
that make profitable 
sales come easy. 


Put No. 2100 Series on 
your floor. See how it 
will increase your vol- 
ume of desk sales, and 
put more money into 
the cash register. 


No. 2100 Series is just one of many 
Imperial values. The Imperial 
Desk Selling Kit presents many 
more; write for it if you do not 
have a copy. Also ask for the 
brochure on Imperial Home 
Desks and Bookcases if it i« not 
in your files. 


Solid Metal Pulls 

















(CK) 





BALANCED ACTION 


CHAIR IRONS 





Successful manufacturers of 
chair irons for years, serving 
many leading chair manufac- 
turers who have used our irons 
exclusively during this period. 


Catalog on request. 











COLLIER-KEYWORTH CO., GARDNER, MASS., U.S.A. 
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UTILITY, EYE VALUE AND 
ECONOMY COMBINED IN 


IMPERIAL 
NO. 2100 SERIES 


{ Complete Line of 13 Pieces 

Genuine Walnut Tops, Drawer Fronts and Panels 
Automatic Locking Device 
Finished Interiors 





IMPERIAL 
DESK 


COMPANY 


EVANSVILLE, 
INDIANA 





sn, Pl @, 


396 
PATENTED 


High grade chair iron—designed for smooth 
action and long service—heavy pressed steel 
construction throughout—easy height adjust- 
ment with positive lock. 
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MEXICANS ORGANIZING AN EXPORT GROUP 


Commerce Reports states that business interests of 
Mexico are organizing an export association to assist 
in developing exports of native products. Several efforts 
have been made in the past to achieve an organization, 
but these have not worked out. The Confederacion de 
Cameras de Comercio, Mexico City, is the central or- 
ganization of 145 chambers of commerce established in 
the various sections of the republic. This body has 
created an association, “Asociacion de Exportadores 
Mexicanos,” which has good indications of becoming a 
power in the exportation of Mexican products. The 
board of directors consists of substantial business men 
who are determined to assist in the movement of 
Mexican merchandise to foreign countries. While the 
new association will not actually transact export busi- 
ness, it will investigate the possibility of foreign mar- 
kets, the supply of merchandise, foreign restrictions 
and requirements, and all of the legal and banking 
regulations which the exporter should know. Mexican 
exporters will be taught to pack their products advan- 
tageously, and to prepare them for the foreign mar- 
kets in order to obtain the highest possible prices. 

The group does not contemplate financing export 
shipments. 

— 

GERMAN COMMENTS ON TYPEWRITER RIBBONS 

The Biiro-Bedarf Rundschau, Berlin, commented on 
the lack of uniformity of ribbon widths in Germany. 
A ribbon width of thirteen millimeters has been rec- 
ommended, affording opportunity to standardize ribbon 
spools and cutting down the number of different spools 
and ribbons which dealers must carry in order to meet 
the requirements of machine users. Germany is passing 
through the same cycle as did the United States before 
the standard half-inch ribbon width was accepted. 

Machines for the use of government offices in Ger- 
many are required to be equipped for ribbons of thir- 
teen millimeter width. The transition of machines in 
commercial use to the official standard will take time, 
just as it did in the United States, when the need for a 
standard width for all machines was discovered, to 
enable dealers to cut down their stocks of ribbons and 
spools. 

wiitieiniens 
PHONETIC FILING OF POLICE RECORDS 

La Revue du Bureau (Paris) commented on reading 
in a recent lawsuit some details which are of interest 
to those engaged in the filing of official records. M. 
Ducloux, controller general of the Ministry of the 
Interior, explained that for an inspector to be able 
to consult a file of papers in the police records, it is 


necessary to have a special order made out on a filing | 


card. Only the chief of the service knows the very spe- 
cial system according to which the files of papers are 
filed, not by name, but by a phonetic filing system cor- 
responding, not to the spelling of the name, but to its 
pronunciation. Only the initiated are able to know 
the system. Inspectors serve a certain period of time 
in the records department in order to learn how to use 
the records. 

Note: 


If memory is correct, the records of the A. E. | 


F. during the world war were based on phonetic clas- | 


sification, and have given excellent service.—Ed. 
———_>—_——_ 
STEEL EQUIPMENT IN FRENCH MUSEUM 
Méthodes, Paris, showed illustrations made in the 
Paris Museum of Natural History, indicating an exten- 
sive use of steel shelving and cabinets to house the 
many specimens contained in the museum. 
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By A Standard 
Salesman 


a _ 
HESE Standard Duplicators don’t quite sell themselvee, 


but almost. They give me more than pieces of machin- 
ery to sell—they give me saleable ideas. People buy 
ideas — ideas that bring greater efficiency, improved 
methods, speedier operation, or lower costs. 

“And, it’s great to be associated with a SUCCESS like 
Standard —a long established line with a steadily 
growing list of installations in leading industries — a 
Company that keeps two jumps ahead of the field — 
vital, aggressive, with plenty of vision ahead. 

“Then, too, Standard has a wide range of models that 
makes it possible for me to pick up business by being 
able to sell equipment for a much greater range of 
applications. And, finally, I like to sell Standard Dupli- 
cators because the repeat supply business is steady and 
profitable. 


“Now You Take the Standard Rotary Duplicator" 
“Here’s a radically different gelatin duplicator. Over 
200 clear, sharp copies from one original — typed, 
written, or drawn. Uses regular bond paper. Gelatin 
films instantly interchangeable — used over and over. 
Hence, low cost. No wonder my territory took 57 of 
these machines this year. 


“Then There's Our New Process Duplicator" 
“No gelatin — no stencils — no ink — no type. Makes 
copies direct from the original. Fast rotary operation. 
Vastly superior for ‘system’ applications. 


“Standard Portable Duplicators Sell Fast, Too” 
“This portable gelatin duplicator combines small initial 
cost, extremely low operating cost and highly efficient 
performance.” 





We Have Real Opportunities 
For Sales Representatives 
Due to the rapid and continued 
growth of our Duplicator busi- 
ness, openings exist for capable 
salesmen, particularly men with 
system or office appliance experi- 
ence, in established Standard 
agencies. These are permanent 
and profitable connections, with 
opportunities for advancement. 





Write today to — DUPLICATING 





MACHINES DIVISION, STANDARD 

MAILING MACHINES COMPANY, 

; REVERE BLVD., EVERETT, MASS. 
ROTARY + PORTABLE - NEW PROCESS 





DUPLICATORS 
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NEW HOTCHKISS 6A 
r Newly Designed 
a Companion to 
- 5A with a Spe- 
r cial Tacker 
7 Feature 

- 

a 

oO 

vi 

= 


ERE is the newest HOTCHKISS 
STAPLING MACHINE all 
ready for you to clean up on. It's 
Model 6A—a smaller, more compact edition of 


the revolutionary Hotchkiss 5A machine. 


Model 6A has that exclusive Hotchkiss feature 
of using, without any change of parts, any “stand- 
ard” size staples with 4” legs and 4” crown 
from .019 gauge up to and including the 2C 
staples—and it will drive them all without clog- 


ging. 


More than that—Model 6A doubles its useful- 
ness to every owner by serving as a tacking ma- 
chine as well as a stapler. More uses mean more 


sales for you! 


Hotchkiss Model 6A is waiting your call—get 
your order in early and be one of the first to cash 


in on its sure popularity. List price $3.50. 


THE HOTCHKISS SALES CO. 


No-walk Connecticut 


Hotchkiss Model 6A be- 
comes a practical tacking 
machine just by folding 
back the base. Holds 105 


staples. 














OFFICE APPLIANCES 


STRENGTH OF SWISS STATIONERS 

The Swiss Union of Stationers, a body organized in 
1919, now has a total membership of 650 out of a total 
of 800 stationers in the country. The membership in- 
cludes most of the important Swiss stationers, accord- 
ing to The British Stationer. 

The organization is directed by a central committee 
of five members, elected every three years. The or- 
ganization meets alternately in Swiss towns. The 
membership is thirty francs, of which ten goes to the 
central committee and twenty to the local section. 
Each member firm also pays four francs for each of 
its employees, of which two francs goes to the com- 
mittee, and two francs to the section. A journal is 
published twice a month. 
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Envelope and Telephone Advertisement Wins Praise. 

This advertisement was recently adopted by the W. 

AA. Johnston Stationery Company, Knoxville, Tenn. 

In addition to being used as a classified telephone ad, 

the device is also printed on the inside of the firm’s 
No. 10 envelopes. 
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CZECHOSLOVAKIAN PATENTS IN 1934 
Commerce Reports] Patent protection was accorded 
2,812 new foreign inventions and processes in Czecho- 
slovakia during 1934, as compared to 3,142 in 1933. Of 
all the new patents granted by the Czechoslovak patent 
office, seventy-six per cent went abroad. Germany ac- 
counted for forty-eight per cent of the new patents; 


| United States, ten per cent; Great Britain and Switzer- 


land eight per cent each; France, seven per cent; Aus- 
tria, five per cent. 


——<- 


CHANGE IN MARVIN PAPER CATALOGUE 

The Marvin Paper Company, 626 Federal street, Chi- 
cago, Ill., reports several changes in the West Virginia 
Pulp & Paper Company classifications in its catalogue. 

Blendtone Enamel is renamed “Pinnacle” enamel, to 
avoid confusion with “Blendfold” enamel. “Sterling” 
enamel is now available in ivory, as well as in white 
and India. “Inspiration” index bristol is now carried in 
white, buff, blue, canary, cherry, green and salmon. 
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CHILD, INC., TAKES NEW NEW YORK QUARTERS 

Stanton M. Child, Inc., equipment engineers and sales 
representative of the Toledo Metal Furniture Company, 
Toledo, Ohio, recently moved from its old quarters at 
53 Park place, to a suite in the Woolworth building, 


| 233 Broadway, New York City. 
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#840 DAVENPORT 
(CHAIR TO MATCH) 
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In this popular Majestic “Moderne Suite” is that un- 





REPRESENTATIVES 


MID- M. V. Follin 
WEST 220 Fairbanks Road, 
Riverside, Ill. 


SOUTH O. D. Mann 
Montrose Blwd. Apts., 
Houston, Texas 
H. D. Blake 
Box 64, Rachel, W. Va. 


PACIFIC L. B. Downing 
COAST 50 Hawthorne St., 
San Francisco, Calif. 








FACTORY: Bridgeport, Conn. 


mistakable stamp of the craftsman — a delight to the eye 
in its exquisite finesse and a compliment to the good taste 
of the owner. Smartly customed to conform to the decora- 
tive scheme of your choice, this number enjoys wide- 
spread popularity Majestic confines itself to 
fabricating leather furniture. As a dealer you will find 
this advantageous. 


MAJESTIC LOUNGE COMPANY, Inc. 


Chicago Showroom 
1616 Merchandise Mart 


New York Showroom and Offices 
6 West 18th St., New York, N.Y. 

















Stationers = Ribbon & Carbon Dealers 





“The Complete Line” 


PROTECTION FOR YoU 


UR sales policy is EXCLUSIVELY WHOLESALE—always 
has been. Our line is STRICTLY A DEALER’S LINE 

Inked ribbons—Carbon papers—Roll carbons—Honest Values- 
Uniform Goods—developed through years of experience in meeting 
and solving Ribbon and Carbon problems. 
Successful dealers throughout the world give us their confidence and 
patronage. They KNOW our STRICTLY WHOLESALE policy 
merits their confidence and have found it insures their PROTEC- 
TION. 
Originators and Sole Manufacturers of Cleangrip and Whitedge 
Efficiency Typewriter Carbon. 


RIGHT PRICES--RIGHT GOODS—AND 
PROTECTION FOR THE DEALER. 


H. M. STORMS COMPANY 


Makers of “The Complete Line” of Carbon Papers and Inked Ribbons. 


561 GRAND AVE. 





BROOKLYN, N.Y. 








OFFICE APPLIANCES 












No. 461-F 60 x 30 
(illustrated) 
No. 451-F 50 x 28 
No. 441-F 40x 28 
No. 440-TW 40 x 28 
No. 450-TW 50x 28 
No. 436-T 36 x 26 
No. 450-T 50 x 26 





Start the New Year off right—stock plenty of ALMA desks. Your customers will appre- 
ciate the fact that these desks give a full measure of value—regardless of price. 


ALMA DESK COMPANY 


HIGH POINT, N. C. 





Make 1956 a Record Year .... SELL ALMA DESKS! 


















“Good 
Desks 
for 
Little 
Money” 











iF IT’S NOT IN YOUR STOCK 
DRAW ON OURS 


Before GENERAL’S Inks were 
produced commercially, samples 
of each type, together with 
competitive inks, were given 
the most exhaustive tests by 
the N. Y. Testing Laboratories 
(the oldest and largest un- 
biased testing laboratories in 
this country). The results of 
these tests conclusively proved 
GENERAL'S superiority, in every 
respect, over all other inks. 








IN 


NEW YORK STOCK 


And today, the four popular 
sizes of GENERAL’S Inks are 
definitely proving their superi- 
ority in SALES throughout the 
country. Everywhere, the de- 
mand is increasing for these 
finest of writing fluids. 





CAL CAMERON 
140 MAIDEN LANE 
NEW YORK, N. Y. 











JERSEY CITY ° 


IS LABORATORY BUILT 


Send for Details 
GENERAL PENCIL COMPANY 


NEW JERSEY 
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NEW ELECTRIC TYPEWRITER INVENTED 
IN GERMANY 

A new electric typewriter, which dispenses with type 
bars, using a revolving cylinder instead, has recently 
been invented in Germany. Exclusive sales rights for 
the machine have been sold to the Swiss Watch Trust 
(Societe Generale de l’Horlogerie Suisse S.A., Berne, 
Switzerland) for the entire world, with the exception 
of Germany, which territory the inventor has reserved 
for himself. 

The construction of the typewriter involves the appli- 
cation of a new electro-magnetic principle. The alpha- 
bet is carried on a revolving cylinder situated in the 
center of the machine, and the slightest touch of the 
key causes the cylinder to revolve to the desired char- 
acter, which then strikes through the ribbon against 
the paper. An effort is being made to eliminate the 
ribbon and ink the alphabet direct. 

According to a report received by the United States 
Commerce Department from its Berlin office, the ma- 
chine has several other important features claimed for 
it, among them being the claim that the alphabet can 
be changed in three seconds, making it possible for the 
rapid changing to practically any language. The type- 
writer is operated with a 150th horsepower motor. 

ictineapualiiageitias 
AMERICAN PRODUCTS AT VIENNA FALL FAIR 


A number of American office machines was displayed 
at the Vienna fall fair, competing for attention against 
a large number of machines of Continental origin. The 
Tenger Schreibmaschinen und Burobedarf Zeitung 
gave a list of the exhibitors, from which we have culled 
the American products shown. 


Underwood Elliott Fisher Sundstrand-Organisationsgesellschaft 
of Vienna; Art Metal Construction Company, represented by the 
Madress-Gesellschaft, Vienna, I; National Registrierkassen 
Gesellschaft, Vienna VI; Rex Company, Vienna IX showed the 
complete L. C. Smith & Corona Typewriters, Inc., line; an ex- | 
cellent display of the Varityper received close attention; Gard- 
ner adding and bookkeeping machines were displayed; the Royal 
Vertretung, Director L. Tiefenbacher, Vienna, showed correspon- 
dence and portable models; Barrett division of the Lanston Mono- 
type Machine Company; Victor adding machine; Ing. Hans | 
Trebitsch, Vienna, showed The Dictaphone; Underwood General 
Vertretung Max Huppert, Vienna, I., the complete line of Under- 
wood correspondence, portable and accounting machines; Mon- 


Calculating Machine Inc., calculating machines 

The management of the Vienna Fall Fair is to be 
congratulated on this fine array of modern office 
machines. 


roe Company, 
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IRISH FREE STATE SALES INCREASE 


Expanding industrial activity in the Irish Free State 
is creating a growing demand in that market for cer- 
tain types of office equipment, according to a report 
from Vice-Consul E. A. King, Dublin, in which the 
official pointed out that because of a lack of domestic 
manufacturing facilities the demand is being met by 
imports from America and Great Britain. 

Office equipment from the United States, the report 
said, enjoys a reputation in the Irish Free State for 
durability, quality and efficiency. Price however is an 
important factor to the average conservative commer- 
cial firm in the Free State. 

While the demand for typewriters, cash registers, 
steel furniture and vertical files is growing it is insig- 
nificant for bookkeeping machines, calculating ma- 
chines and check protectors. 

> 
JAPANESE WEEKLY REVIEW 

A copy of the “Shukan Ashia” weekly has come to 
our attention, a review of the news in the vernacular. 
It is published at Osaka, Japan. A bright cover in color 
shows excellent design and printing. Much of the news 
relates to the movie industry. 





Your customers 
deserve the Best 






Bates Featherweight 
—the finest number- 
ing machine made. 
Bakelite frame gives 
lightness without any 
sacrifice of strength. 


You know any number of ways that a 


Bates Numbering Machine will help his 


‘business. Tell hbim/ 


You know that a Bates will give him 
years and years of useful service. Tell him! 

You know that Bates stands for quality, 
and that quality means satisfaction to you 
and to him. Tell him! 

If he has an old timer or a worn out 
machine of any make, he’ll be interested 
in the Bates trade-in policy. Tell him! 

But, if there is any way we can make 
Bates machines better, or last longer—any 
way we can serve you better. YOU TELL US! 


Tell us your special machine requirements. 


Bates 


QUALITY PRODUCTS 


New York Office: 30 Vesey St. 
Bates Eyeleters 
Bates Ink, etc. 

Bates Perforators 


THE BATES MBFG. CO., Orange, N.J. + 
Makers of Bates Staplers Bates Indexes 
Mun-Kee Silent Stamp Pads Bates Eyelets 
Bates File Fasteners 


























A 


HIGGINS 
VEGETABLE GLUE 


~ - 


Low Price Sella It...... 


Strength and Utility Keep It Sold! 


HIGGINS’ VEGETABLE GLUE carries an immediate ap- 
peal to large buyers because of its extremely moderate 
price. As the strongest vegetable paste made, it has a 
multitude of uses in shipping room, office, school and 
home, sticking paper or cloth to paper, wood, glass or 
metal. Economically put up in handsome, easy to use cans 


of half pint, pint, quart and gallon sizes. 


CHAS. M. HIGGINS & CO., Inc., 271 Ninth St., Brooklyn, N. Y. 


HIGGINS VEGETABLE GLUE 
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In the uniform quality of LITTLE 
Carbon and Ribbons there is continual 

challenge to the imagination of the 

resourceful salesman. What cannot be 
done! in record making and keeping 
in the quick release and forwarding of 
orders and communications —in elimi- 
nating error and delay. 








' niform quality is particularly an attribute of 
LITTLE Carbon and Ribbons. Last summer 
today. next month. the following year—the 
uniform quality of LITTLE Carbon and Rib 
bons is available Therein lie inexhaustible 
possibilities for new and better service to 


business 





A.P. Little. Inc... Rochester, N.Y. 


NEW YORK OFFICE: BIBLE HOUSE, ASTOR PLACE 


Ileadquarters for photo SATIN FINISH PHOTO 

graphic ribbons for ill GRAPHIC ribbons are ac 

photographic and offset claimed absolutely the finest 

printing requirements ribbons for photographic re- 
quirements 






































OFFICE APPLIANCES 


MOST FAVORED NATION POLICY OF U.S. 

Spanish-American Trade, published by the American 
Chamber of Commerce in Spain, at Barcelona, pub- 
lished an address on the “Most Favored Nation Policy” 
of the United States, which told of the program of the 
United States government for arranging treaties with 
foreign countries. This was an excerpt from an ad- 
dress by Francis B. Sayre, assistant secretary of state, 
before the United States Junior Chamber of Com- 
merce at Columbus, Ohio. 

te 
“DICK HOYT, THE TYPEWRITER MAN,” OPENS 
NEW STORE 


Richard F. Hoyt, known throughout Lake County, 
Ind., as “Dick Hoyt, the Typewriter Man,” opened his 
new store at 5319 Hohman avenue, Hammond, on De- 
cember 1. 

The new store provides modern facilities for the dis- 
play and sale of office supplies. The store front and 
spacious show windows contribute to a most inviting 
exterior. 

Mr. Hoyt has been a prominent dealer in Hammond 
and vicinity for some years. His energetic promotional 








“Typewriter Man” Opens New Store._Here is the interior of 
Richard F. Hoyt’s new establishment in Hammond, Ind. Mr. 
Hovt has been a dealer in Hammond for several years. 


and publicity methods have won him a distinctive 
place in the business and community life of his city. 
Among his interesting activities along this line is the 
baseball team which he sponsors and which bears his 
name. Last year the team won the local class “A” 
championship. 

As his name implies, “Dick Hoyt, the Typewriter 
Man,” sells and services all makes of typewriters, new 
and used. He also represents several manufacturers 
and carries a complete line of office supplies and equip- 
ment. The interior view of the store, shown here, re- 
veals the attractive and efficient arrangement of 
shelves, stock and displays. 


> 
NERVOUS TROUBLE DRIVES AUTHOR TO 
TYPEWRITER 


The Irish Printer commented on the predicament of 
a young newspaper man of Northern Ireland, who, 
because of a nervous ailment cannot write longhand. 
This man, A. Doherty, was permitted to use a type- 
writer at school. After finishing his schooling he 
bought a used typewriter, and started to write. He 
secured work on a local newspaper, and continues his 
repertorial duties, as well as doing some freelance 
writing. 
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No. 91314 


We take pleasure in 
presenting our new No. 900 series of desks comprising all standard flat top, typewriter, and table sizes, including a 34 
x 60 four drawer Executive type. This desk embodies all the features most desirable to the ultimate consumer; it’s cor- 
rectly designed, workmanship, material and finish is first-class. It has all the eye appeal of a desk of the higher grades. 
All the exterior exposed parts are Genuine Walnut except the posts, which are 
red gum. Order at least one of these and be convinced that this series will be Dent chdimion wih Sew -Raties 
a money maker for you. Chairs reduce freight and handling 


INDIANA DESK COMPANY, JASPER, INDIANA — Schuion.“™4 Kee? Your stock in good 























New Indiana 


Chairs — for 


Satisfaction 







DORSON ur. 
Time Stamp 


Unconditionally 
Guaranteed 


Stamp rest keeps type . 
off ink pad when not in 
use. 

Dealers everywhere report that Dorson Jr. is the 
fastest selling time stamp on the market today. 
New improvements and exclusive features now 
make the Dorson Jr. Time Stamp the most profit- 
able item of its kind for dealers to handle. The 
attractive modern design and beautiful chromium 
finish sells them on sight. 
The utmost in quality has been built into Dorson 
Jr. so it will give uninterrupted accurate service 
no matter how roughly it may be used. Everyone 
is backed by an unconditional guarantee! Why not 
sell the best when they cost no more? 

The following distributors carry Dorson Jr. in stock 

Consolidated Stamp Mfe. The Louis Melind Co., 


Co. 362 W. Chica Ave.. . a8 
‘7 Church a Gti, ak. RIGHT - ++ in spirited tempo of design—in quality of 
New York, N. Y. 593 Market St. beautifully finished solid walnut and genuine ‘“Titetan” 
' a" San Francisco erushed grain leathers, and RIGHT in real comfort. Shipped 
The Superior Type Co.., The Eagle Stamp Works, in pool cars with Indiana Desks if desired. Catalog on request. 
3940 Ravenswood Ave.. 162 N. Franklin St. 


DORSON TIME INSTRUMENTS COMPANY NEW Rites. tenia a 


605 W. Washington Bivd., Chicago, Ill. 
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Graphic _ 


HECTOGRAPH 
COMPOSITION 
TRAYS 
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Schools, restaurants, clubs, small 
offices, wherever 50 to 100 copies 
are required at minimum cost 

these are sure prospects for low 
priced Graphic Hectograph Com- 
position Trays. Simple to use— 

easy to sell—and profitable too. 

You ought to try them. Write to 


GRAPHIC DUPLICATOR CO. | 
148 Lafayette St. New York, N. Y. 
CHICAGO BOSTON CLEVELAND 
Manufacturers of a complete line of Gela 
fime duplicator md ros, Hectographs ’ 

fills and supplies 
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For that Sales Manual, Catalog, 
Book of Regulations, etc. 


PERFECTION METALS 


Our service is particularly designed for stationers 
who operate their own printing and binding plants. 
Many different types and sizes of ring and post 
binder metals are now being used and because we 
specialize in their production, frequently bringing 
out new metals embodying latest developments and 
improvements, this service is exceptionally valuable 
in its field. 

If you do not have our catalog, send for a copy. 
Besides specifying and illustrating our many stock 
metals, it is a veritable compendium of useful in- 
formation on the subject. 


Loose Leaf Metals Co., Inc. 
6816-6824 Arsenal St. ST. LOUIS, MO. 


Pacific Coast Representative: 


S. & D. Loose Leaf Co., 427 N. San Pedro St., Los Angeles, Calif. 
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A NEW Transfer File 


of Steeland Wood . . . in the Price 
Class of Corrugated Cardboard 





PATENTS 
PENDING 





Here at last is the ideal transfer file that fills the long wanted 
demand for a practical, efficient, low cost filing of records. 
They are made of substantial materials—wood, steel and fiber- 
board, fabricated to give years of service, yet are very neat 
and attractive in appearance. Interlocking is easy and positive, 
permitting them to be stacked ceiling high. The framework 
supports the drawer so that it will always slide as readily as 
those of your personal file. 


A test will convince you of the superiority of Add-A-Unit 
files. Before ordering your transfer files, investigate these fine, 
low priced files. 


Made in All Popular Sizes 


Hedges Mfg. Company 
2700 Wentworth Ave. Chicago, Ill. 


BRIGHT IDEAS 


IN LEATHER FURNITURE 











Characteristic of all BRIGHT crea- 
tions is that evidence of finesse only 
true craftsmen obtain. Here the 
buyer of leather office furniture 
finds an expression of originality so 


desired. No. 30-C Re- 

. volving chair 
Every BRIGHT number is a real ce on > te ~ 
value—quality attractively priced. Solid Walnut 
Every dealer can make more money Height 3834 


; " 1g” 
selling them. You try it! Depth so ; 


BRIGHT CHAIR CO. Inc., 
127-133 BLEECKER ST. 
NEW YORK, N. Y. 





Our profusely illus- 
trated catalog will 
be sent to every in- 
quiring office furni- 
ture deaier. Write 
for it now. Your 
first order will con- 
vince you. 
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PLAINT OF AUSTRALIAN STATIONER 


The Booksellers, Stationers and Fancy Goods Jour- 
nal, Melbourne, Australia, printed a paragraph which 
should cause American stationers to give thanks for 


their immunity from trading for the government. 
“Not only is taxation heavy, but the government treats some 


of its patrons unfairly. Take the stationers who sell postage 
stamps as an example; they pay rents, assistants, light, local and 
commonwealth taxes, and yet are asked to give this service to the 
commonwealth, in selling their postage stamps for nothing. Last 
year the post office made a profit of about £1,500,000, yet will not 
allow the stationer a just return. Following is an extract from a 
letter received from a North Queensland stationer 

“I have to pay for two hours overtime every Sunday night to 


sell stamps for next morning’s mail, for which expense I do not 
receive a penny return from the government. Is that just? Of 
course it is not just. Justice is depicted as being blind in one 
eye. The Postmaster General evidently has a bandage over both 


eyes, so far as our trade is concerned. All sellers of stamps 
should band together and stress this iniquitous treatment before 
their members, so as to bring pressure on a government which 
treats ‘sellers of their goods’ in such a shabby manner. No busi- 
ness firm, outside of a government monopoly, would live a month 


if they handed out such treatment to their customers. 

American stationers are fortunate that the corner 
druggist serves the postage stamp trade. 

—~— — 

ENGLISH STATIONERY BUSINESS 165 YEARS OLD 

The Stationery Trade Review, London, England, is 
running an illustrated series on long-established sta- 
tionery shops of England. A recent issue showed the 
store front of Voile & Roberson, Faversham, England, 
which has been operating over 165 years. During the 
life of this business there have been eight different 
proprietors who have been important civic factors of 
the town. An interesting fact presented by the Sta- 
tionery Trades Review is that each year the farmers 
who grow hops require hop picking cards and tally 
books for recording the crops—the tally books have 
taken the place of the old wooden stick on which the 
record of bushels picked was made by notches cut by 
the tally man. 

+. 
PARIS OFFICE EQUIPMENT SHOW 


The Paris organization of the United States Depart- 
ment of Commerce published a brief report on the 
Office Equipment show held in that city. Typewriters 
and adding machines comprised the major part of the 
exhibits, and included machines ranging from the 
simplest to the most elaborate devices, electrically 
driven. Filing cabinets, duplicating machines and reg- 
istering devices of various types were also shown. 

The first of the French business shows was held in 
1910, immediately preceding the foundation of the 
Syndicate of Commercial Organizations. That body 
has since sponsored the French business shows, which 
are now annual events. The show held recently was 
the fifteenth of the series. 

os 
LEGION OF HONOR FOR FRENCH STENOGRAPHY 
VETERAN 





From Le Sténographie Illustré we learn that M. Jules | 


Panche has been named a member of the Legion of 
Honor of France. The announcement of this honor was 
made at the close of the National Congress of Steno- 
graphic Societies at Séle, France. The announcement 
was received with applause, and good wishes were ex- 
tended to the new legionnaire, a magnificent elderly 
man who is in his eighty-eighth year. 
—_<____ 
EIGHTIETH ANNIVERSARY OF SWAN PENCIL 


The Papier Zeitung of Berlin reported that the 
Schwan Bleistift Fabrik, A. G., Niirmberg, Germany, 
had celebrated its eightieth anniversary in October. 
This business was established in 1855 as Firma Gross- 
berger & Kurz. From modest beginnings this industry 


has grown to a weekly output of over 1,000,000 pencils. 
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Thousands of offices 
need better lighting / 






Faries Natural Light is the proven answer. 
It is ideal for office use because like daylight 
it gives a soft restful light, evenly distributed 
over the entire working area. It eliminates 
glare, both direct and reflected, even from 
glossy or concave surfaces. It can be attached 
permanently to a desk or machine, or used as 
a portable with the clamp attachment. It 
leaves the entire working area unobstructed. 
It will swing freely either right or left to ac- 
commodate the shifting of work. 


No. 1989 
List price $11.00 


Furnished in satin 
nickel, or statuary 
bronze with metal 
or parchment 
shade. Optional 
base, either clamp 
or screw attach- 
ment. 


By actual tests these lamps have reduced 
errors by as much as 50%, and eye fatigue 
66%, while actually speeding up operations. 
Write us for full details and prices. 


FARIES MANUFACTURING COMPANY 
DECATUR, ILLINOIS 
| htt LNT | SRR AIRE 








Patent 
Pending 


Respirator Cushions 


are 
Cool and Comfortable 
Air-Conditioned and Ventilated 
by Respiration 
Your customers will appreciate your calling 
Respirator Cushions 
to their attention 
L. M. BICKETT COMPANY 
Watertown, Wis., U. S. A. 
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STORAGE FILES 


“THE STRONGEST MADE” 


oece-cne 


“DESIGNED TO 
STAND THE GAFF’’ 


Laboratory Tested 
to Withstand a 


Pressure of Over 
2,000 Lbs. Insures 


REAL 
PROTECTION TO 
TRANSFERRED 
RECORDS 
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DEMONSTRATION SAMPLE 
‘*YOURS FOR THE ASKING” 

















Small and compact—easy to carry 
Inside label carries complete sales 
story, prices and special informa- 
tion. Send for one today and com- 
plete details on this superior Stor 
age File 


C. L. BARKLEY & CO. 
I 

















Manufacturers-Filing Supplies 
517 S. Jefferson St., CHICAGO 























CARBONS andRIBBONS 


Will be found economical for the reason 
they possess DURABILITY resulting in 


maximum wear and longer life. 


This is just one of the reasons why the 
Dealer should carry the BUCKI LINE. 
Other reasons lie in the Buckeye Merchandis- 
ing Plan which will be explained upon re- 


quest. 


™ Buckeye Ribbon & Carbon Co. 


1458-1468 East 55th Se. Cleveland, Ohio 


A copy of the Buckeye Booklet awaits your request. 
Dealers have found it indispensable. 
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GENERAL FIREPROOFING ISSUES IMPRESSIVE 
ADVERTISING 


The advertising mailings of The General Fireproof- 
ing Company for December included two unusually im- 
pressive pieces. One, a booklet dealing with the 
Goodform aluminum posture chair, the other a folder 
presenting Super-Filers. 

The “Goodform” booklet consists of eight pages 
decorated in blue, black and silver. It presents graphic 
diagrams of correct and incorrect posture of women 
office workers. The diagrams are emphasized by ar- 
rows which point out unhealthy restrictions of various 
parts of the human body brought about by improper 
seating. Other sketches with arrows and diagrams 
dramatize the features and function of the chair. The 
illustrations in connection with the brief text sum up 
in convincing argument the value of the “Goodform,” 
making the book practically a sales manual for dealers. 

The “Super-Filer” folder, twenty by thirty inches, 
is attractively decorated in red, green and black. It 
contains photographs and diagrams which point out a 
number of new features and picture the various meth- 
ods of using the cabinet. The sheet is folded in a way 
that brings out to the reader in continuity all of the 
special points of the file. 

In form and contents the booklet and the folder are 
outstanding. The coverage of their respective subjects 
is appealing and exhaustive. 


———E——— 
ADVERTISING MAKES SELLING EASIER 


L’ Efficience (Brussels) offered a thought on adver- 
tising which is pertinent. It said that road salesmen 
should not forget that advertising facilitates sales. It 
paves the way for their work. In confirmation of this 
fact, here is an old story: 

A traveling salesman and an advertising man were 
having a discussion. The salesman pulled out his order 
book. “All these orders,” he said, “are secured by the 
representative in the course of his visit. You can’t 
show me a single one put in the book by advertising.” 

“True enough,” responded the advertising man, “But 
no more can I show you a single barn whose loft has 
been filled with hay by the sun.” 

whe 
MUSIC WRITER INVENTED IN GERMANY 


Papier Zeitung reports that a Czechoslovakian patent 
has been issued to two Germans for a music writing 
machine. The inventors are Oskar Kult of Giesshiibl- 
Sauerbrunn, a technician, and Fritz Thiele, a musician 
of Eula. The machine is said to be about one-half the 
size of a correspondence typewriter, and is adapted for 
writing notes, the words, and for reproduction on a 
stencil duplicator. Writing is done on a film-like white 
strip, the impressions of which are reproduced photo- 
graphically in as many copies and enlargements as 
required. 

REMINGTON RAND PROMOTES PAULSON 


As a reward for his brilliant sales record since he was 
appointed a junior salesman in Minneapolis, Novem- 
ber, 1934, Robert C. Paulson was recently promoted to 
the position of branch manager of the Powers Division 
of Remington Rand, Inc., at Syracuse. 

A native of Clear Lake, Minn., and a graduate of the 
University of Minnesota in 1928, Mr. Paulson began his 
career with Remington Rand, Inc., six years later. 

In May, 1935, he was promoted to senior salesman, 
holding that position until the latest appointment was 
announced sending him to Syracuse. 
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FREE! 


PENNANTS 


FOR YOUR CUSTOMERS 








THIS PENNANT PLAN IS A 
WORLD BEATER 
FOR AUTOPOINT DEALERS! 








F you haven’t started this 

business-building free pen- 
nant plan in your store... 
don’t lose any more time. Deal- 
ers have been amazed at the 
way it’s boosting sales and in- 
creasing their profits. Set of 10 
full-color College Pennants in 
glassine envelope given to each 
customer buying an Autopoint 
or Realite Pencil. 70 pennants 
in all. Many people are col- 
lecting full sets! This plan is 
the perfect selling-ally for Auto- 
point quality! Autopoints are 
better, in looks, writing ease, 
durability! Exclusive Grip-Tip 
to keep leads from wobbling, 
slipping, breaking. 19 other 
features. 


We Furnish Displays! 
We'll give you display pen- 
nants, a smash window dis- 
play, counter cards .. . every- 
thing to put the Pennant Plan 





over BIG in your 
store. Order your 
pencils and pennants now. 


We recommend this 
fast-selling assortment 


No. 4P) 


36 No. 90B  (25c list) Realites 
24 No. 92B (25c list) Realites 
24 No. S-76 (60c list) Autopoints 


6 No. 48 75c list) Autaqpoints 
36 Tubes 10c list) Medium 
Black (24) Leads 
12 Boxes (10c list) Standard 


(4) Erasers 
90 Sets of Pennants net to you, 4c 
per set. Regular 20c retail value. 
TOTAL LIST PRICE $41.10 


Write for Discount 
e 


eB Better Pench 


AUTOPOINT COMPANY, Dept. 0A-1. 
1801 Foster Avenue, Chicago, lil. 





Help You to 


SELL 








SCALES/ 


OU realize, of course, 
i that every business 
office should possess an 





Let the Hanson Merchandising Plan 


3 





efficient postal scale, because of its general con- pounds 
venience and the postage it saves. But no mat- ounces 
ter how seeming the need, there still remains the 


: 
i 
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Five 
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IF YOU COULD (Patent Pending) 


“COUNT THE DROR.-TYPES” 


You would count upon them as a vital factor in 1936 sales. 
We are already selling more of them than of the old types 
combined — you will, too. 


Grand 
Rapids 


VUL-COT 


-the National Wastebasket 


Michigan 














problem of transferring scales on your shelves into 
active service. Even Hanson scales, though perfectly 
constructed and comprising every known improvement, 
need to be backed by a successful merchandising plan. 


There is such a plan—‘ The Hanson Weigh,”’ plus per- 
sonal service especially adapted to your particular sales 
problems. Hanson dealers are provided with this 
service. Hanson scales must—and do—move into 
their ultimate mission—that of giving unvarying and 
efficient service to industry. This is the objective of the 
Hanson Merchandising Plan. Send for it now. Let it 
establish for you a profitable postal scales department. 





Designed to meet particular office needs, Vul-Cot wastebaskets 
are standard equipment in 87 per cent of business offices in 
America. Made of National H*A*R*D Vulcanized Fibre—one 
material that will not chip, dent, crack or rust. Available in 
olive-green, maroon-brown, oak, walnut and mahogany. Liberal 
sales policy assures good profit on every Vul-Cot sale. 


Hanson Scale Co. 


525 N. Ada St., Chicago, Ill. NATIONAL VULCANIZED FIBRE CO. 


Wilmington, Delaware 
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A NEW YEAR'S RESOLUTION 
TO FEATURE THE DOPPCRAFT LINE 


Brief Cases and Zipper Envelopes 





SHON N above is the new Two-Sided Zip Envelope, 
~ an ideal underarm case for carrying papers. It has 
a full length pocket on one side and two small pockets 
on the other—also identification card pocket—pockets 
and lining of Tufhyde. The case is made in either black 
or brown Sea Shark cowhide, with turned edges. 


Write for our catalog showing the complete line of 
DoppCraft leather goods. 


Charles Doppelt & Co. 
412 Orleans St. Chicago, Ill. 
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WRITE TO 


MARKS MANUFACTURING CO. 
521 W. MONROE STREET 
CHICAGO, ILL. 


x Write for Our New 1936 Catalog 











ANNOUNCING 
The 


ARISTOCRAT 


of Adding Machine * “ oe 
2. Correct tensile Strength 
3 


. Insures Clean, positive 
B L L Impression 
4 


. Tightly wound for uni- 
form feed 








. Absolutely lintless 


With the turn of the year, LYNN 5. Does not absorb excessive 


imtroduces the new “ARISTO- ™ 

CRAT” line adding machine and ons 

cash register rolls . . . the highest 6. Full measure Guaranteed 
quality obtainable ... the best 

that can be made... cut to ac- 7. Rolls end-marked 2 ft. 
curate measurements .. . correct from end 

thickness ... ample strength . . . 

clean-textured . . . and still not 

expensive. Practically every trace e 8 8 

of lint has been eliminated, and a 

dozen other powerful sales points 

are featured to insure customer Full line lintless rolls for all 
satisfaction and repeat sales. YOU idding Machines, Cash Reg- 


SELL MORE when you sell LYNN. 


isters, Police Signals, Tele- 


We have also begun production on type, Time Clocks, Billing 
our new PEERLESS brand paper Machines, Addressographs, 
rolls... an exceptional value for a weil coal i dupli 
the money. Write for full informa- ote. MPSSRISSS GRE Gupe 
tion, Free Samples and prices to- cate rolls a specialty. 

day! 


PAPER PRODUCTS 
MANUFACTURING CO. 


2000 HOWARD ST. DETROIT, MICH. 





LYN 








Cuthon 


CARBON ( 
PAPERS 





TYPEWRITER 'IDEr 
RIBBONS a 


YPEWRITER 
RIBBON 


Developed for a 

Discriminating Trade 
The Codo Manufacturing Corporation was built 
by salesmen. It was established and is now mak- 
ing progress because these men knew that better 
grade carbon and ribbon is in demand and can 
be sold in large volume if uniform results can 
be assured. The success of Codo Ribbons and 
Carbons is proof of their better quality. The 
fact that these products are sold in profitable 
quantities at various markets testifies to the op- 
portunities now available elsewhere. Write for 
details. 


Codo Manufacturing Corp. 


Coraopolis, Penna. 
New York Chicago 
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THOMAS COMPANY ISSUES SUPPLEMENT OF 
REGISTER 

A twenty-five page supplement to the Thomas’ Reg- 
ister was recently issued by the Thomas Publishing 
Company, New York City. Under the heading of “The 
Plastic Industry in America,” the publication contains 
classified lists of companies engaged in the plastic in- 
dustry as well as a description of the materials used as 
plastics. 
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A portion of an In- 
stallation of 12,000 
“Greenedge” Storage 
Boxes Recently Com- 
pleted for a Large Pub- 
lic Utility Company in 
the Middle West.—The 
files are the product of 
the C. L. Barkley Com- 
pany, Chicago and the 
installation was hand- 
led by a regular Bark- 
ley dealer. 

















EXPERT ACCOUNTANTS’ LICENSE IN FRANCE 

Le Chef d’ Comptabilite gave emphasis to the advisa- 
bility of those qualified to look forward to obtaining 
the expert accountant’s license from the state. A cer- 
tain number of accountants have already passed the 
preliminary examination, and have grouped themselves 
to that end. Mr. Brunier, who is serving his licentiate 
as an expert accountant, is busy with, and will always 
concern himself with anything which might be of in- 
terest to his colleagues. 

Now we may add that there is likewise a plan for 
these accountants to form a small special group among 
the accountants of the C.C. C. Therefore we address 
to them a special appeal and ask that they make them- 
selves known without delay to the secretary’s office. 
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TOUGH LEAD 


MOON 


Standard in large corporations— 
where they know how to buy. 


COPYING PENCILS 












DEGREES 
EXTRA HARD 
HARD 
MEDIUM 
SOFT 





J. S. STAEDTLER, INC. 
53-55 Worth St., New York City 





















The All-Quality Adhesive 
and the all-purpose adhesive for pasting, mending 
and waterproofing . . . This all-around service is 
offered in Pas-T-Lastik . . . Many say that paste 
is paste, but Pas-T-Lastik says—there’s a differ- 
ence—as indicated by its slogan—‘‘It sticks 
better and isn’t sticky”’ . . . Users will prefer it 
for its ultra-cleanliness and for its wide range of 
uses with paper, cloth, metal, glass, leather, 
wood, etc. . . . It will pay you to investigate its 
advantages and possibilities . . . Let us send you 
free samples for trial and full details today. 


THE SHATTUCK COMPANY 


426 FOURTH AVENUE — PITTSBURGH, PENNA. 


FREE 


| Firm name 





Yes, we are interested in 
free samples and details. 





Street 
| 


City 


4a (Pin to your letterhead and mail today) 


ptt lll ll dl de ee a ha ey 
































LUNA COLORED 
PENCILS 


DEADLINE .) ee 
PENCILS and drawing use. — 


DIANA 
BLACK LEADS 


LUNA COLORED 
COPYING PENCILS 


HALF-MOON 
PENCILS 


MARS COPYING 
LEADS 


J. S. STAEDTLER, INC. 


53-55 WORTH STREET, NEW YORK, 
























* 
Speed-Mo 
TYPE BRUSH 
and CLEANER 


(Patented) 


* 


The new and better way to 
keep type clean, on type- 
writers, adding machines, 
or other devices. It cleans 
quickly and _ thoroughly, 
without spattering, or soil- 
ing fingers. 

Glass reservoir-handle 
feeds cleaning fluid to foun- 
tain brush; flow controlled 
by finger on valve button. 
Automatic valve prevents 
waste and evaporation. 
Brush tip and reservoir re- 
® placeable. 

Speed-Mo Cleaner has a pleasant odor; is non-inflammable. 
Quick action; instant drying; no wiping. 

Packed in handsome self-display container, complete with 
Cleaner refill. 











For quick action on this smart new item, 
write us at once for details. 


RIVET-O MFG. CO. 


36 Jason St. Orange, Mass. 
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THE HALOID COMPANY ACQUIRES RECTIGRAPH 

Gilbert E. Mosher, president of The Haloid Company. 
Rochester, N. Y., announced recently the purchase of 
The Rectigraph Company, manufacturer of photo- 
copying machines. The transaction involved approxi- 
mately $500,000. The joint assets of the consolidated 
companies are $1,250,000. Both concerns have been en- 
gaged in their respective lines almost thirty years. 

The Haloid Company is one of America’s largest 
paper sensitizers. The Rectigraph Company is a lead- 
ing manufacturer of photo printing devices. The latter 
company was organized and incorporated by George 
C. Beidler, an Oklahoma abstract clerk. In his quest 
for a simple and easy means of reproduction, he de- 
vised and invented the first camera adapted to the 
photographic copying of documents — one which did 
not require the customary darkroom, but functioned 
out in the brilliant lighting of the modern office. 


Rectigraph Business Organized 

The Rectigraph Company was organized to make and 
sell Beidler’s Rectigraph machine, as he called his 
camera. Success followed quickly and a ready market 
soon developed. The photographic copies made by the 
Rectigraph are produced on a special kind of sensi- 
tized paper. Rectigraph purchased its supply of sen- 
sitized paper from an outside source. Since 1920 the 
Rectigraph Company has sensitized paper for its own 
requirements in its spacious modern plant. 

The Haloid Company, purchaser of The Rectigraph 
plant, patents and good will, occupies a large plant 
on the western outskirts of Rochester. Over fifty 
grades and brands of sensitized paper are manufac- 
tured. There are branches in New York, Chicago, and 
agencies in other large cities, including San Fran- 
cisco, Los Angeles, Washington and Dallas. 

The greatest development in the sales of The Haloid 
Company occurred during the period of depression. Be- 
ginning in 1930 each year has scored a new record in 
volume. At present The Haloid plant is operating con- 
tinuously on two shifts of eight hours each. Its work- 
ing force is seventy-three per cent greater than in 
1929. Its payroll exceeds that of 1929 by ninety per 
cent. These figures indicate the strikingly favorable 
record made during the depression by the photographic 
industry. 

Trade Position Strengthened 


Mr. Mosher believes that the trade position of The 
Haloid Company will be strengthened greatly through 
its acquisition of The Rectigraph. A vigorous ex- 
ploitation of the Rectigraph camera, improved and 
modernized to meet present and future needs, is con- 
templated. Reserve capacity of the Rectigraph plant 
will be used to relieve the already strained capacity 
of the Haloid factory. Plans are also under considera- 
tion for the enlargement of the research department 
to improve present products and to develop new items 
for which a known potential market exists. 

The following officers and directors of The Recti- 
graph Company were elected: G. C. Beidler, chairman 
of the board; Gilbert E. Mosher, vice president; E. C. 
Yauck, secretary and treasurer. J. R. Wilson, H. F. 
Koch and H. A. Piper, with the officers mentioned 
above, constitute the new board of directors. 

The officers and directors of The Haloid Company 
are: Gilbert E. Mosher, president; Edwin C. Yauck, vice 
president; Joseph R. Wilson, secretary and treasurer. 
The foregoing officers, with the following, are direc- 
tors: H. Eugene Niles, Charles Van Voorhis and Fred 
W. Zoller. 
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Ucthex 


FILE 
POCKETS 


still lead the way to 
greatest filing satisfac- 
tion. 


Sturdily constructed 
from first-quality red- 
rope stock, their lasting 
serviceable qualities 
make them the cheap- 


est buy in the long run. 













































“Vertex” Pockets will 
satisfy your customers 


ALVAH BUSHNELL CO. 


925 Filbert Street PHILADELPHIA 
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The 
S vi iw 
SLIPSHEETER 


Completely eliminates offset by 
dropping a card as fast as the 
sheets leave the duplicator. Ca- 


pable of operating at a speed of 
1000 per hour. 


{ valuable aid to perfect duplicating 
Complete with 4 packs cards (400) 


$3500 


For full particulars write 


SHINN COMPANY 


DAVENPORT, LTOWA 


we 


In writing stale the make and model 
of your duplicator. 























A Posture CHAIR 


that LOOKS GOOD 
and is COMFORTABLE 


A posture typewriter chair 
that executives welcome be- 


cause it allows the greatest 
efficiency and comfort to operators, 
without making any sacrifice in its ap- 
peserance. Now equipped with ball- 
bearing swivel iron at no extra cost. . . 
a tested design of finest craftsmanship 
and materials. That this Boling’ Chair 
is retained in the populer price class is 
@ tribute to our 40 years of chair build- 
ing, plus the finest of modern equip- 
ment. Write for catalog on Boling 
Office Chairs 



















No. 8204— 
Quartered Oak 

No. 8214— 
Pecan, Walnut 
oO. 4— 
Pecan, Mahogeny 

No. 8234— 

Steel Green Oak 


NORTH CAROLINA 


SILER CITY 
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What the Figures Prove 







‘at 


} 

Hundreds of stationers have 

proved that the Mohican line © 

offers greater opportunities for | 
profit in pencils. Write for sam- “a 

ples and complete information. 


SPECIAL NOTE 


You can't afford to compromise 
with quality in a pencil that bears 
your imprint. Examine your private 
imprint pencils critically. If there is 
room for improvement write to us 
im mediately. 


MOHICAN PENCIL COMPANY 
Manufacturers 


PHILADELPHIA, U. S. A. 
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CA—MOHICAN—DA WN—GREAT 
Graphite, Crayons and Copying 


SENE 














Now that inventory time is 
over check your stock care- 
fully. 

Be sure you are ready for 


your trade that want the 
Tusdbell Line. 
RING BOOKS MEMOS 
RING BINDERS 
ZIP-ZIP RING BOOKS 
METAL HINGE BINDERS 
FEATHERWEIGHT MEMOS 


PRESS-TO LEDGER OUTFITS 
WIRE-O STENO. BOOKS 


MY FINANCES MY BUDGET 

. Gz . 

Check your Sudde Catalog 
and send your order in for 


prompt delivery. 
PRUSSELL MANUFACTURING CU. 
Poughkeepsie, N. Y. 














DICTATOR 
INKS 


Dictator Inks are designed primarily 
to function efficiently in conjunction 
with non-cellulose stencils, although 
they perform equally well with other 
types of stencils. Made in three dis- 
tinct qualities for use on all rotary 
duplicators. 


DICTATOR 


STENCILS 


These stencils produce unusual 
copies of both styli and type- 
written impressions, clear cut 
and brilliant. 





The maximum number of satis- 
factory impressions are pro- 
duced from each stencil. 


We co-operate with dealers to 
the fullest extent. 


INK SPECIALTIES CO. 


FRED 8B. CANODE 
519-21 South Lafiin Street 
CHICAGO, ILL. 
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OFFICE FURNITURE 















HOWELL Chromsteel is the 
new idea in office furniture. 
It is modern (but not ’’modern- 
istic’), practical and inex- 
pensive. Mail this advertise- 
ment with your letterhead for 
the New Catalog and special L 
price list. i 


HOWELL 


ST. CHARLES, ILLINOIS 


NEW YORK CHICAGO MIAMI LOS ANGELES SAN FRANCISCO 


ELIMINATES POSTAGE WASTE 


Improved 
Triner No. 9-T 
meets postal 
tolerance of 











ONLY FIVE y 

GRAINS ~— 
Increased ‘ 
Markets 9 ore tee. 


Never before were the post-office requirements so exact- 
ing. With a tolerance of only five grains now permitted 
many business concerns are wasting money in over-post- 
age because ordinary scales cannot indicate a five-grain 
variation and thousands of scales now in use are inade- 
quate. Your market for Triners is thereby greatly in- 
creased. 


Triner refinements make this close-weighing accuracy 
possible. Permanent balance, special alloyed steel pivots, 
perfect alignment and operation of moving parts, to- 
gether with sturdy, high-grade construction, insure de- 

ndable and lasting service. Capacities nine ounces to 
our pounds in various models, with computing charts 
on those of one pound and over. 


Send for detailed description and prices 


TRINER SCALE & MFG. CO. 


2714 W. 2ist Street Chicago, Illinois 
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PERSISTENT MAIL CAMPAIGN WINS TRADE 

Sanderson Brothers, North Abington, Mass., are per- 
sistent users of direct mail advertising to develop busi- 
ness in the stationery department. This concern also 
conducts a printing business. It has a number of pop- 
ular lines, including the Art Metal Construction Com- 
pany, The Carter’s Ink Company, Postindex Company, 
Wilson-Jones Company, and The Toledo Metal Furni- 
ture Company. 

The various items offered in the mail campaigns are 
standard merchandise, and the campaigns are han- 
dled in snappy fashion. Here is a paragraph showing 
how a trade problem is handled: 

“Beef is Beef—Buying a commodity at the lowest 


price is like demanding competitive prices on beef, | 


without specifying the cut. ... Seldom, if ever, is 
there a common basis for submitting prices on a manu- 
factured commodity. Always the element of quality 
should and must enter into it.” 
$< - - —- 
STAEDTLER ISSUES 1936 CATALOGUE 

J. S. Staedtler, Inc., 53-55 Worth street, New York, 
N. Y., has issued their new 1936 Pencil catalogue, which 
is designed to be a sales help as well as a dealer ref- 
erence. The catalogue is small and easy to handle and 
spot indices make is possible to find the section refer- 
ring to any group of pencils immediately. 

Each pencil in the line is illustrated and described 
to give complete and sales stimulating information to 
the customer. The numerous types included in the 


wide selection are those for commercial, educational | 


and professional use as well as cosmetic, nail white and 
novelty numbers. 

Prices are listed on a removable insert which permits 
the catalogue to be kept up to date throughout the 
entire year. Copies of the catalogue will be sent upon 
request. 

8 
MATTHEWS RETURNS TO DESK FOLLOWING 
OPERATION 

A. S. (Mat) Matthews, manager of the stationery 
department of the Hall Lithographing Company, To- 
peka, Kansas, celebrated the new year by being back 


on the job fully recovered from a serious operation | 
which he underwent last November 12. “Mat,” as he | 


is known to scores of friends in the trade, was stricken 
at his desk and surgeons found it necessary to perform 
an emergency operation. The patient’s recovery was 
rapid and Mr. Matthews returned to his home in time 
to enjoy the holiday season. 

salient 


WOLOWITZ VISITS O. A. EASTERN OFFICE 


Morris Wolowitz of the United Typewriter & Adding | 


Machine Company, Washington, D. C., paid a brief 
visit last November 27 to the New York office of Office 
Appliances where he was greeted by C. H. Everly, east- 
ern manager for this journal. Mr. Wolowitz, who is 
the father of William H. Wolowitz, better known to the 
typewriter trade as “Wolly,” was visiting New York on 
a matter of business and found time to renew acquaint- 
ances with many of his old friends. 
—_—<_—_ 
DENVER REMINGTON RAND BURGLARIZED 

The Denver branch of Remington Rand, 1729 Cali- 
fornia street, was robbed of $100 recently. The burglar 
held up the watchman on his early morning rounds 
and forced him to the rear of the store. The intruder 
smashed the safe and made good his escape although 
the watchman called police as soon as his captor had 
left the store. 
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SINCE 1868, WE'VE 


Been Putting EXTRA VALUE 
into OFFICE TABLES 


Here at the biggest table factory in 
the world, we've been making Ameri- 
ca’s favorite office tables since 1868! 
Every St. Johns table has the business- 
like good looks that se//. . . plus fine 
workmanship and extra strength. 
Standard office colors. . . golden, ma- 
hogany or walnut; range of sizes from 
24x36 to 34x72. Every table equipped 


That's Why 
Handling the 
St. Johns Line 
Means Extra 


| f with dovetailed drawers with 3-ply 
Profit for You! bottoms. Write today for catalog and 


prices. 












St. Johns Office Table No. 24 


Northern Gray Elm. Golden 
Finish. Top, %" thick. Legs, 
2%" square. 6 Sizes: 24x36, 
27x42, 27x48, 27x54, 27x60, 
and 30x72. Shipped K. D.; 
Packed two of one top-size in 
crate. 

















ST. JOHNS TABLE COMPANY 


CADILLAC, MICHIGAN 





NUS VALt), Fd AMMAR 


BLE. EXCLUS/VELY/ 


| “STEEL-STRONG” PRODUCTS ARE SOL 
THROUGH DEALERS ONLY 





Accounts in your territory are your accounts. 
You control them—earn and get full com- 
missions. We have no salesmen to pirate your 
customers and cash in on your missionary work. 
No competitor gives you that protection and that 
is why Steel-Strong franchises are valuable .. . 
secure ... with the guaranty of Members of The 
Nat’! Ass’n of Stationers. 

Steel-Strong Products include Coin Wrappers, 
Bill Straps, Coin Trays, Tray — Coin Bags, 
Currency Cabinets, ete. ... and each product 
has been developed to tke highest efficiency. 
Write for liberal discounts and sales helps. 


THE C. L. DOWNEY CO., Cincinnati, Ohio 


STEEL-STRONG PRODUCTS 








BILL STRAPS 








THE C.L.DOWNEY CO. nici 8557 











eal computing dials for all mail matter includ- 
ing parcel post by zones. Simply read the 
dial and affix the postage. 


Beautifully finished in Green 
or Gold Bronze. 


All 
Leading 
Dealers 





“National |, 4 Ibs 
Columbian", 2% Ibs 
Crescent’, 1 Ib 


SS 
al 
| ¥ 





No. 2 “Victor”, 2 Ibs. | 
No. 4 “Victor'’, 4 Ibs. | 
“Commercial”, 6 Ibs. 
‘Mail &Express'’, 10lbs. | 

| 










“STANDARD" 
2 lbs. & 4 Ibs 








WARSHAW 
FILING SUPPLIES 


Give your customers more for their 
money with WARSHAW sup- Pe tg 


plies. Just drop us a line for sam- GUIDES 

ples. We'll prove it to you. . 
WARSHAW Folders are round INDEX CARDS 
cornered, of heavier stock for the ° 

same money and perfectly scored. FOLDERS 
WARSHAW Index Cards are = 

rotary cut on four sides, excellent PROTEX oe 
soggy ruling. Wrapped in MENDING TAPE 


Better products for the same price. GUMMED INDEX 
Write us to-day. TABS 


WARSHAW 
MFG. CO., Inc., — 


ONE MAIN STREET 
BROOKLYN, N. Y. ~- ~ 
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TOOF COMPANY HONORS HOLDER ON BIRTHDAY 


Charles Holder, buyer for S. C. Toof & Company, office 
supply house of Memphis, Tenn., received a novel rec- 
ognition on his birthday last November 25 when he was 
presented with a letter commending him upon his 
forty-three years of continuous service with the com- 
pany, and a check for one dollar for each milestone of 
his eighty years of life. 

The presentation was made by a group of officials 
headed by Bates Brown, who read the letter prepared 
by St. Elmo Newton, president of the firm. Mr. Holder 
has been very active on the job and has not missed a 
day from his desk in more than twenty-seven years. 

He is a native of England and settled in Memphis in 
1875. Both he and Mrs. Holder will celebrate their 
fiftieth wedding anniversary at their home in North 
Evergreen next April_—CG 


STATIONERS BOARD OF TRADE MOVES 

Ending sixty years in the downtown district, of New 
York where it occupied offices at 11 Park Place, the 
Stationers & Publishers Board of Trade recently moved 
to new quarters in the Fifth Avenue Building, 200 Fifth 
avenue. According to H. S. Sanders, secretary of the 
board, the move was decided upon due to the fact that 
the trade, which was likewise located in the downtown 
district for a lengthy period has in recent years been 
moving uptown. 

At the same time it was announced that the firm of 
Popper & Popper, attorneys for the Board of Trade, 
also moved to the new location after more than twenty 
years in the downtown district. The legal firm will 
occupy suite 1062, where they will conduct an office for 
the general practice of law. 

satin : 
FLOYD STATIONERY COMPANY IN NEW LOCATION 

The Floyd Stationery Company, formerly of 265 West 
Sixth street, San Pedro, Calif., has recently moved into 
new quarters at 455 West Sixth street. A considerable 
time was needed for moving stock and making neces- 
sary alterations to the new store, the formal opening 
of which was held December 7. 

——g—__—- 
ROSE, INC., LEASES NEW QUARTERS 

The Sam Rose, Inc., Cleveland dealers in typewriters 
and office furniture, has leased new quarters at 413-15 
Huron road. The building is located at the intersection 
of Huron road and East Fourth street, is four stories 
high and has over 20,000 square feet of space.—AED 





BUSINESS OPPORTUNITIES 





Important to Manufacturers 


etailed inquiries, received direct from read: f Ovrict 
APPLIANCES, are tangible business opportunitr 
Wants Abroad 
Holland Firm Open for Added Lines.—An established house in Holland 


with important American connections has facilities available for represent- 
ing additional American manufacturers of office devices and equipment 
Manufacturers contemplating expansion in the Holland market (also 
colonies of Holland) will find this concern dependable, and well versed 
in its chosen field Please address Sem. 71, care of Office Appliances, 
417 South Dearborn street, Chicago, Ill 


Wanted Here at Home 


Catalogues for Chattanooga Office Outfitter... The T. H. Payne Company, 
Chattanooga, Tenn., is revising its catalogue files This company con 
ducts a general commercial store, and handles typewriters, Art Metal fur 
niture and safes, and loose leaf devices Please mark mailings for the 
attention of Mr. McMeans 

Catalogues for Pennsylvania Dealer..-The Spirit Publishing Company 
Punxsutawney, Penna., has requested that catalogues and price lists be 
sent by all manufacturers of office equipment and stationery supplies 
Please mark mailings for the attention of J. B. Hunger, secretary 
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QUICK, EASY SALES 
Sell 


REGAL ‘teSuir ROYALS 





* TOUCH 
CONTROL 


* SHIFT 
FREEDOM 


and why not! Regal Precision Rebuilt Royals 
are recreated, supervised and inspected by 
the original manufacturer—and backed by 
a new machine guarantee. 
With Shift Freedom, Touch Control, non- 
glare keyboard, comfort keys and original 
serial numbers, REGAL PRECISION RE- 
BUILT ROYALS are in a class by themselves. 
Capitalize on Royal popularity now! Our 
latest price list is waiting for you. 
Cooperation not competition. 
REGAL TYPEWRITER CO., Inc. ean 
75 Varick St., New York, U.S. A. ROYAL 
CABLE REGALTYPE 








Ejector 
Bar 


Price $3.50 


J-30 STAPLING PLIER 


Just a year ago we presented the J-30 
Stapling Plier. It has been an important 
item in 1935 sales—and will be of more 
importance to you as a 1936 Sales Item. 

It has sales appeal in design, construc- 
tion, finish, performance, and price. Its 
utility is emphasized in its stapling depth 
—capacity—portability. Be sure to order 
now, and start on the road to NEW profits 
in 1936. 

Displays and folders, free. 


NEVACLOG PRODUCTS, Inc. 


BRIDGEPORT, CONN. 
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Foremost in Value 


Hao 


TYPEWRITER 
STANDS 


True economy is reflected in this fine equipment. 
Framed of welded steel tubing ideal for the pur- 
pose, it is of light weight and smooth surface, at 
tractively finished. The top and drop shelves of No. 
102 illustrated above, are of Masonite Presdwood 
(a grainless board) guaranteed not to chip, crack, 
split or warp. This design is equipped with two 
Cadmium plated casters and two culbes tips, pro- 
viding steady placement and easy movement. (Four 
casters or four rubber tips optional.) It is also 
supplied without drop leaves or with single drop 
leaf, either side. For school or other use where 
the stand is to be in fixed position, the casters and 
tips are replaced by floor flanges, clamped down. 

Such convenience and service are really indis- 
pensable to typewriter users. Typewriter and office 
furniture dealers who have TUSCO Stands in stock 
and on display find them profitable. Full details on 
request. 


Tubular Specialty Mfg. Co. 


1940 Stanley Ave., Detroit, Michigan 
REPRESENTATIVES 
C. E. Ritter, 2451 E. 78th St., Chicago (phone REGent 1110) 
for export: Lincoln Export Co., 41 Water St., New York, N. Y. 














FAWN 
BRAND 


Stencils of Character 


You can't afford to gamble with the good will 
of your customers—not when it comes to 
stencils. Enterprising dealers know this 
That is why so many of them are concentrat- 
ing their efforts on the dependable FAWN 
BRAND. 

You can depend on FAWN BRAND Stencils 
to make good. They have the sturdiness for 
long runs yet they are sensitive enough to re- 
produce the finer stylus work. They always 
produce uniform, clean cut copies. 
Non-cellulose, unaffected by climate, in blue 
or white, FAWN Stencils will help you off to 
a good start in 1936. Try them. 


FAWN BRAND stencils 
inks and duplicating ma 
chine supplies will — all 
your customers. ou can 
get results with them 


FAWN BRANDS, 
LTD.., 
One West 34th St., 
NEW YORK, N. Y. 











OFFICE APPLIANCES 


bstertruok 


the ONLY 
GUARANTEED PEN 


... and here is our 
Uneonditional 
GUARANTEE 


If you find one imperfect pen, or if you 
find less than the specified quantity, in 
any box of Esterbrook Pens, you may re- 
turn the unused pens and receive a new 
box of pens of the same symbol number 
absolutely free. 


ESTERBROOK STEEL PEN MFG. CO. 
Camden, N. J., U. 5S. A. 
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CROWN 


Typewriter Ribbons and Carbon Papers 


“ 
Another new account, Joe. 


Beginning with Business 


Cards H r 





“. .. And it’s a cinch to do 
quality work, Joe, and make 
our profit when we use Wiggins 
Book Form Cards; and the 
job, delivered in a Compact 
Binder, has more to say about 
quality than the whole sales 
force could in a year.” 
A Business cards done on this 
stock and delivered in these 
binders are automatic busi- A Ask any of the paper mer- 
ness-getters. Once a customer chants listed here to show you 
ae is provided with business this card stock and binders. 
Whether a consumer, a dealer or a dis- cards done in this form, he’s He will gladly cooperate with 
tributor, the Crown line should meet your yours for life. you in the way of samples. 
every requirement. Its wide variety of 
weights and finishes of carbon and the ex- The JOHN B. WIGGINS COMPANY, 1162 Fullerton Ave., Chicago 
cellence of the fabric and inks, which readily (Griginaters of Seored Cards) 

New York City: Grand Rapids: 





adapt themselves to the various typewriter Richard C. Loesch Co Carpenter Paper Co 
ribbon needs, enable you to provide and ; ; , p 
ET Re saticfact eareies Pittsburgh: Houston: 
naintain satisfactory rvic The Chatfleld & Woods Co. L. 8S. Bosworth Co., Inc. 
Write today for full details covering our Detroit: St. Louis: 

Seaman-Patrick Paper Co. Tobey Fine Papers, Inc 


proht-yielding proposition. 


WIGGINS 


BOOK FORM CARDS 
COMPACT BINDERS 


The Crown Ribbon & Carbon Mfg. Co. 
782-790 St. Paul St. ROCHESTER, N. Y. 


Good Impressions for More Than a Quarter Century 











co) __— 
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Dealer Opening at San Diego A. Clay Stewart, who had been many 
years with the Joplin Typewriter Company, Joplin, Mo., is organizing a 


wishes to 
to 


He 


typewriter and adding machine business at San Diego, Calif 
addressed 


receive catalogues and prices fron manufacturers, to be 
A. Clay Stewart, 625 Sixth avenue, San Diego, Calif 

Furniture and Stationery Lines for Pacific Coast. 
man with West Coast stationery houses, is planning to establish headquar 
ters at San Francisco as direct factory representative of lines of desks, 
chairs and filing supplies ; also a good loose leaf line. He has spent twenty 
for references 


An experienced sales- 


years in the coast trade, and cites important executives 
Please address Sem 70, care of Office Appliances, 417 South Dearborn 
street, Chicago, Ill. 

Lines Sought by Experienced Salesman.—T. A. Ritter, 5727 Goener 
ivenue, St. Louis, Mo., with experience in the office furniture trade, is 
looking for lines He has had a successful record as sales manager and 


road salesman for desks and chairs; he wishes also to consider desk pads, 
chair cushions and pads, etc Has a wide acquaintance with office equip 
ment and furniture dealers in the North Central and Northwestern states, 
and has good proofs of success 

Sanderson 


Massachusetts Stationer and Printer Seeks Catalogues. 
Brothers, North Abington, Mass., stationers and printers, wish to receive 
catalogues from manufacturers to develop the office supply end of the busi- 
ness. They have exclusive sale of Art Metal products in Plymouth county 
and adjoining territory A mailing list of 1,500 maintains the interest of 
prospects Catalogues are requested from manufacturers of office items 
that lend themselves to direct solicitation Please mark mailings for the 
attention of G. C. Sanderson 
ae 
New Enterprises 
‘ ’ r? reported further deta C’SCWHETE ’ i} 
fiers possibilities of additiona tlets for 
mia facture im fis fie 


Xenia, Ohio._-W. E. Boring has opened a new office equipment and 
supply store at So Green street Mr. Boring had been in the office equip 
ment fleld here several years, and also at Dayton 








MARKING DEVICE S 














Chicago, Ill The Great Lakes Stamp & Manufacturing Company, an 
established business, 1802 North Francisco avenue, has been chartered to 
deal in branding, stamping and marking devices, appliances, seals and 
novelties of every description; capital stock, 2,500 shares par value com 

ol incorporators——Johr Peyton, William H. Leaver and J 
McPherson 

Auburn, N. Y.—-Allen’s Book Store has been appointed dealer by the 
Corry-Jamestown Manufacturing Corporation 

Birmingham, Ala.__James G. Smith, president of Roberts & Sons, has 
been elected president of the Birmingham Chamber of Commerce He re 
turned recently from a trip around the world.—GHW 

Hazleton, Penna.—-Deemer & Company held a successful opening of its 
new quarters at 242 West Broad street some weeks ago. Complete lines of 


commercial stationery, business machines and filing equipment were shown 


Johnstown, Penna.—The Johnstown Typewriter Company ap 
pointed a dealer for the Corry-Jamestown Manufacturing Corporation 


Kansas City, Mo. The Golding Bank & Equipment Company 


has been 


has been 


appointed distributor for “‘Y and E’’ filing equipment and supplies. George 
F. Golding is in charge of sales 

Littleton, N. H.—-Dealership for the Corry-Jamestown Manufacturing 
Corporation has been placed with A. H. Ericsson 

Muskegon, Mich.—J. Donald McKinney has been appointed purchasing 
agent by The Shaw-Walker Company He succeeds the late Lawrence H 
Walker Mr. McKinney had been manager of the Boston office He is 
succeeded at the Hub"’ by A. R. Hedman 

New York, N. Y.—Stanton M. Child, Inc., representative of The Toledo 
Metal Furniture Company, has moved from 53 Park place to a suite in the 
Weolworth building, 233 Broadway 

New York, N. Y.—-The Royal Equipment Company, Inc., Kings, has 
been chartered to deal in desks, seats, ete capital stock, $1,000; Max 
Rockmore, charter representative, 270 Broadway, New York, N. Y 


New York, N. Y.—-The Federal Office Furniture Company, Inc., has been 


chartered to deal in all kinds of office furniture and partitions; capital 
stock, $31,000 ; Max Aronson, charter representative, 1441 Broadway 

Philadelphia, Penna.—The assets of M. Berman & Son, office furniture, 
were offered at auction December 23 The firm scheduled liabilities of 
$2,579.88, and assets of $244.85 D. W. Amram was referee in this case, 
No. 19,025 


Estil’s, Inc., has been appointed exclusive agent by the 
Corporation 
Tetley's, Inc., has received a dealer appointment from 
Manufacturing Corporation 

Rockford, ti1._-George Dunnett has been elected vice president and sales 
manager of the McFarland Office Equipment Company. The past ten years 
he had been store manager for the Rockford Printing & Supply Company 


Plainfield, N. J. 
Corry-Jamestow! 


Red Bank, N. J. 


the Corry-Jamestown 


St. Louis, Mo.—The D. & D. Manufacturing Company, wholesaler of 
office furniture, has leased space at 2835-37 Olive street 

San Pedro, Calif.—The Floyd Stationery Company has moved from 265 
West Sixth street to 455 West Sixth street 


Seattle, Wash.—J. R. Gillam has moved his store to 12 Cherry street, in 


the Hoge building 


Spokane, Wash.—The F. A. Ripley Company has been chartered to deal 
in store fixtures, furniture and equipment; capital stock, $25,000; incor- 
porators—F. A. Ripley, F. F. Oakley and W. D. Meyerhof 

Topeka, Kans.—-Friends of A. S. (Mat) Matthews, of the Hall Litho- 
graphing Company, will enjoy the news that he has recovered from a 
serious operation late last year 

Vancouver, B. C.—-The General Office Equipment Company has concen- 


trated its stocks at 46 Sixth street 
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GIs 


Announces 


NEW COMFORT 
in 
Posture Chairs 


a 
Rubberized 
Curled 
Hair Cushions in 
Seat and Back 


= 
Resilient, 
Comfortable, 
Lasting 
* 


Easy, Quick 
Adjustments 
Without Tools 


STUR 


or 
Special Keys 
a 


A Model for 
Every Purpose 


a 





This new Sturgis Posture Chair is upholstered in genuine 
EAGLE-OTTAWA leathers over rubberized curled hair 
cushions. (Seat cushion 3!/2” thick; back cushion I!/2” thick.) 
It represents the last word in Posture Chairs. 


STURGIS POSTURE CHAIR CO. 


STURGIS, MICHIGAN 














@You can think 
of dozens of places to 
sell this handiest of all 
cabinets! It holds both 
clothing and supplies. 
This cabinet sells to 
shops, stores, small offi- 
ces, theatres, and many 
other places. Like all 
A-S-E products it’s 
built to stand hard use. 


HERE'S A 
“BEST SELLER”’ 


A-S-E COMBINATION 
CABINET 





Doors are heavy steel with full 
panel reinforcement. Shelves in 
compartment are ad- 
justable. Hinges won’t spring. 
You can subject A-S-E Cabinets 


to tests that would ruin ordi- 


storage 


nary cabinets. Get your share 
of sales with the complete A-S-E 
cabinet line. Fifty-seven models 
and styles. Priced to help you 
make profits. Write today for 
details on this and other mem- 
bers of the A-S-E line including 
lockers, filing equipment, type- 





**Popular’’ Combination Cab- 
inet. olds considerable 
amount of both clothing and 
supplies. It’s a “best seller” 
for countless dealers. 


writer stands, etc. 


ALL-STEEL-EQUIP COMPANY 


INCORPORATED 
STREET 


602 AURORA, ILL 


JOHN 












A New and Im- 
roved Sherman- 
son Tubular 
Steel Stand with 
adjustable ma 
chine rests in 
place of the usu- 
al solid top. 
Can be equipped 
with raised or 
flush, inter- 
changeable right 
and left side 
shelves 


Fits 
Any [ypewriter 


or Hand Operated Adding or Calculating Machine 
| Write for further particulars and prices } 
SHERMAN-MANSON MFG. CO. 


621-31 S. KOLMAR AVE., 
CHICAGO 





One of Many 
[tems — But 
How Important 
It Is to Supply 
Dependable 


Merchandise— 
When Your Customers Ask for 








INTERNATIONAL 


BG0G6000060609 


Substitutions Are 
Not In Order 


Munson Suppry Co., 348 Hudson St., New York City 
Please send information about the New Key 
New Package and Counter Display to 


Name 


Address 


City Slale 
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‘ 
Amarillo, Texas Horace M. Russell, Royal typewriter dealer here, is 





= editor of Wheels the weekly publication of the Amarillo Rotary 
club 

Birmingham, Ala. A. J. Weems has returned as manager of the Bir 
mingham branch of the L. C. Smith & Corona Typewriters In« In the 
interim he had spent a short time in another connection at Chicag GHW 


| Birmingham, Ala. B. ( Shade has gone into business for himself 
| Making repairs to all types of office equipment specializing on typewriters 
| He had been connected with the L. ¢ Smith & Corona Typewriters Inc 
| GHW 
| > 
Charlotte, N. C.--O0. G. Penegar has taken a position with the Under 
wood Elliott Fisher Company, traveling out of this city 
Chicago, IM. The Central Typewriter Exchange, Inc., 215 West Wasi 
ington street, has been chartered to deal in typewriters and adding ma 
chines capital stock, thirty shares p. v. common incorporators John S 
Teeter. Henry L. Strahihoff and Marjorie L. Vowell 
Fort Smith, Ark.--The Patterson Office Equipment Company district 
distributor for the Royal Typewriter Company, Inc., reports business good 
(huota has been exceeded the past three months 
Helena, Mont. —E. Russell Scott, representative of the Royal Typewriter 
Company, Inc., kept right on selling Royal typewriters during the earth 
quake season 
Jackson, Miss...The Office Supply Company has opened a typewriter 
department, with the exclusive distribution of the L. ¢ Smith & Corona 
This enables the company to round out its office appliance department 


GHW 
Montreal, Quebec L. Greenshield has moved his typewriter exchange t 
744 Versailles street; the previous location was 2328 St. James street SJL 


New York, N. Y.—Norman J. Hendershot has been appointed advertising 
manager for the Royal Typewriter Company, Inc. His duties include those 
of managing editor of The Royal Standard Mr. Hendershot specialized or 
advertising and merchandising at Columbia university 

Riverside, Calif. The Stockwell & Binney Company has opened a new 
business machine and commercial stationery store in Riverside 

Seattle, Wash Phe Woodstock Typewriter Sales agency has been opened 
at 1216 Fifth avenue. 

Walla Walla, Wash. A factory branch has been established at 13 South 
First street by the Underwood Elliott Fisher Company 

Xenia, Ohio.._W. E. Boring opened the Xenia Office Supply Company at 
s> Green street in December. The lines include typewriters, office supplies, 
office furniture, typewriters and supplies, including rentals 








ADDING MACHINES 


Boston, Mass.—-E. F. Graham, formerly with the Burroughs Adding Ma 
chine Company, has joined Blake & Rebhan as a salesman 


Indianapolis, Ind.—The Victor Adding Machine Company, of Chicago 
has filed incorporation papers to transact business in this state EB 











OTHER MACHINES 


Chicago, I1!._-F. M. Boughton, sales agent here for the Multigraph, has 
a penchant for Sheaffer fountain pens A few years ago he won a Life- 
time in a golf tournament of the Office Appliance Associatior At the 
annual Christmas party of the Chicago Association Advertising Club this 
vear, he won another Sheaffer pen 

Omaha, Nebr.-_The C. C. Courtright Company, 406 South Nineteenth 
street, has succeeded the Omaha Printing Company as distributor for the 
\. B. Dick Company Mimeograph 

Rochester, N. Y The Haloid Corporation has acquired The Rectigraph 
Company 

Seattle, Wash.—-The local branch of The National Cash Register Com 
pany has been moved to 1923 Fifth avenue 

San Francisco, Calif. kK. W Land has been made manager for the 
sub-branch of the Underwood Elliott Fisher at Salem, Ore He has beer 
with the company since 1922 





San Francisco, Calif.—_A. Carlisle & Co., Upham & Rutledge, Inc., 135 
Post street, have been appointed distributors for the Speed-O-Print rotary 
stencil duplicators. They have a complete line of the machines on display 


San Francisco, Calif...0. H. Davison, western representative, is pleased 
to report that both the products of the Fulton Specialty Company and the 
Neva-Clog items have closed a very satisfactory year in this territory 
Both are now built up to a point that indicates a banner year for 1936 
Mr. Davison makes headquarters at 74 New Montgomery street 








PENS AND PENCILS 


Boston, Mass.——Fountain pens, zipper brief cases and loose leaf folders, 
ind other merchandise were stolen from H. A. Shepard & Company, 50 
Cornhill, several weeks ago 


Philadelphia, Penna.-.An epidemic of window smashing for plunder ir 
the business district in December involved the windows of A. Pomerantz & 





Company, 1525 Chestnut street Three dozen fountain pens, valued at 
$125. were taken from the Pomerantz display window Other stores in 
volved were Wanamaker’s and Strawbridge & Clothier 

San Francisco, Calif.—Carl Priest, western division sales inager for 


The Parker Pen Company, announces that they are now signed up under 
the California Fair Trade act 

West Orange, N. J The Camel Pen Company has been chartered 
capital stock, $50,000 preferred and $75,000 commor George |} Howard 
charter representative 
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| MEILINK 


Safe 
Drawer 







FOR 
LOW 
COST 
FIRE 
PROTECTION 


Even the small office can now afford a Meilink Safe 
Drawer for protecting important correspondence, ledger 
account sheets and other valuable records. 
Built with double steel walls and Thermo-Cel insulation 
. . « Furnace tested and certified for the One Hour 
Standard Furnace Heat Test . . . Heavy roller bottom 
slide drawer suspension assures easy operation . . . 
Sections stack to any desired height . . . Modernistic 
black crystalline finish with chromium hardware .. . 
Backed by Meilink Guarantee. 

Write for full information. 


MEILINK STEEL SAFE CO., Toledo, Ohio 











PAPER 
DRILL 


TWIRLI 





Price $10.75 


Series 300 Twirlit 


Does jobs that a punch can’t do 


Drills a clean, neat hole through 14 
inch of paper at a time. A great con- 
venience in binding and filing. Han- 
dles thick for a 
punch.Saves time, trouble and money. 


many papers too 


Three models and interchangeable 


drill heads provide sizes and adjust- 


3 Sizes 


; ments for every office need. Hand- 
at prices from 4 


$9.50 to $10.75 somely finished in olive green with 


Catalog on request. nickel trimmings. Individually boxed, 


MITCHELL BINDER COMPANY 


Hagerstown, Md. 
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BRING 
INCREASED 
SALES! 


Chey are the Pioneer non-cellulose dry stencil. 

Ihey are equally good for Stylus or Typing work. 

Each stencil will give 15,000 or more perfect impressions. 
heir uniformity is guaranteed to you by our years ot 
manufacturing experience, our world-wide distribution, 
and our financial responsibility. 














Write today for samples and our 
Cooperative Sales Plan. 


Manufactured by 


FRANKEL CARBON & RIBBON 


MFG. CO. 
Denver, U. S. A. 









Let NATIONAL Make 1936 


Your Best Leather Goods Year 





Getting right down to facts, the foundation of a 
successful leather carrying case department con- 
sists of a good line at reasonable prices. No extraor- 
dinary sales ability is required when you show 
National briefcases, portfolios, ring binders and 
other zipper cases. Outstanding quality, with at. 
tractive prices that insure sales at a satisfactory 
profit. And the National line affords a complete 


range of designs. 









NATIONAL 
BRIEF CASE 
MFG. CO. 


512-532 S. Peoria St. 
Chieage, Hl. 






No, 936 
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THE 


FRRoE-NO 
COPY HOLDER 


“Erases 


Erasing 
Cost!” 












DEALER 
OPPORTUNITY 










Cash in on the 
vital need for this 
equipment in mod- 
ern business. 












“side 






Show your customers the health-danger, the cost of 
reading,”* not only in stenography but in billing, reports, 
statistical and pay-roll tasks. ERROR-NO means more work 
easier—without costly errors! Special models for calculators 
and accounting machines. And, there is no substitute for 
ERROR-NO rigidity, dependability, and one-line-at-a-time, 
single —correct — vision —point principle! 









IMPORTANT: W.P.A. and similar projects offer a particular 
opportunity but you must act QUICK! Write immediately for 
details —special prices and discounts. 


THE DAWN MFG. CORP. 
183 St. Paul St. Rochester, N. Y. 
Note: The Dawn Mfg. Corp. is a subsidiary of the Hall-Welter 


Co., Inc., who manufacture the famous SPEEDRITE check- 
writer and the new inexpensive CHEXSIGNO signer. 
















LAMP AS SHOWN IS NO. 530 
Start the new year right by selling Calvert 
Lights—Eighteen different styles in various 
finishes. Write for catalog and prices. 


THE CALVERT LAMP CO. 


300 E. Federal St#., Baltimore, Md. 














OFFICE APPLIANCES 











A COMPLETE LINE 
Correct in Design 
Honestly Built 
At the Right Price 





Glad to send catalug 





Jasper Seating Co. 


JASPER, INDIANA 


NEW YORK: 
Office Furniture Warehouse 
573 Broadway 


CHICAGO: L. H. Farber 
529 S. Wabash Ave. 
Telephone WEBster 3217 











DADSt+ St St St St St St St St St St St St Orr 


For More 
and Better Business 


Readers of Office Appliances 
have a constant source ot 
useful ideas. 


The journal contains 
thoughts that many identi- 
fied with office equipment 
can use to advantage. It is 
a common meeting place for 
the exchange of worth-while 
information. 


If you want more and bet- 
ter business, you can profit 
by a subscription to Office 
Appliances. Domestic rates 
are $2.00 a year, two years 
for $3.00; Canada, $2.50 and 
$4.00; Foreign, $3.00 and 
$5.00. 


The Office Appliance Company 
417 S. Dearborn Street 
Chicago, III. 


PHO 4 4 O44 S4 G4 G4 S+ G+ G4 S1+S1 5+ 515+ 5+ S151 S+S+O 
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RIBBONS AND CARBONS 





WE OFFER THE FINEST 
LINE OF 


CARBON PAPERS 


Bridgeport, Conn.—The supplies plant of the Remington Typewriter 
Company has been converted to the manufacture of carbon paper ex 
clusively The ribbon division has moved to larger quarters 


Columbus, Ohio. Elmer Beynon has joined the local Royal sales organ 
ization as supplies salesmar 


Park Ridge, N. J.—Ira Cole, vice president and sales manager for Mittag 
& Volger, Inc., returned a short time ago to headquarters, after an ex 
tensive airplane trip to western States, and also to important points on the 
Carribean sea. 


San Francisco, Calif.—The Carbon and Ribbon Dealers Association 
scheduled a holiday luncheon party December 27 at the Cliff Hotel. 


San Francisco, Calif.—T. J. Gibson, manager of the western office of 
The Miller-Bryant-Pierce company, 46 Kearney, reports that they are 
just closing a splendid year, and he sees no difficulty ahead within the 
trade 


San Francisco, Calif.—The San Francisco office of Mittag & Volger, 
Inc., set the record when they shipped the first consignment of typewriter 
ribbons by air to Honolulu. They were consigned to Alexander Bros., 
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air port November 22 on its first trip to the Philippines 











TYPEWRITER 


RIBBONS 
EXCLUSIVE FOR 


THE DEALER 
AND STATIONER 


STATIONERY 


Falconer, N. Y.—-Fred H. Salmen completed recently twenty years’ serv- 
ice with the American Manufacturing Corporation 








Indianapolis, Ind.—The Stationers Club of Indianapolis has filed a cor- 
porate charter with the secretary of state, authorized to promote the in- 
terests of stationers and allied tradesmen The incorporators are George 
F. Davis, Harold J Hampton and Harry A. Schockley.—EB 

Long Island City, L. I1., N. Y.—The Hano Paper Corporation has stocked 
ruled bills and statements for the printing trade. These are put up two 
on, in ream packages 

Medford, Ore.—-Jack Bierma, owner of the Bierma Typewriter store, 
116 North Central avenue, has purchased the stock of the W. R. Elliott 
stationery company that has been occupying part of the store. This will 
now be conducted along with his typewriter business. 


Allen & Company 


11-13-15 Vandewater Street 
New York 


Minneapolis, Minn.—-Miss Sylvia Steele has joined the Midland Paper 
Company, in the sales department. She had been formerly with the Roller 
Office Supply Company, Grand Forks, N. Dak. 

New York, N. Y.—The Stationers Board of Trade has moved to the 
Fifth Avenue building, 200 Fifth Avenue Headquarters had been main- | 











tained at 11 Park place during a period of sixty years. 





Oakland, Calif.—A new stationery store has opened at 3260 Grand 


avenue 
Puyallup, Wash. Gervais’ is a new stationery store opened at 307 

Meridian street 
San Francisco, Calif.—The A. Leitz Company has moved across the 

street into improved quarters at 70 Post street. 
San Francisco, Calif.—It is announced that the Scram Company, St ‘“ . ” 

Louis, producing a number of articles of interest to the stationery trade, 5 In l 


is coming under the California Fair Trade Act. 


San Francisco, Calif.-The Montgomery Street branch of the H. S. EXTRA PROFIT 


Crocker Company proved that they are using their fine windows to ad- H . 
because of quick turnover. ere's 


vantage when they took the first prize for the best window display of 










typewriter paper, as offered by the American Paper Company the ONE machine that fits all office 
San Francisco, Calif.—Arthur A. Campbell has become manager of the needs. 
H. S. Crocker branch store at 260 Montgomery. He succeeds L. E. Consecutive—dupli- 
Thomas, who has accepted position with the Hollywood branch of the 5 @) 
Stationers Corporation in Los Angeles. Mr. Campbell has for ten years cate — triplicate 
been outside salesman quadruplicate—r e - RETAIL 
Santa Cruz, Calif.-Mr. and Mrs. Lloyd Bowman, who purchased the peat. 
Irish stationery store from the Irish estate, announce that the name is AMERICAN NUMBERING MACHINE co. 
changed to Bowman's Stationery Store 
‘ ” 224 Shepherd Ave. Branches: 
Simcoe, Ontario, Canada.—aA stationery and beokstore has been opened Brooklyn, N. Y. Chicago Los Angeles 
next to the Capitol theatre by Emerson and Lyne. London ris 








Simcoe, Ont.—Wallace & Company, stationery and office supply house, 
38 Norfolk street, South, is discontinuing business. This is one of the 
power 
oldest stationery firms in Ontario.—SJL i 
Syracuse, N. Y.—-The Fraser Company, Inc., has been chartered to con- ; DEALER Cash in on this FAST-SELLING 
duct a stationery business; capital stock, 200 shares par value; incorpora- A u to ma ti ¢c 


tors—R. George Roesch, 407 Stolp avenue; George H. Cole, 3610 James 
street; M. Arthur Ross; G. H. Cole, charter representative, State Tower 
building. 





Wenatchee, Wash.—-Pencilgraphing, Inc., has been chartered to conduct Three Models, All Closed .Drum, 
a Stationery business; also printing, lithographing, stereotyping, design Automatic Inking, Low Price. DUPLICATOR - 
ing, publishing, and dealing in materials used in the manufacture of paper ; Model A, completely automatic, Auto- 
capital stock, $16,000 matic Feed, Automatic Inking 
Woodstock, Ont.—_James G. Sutherland has recovered from a_ serious Aggressive dealers are cashing in on 
operation. He is manager of J. & J. Sutherland Company, stationery and this wonderful line of Mastergraph 


, lie SII duplicators, they are sim- 
office supplies.—SJL »yle in construction, s y 
n operation, beautiful in 
design, and small number 
of parts make it popular 
with users and a profitable 
trade-builder for 


-ALERS. 
L O O S E L E A F = for complete ;infor- 


mation on our liberal dealer 








franchise. 
Buffalo, N. Y.—A. D. Stubblebine has been appointed branch systems THE Automatic MASTERGRAPH DUPLICATOR CO. 
division manager of Remington Rand, Inc. He succeeds W. F. Block, who WwW. | Str D M i ] 
has joined The Victor Safe & Equipment Company. Mr. Stubblebine was 807 Walnut Street, Des Moines, lowe 











former systems manager for Remington at Manchester, N. Y \ 
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Point for Point— 


Compare the Construction 


Durable, interlocking framework 
of METALSTAND covered with at- 
tractive, permanent finish in 
walnut, mahogany, oak or green 
the L4x17 size is exceptional value at 
$5.00 retail 

The 7x24 METALSTAND at slight- 
ly higher price is also a leading 
bargain. Dropleaves may be at- 
tached to either or both sides at 
proportionately low prices. The 
entire line is a fast mover and 
brings the office equipment dealer 
a good return for the space and 
investment devoted to it. 





bracket. 






Note how legs in- 
terlock with top of 
frame and base 


Metalstand is shipped k. d. 
SUBJECT TO DEALER'S 
APPROVAL 


Send your order today 


Metalstand 
Company 


i35 North 22d Street 
PHILADELPHIA, PA. 


















Efficient and economical. 
Will keep correspond- 
ence and papers always 
on hand and properly 
arranged. The most ef- 
ficient desk file on the 
market. Made in four 
sizes. A very profitable 
item for stationers. 
















Stanley R.Bristow 
24 Central Ave.West Orange.N.J. 





Loose Leaf Rings 


No Large Brass 
Nickel Plated 










Joint to Tear 
Paper FIVE SIZES 
inside y= 
¥”"—1.35 ‘00 
Open Easily, e— ie s @ 
Close ic—i.75 ° * 
Securely a o 


For loose leaf books, binding reports, blueprints, etc. 


Write tw information I ease Leaf Metals 


on our line of...... 


The E. W. Carpenter Mfg. Co. 
Bridgeport, Conn. 




















IMPROVED 





STENCILS 


that are 





Dealers interested in supplying their trade with stencils 
Non-filling of type, 
Characters do not cut out, 
Free from pinholes, 
Perfect fitting on machine, 
Extra good for stylus, 
Perfection in printing. 
Write on your letter-head 
SOUTHERN CARBON & RIBBON CO. 

Sth Fleer Moore Bidg. 

FORT WORTH, TEXAS 















ALLEN-WALES 


A record of more than 25 years’ satis- 
factory service recommends Allen-Wales 
Adding Machines and The Allen- 
Wales Franchise to office machine 
Dealers of experience and sales 
power equal to a first-class 
proposition. We offer a valuable 
business getting opportunity 
Write today for details. 


Allen-W ales 
Adding Machine 
Corporation 


515 Madisen Ave. New York, N. Y. 











-SPEEDO-SORT- 


The Universal Sorting Device 
Functions successfully on all 
sorting jobs. Cuts sorting time 
in half. Rapid, inexpensive, 
easily portable, ac- 
curate, convenient. A 
trial convinces. 


Office Equipment 
Dealers write at 
once for Special 
25 Division A-Z 


Offer 










SPEEDO, INC., 5912 S. Kostner Ave., Chicago 











“YOUR QUESTIONS | 
ANSWERED FREE 


_— 








] 


Subscribers to Office Appliances have free | 
access to a competent service bureau which 


is prepared to answer almost any question | 
relative to office equipment. 


A considerable number of our readers have | 
found that this service in itself is worth 
many times the subscription price. 





— 
=| 





| The Office Appliance Company, 417 South 
Dearborn Street, Chicago, U.S. A. :::::3 
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tK & TYPEWRITER RIBBON MEG. Co. 






RIBBONS 


CARBONS 


ESTABLISHED 1895 


Dealers Inquiries Solicited 


Sansom at Tenth Street 


Philadelphia, Penna. 








Transparent Shading Plates 


Stencil Manufacturers and Distributors Should 
Write to 


THE 


TECHNY, ILLINOIS 


For Quotations on: BACKING SHEETS, STYLUS 
PENS, LETTERING GUIDES, STENCILSCOPES, 
STENCIL FOLDER BOXES and CUSHION SHEETS 





You can Actually Staple Q 
from 2 sheets up to 

a Pile of Paper 

This Thick (,") 

with the New 


ACME No. 1 
Heavy Duty 
Hand Stapler 













COMPANY 


1643-1647 Haddon Ave. 
CAMDEN, N. J. 











for Perfeet 


= Impressions 





Dunn “ee 


ROOCO 





DUPLICATOR INKS 





Both open and closed drum stencil 
duplicators produce first class results 
with this high quality ink. Samples 
and prices on request. 














H.D.ROOSEN COMPANY 


Brooklyn, N. Y. Chicago 
Factory, foot 20th St. 609 S. Clark St. 





DEALERS WANTED 


for a patented typewriter 

cushion key, with advan- 

tages and merits no othe 

key possesses. You'll get 

MORE key business by 
selling 


The Master Key 


(No Rubber to wear out) 
Write for Samples 
and Prices 


Speed Key Mfg. Co., Inc. 
298 Columbus Place 
Brooklyn N. Y. 














Inspect the high quality and get the 
attractive prices of Browne-Morse 
office equipment and supplies. Put 
your stock in order with merchan- 
dise that sells. . The Retail 
Trade is hitting a new high level. 
Are You Prepared vo casu w 


on improved business conditions? Write today. 
Begin now to sell more with real profits. 


Browne-Morse Company 
MUSKEGON, MICHIGAN 
















Easy to put in use 
Safe and Secure 
Quick Reference 


F. B. 


LOOSE LEAF 
HOLDER 


Fastens the transferred sheets in a 
neat, compact binding, easily 
handled and referred to. Accommo- 
dates any size of sheet or distance 
between centers; interchangeable 
posts of various length provide 
capacity to meet your requirements 
$350 New York. Write fer 
sample and details 
F. B. Mfg. Co. 


1228 Intervale Ave. 
NEW YORK, N. Y. 


dozen sets, f.0.b. 
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9 THIS MEW ALL-METAL 
ih FR REVOLVING DISPLAY 
CABINET 





A display of Moore Push- 
Pins, glass and aluminum 

| heads, and pushless hangers, 
will ring up many an extra dime 

on your cash register. 

A new revolving display cabinet is 
given free with an order for 72 
assorted window front packets. 
Start today to increase your pro- 
fiis...order from your jobber. 


MOORE PUSH-PIN CO. 
113-125 Berkley St., Phila. 


u-da- 


Brands 


7 . ‘4 
DUPLICATOR INKS 
DU-WA-CO Duplicating Ink is more than 
just an ink. It is a part of the satisfaction 
in accomplished workmanship in the duplicat- 
ing room, critical endurance in your advertis- 
ing department, and the final analysis of pull- 
ing power in the presentation of your literature. 

Intense color—more copies to the pound— 
doesn’t offset or smudge—approved and in 
use by Army, Navy and other government 
offices, also schools and corporations. We can 
help you extend your sales. Write. 


Coast Distributors unham-(xSatson 


West Coast Duplicator 
Supply Co., 431 Bush St., Manufacturers of Ink Specialties 


wae Cveneien, Can 644 SO. CLARK ST., CHICAGO 















































| Meilicke. Systems 
cover computations 


of Payrolls 
Time 
Interest 
Tonnage 
Unit Costs 
Express and 
Freight Charges 
Discount 


Etc. 
End Mistakes—Double Speed with Precalculated, 
Verified Answers 
Meilicke. Systems, Inc. 
3468 No.Clark St. Chicago, Illinois 


ZIPIT 


THE NEW 
TIME SAVING 
CARBON 
Territory now being 
allotted. 


Send for samples and 
agency proposition — 


IT SELLS 


PHILLIPS PROCESS CO., Inc. 
82 ST. PAUL ST., ROCHESTER, N. Y. 
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PENS... 


Business, School, Imprints 














Manufacturers of 
Quality Pens Exclusively 
Since 1876 


TURNER & HARRISON 
Pen Mfg. Co., Inc. 


1211-1215 Spring Garden Street Philadelphia, Pa. 








Watch, Those Profits 
GROW! 


Such equipment as Calculating Machines, Billing and Book- 
keeping Machines, and in some instances, certain types of 
Adding Machines yield phenomenal profits. Why not 
diversify your selling? Besides typewriters, you can sell 
many profit producing machines that are listed in Reliable’s 
Wholesale Catalog and, at real bargain prices, too. Send 
for your copy today .. . no obligation. 


RELIABLE TYPEWRITER 


& ADDING MACHINE CORP. 
303 West Monroe St. Chicago, Illinois 











2 





Start the New Year 
with Clean Records 


Remove errors, blots and stains with 


H INK 
ef AeERADICATOR 


The genuine “H.A.”” box has a green 












Skytogen base and stars around the 


numbers 1 and 2.) 


WRITE RIGHT NOW 
for further details 
Ht. A. INK ERADICATOR CO. 


1707 Zerega Ave. New York, N. Y. 
Cable ““ERADICATOR”™ 











Card-cases, any size; loose-leaf envelopes, punched; 
menu covers; factory record protectors; tag holders; 
bill-fold envelopes; stamp containers, etc. Made of 
acetate (slow-burning) transparent cellulose. We 
build to ft your particular need. Write us for details. 


; MARKILO COMPANY, Mfrs. 
936c West 63rd Street Chicago, U.S. A. 









— 
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‘The 
ADAMS 


Ideal BOOK RING 


THAT FLATTENED JOINT is o—_ 


Write for Free Tube 



















Tiis special 


for a purpose—to keep the r-y E- 
PATENTED ways right side up. No need to unt 
PER. 17,1920 JAN. 11. 1821 and fumble to find the place where 4 : 
mOV. 6, 1923 the ring opens, if it’s an Adams ring. adhesive holds with a 





Here is the simplest, quickest-operat- 
| ing and most satisfactory ring ever 
| Seven Sizes invented P oe —— ~~ = or 
: binders of all sorts. Allows binder or 
tncide Glameters: sheets to lie _ — —_ - - 
Ne. ” . 1, 1%" point. The enlarg joint, nicely 
I Ne. re —~ > ae rounded and smoothed, keeps ring 
| - ae é * right side up in position to be in- 
No 7 % No. 4, 2% 
P _— stantly unlocked. 
Neo. 6, 3’’ Order Lay - your by my We also 
manufacture inexpensive loose leaf metals. 


Meary' T. Adams Mig. Co. S6\S Shiesze Av 


sinewy grip —yet Grippit 
can never wrinkle paper . . . it strips 
off like adhesive tape . . . itis so clean 
that any excess rubs off, leaving work 







and fingers unsoiled 


Harriman-Welts Products Co., 200 Summer St., Boston 






























FRE INTRODUCTORY OFFER paseo 


The “Nenana Pocket Seal 
and other MARKING DEVICES 


LY 


MARTENS 


TYPE CLEANER 


Typists go for it in a big way. They 
like the way it cleans so thoroughly and 
quickly without the usual muss and fuss. 
They like it and they ask for it again 
That’s why many dealers find it so 
profitable. You will, too. 


_——<—“——-————— — = 
_——e ee 





Bho 


POCKET SEALS SPECIMEN IMPRESSION LEVER SEALS 


MEYER & WENTHE- CHICAGO 


OFFICE & FACTORY - 24 to 30 S. Jefferson St. 
LOOP STORE - 31 North Clark Street 
WEST SIDE STORE - 30S. Jefferson St. 


ee ee ee ee ee ee ee ee ee ee 


OPENS LIKE A BOOK RiBsONS & 
CARBONS 





In Every 
Bottle 





Get our free introductory offer today. 


MARTENS TYPE CLEANER CO. yiz?§,28thst,. 


OOo oo ee ee ee ee 


_ 888 ee eee ee ee ee 


_———“— {cc -— = = = =. 
ee ee ee 












































CURMANCO SORTING TRAY is ue 
> ° ° 
z Law c — for current filing. With the selling Tybon Typewriter 
“ =} double flare references are Ribbons and Carbon 
* quickly referred to. Saves time Papers. 
Z ww! daily work. Sold — Tybon’s Silent Salesmen 
ie oS oe Se sell them for you. Tybon 
tray and your indexes. Made li . 
to stand hard use, saves its cost quality repeats continu- 
many times over. ally. 


115 Letter size . $4.65 Tybon’s Reel Ribbon 
Economy Is 


Olive Green Art Steel 116 Capsize .. 6.60 Real Ribbon Economy 
STAPLE ITEM. ORDER STOCK TODAY. It will pay you to 


Currier Manufacturing Company eae CORPORATION 


. w. ~ ’ a 
26 N Terminal Bidg., Minneapolis, Minn 1026 Filbert S¢. Philadelphia, Po. 




















Stationers—Here’s News! 


Write us for full information about the ENTER- 
PRISE NON-CELLULOSE DRY STENCIL—avail- 
able to you with backing-sheets and boxes IM- 
PRINTED EXCLUSIVELY WITH YOUR IN- 
SIGNIA AT NO EXTRA CHARGE. No need to 


order large quantities. Unsurpassed quality, perfor- 


Agencia Disponible 


vea la pagina 130 


Agence Disponible 


voir a la page 130 


mance and uniformity—''The best buy in stencils.” 


ENTERPRISE SUPPLIES, Ine. 
East Michigan at Highland 
Indianapolis, Indiana 





—---~-------~-------,4 
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EL-TEN Stapler 





List Price $3.50 inctuding 1000 staples. A 
well designed, sturdily built, high grade hand model wire 
stapling machine, using standard ‘4 inch crown wire 
staples frozen together in strips. 


This NEW EL-TEN STAPLER is built 
for your customers in the office, store, 
factory, school and home. Descriptive 
Folders which can be sent to those 
customers will be furnished free of 
charge. Order your folders now, along 


with a few EL-TEN STAPLERS. 


Manufactured Exclusively by 


Bump Paper Fastener Company 


LA CROSSE, WISCONSIN, U.S. A. 











No. F 1660 





JACKSON DESKS 
are QUALITY BUILT 
CLEAR THROUGH 


BUILT LIKE A STONE WALL 





JASPER OFFICE FURNITURE CO. 
JASPER, INDIANA 


WESTERN REPRESENTATIVE 


Raynes Davis, P. O. Box 1273, Los Angele« 
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THE STATIONER'’S 


SCRAP 
BOOK 


IDEAS 


PRICE a POST FREE 


The most valuable 
moneymaking volume 
ever placed before the 
Stationer Trade—Con- 
tains nearly 200 hints in 
connection with every 
department of your 
business. 


Press Comments: 


The book contains some 178 pages of common sense sugges- 
tions for commercial stationers and dealers in office equipment 
It is conveniently divided into four sections, as follows 
Organization: Advertising and Publicity; Selling Ideas; Win 
dow Display and Selling Ideas for Specific Lines. An inder 
in the front of the book classifies the subjects treated and gives 
the numbers of the pages where the stationer may find sugges- 
tions on the particular phase of his business thal he may be 
interested in al the lime. The subjects run all the way from 
account books to window dressing and are wrillten in such a 
way thal the volume is an excellent reference book. 

—Office Appliances. 


The Scrap Book can be dipped into almost anywhere, and 
useful hints on a wide range of subjects, presented in a very 
readable form, will be found on every page. 

The Newsagent, Bookseller's Review and 
Stationer'’s Gazette. 


lt was a distinctly good idea to bring together such a series 
of approved ideas, and the volume should meet with a warm 
welcome —The British Printer 


1 good idea in itself and admirably carried oul 
—The Stationery Trades Journal 


Send Your Order with Remittance Today 
to the Publishers 


F. W. BRIDGES, LTD. 


GRAND BUILDINGS, TRAFALGAR SQUARE 
LONDON. W. C.. ENGLAND 


ft 
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Bentson 


700 


Quality at Moderate Cost 

You can sell Bentson 700 filing cabi- * 

nets in any medium grade competi- be 3s ‘fs 

tion with full assurance of satisfactory ‘ - 

service, appearance and durability. Ranks: 

Case and top are high quality furni- poe ee 

ture steel amply reinforced, resulting 

in a rigid cabinet of neat appearance. rang —: 

Full progressive suspension slide is of > * 

heavy gauge furniture steel. Many oe. 44 wn 4 i q A yy 

drawer insert arrangements are avail- » 
Unground Ball Bearings for the 


able. Made also in two drawer ype tae r —— a 
height, letter and legal sizes. (OU. B. Patent 1.788.609. pce lt aan pace n mn 
Bentson 700 is one of several popular All parts machined from bar stock and heat-treated, 
eiemsot dies tpeadien tp Manceuae outer races are one piece and can be made in an 
petitive territories, it offers exceptional sales desired shape. (No soft stampings used whatsoever. 
and service value. Full details and prices For cradle slides our ball bearings and rivets are in one 
on request. unit for — assembly. 95% of filing cabinet drawer 
slides in United States and Canada operate on “Kilian” 


THE BENTSON MFG. CO. | Se ne 


AURORA, ILLINOIS Kilian Manufacturing Corporation 


107 Nerth Franklin Street Syracuse, New York 
Pe Be Ben Ma hn Mn Mn Al Ale A A lA Al l,l li, Al l,l li, l,l, l,l, li, li ii, li, l,i, li ti, i ls 


= Get Read Ew! 



























7o Get Best Results from This } T h e 


; Pay-off 





QUEEN RIBBON & CARBON CO 
maw youn 


Business “‘pays off’ on re- 
sults—not alibis—only _re- 
sults count. Be prepared to cash in on the awakened demand for dry 
If you concentrate on stencils. FIBROIN was the most successful stencil of 1935. 
“Queen” Ribbons and Car- This year will bring an even greater increase in sales. Don't 
bons you are sure to be there delay—write us immediately, and let us show you the way 
at the “pay off’’—they give to greater profits through the FIBROIN pian of co-oper- 


results. Try them. ative selling. 


queen nmsonscatsonco.ne SE FPOROIN & 
Manufacturers of a complete line. Inked ribbons for a sT-en Cc I L CO R PO R ATI Oo n 


variety of purposes. Carbon in rolls for every need. | 306 WEST ADAMS STREET... ..~-JACKSONVILLE, FLORIDA 
Branches: BOSTON, CINCINNATI, DALLAS, LOS ANGELES 
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NEW PROFITS for Royal Portable dealers! Sales are 
increasing. People are buying—and they're buying bet- 
ter and better merchandise—records prove it in every 
line. Add to your bank-roll by featuring the New De Luxe 
Royal Portable Typewriter at $62.50. This price includes 
a generous profit margin for you—it represents added 
value to your customers. Of all portables, this New Royal 
is the finest—the most advanced in design and construc- 


tion. Royal Typewriter Company, Inc., New York City. 





SELL BETTER MERCHANDISE AT BETTER PRICES 





With TOUCH CONTROL, Royal's sensational 
(Trade mark — for key tension device) improvement, anyone cen instantly adapt 


SoS. the key tension to exact finger pressure! 


ONLY ROYAL GIVES YOU TOUCH CONTROL |= 








INTRODUCING 


= fod JAP LETTERGRAPH 
39 msl 


Now...for the FIRST TIME 


a Moderate-Priced 
Stencil Dupligabex: wil ade Inking | 





a —. «6 


Aclully Sells Dtsely/ 


. aE “That's a strong statement.” you'll probably say: and strong 
THOUSANDS OF LETTERGRAPH itis. We say it because we've already tested this machine for 


USERS. ARE LOOKING FOR THIS! sales-appeal, tested it on the firing line where sales—and only 

The now. exteensinaligtiliel attiiie ten sales—count. It sells easily because it does a grand job with 
tured on the Model 24B is sold separately. and the least amount of effort. It removes the only objection to sten- 
is instantly interchangeable with the outside, cil duplic at that of h i] , Full it 


hand-inked cylinders on the thousands of Let- 
tergraphs now in use. The new cylindertakesa the average run of work with ease. You'll find prospects all 


half-pound of ink at one filling which will print eouund you on Model 24B was Bes Sis es ’ in end 


several thousand copies without stopping to re- 


ink. Cylinder sells for $10.00 complete with not for the few. Every office can use a duplicator like the Model 
tal-lined leatherett a Lettergraph 
ouleaats will thank yen tar doeaae it to “wed 24B. Show it and the sale is yours. It actually sells itself! 





THE HEYER CORPORATION: Chicago 








Yl Mr Meal 


UNDERWOODS 
“a med, Meres Why! | 


SEE PAGE 95 


{79 UNDERWOOD S/xe’T Y PEWRITER 


Underwood Elliott Fisher Speeds the World's Business 





